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Executive Summary Section  
Introduction 

 The project contemplates 2,500 square feet of one-story ground floor convenience space 

on the vacant tract of 5,012 square feet, located on Lombard Street between Exeter and Lloyd 

Streets in the City of Baltimore.  The current state of the site is vacant land, with no 

improvement and it is shaped rectangular, with majority of frontage (72.69 ft.) facing on 

Lombard Street.   

Market Description 

 The subject property, located within Albemarle Square, is in less than four blocks from 
new Harbor East community which offers fine dining, shopping, entertainment opportunities, 
and within three blocks from downtown, the central business district of the City of Baltimore that 
serves as business hub of the region.  However, the neighborhood that is immediately adjacent to 
the subject tract mostly consists of two-hundred townhouse community. Moreover, the nearest 
major grocery-type location from the site is Whole Foods, which is about one mile in distance 
from the site.  Therefore, it appears that the neighborhood community surrounding the subject 
property is in need of commercial-retail store establishment and our development team believes 
that the area holds great promise for retail development. 

Legal Attibutes 
 The land use for the subject property is governed by Baltimore City Zoning Ordinance 

(designated as B-2-3 area), Jonestown Urban Renewal Plan (designated as “Community Business 

Area”, Flaghouse Planned Unit Development (designated as Area B).  Baltimore City Zoning 

Ordinance allows neighborhood retail development and residential use for B-2-3 lots.  The 

permitted uses under Baltimore City Zoning Ordinance are the variety of small 

business/commercial uses ranging from taverns/small appliances shops to various restaurants 

(without drive-in facilities) that may house live entertainment and dancing.  For Jonestown 

Urban Renewal Plan, the permitted uses under Community Business Area also bode well for the 

projected convenience use of the subject tract, as Jonestown URP explicitly states “In the area 

designated as Community Business on the Land Use Plan Map, uses shall be limited to those 

uses permitted in the B-2.”  Additionally, Flaghouse Planned Unit Development also allows the 

improvement of convenience store on the subject tract as it states “All permitted, accessory and 

conditional uses allowed in the B-2 Zoning District, except for the following uses that are not 

allowed . . .(the use of convenience store is not one of the listed uses and is not precluded)”  
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Therefore, there is not a conflict between those three requirements with respect to erecting 

convenience store on the subject property.  

 
Equity Investment Strategy 

While the funding sources (Loan) will be sought for 65% of the construction ($382,000.00), this 

project will still require equity for the land acquisition and some predevelopment work.  For 

investors, a 13% return on and of investment (based on 10-year holding period) is shown to be 

feasible given the spreadsheets in the Return on Investment Section.  In addition, our team would 

not underwrite the following deal unless we secure 10-year lease from the tenant, “7-11” 

Return on Investment 

 The value of the building was estimated by using hybrid approach of comparable sales in 

the area and income approach.  Although the comparable sales are limited in the area, as many of 

the buildings in the area are either aged and thus are subject to high depreciation, or have been 

vacant for years, our team used 9.5% terminal capitalization rate, which was suggested by the 

lenders in the area.   

 With the income approach to value, the potential income along with the investment return 

from the property dictates the value.  The potential income is shown below with the commercial 

unit renting at approximately $23 per square foot (psf) on an annual basis.  The yearly expenses 

include Management/Administration fees and additional leasing and capital costs.  The sum of 

the numbers in bold is equal to the $22,696 annual income.  
Potential Gross Income $57,634 
Effective Gross Income  
(Less Vacancy and Collection Loss) 

$62,682 

Other Income - 
Yearly Expenses $9,832 
Reserves for Replacement (and Leasing/Capital) $752 
Net Operating Income $52,850 
Annual Debt Service $29,402 
Cash Flow After Debt Service $22,696 

Table 1: Net Operation Income Calculation (at Stabilization) 
 Table 2 shows the rate of return based upon the cost to purchase and improvement of the 

building and the cash-flow after debt service (derived in table one).  The 13.60% return rate is 

acceptable in the market and signifies an investment that is stable.  The income is expected to 

increase as the economy advances from the current recession.  As the income increases, the value 

will increase.   
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Period Investment Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8 Year 9 Year 10 

10 yr $236,725 
$22,696 $24,544 $26,415 $28,352 $30,356 $32,425 $34,565 $36,778 $39,064 $41,441 

Cash on Cash Return 
2.21% 6.25% 8.59% 10.07% 11.06% 11.75% 12.25% 12.62% 12.90% 13.60% 

Table 2: Estimated Rate of Return (Leveraged) calculation 

However, depending on the economic climate, the IRR is subject to change and the following 

table summarizes such change in IRRs.   

Scenario #  Land Price Interest 
Rate  

 

Rent/sq.ft IRR – To be 
achieved after 10-
Year Holding 
Period 

Corresponding 
Strategy 

Proposed $150,000 7.75% $23.00 14.92% Proceed  
Worst Scenario $250,000 7.75 $20.00 8.32% Walk Away 
\Best Scenario $125,000 7.75 $25.78 17.3% Proceed 

Table 3: Possible IRR and the corresponding strategy 
Strengths and Weaknesses 

Strengths 
 Good location with great access (Lombard Street) and visibility 
 Substantial Cash Equity  
 Small number of competition (limited volume of commercial spaces) in the subject area 

Weaknesses 
 Overall commercial market is softer than in years past  

 Only one way traffic going west is allowed in the Lombard Street 
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Strategic Development Plan Section  

 
Goal of the Project 

To create a viable one-story convenience store that will most likely capture the portion of 

residents’ as well as commuters’ spending while ensuring maximum flexibility and desired 

highest quality of the building.  

 

Return Target and Holding Period 
 

 To attract equity investors, it is imperative to stipulate the targeted return for the project 

and holding period.  The rate of return on and of equity investment will be in a range of 11%-15% 

(Estimated) for 10-year holding period of the property after the completion of construction and 

Net Operating Income stabilizes.  

 

Development Team 

1. Owner:  

- As owner, I will define the scope of the project, select the projected site, plan the general use 

of the site, finance the budget required for the development, and act as a coordinator among 

the each player in the development team.  

2. Architect:  

- Will directly design and architectural elements in both in-and out- of the proposed 

convenience retail building.  The hiring of architect will be done during the pre-design phase 

of the development process since the architect will assist me with selection of construction 

manager. (selection: approximately before June of 2009) 

3. Construction Manager:  

- The development team will hire an individual construction manager who will assist the owner, 

during the design and construction phase.  The main role of construction manager is to direct 

and manage during the construction phase and he will hold the contract with trade contractors 

(or subcontractor).  Given that the owner, will suffer with limited availability of staffs, hiring 

the construction manage will ensure any savings at the end of project will revert back to me.  

Additionally, hiring a construction manager will relieve me from hiring engineer.  As an 

incentive for further saving, the owner will provide the construction manager the financial 
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incentive if he achieves the goal of the project.  (June 2009) 

4. Trade contractor or sub-contractor: (Based on the “needs”) 

- Trade contractor or subcontractor is the expert in the scope of work.  For the proposed 

development, I and the construction manager will most likely need  

 Brick masons: specialized in the field-construction buildings, fences, roads.  

 Carpenters: responsible for constructing and installing fixtures made from wood and other 

materials. 

 Construction equipment operators: experts that use machinery to move construction materials, 

sands, rocks and other heavy materials at construction site. 

 Electricians: install and maintain the wiring, fuses, and other components through which 

electricity flows  

 Glaziers: responsible for selecting, cutting, installing, replacing, and removing all types of 

glass. 

 
Sustainable Development 
The subject development will be the most sustainable building on the block.   

The Leadership in Energy and Environmental Design (LEED) checklist is a requirement by the 

developer to be used by all consultants for sustainability measurement. Using the checklist, the 

project will qualify as a LEED accredited project. Should the entire debt be unable to be secured, 

the project will still qualify for LEED Certification. The LEED checklist includes: 

 Sustainable Sites where we seek to put bicycle racks internal and external to the 

building, utilize the public transportation on the street, and mitigate the heat island 

effect on the building 

 Energy & Atmosphere where we will decrease the use of energy by at least 20% using 

energy efficient appliances (HVAC), natural lighting, higher insulation, and solar panels. 

 
Benefit to Community 
 
 This project will be the addition another piece to the transformation of undeveloped-raw 

land to a community asset.  By doing so, it will provide needed services and help stabilize 

community and put property back on tax rolls. 
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Property/Location/Area/Legal Description Section  
 
Site Description (Physical Attributes) 

The subject tract is a 5,012 square feet site, located on Lombard Street between Exeter 

and Lloyd Streets in the City of Baltimore.  The current state of the site is vacant land, with no 

improvement.  It is shaped rectangular, with majority of frontage (72.69 ft.) facing on Lombard 

Street.  It is well suited to different land use opportunities, including multifamily housing, 

community retail-convenience store, and the residential unit on top and retail on bottom.  

However, due to the limited ground space, the subject tract limits certain uses such as industrial 

and commercial office.   

Aerial map of Local amenities in the area (1 mile radius) 

            

 

 

 

 

 

 

 
 
 
 

: Museum   :Grocery  : Beer and Ale Store   : Restaurant  : Bar 
 

Legal Attributes 

 The land use for the subject property is governed by Baltimore City Zoning Ordinance 

(designated as B-2-3 area), Jonestown Urban Renewal Plan (designated as “Community Business 
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Area”, Flaghouse Planned Unit Development (designated as Area B).  Baltimore City Zoning 

Ordinance allows neighborhood retail development and residential use for B-2-3 lots.  The 

permitted uses under Baltimore City Zoning Ordinance are the variety of small 

business/commercial uses ranging from taverns/small appliances shops to various restaurants 

(without drive-in facilities) that may house live entertainment and dancing.  For Jonestown 

Urban Renewal Plan, the permitted uses under Community Business Area also bode well for the 

projected convenience use of the subject tract, as Jonestown URP explicitly states “In the area 

designated as Community Business on the Land Use Plan Map, uses shall be limited to those 

uses permitted in the B-2.”  Additionally, Flaghouse Planned Unit Development also allows the 

improvement of convenience store on the subject tract as it states “All permitted, accessory and 

conditional uses allowed in the B-2 Zoning District, except for the following uses that are not 

allowed . . .(the use of convenience store is not one of the listed uses and is not precluded)”  

Therefore, there is not a conflict between those three requirements with respect to erecting 

convenience store on the subject property.  

Location Attributes 

The Albemarle neighborhood lies north of Little Italy, west of Washington Hill, and east 

of Downtown Baltimore.  The subject property, located within Albemarle Square, is in less than 

four blocks from new Harbor East community which offers fine dining, shopping, entertainment 

opportunities, and within three blocks from downtown, the central business district of the City of 

Baltimore that mainly serves as business hub of the region.   

According to the recent RFP issued by Baltimore Development Corporation, the area 

within the City of Baltimore consists of 75% commercial, 20% residential, 1% vacant land, 2% 
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industrial, 2% multi-family apartments.1  However, the area that is immediately adjacent to the 

subject tract, (less Central Business District of the City of Baltimore), shows different land uses.  

In fact, most commercial spaces are found in other areas of the city and the majority of land that 

surrounds the subject property is a residential neighborhood that has been built as a two-hundred 

town-house community.  Current businesses in the area that are within walking distance from the 

subject property include a few neighborhood retail and office uses such as diners, and 

drycleaners.   

Local Amenities 

Additional amenities for neighborhood include six public libraries and ten clinics which 

are all within one-mile radius from the subject property.  In particular, the subject property is 

adjacent to Corn Beef Row, the Jewish Museum of Maryland, and the recent developments along 

the Central Avenue Corridor include: Harbor East, the Canal Street Malt House, and Baltimore 

International (Culinary) College.  In addition, it is also in walking distance from the area’s 

largest employer, Johns Hopkins Medical Center.  The medical center is located in north east of 

the Albemarle neighborhood. 

 However, Albemarle Square neighborhood appears to be lacking some basic amenities.  

As noted earlier, there are only a few neighborhood retail and office establishments that serve 

Albemarle Square neighborhood.  In fact, the community’s main access for shopping is provided 

by a number of retail shops in Little Italy and in Fells Point.  Moreover, the nearest major 

grocery-type location from the site is Whole Foods, which is about one mile in distance from the 

site.  Therefore, it appears that the neighborhood surrounding the subject property is in need of 

neighborhood-retail store establishment or a retail location with residential unit above.   

                                                
1Baltimore Development Corporation,  http://www.baltimoregrows.com/2008/08/26/baltimore-arena-and-
jonestown-rfps-issued  
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Traffic Information 

 

 The site is located along the East Lombard Street.  To the north of the site, Interstate 

Highway 83, the major traffic corridor, leads to downtown Baltimore.  The daily traffic count 

conducted in 2003, as provided by CoStar, indicates the East Lombard Street as one of the major 

traffic corridors that serves as a route for visitors and workers from the area east of the City of 

Baltimore to downtown Baltimore.  The daily traffic count for East Lombard Street may reach as 

high as 33,200 daily traffic volumes whereas the average daily volume on I-83 is reported to be 

54,000 volumes daily.  The site is also well served with a number of bus lines; #7, and #10 

serving directly along the Lombard Street, and #40 and #23 serving at two blocks to the north of 

the subject property.   

In general, the location of subject property and the number of commuter who are using 

the Lombard Street for their moving in- and out- of City of Baltimore will provide a great 

business opportunity for convenience store.  In fact, the actual field visit conducted during the 

peak hours of day showed that the site provides the easy access to the city, and the high traffic 

count along the East Lombard Street does not necessarily hamper the people from moving in and 

out of the subject property.   
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Market Study Section  
 

Preliminary Highest and Best Use 

While the physical attributes of the tract support a number of land uses, other attributes, 

including legal and location, indicate convenience store is most likely.  

 

Method of Market Area Delineation 

 

 The market area for the subject property can be defined by using zip codes, towns, or 

census tracts.  However, delineating the market area merely based on zip codes or town 

boundary would not be appropriate for our study, because town boundary and zip code would not 

necessarily reflect the subject property’s location or potentials in drawing demands.  

Additionally, the tenants who constitute the demand for the mix of uses in the subject tract will 

not all be drawn from areas with identical users.  However, due to the limited availability of data, 

the available data will be adjusted to correspond to the market areas defined by the location of 

the subject tract.   

Primary Market 

This study will assume that the subject property would generate spending demand from 

much of the city of Baltimore.  Citywide demographics will be used to measure the potential 

demand for convenience retail store.   

Secondary Sub-Market 

 The secondary market includes the residents in the neighborhoods on suburban areas.  

These areas will include working families and single renters who regularly commute to the City 
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of Baltimore among the Lombard Street as they may contribute to the potential retail demand for 

the subject tract.  In addition to using the city of Baltimore as the threshold for our market area, 

this study will use the ring data, based on three-, and five-miles in distance from the subject 

property, to determine whether this population supports the minimum threshold size for retail 

development. 

General Demand Analysis 
 

Economic Indicator 

For the purpose of determining if the population could support subject property, one may 

need to understand of the nature of economic growth, the industrial mix, the area’s largest 

employers and the expanding businesses.  With having that in mind, the analysis of economic 

factors within five miles radius, or those within the City of Baltimore boundary, was conducted 

to provide context for economic indicators and the nature of business trend.   

 

Major Industry Type 

The economy of the City of Baltimore is based on the service industries, transportation, 

construction, administrative services, tourism, and manufacturing.  As 2007 U.S. Census 

(Estimated) indicates, health care is area’s largest industry, accounting for 23% of all jobs in the 

City of Baltimore.  When accounting for jobs in other industries that are linked with the health 

care sector, such as insurance companies, health consultants, and construction companies 

specialized in physical developing such facilities, the portion of health care industry in overall 

job market in the City of Baltimore should be felt greater.   

Education is the second largest employer in the region, accounting for 10% of all private 

jobs.  In fact, the market area serves as a home to many universities and its research facilities, 

including private and public education providers, such as Johns Hopkins University, University 
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of Maryland, University of Baltimore, UMBC, Baltimore International College, Coppin State 

College, College of Notre Dame, Loyola College in Maryland, and etc.  Importantly, the subject 

property is located near major education and health care providers, such as Johns Hopkins 

University Medical Campus (or Hospital), Baltimore International College, Maryland General 

Hospital, and University Special Hospital.   

In addition, the City of Baltimore remains as hub of tourism, with Inner Harbor being the 

most visited areas of the City.  Therefore, the food services and hotel accommodations grew out 

as the significant industries, accounting 26% of all jobs in the City of Baltimore and its vicinity 

within the 10 mile radius from the subject property.  Other principal sectors in the City of 

Baltimore would include professional services, accounting 9%; and manufacturing, accounting 7% 

of all jobs.  

Overall, the economy of the area within five miles from the subject property is focused 

on small number of industry, such as health care and education.  One may argue that a local 

economy which depends on a few industries is vulnerable to recession or economic downturn.  

However, other than for insurance industry, the health care and education industries tend to hold 

strong in economic downturn because the demands for those services are less elastic than the 

demands for other services.  Therefore, even as we are experiencing economic downturn, the 

area’s dependence to these industries would not negatively affect the absorption rate of new 

space into market area and the occupancy level in existing building.  Moreover, except for 

industries other than health care and education, the overall economy of the area is diverse.  
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Employment Trend and Labor Force Profile 

Based on the information from U.S. Bureau of labor, total employment in the City of 

Baltimore, has been shrinking at a rate of 0.83% per year during the period of 1998 to 2002.  

Manufacturing has continued long-term decline in City of Baltimore, losing 35.5% in City of 

Baltimore during that seven-year period.  In contrast, Arts & Entertainment and Education saw 

drastic job growth over the seven year period, each gaining over 30% from its job base in 1998, 

in Baltimore Metro Area and 23%, or roughly adding 5,200 jobs in City of Baltimore.  More 

importantly, downtown business area has expanded 2% annually from 1998 to 2005, adding 

roughly 1,500 jobs.  

Furthermore, the information from the Department of Labor of State of Maryland reveals 

more positive trend in labor force profile.  Unlike the data collected by U.S. Bureau of Census, 

which illustrates the change in total number of employments during 1998 and 2005, the data 

collected by the Department of Labor of State of Maryland uses the year 2003 as its base year.  

In particular, it indicates that the unemployment rate in the City of Baltimore has actually 

declined from 7.4% in 2003 to 5.8% in 2007.  During the same years, the total number of labor-

force has shown little change, steady at 274,000 ~ 275,000 employees.  However, from May 

2008, the unemployment rate has spiked, rising to 7.2 % in September, from 5.9 % in May 2008, 

which casts concern over the future strength in the job market in the area.   

Overall, the analysis of overall employment trends indicates that after a period of decline 

in the pre- and early 2000, the City of Baltimore has recovered from its previous loss.  



 

Hyung Mo Yoon                                                                                                                  Page 16

Furthermore, the downtown has steadily grown and expanded from 1998.  However, the recent 

economic recession makes it difficult to forecast the employment profiles for the future.   

Population and Household Growth 

                   Table 1 

 

 

 

 

 

 

 

 

 

 

 

                    Table 2 
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As Table 1 indicates, the population of the city of Baltimore for the period from 1950 to 

1990 experienced rapid decline, losing 0.7% of total population annually.  However, from the 

period of 2000 and 2004, the changes in population stabilized, showing modest decline of 0.04%.  

One of the notable changes in recent trend in population of primary market area is that from the 

year 2005, the City of Baltimore is actually showing the sign of increase in population.  In fact, 

the Census data and the data published by the Department of Planning of the State of Maryland, 

confirm the positive change in population size and project that population of the city of 

Baltimore to increase at a rate of 0.5% annually.  

Household growth for the one mile- and three mile-radius areas from the subject site 

experienced the similar trends.  The area within one mile radius from the subject property gained 

1.74% new households from its 2000 threshold, adding roughly 250 new households.  However, 

the area within three mile radius from the subject property lost 2.83% of households from the 

year 2000.  The discrepancy shown in two areas, difference in size, might simply be attributed to 

the success of the 200+ townhouse project finished by Beazer Homes in Albemarle Square.   But 

it certainly suggests the subject location’s strength over other neighborhood areas in terms of 

drawing demands into the subject area.   

Age Characteristics 

After the review of market area age characteristic, it appears that the subject market area 

will be attractive for developers of rental apartments.   Throughout the areas in the city of 

Baltimore and three-, and five mile radius from the subject property, the age profiles reveal that 

there are highest percentage of people in between 25-44 years of age; each accounting for 40%, 

30% and 28% of their total populations.  In particular, the primary market area shows highest 

percentage of people in between 25-34 years of age. Therefore, it appears that opportunities exist 

for operating convenience store that targets this younger-working generation.  
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Household Income 

 Because of the high disparity of income level shown in the residents in market areas, it 
seems that the median household income is better indicator of income characteristics in the 
market area than the average household income.  The historical trend of changes in household 
income in the primary market area for the past nine years showed the average annual increase of 
3.2% (Refer to Table 1).  However, as the credit market tightens and as we are experiencing 
nationwide economic recession, it seems unlikely that the same positive trend in changes in 
household income will continue in the near future.    

When accounting the data for the Secondary sub-market area, the breakdowns of the 

household income show the median household income at around $30,000-$44,000 range. 

Therefore, it seems evident that the community provides potential for retails that sells medium-

priced goods. Conversely, the opportunities for opening upscale restaurant that sells expensive 

gourmet food would be limited due to relatively low household income level in the primary trade 

area.  

          Primary         Secondary  

 

  

 
 
 
 
 
 

 
 
   

 

                     (Source: CoStar) 
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Household Size 

Data on household size taken by CoStar indicates that the people in both primary and 

secondary sub-market area (five-mile radius from the subject property) tend to live in one-person 

or two-person households.  In the primary market area alone, residents in one-person or two-

person households represent 78% of the total population, while the population in secondary sub-

market area consists of 67% of its residents in one- or two- person household.   This data, when 

combined with age characteristics as shown above, supports the position that these residents are 

either working-younger generation or students.  Unlike those individuals who have family 

members waiting at home, these younger people generally show greater propensity to spend 

more and may use convenience store frequently.  Therefore, the proposed convenience store now 

seems to be justified in targeting the residents that are living-in and commuting through the trade 

area via E. Lombard Street.  

       Primary          Secondary 

 

              Source: CoStar 
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Crime Information  

  

 

 

 

 

 

Source: http://www.trulia.com/real_estate/Baltimore-Maryland/community-info/ 

In general, the rate of crime reported in the market area is 2~3% higher than that of the 

State of Maryland.   However, the crime-level within the primary area experienced drastic 

decline in crime levels.  According to the data by DrillDown Project, the crime rate declined 46% 

(total) and 37% (violent) in the area known as Oldtown, or the area within 1 mile radius from the 

subject property.  If such reduction of crime rate continues, it will favorably affect our proposed 

business because the proposed convenience store will more likely operate extended-hours and 

the potential customers would then feel safer to use the store.   
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General Supply Analysis 
 

 As supply factors affect development feasibility, supply-side analysis was conducted to 

identify the key indicators such as the growth trends in retail inventory size, anticipated near-

term new construction, and current vacancy rates in the areas in which the subject property is 

located.   

 

Analysis of Inventory Size and Absorption (Retail) 

 

 

 

 

 

 

 

 

 

Source: CB Richard Ellis 

As national-wide economic condition began to worsen in 2008, the area-wide net absorption rate 

in Baltimore also showed decline in 2008.  According to the secondary data from CB Richard Ellis, the 

area-wide retail market only absorbed only 15,027 square feet, or roughly 0.1% in the third quarter of 

2008.  It represents the sharp decline from 2007 when the market absorbed in average of 200,000 square 

feet of retail space at each quarter.  The current trend in absorption rate shows the sign of slowing demand, 

as new retailers hesitates to enter the market and existing tenants halted their expansion plans.   
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Vacancy Rate Trend (Retail) 

  

 

       

       

 

 

 

 

Source: CoStar                                                        Source: CB Richard Ellis 

The charts above illustrate the vacancy rate and average rental rates per square foot of 

retail spaces in the area.  Because both data were collected and published through private 

proprietary firms, the comparison of both data reports was needed to provide more accurate 

sketch of current market condition.  The analysis of both data shows the vacancy rate remained 

stable for the past three quarters.  While the absorption rate for the market area was at minimal, 

(see Absorption Rate Analysis), the recent trend indicates many of the existing retail tenant in the 

area have not yet moved.  In addition to vacancy rates, the data provided by CoStar shows the 

rising trend in average rental per square foot of retail spaces.  During the two-year period from 

the third quarter of 2006 to the third quarter of 2008, the average rent increased by 25%, from 

$15 to $20+ dollars per square foot of retail spaces.  Such trend can be used as an indicative 

measure of the strong demand for retail spaces in the past.   

However, given that these charts only convey the information of market condition up to 

third quarter of 2008, and that substantial nation-wide recession in retail sales began in October 

2008 could drive the retailers out of the market in the future, it seems questionable that such a 

stable trend in vacancy rate shown in the charts will also continue in the future.  Therefore, the 
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current uncertainty about the vacancy rate projection will negatively affect our cash flow 

projection because we should plan for the greater loss in revenue for tenant concessions and must 

allocate more expenditure to pre-lease of spaces with a hope to reduce the vacancy rate.  
 

New Construction (Retail) 

 

  

 

 

 

 

 

 Source: CB Richard Ellis 

Although financial market tightened and leasing activity slowed in the third quarter of 

2008, new retail spaces under construction, measured in square feet of retail spaces, nearly 

doubled to 2.1 million square feet in the third quarter of 2008 from a year ago.  According to 

CBRE, 798,726 square feet of new spaces are expected to deliver by the end of 2008.   

While changes in national economic cycles or consumer preferences affect local 

construction activity, it seems the impact of recent recession in nation-wide economic condition 

has not yet spilled over to local construction activity.  However, if the current slowdown in retail 

sales continues, the Baltimore market area will suffer not only from the loss of existing tenants 

who will leave the retail spaces, but also from the excess of new retail spaces.  Therefore, we 

should devise a plan, including rigorous pre-lease marketing and the better spatial design, to 

differentiate our proposed development from other existing- and new restaurant-spaces which 

will compete for a limited number of tenants.   
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Demand and Supply Analysis of Subject Property 

 The planned convenience store on the subject site would have a market area of about 

three mile radius.  The number of supportable square feet of retail space is primarily a function 

of the purchasing power of the households within this market area.  The required sales per square 

foot for convenience store in this study $ 488.5, which is a blended figure of “Supermarket and 

other grocery store” and “Convenience”, reported for the State of Maryland.2   

Population forecast and average area household income was estimated.  Additionally, this 

study assumes that average area household income to increase 1% annually for the next five 

years, which was a conservative measure taken in consideration of current recession.  Moreover, 

it was found that approximately 40% of gross income is spent on retail and 73% of that 40% 

expenditure is to be spent in community retail shopping.  As a result, the actual forecast demand 

in primary market area was estimated to be 3,160,939 square feet of retail space in 2013. 

Area’s Eat-Out Demand Forecast 

Year Current In 5 Yrs 

Total number of households in 3-mile primary trade area 104,935 103,048 

Average household income 

$46,966 

$48,873 

 (Increase at 1% 

annual basis) 

Total household income in primary trade area 

= (퐓퐨퐭퐚퐥 퐍퐮퐦퐛퐞퐫 퐨퐟 퐇퐨퐮퐬퐞퐡퐨퐥퐝퐬) × (퐀퐯퐞퐫퐚퐠퐞 퐇퐨퐮퐬퐞퐡퐨퐥퐝 퐢퐧퐜퐨퐦퐞) 
$4,928,377,210 $5,036,265,722 

Percentage of income spent on small retail  

퐒퐩퐞퐧퐝퐢퐧퐠 (퐚퐩퐩퐚퐫퐞퐥 + 퐓퐕, 퐑퐚퐝퐢퐨퐬 + 퐅퐨퐨퐝 퐚퐧퐝 퐁퐞퐯퐞퐫퐚퐠퐞퐬 + 퐅퐮퐫퐧퐢퐭퐮퐫퐞, 퐀퐩퐩퐥퐢퐚퐧퐜퐞퐬)
퐓퐨퐭퐚퐥 퐒퐩퐞퐧퐝퐢퐧퐠

 

32.8% 32.8% 

                                                
2 Excludes major department stores, major discount department stores, and Warehouse clubs & supercenters 
U.S. Census 2007 at http://factfinder.census.gov/servlet/IBQTable?_bm=y&-geo_id=&-_skip=100&-
ds_name=EC0244SXSB1&-_lang=en 
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Total retail sales potential $1,620,083,985 $1,651,895,157 

Percentage of retail sales convenience retail may capture   

*Portion of income spent on community retail shopping* 
21.8% 21.8% 

Total convenience-retail sales  

= (% of retail sales thru community shopping x Total retail sales potnetial) $353,178,308.73  $360,113,144.23  

Sales required per sq. ft. 

*Blended figure of Retail Sales per SF of sales spaces of 

Supermarkets/Grocery Store and Convenience Store in Maryland* 

$488.53/sq.ft $488.5/sq.ft 

Supportable occupied sq. ft of retail space from households in 

primary trade area 

 

722,985.28  
sq.ft 

737,181.46  
sq.ft 

Plus frictional vacancy at 5% 36,149.26  
sq.ft 

36,859.07  
sq.ft 

Total forecast demand in primary market area 759,134.54  
sq.ft 

774,040.54  
sq.ft 

 

Community Retail Residual Demand Analysis 

Year Current Year 5 

Total forecast demand (sq.ft) in primary market area 759,134.54  
sq.ft 

774,040.54  
sq.ft 

Less existing sq. ft. of competitive space 

*CoStar: All RBA under 3,000 sq.ft in the trade area 
502,928 sq.ft 508,448sq.ft 

Less forecasted new competition 5,520 sq.ft - 

Net shortage of supportable sq. ft. of retail space 250,686.5 sq.ft 265,592.5 sq.ft 

 

 

 

 

 

 

                                                
3 Id. 
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Summary of Existing Building and Sq.Ft of Competitive Space 

Existing Spaces 

Existing Bldgs: 48 

# Spaces: 56 

Existing RBA: 502,928 

Vacant: <45,243> 
Future Delivery of Competitive Space (Under Construction or Proposed) 

Existing Bldgs: 2 

# Spaces: 2 

Existing RBA: 5,520 

Vacant: <0> 
Source: CoStar 

Residual Demand Analysis 

 It appear that there is excess demand of 81,896 square feet of  restaurant spaces, even 

after accounting for new retail spaces that are either under-construction or proposed to deliver in 

the next five year period.  The current imbalance between the demand for “eat-out” restaurant 

spaces and supply will exacerbate in 2013, creating excess demand of 89,931.   Therefore, one 

can conclude that the market area is in need for “eat-out” spaces and new construction can be 

expected in this market area.   
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Comparable Analysis (Comp. Chart)  

 Below are the lists of comparable properties that share similar characteristics as our 

projected development in 1004-1008 E. Lombard Street, and based on the analysis of 

comparable properties as shown above, the square foot rent for our proposed development is wil 

be $23.00 per sq. ft.  

Comparable Retail Lease Adjustment Grid 

Comparable 1 2 3 SUBJECT* 

Address 

729 E 25th St 

 

211 W 28th St  

 

630 W 33rd St 

 

1004-8 E. Lombard 

Year Built 1994 1984 1984 2010 

Size (SF) 1,400 2,392 2,396 2,500 

Occupancy 84% 25% 81% 95% 

Lease Type NNN NNN NNN NNN 

Rent/SF/YR $28.28  $22.50  $18.00  $25.23  

Age/Quality/Condition -5% -2% -2% 0% 

Neighborhood 0% 6% 3% -3% 

Size (SF) 7% 13% 13% -5% 

Lease Type 0% 0% 0% 0% 

Total Other Adjustments 2% 17% 14% $23.00  

Indicated Rent Per SF $28.85  $26.33  $20.52  $23.00 

 

Conclusion  

 The highest and best use conclusion for the subject property, 1004-1008 East Lombard Street at 

Albemarle Square, is use as a convenience retail store.  The timing of this use is current.  The market 

participants specified are the neighborhood residents who will bring demands to retail location, and 

developer, who would likely buy the subject tract for retail development.  
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Design Section  
 
The projected site design has been carefully tailored to meet with the minimum threshold-
requirement for “7-11” convenience store and those requirements are as follows:  

 General Store Requirements   2,000 to 3,000 square feet   (X) 
 High visibility and excellent accessibility  (X) 
 Corner locations preferred  (X) 
 Corner location with traffic signal – or strip center end cap (X) 
 Store front parking with minimum of 5 exclusive direct front spaces (7-parking spaces) 

  

Moreover, the B-2-3 zoning over the subject tract mandates the 30 ft setback to be 

provided in the back of the physical building structure.  To fully cope with the zoning regulation, 

the floor plan below leaves out 30 ft setback from the property boundary.  This same area will be 

used to accommodate seven parking spaces as well as the area for trash removal dumpster.   

With respect to building materials, the Flaghouse PUD requires that building facades to 

be finished with brick and concrete, and since the exterior design is in full compliance with the 

code, there would be no need to seek additional approval by the public authority.  The majority 

of frontage facing E. Lombard Street will be finished with windows and brick and tubes, bars 

and angles will be used to support those features.  

 
 The building will go green.  Although U.S. Green Building Council has not adopted 

LEED standard for retail property, it is expected to be in place for soon (July 2009). The 

Leadership in Energy and Environmental Design (LEED) checklist is a requirement by the 

developer to be used by all consultants for sustainability measurement. Using the checklist, the 

project will qualify as a LEED accredited project 

 
As market study indicates, East Lombard Street is one of the major traffic corridors that 

serve as a route for visitors and workers from the area east of the City of Baltimore to downtown 

Baltimore.  In fact, according to the daily traffic count conducted in 2003, the daily traffic count 

for East Lombard Street may reach as high as 33,200 daily traffic volumes. However, other 

existing retail buildings that are in lieu of the subject property are now only accessible through 
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street parking provided along the East Lombard Street.    Therefore, with added parking 

capacities, the retail tenant at subject property will meet with ample opportunity to capture large 

number of drivers who are currently commuting through East Lombard Street daily.  

 

The architect is to be compensated by the owner for performing following basic services:  

 Aiding owner to schedule (or submitting a schedule for owner’s approval) for 

anticipated dates for the commencement of construction and substantial completion of 

the work as set forth in the initial information  

 Programming of project with end-users or tenants 

 Directly designing architectural elements (skin, floor plans, wall types, finishes) by 

submitting Schematic/Design Development/Construction Documents for owner’s 

approval 

 Hiring consultants for the engineering 

 Aiding owner in Contractor/CM selection during bidding negotiation 

 Assisting Contractor in generating the project schedule and reviewing and certifying the 

amounts due the contractor   

 Complying with quality and safety standards set by Contractor 

 Procuring materials to meet or exceed the schedule. 

 Conducting inspection with owner to control productivity to meet or exceed the schedule 

1. The owner must compensate the architect for performing additional services that were 

initially to be designated and requested by the owner.   (Only those selected items listed 

under “AIA-B101-2007”) 

2. In addition to additional services designated above, the architect may be compensated for 

additional service provided after the execution of this agreement.  However, those 
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services that are required due to the fault of the architect, the architect should not be 

compensated.   Also, additional expenses incurred by the architect directly related to the 

Project are, while subject to Owner’s approval, categorized as reimbursable expenses and 

will be reimbursed to architect.  

3. Payment Scheme: 

 Except for initial payment of $ 10,000, the remaining compensation for the architect 

shall be made at the end of following phases: 

(a) Schematic Design Phases  

(b) Design Development Phase 

(c) Construction Documents Phase 

(d) Bidding or Negotiation Phase 

(e) Construction Phase 

4. At each billing period, it shall be credited to the Owner’s account in the final invoice.  

The records of reimbursable expenses, expenses pertaining to additional services, and 

services performed on the basis of hourly rates shall be available to the owner at 

mutually convenient times.   

Summary of Basic Contract Terms 
 

- Purchase Price: $200,000 
- Deposit: $10,000 
- Description of due diligence contingency dates 
- Property Description, Legal Description 
- Title Company, Escrow Company 
- Delivery of Preliminary Title Report 
- Delivery of Property Disclosure Report 
- Provision of Written Notice to Parties 
- Signing information 
- Property Inspection Terms, Notices and Insurance 
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Construction Section  
 

In general, the proposed building will be constructed to have the following basic amenities:  

 Plumbing, Water infrastructure 

 Electrical system distributions   

 One standard suite entrance door and one building standard egress exit door as 

required by building code.  

For finishes, the construction of proposed convenience store will be done in following 

ways.   For the foundation and pile, the development team will mainly use wood and poured 

concrete.  However, the façade will be finished with Face Brick Veneer, as to meet and match 

with the faces the other buildings in the area.   For the shell, the 20% of exterior will be finished 

with exterior windows, in conjunction with an exterior door.  For the services, basic plumbing 

fixtures, toilet and service fixtures will be installed, and HVAC that will supply gas heating and 

electric cooling will be installed.  As for the electrical, 200 ampere service with panel board and 

feeders will be installed and for emergency communication and light fixtures that are operated on 

cadmium will be installed.  For the roofing, asphalt shingles or rigid fiberglass insulation will be 

selectively installed.    
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Construction Budget 

 To meet the financial threshold and future NOI projection, the construction contract will 
be consummated in a form of Guaranteed Maximum Price.  GMP insures the landowner by 
guaranteeing the final price.  Moreover, if somehow the project price exceeds the GMP, the 
contractor will absorb the difference, therefore, it will provide the additional safeguards for our 
development team.  
 
The following terms will be included in the contract with contractor.  
 
 Determination of reimbursable and non-reimbursable expenses 

 The threshold determination of labor, materials, & equipment needs and cost (Unit Price/Sum) 

 Field office overhead 

 Bonds, insurance, and permits 

 Losses not due to negligence 

 The contract sum  total amounts of capital required for the contractor’s performance of the 

contract 

 The timing and method of payment: “the period of payment to the contractor shall be (     ) 

day or on the last day of the month 

 The computation of payment  Cost plus fixed fee “ Fee for the work is set as lump-sum” or 

Refer to Sec. 5.1.6 of AIA A-107 

 Dispute Resolution: If for any reason, a dispute arises, then both parties to the dispute shall 

be addressed or to be judged (first by architect, pursuant to . . .  or other (Specify) 

 Termination and Suspension: The contract is subject to termination or suspension pursuant to 

section (     ) 

 Insurance and Bonds  Unless otherwise stated, all risk during the construction activities 

will belong to the Owner unless transferred to other parties for fair compensation, therefore, 

the contract must carry an insurance which will cover or provide . . .  

 Construction time line  Please refer to the excel spread sheet 
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Financing Section   
 

Lender Quotes 
 

Institution  
M&T Bank 

  
Preston Partners 

  
Allied Mortgage Group 

  
  Construction Permanent Construction Permanent Construction Permanent 
LTV  70% 65% 70% 65% 70% 65% 
LTC 75% 65% 75% 65% 75% 65% 
DSC  1.35 1.25 1.25 1.25 1.35 1.35 
Amortization 30 25 25 25 25 25 
Rate 7 7.75 8 8.25 8.5 8.5 

Recourse Full 

Partial  
Under 
5MM Full   Full   

Term  2 10 2 5 2 3 
Loan Fee 1% 1% 1%   1% 1% 
Required 
Cap 9%   9.5%-10%   

10% or 
higher   

Floor     
350-400BPS  
over 30-Libor 

300 BPS  
over 5-
Year 
Trasury     

 
Appraisal:  Prior to closing, receipt of FIRREA compliant appraisal report acceptable 

to and ordered by lender, indicating a minimum “as stabilized” market 
value of $636,878 equal to a loan-to-value ratio not exceeding 65%.  

 
Recourse:  The developer or the owner will supply the affidavit that the party has the 

net worth to guarantee both construction and permanent loan drawn from 
lender.  
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Valuation Section (Please Refer to Appendix) 
 
Government Support for Project Section  
 

The subject tract is located in a jurisdiction that has elected to participate in Enterprise 

Zone.  In Maryland, a business located in Maryland Enterprise Zone may be eligible for real 

property tax credits in return for job creation and investments made in the zone.  The threshold 

assumption for qualifying this tax credit is that only the owner of the property can receive the 

benefit.  For the subject property, the property will be leased to a tenant and tenant tenant must 

pay for property expenses including tax, insurance and maintenance.  Therefore, such tax credit 

will not bring direct benefits to the developer.  However, our team could still use this tax credit 

to incentivize and attract the tenant by providing “pass through” provisions of their lease before 

proceeding with their capital improvements.     

 

The terms of real property tax credit is as follows:  

 

 Ten-year credit against local real property taxes on a portion of real property 

improvements. Credit is 80 percent the first five years, and decreases 10 percent 

annually thereafter to 30 percent in the tenth and last year 

 For a new business which meets the eligibility requirements, the amount of the credit is 

80% of the taxes due on any expansion, renovation or capital improvement in the 

property over the first five years.  For the subsequent five years, the credit decreases 10% 

annually (70%, 60%, 50%, 40%, 30%) 

 

To receive the tax credit, the business must make a capital investment and must apply to the local 

zone administrator for certification.  The local zone administrator then notifies the Maryland 

Department of Assessments and Taxation that the individual property meets all state and local 

eligibility requirements. 
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Project Timeline Section (Appendix) 
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Project Returns Section  
 

 Dropdown Argus runs - development model  
 Capital Stack - development model 

o Debt 
Proposed Acquisiton/Construction Loan Amount  $        520,938  

Proposed Acquisition/Construction Loan Term 24 Months 
 

 
o Equity  

1st Position Debt  $        520,938  

Equity Contribution            117,225  
 

 
CAPITAL STACK FOR PROJECT 
 

- A permanent mortgage will be placed on the property at stabilization of the property to 
payoff the construction loan. 

 
Construction Loan Terms are as follows 
 Lesser of 75% Loan to Cost (“LTC”) and 70% LTV (% of stabilized value) 
 24 month term - one year extension without a fee 
 30 Day Libor + 300 bps  
Origination Fee: 100 bps 
 
The remaining % equity (which will be required to be spent first before any loan draws – most 

likely the bulk of equity is to purchase land) will come from an Investor Group. 
 
Permanent Loan Terms are as follows: 
Maximum LTV of 80%, min. 1.25X DSC based on stabilized NOI 
10 year term, 30 year amortization 
 
Interest Rate Floor of 2.83 (10 Yr Treasury Yield) Plus Spread of 300 BPS:  
interest compounded monthly, 10 year balloon but can prepay without penalty 
 
 Returns 

 
Scenario #  Land Price Interest Rate  

 
Rent/sq.ft IRR – To be achieved 

after 10-Year Holding 
Period 

Proposed $150,000 7.75% $23.00 14.92% 
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Worst Scenario $250,000 7.75 $20.00 8.32% 
Best Scenario $125,000 7.75 $25.78 17.3% 

Worst Scenario 
Assuming the City of Baltimore keeps on insisting $250,000 for the land purchase price and our 

asking rent per square foot declines down to $20 psf, this project will need additional equity 

investment of $175,000.00, and thus our equity investment may dwindle to $381,163.00.  

Consequently, our 10-year IRR will shrink down to 8.32% and the project will suffer from 

negative return from year 1 to year 4.  In this scenario, the project virtually becomes not-feasible, 

and I would walk-away from the deal.   

 

Best Scenario 

Given the current economic climate, the City of Baltimore may retract from its previous asking 

price and now our team would only have to pay $125,000.00 for the subject tract.  Additionally, 

the proposed tract leases up at $27.00 per square feet.  In this case, the 10-year period IRR would 

now become 17.3% as our required equity investment is reduced to $170,000.00.    

 

Proposed Scenario 

The property will be purchased with $150,000.00 and our project will be leased up at $23.00 per 

square feet which is $2.00 lower than the market rent of $25.00 per square foot of comparable 

uses.  The reduced asking price per square foot will help our leasing team to find the tenant and 

also better position our project through reduced the down-time for the space.  

In general, we expect that this project will achieve 14.9% IRR for 10-year holding period with 

our proposed scenario.  Given that we plan to attract equity investors who are seeking to achieve 

IRR that is in range of 11%-15% for 10-year holding period of the property, our proposed 

assumption meets our investor thresholds.  
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Plan for Property Management and Asset Management Section  
 
Our team will hire Real Ridge (“R&R”) LLC as our property manager and YPMS will be in charge 
of Leasing as well as management of property   
 
The services to be performed by RR as a property manager will include: (at 3% of Annual EGR) 

- Preparation of property prior to, or after a tenant's move (Scheduling of cleaning 
services, carpet steaming, painting, etc.) 

- Monthly rent collection and timely disbursement of funds to owner 
- Payment of monthly expenses from rent collected 
- Mortgage 
- Taxes 
- Insurance 
- Utilities 
- Maintenance and repair (Contact contractors/handymen and coordinate repairs with 

tenants) 
- Periodic inspections of property (interior and exterior) 
- Final inspection of property upon tenant's move-out 

 
The services to be performed by RR as a leasing agent will include: (At a fee of 4% of NOI)  

- Marketing 
- Consulting  
- Advertise property via websites, newspaper ads, signs, etc.  
- Schedule appointments to tour property with potential applicants 
- Tenant Screening 
- Document Preparation: Detailed inspection report of property prior to occupancy    
- Preparation and execution of lease and other necessary documents  
- Collection of Security Deposit 
 

Construction Manager 
 
 I will participate as the construction manager of the project and the compensation 
which I will receive is included in the budget line, 5% (deferred) developer’s fee.  The expenses 
and fees are shown in the development budget section of Excel run.   
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Summary/Conclusions tab  
 
 The value of the building, estimated by using hybrid approach of comparable sales in the 

area and income approach, will be $556,300.00.  The threshold terminal capitalization rate we 

used was 9.5% and local lenders in the area agreed on the capitalization rate.  The potential 

income, after charging approximately $23 per square foot (psf) on an annual basis, will be   

$22,696.00 when the property stabilizes.  The yearly expenses include 

Management/Administration fees and additional leasing and capital costs.  Based on the 

assumption of holding this property for ten years after the construction, it seems likely that we 

would be able to achieve 13% IRR on and of the initial equity investment of $230,000.   
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Lesson learned from Jay Gouline’s Mid-Term 
 

 To accomplish and estimate the highest rate of return on the subject property, it is crucial 

to first divide the market in terms of tenant occupied space and thereby target the market 

that has the highest number of potential available to tenant(s) each year.  By doing so, 

one could increase my chance or the probability of retention rate for the spaces in 

subject property 

 To estimate the escalation rate of future inflation, use the indices from BLS to account 

for global inflation and inflation rates for any other particular expense.  For example, 

One should use CPI index as threshold index, and by using PV, FV functions and 

solving for I, will return the annual escalation rate for each expense (Be careful not to 

use average figure) 

 For tenant improvement (the use of reserve) must be carefully estimated by comparing 

average life-expectancy, quality, cost for each replacement item and always plan ahead 

to avoid the tenant roll-over  and the replacement of items happening in the same year.  

(If they occur simultaneously, it could seriously damage your cashflow for that year)  
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ADDENDUM A 
Project Photographs, Floor Plans, Site Plan, Designs 

 
[Building Elevation] 



 

Hyung Mo Yoon                                                                                                                  Page 42

[Floor Plan] 
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ADDENDUM B 
Lender Quotes – Backup detail – Term Sheets 

 
M&T Bank  (As of 3/24/09) (The one with most favorable term) 
Construction Loan  
 Lesser of 75% Loan to Cost (“LTC”) and 70% LTV (% of stabilized value) 
 24 month term - one year extension without a fee 
Interest Rate: 7%  
Origination Fee: 100 bps 
The remaining % equity (which will be required to be spent first before any loan draws – most 

likely the bulk of equity is to purchase land) will come from an Investor Group. 
Permanent Loan  
Maximum LTV of 65%, min. 1.25X DSC based on stabilized NOI 
10 year term, 30 year amortization [interest compounded monthly, 10 year balloon but can 

prepay without penalty] 
 
Preston Partners (as of 03/26/09) 

In today's market the construction portion would be set at a max 75% of cost to 70% of stabilized 
value.  Coverage is a minimum of 1.25x based on an underwritten constant at 8%-8.5%.  The lender 
would structure a 1 year construction term with a mini-permanent not to exceed 5 years.  Amortization will 
begin at the conversation at 25 years.  Full guarantees will be required by the principals.  Rates will have 
floors - in terms of spread for construction 350-400 over LIBOR with a floor of 4.5% and 300 over the 
corresponding Treasury (5-Year T in this example- 1.77% today + 3% = 4.77%)  Rate will have a floor not 
less than 6.25%.  Bank will charge a fee of 1% of the loan amount.  Cap rates will be higher than what 
you represent.  Likely 9.5% to 10%.  

 

Institution  
M&T Bank 

  
Preston Partners 

  
Allied Mortgage Group 

 (From Phone Conversation) 
  Construction Permanent Construction Permanent Construction Permanent 
LTV  70% 65% 70% 65% 70% 65% 
LTC 75% 65% 75% 65% 75% 65% 
DSC  1.35 1.25 1.25 1.25 1.35 1.35 
Amortization 30 25 25 25 25 25 
Rate 7 7.75 8 8.25 8.5 8.5 

Recourse Full 

Partial  
Under 
5MM Full   Full   

Term  2 10 2 5 2 3 
Loan Fee 1% 1% 1%   1% 1% 
Required 
Cap 9%   9.5%-10%   

10% or 
higher   

Floor     
350-400BPS  
over 30-Libor 

300 BPS  
over 5-
Year 
Trasury     
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ADDENDUM C 
Purchas and Sales Agreement 

   This Agreement is entered into by and between the City of Baltimore, ("Seller"), and  
Hyung Mo Yoon, an individual with an address of Baltimore, Maryland ("Buyer").  

    In consideration of the mutual covenants contained herein and other valuable consideration 
received, and with the intent to be legally bound, Seller and Buyer agree as follows:  

    1. SALE OF PREMISES. Seller agrees to sell and convey to Buyer, and Buyer agrees to 
purchase from Seller, the following Premises:  

  1004, 1006, 1008 East Lombard Street, Baltimore, Maryland  

The sale shall include all improvements and fixtures attached to the Premises and used in 
connection therewith, if any.  Seller will deliver to Buyer on the closing a bill of sale for any 
personal property sold, which Seller guarantees is fully paid for.  

    2. PURCHASE PRICE. The purchase price for the Premises and any items of personal 
property is $150,000.00, payable on the closing as follows: [list how purchase price will be paid, 
e.g. "in cash," "$50,000.00 in cash, and $100,000.00 in mortgage to seller," or "$50,000.00 in 
cash, buyer to assume existing first mortgage in amount of $100,000.00" etc.]. All payments 
must be with cash or certified funds. Seller acknowledges receipt from Buyer of a deposit in the 
sum of $[list amount of deposit] to be held in escrow pending the closing. The deposit will be 
applied to the purchase price at the closing.  

    3. DEED. On the closing, Seller will convey the Premises by a good and sufficient [type of 
deed, e.g. quitclaim or warranty] deed conveying a good and marketable title, free of all liens 
and encumbrances, except (i) all easements, rights of way, covenants and restrictions of record, 
(ii) current and future real estate taxes and assessments, (iii) zoning and other governmental laws 
and regulations, provided none of the foregoing interfere with the continued use of the Premises 
for its present use. Seller, at its sole cost, shall furnish Buyer with a preliminary report or abstract 
of title from a reputable title company as soon as possible after the execution of this Agreement. 
Buyer shall give written notice to Seller of any objections to title within 10 days.  

    4. CLOSING. The deed will be delivered and the purchase price paid on [ date sale will be 
finalized, e.g. "February 1, 1997"], unless extended in writing by the parties. The closing will be 
held at [list place the closing will take place]. The sale will be closed according to the usual and 
customary closing procedures in effect in the county where the Premises is located. At the 
closing, Seller and Buyer agree to execute and deliver to the other all instruments required by 
law or which may reasonably be requested by the other party or the closing agent. The following 
closing costs will be paid by Seller: [list closing costs, if any, paid by buyer]. The following 
closing costs will be paid by Buyer: [closing costs, if any, paid by buyer].  

    5. MECHANIC'S LIENS. At the closing, Seller will furnish to Buyer an affidavit attesting that 
no work has been performed on the Premises for which a mechanic's or materialman's lien could 
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attach. If any work was performed on the Premises for which a lien has or may attach, Seller will 
obtain and deliver to Buyer appropriate lien waivers and releases executed by all contractors, 
subcontractors and suppliers, in addition to the seller's affidavit.  

    6. DEFECTIVE TITLE. If Seller shall be unable to deliver title or make conveyance as 
provided herein, Buyer, at its option, may (i) terminate this Agreement whereupon the deposit 
shall be refunded to Buyer and all obligations of the parties shall cease, or (ii) waive the defects 
and accept whatever title Seller is able to convey, without any reduction in the purchase price 
and as a full performance by Seller.  

    7. POSSESSION. On the closing, the Premises and all improvements, fixtures and items of 
personal property, if any, will be delivered to Buyer in their present condition, reasonable wear 
and tear excepted. The Premises shall be free of all occupants, tenants and personal possessions, 
except as may otherwise be provided herein. Buyer shall be allowed to inspect the Premises prior 
to the closing to determine whether the Premises complies with this section.  

    8. ADJUSTMENTS. Current property taxes, regular and special assessments, water and sewer 
charges, fuel, rents, interest, insurance, operating expenses and other customary matters, if any, 
shall be prorated between the parties on the closing.  

    9. RISK OF LOSS. Seller, at its sole cost, shall keep the Premises insured for the full insurable 
value until the closing. Seller shall bear the risk of all loss or damage to the Premises from all 
causes until the closing. Should there be any damage that is not restored by Seller to its former 
condition by the closing, Buyer, at its option, may (i) terminate this Agreement and any deposit 
shall be refunded to Buyer, or (ii) purchase the Premises and be entitled to all insurance proceeds 
upon payment of the purchase price.  

    10. MORTGAGE CONTINGENCY. The obligations of Buyer under this Agreement are 
expressly subject to Buyer obtaining a written commitment for a mortgage loan in the amount of 
$[list amount of mortgage buyer will seek to obtain] at prevailing interest rates. Buyer agrees to 
apply for such mortgage with all due diligence. If Buyer shall be unable to obtain such mortgage 
commitment by [list deadline for buyer to obtain mortgage], Buyer shall inform Seller in writing 
by such date and this Agreement will terminate and any deposit will be refunded to Buyer. If 
Buyer fails to notify Seller in writing by such date, Buyer shall be required to perform its 
obligations under this Agreement and this contingency shall lapse.  

    11. INSPECTION(S). The obligations of Buyer under this Agreement are expressly subject to 
Buyer obtaining, at Buyer's expense, a satisfactory inspection report from a qualified 
professional for the following: [list any inspections to be performed on property, e.g. "termites" 
or "termites and roof" etc.]. Buyer shall furnish Seller with a copy of such inspection report(s) by 
[date by which buer must complete these inspections]. If any such inspections reveal conditions 
unacceptable to Buyer, Seller may, at its option, repair such conditions or afford Buyer a credit at 
the closing, or Buyer may terminate this Agreement and any deposit will be refunded to Buyer. If 
Buyer fails to notify Seller in writing by such date, Buyer shall be required to perform its 
obligations under this Agreement and this contingency shall lapse.  
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    12. BUYER'S DEFAULT. Upon default by Buyer, Seller, at its option, may (i) retain the 
deposit as liquidated damages as its sole remedy, or (ii) enforce this Agreement and pursue any 
and all remedies available at law or equity, including an action for specific performance and 
damages.  

    13. SELLER'S DEFAULT. Upon default by Seller, Buyer, at its option, may (i) treat this 
Agreement as terminated and be entitled to the return of the deposit, or (ii) enforce this 
Agreement and pursue any and all remedies available at law or equity, including an action for 
specific performance and damages.  

    14. BROKER'S COMMISSION. Seller and Buyer promise that they have not dealt with any 
broker or finder in connection with this sale. In the event of any claim by any broker or finder, 
the party who procured such broker or finder will pay the claim in full.  

    15. ATTORNEY'S FEES. In the event of any litigation or other proceeding between the 
parties relating to this Agreement, the prevailing party shall be entitled to recover all costs and 
expenses incurred, including reasonable attorney's fees.  

    16. ENTIRE AGREEMENT. This Agreement contains the entire agreement and 
understanding between the parties and is subject to no understandings, conditions or 
representations that are not set forth herein. This Agreement may only be amended in writing and 
signed by both parties. Time is of the essence in the performance of this Agreement.  

    17. JOINT AND SEVERAL LIABILITY. Each person signing this Agreement as Seller and 
Buyer shall be jointly and severally liable for the performance of every term and condition of this 
Agreement.  

    18. INVALID PROVISION. If any provision of this Agreement shall be invalid or 
unenforceable, the remaining provisions shall remain in full force and effect.  

    19. PARTIES BOUND. This Agreement shall be binding upon and shall inure to the benefit of 
the parties and their respective heirs, legal representatives, successors and assigns.  

    20. GOVERNING LAW. This Agreement shall be governed by and enforced in accordance 
with the laws of the state of [list state which laws will govern the contract].  

    21. CAPTIONS. The captions in this Agreement are inserted only for convenience and in no 
way construe or interpret the provisions hereof or affect their scope or intent.  

    22. RELEASE BY SPOUSE. [list name of seller's spouse], spouse of [name of person selling 
the real estate], for consideration received, hereby agrees to join in the deed and waive and 
release all rights of dower, courtesy, homestead, community property and all other right, title and 
interest, if any, in and to the Premises.  

    23. ADDITIONAL PROVISIONS:  
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    24. RIDERS. The riders and exhibits, if any, attached hereto and initialled by the parties are 
made a part of this Agreement.  

  

        THIS IS A BINDING LEGAL CONTRACT. IF ANY PROVISIONS  

        ARE NOT UNDERSTOOD, CONSULT AN ATTORNEY BEFORE SIGNING.  

 

    IN WITNESS WHEREOF, this Agreement is executed under seal on the  

  

 

__________day of_________________, 19_____.  

 

Executed in the  

presence of:                     SELLER  

 

______________________________     ____________________________(Seal)  

(Signature of witness)       

 

______________________________  

(Signature of witness)              

 

                            ____________________________(Seal)  

 

                            BUYER  
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                            ____________________________(Seal)  

                            [name of person/firm buying real estate]  

 

STATE OF _____________________  

 

COUNTY OF ____________________  

 

In _______________, on the _____________ day of ____________, 19___, before me, a Notary 
Public in and for the above state and county, personally appeared [name of person selling the 
real estate], known to me or proved to be the person named in and who executed the foregoing 
instrument, and being first duly sworn, such person acknowledged that he or she executed said 
instrument for the purposes therein contained as his or her free and voluntary act and deed.  
 

 

                            _______________________________  

                            NOTARY PUBLIC  

 

                            My Commission Expires: ________  

 

 

                            (SEAL)  

 

STATE OF _____________________  
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COUNTY OF ____________________  

 

In _______________, on the _____________ day of ____________, 19___, before me, a Notary 
Public in and for the above state and county, personally appeared [list name of seller's spouse], 
known to me or proved to be the person named in and who executed the foregoing instrument, 
and being first duly sworn, such person acknowledged that he or she executed said instrument for 
the purposes therein contained as his or her free and voluntary act and deed.  
 

 

                            _______________________________  

                            NOTARY PUBLIC  

 

 

 

                            My Commission Expires: ________  

 

  

 

                            (SEAL)  

 

 

STATE OF _____________________  

 

COUNTY OF ____________________  

 

In _______________, on the _____________ day of ____________, 19___, before me, a Notary 
Public in and for the above state and county, personally appeared [name of person/firm buying 
real estate], known to me or proved to be the person named in and who executed the foregoing 
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instrument, and being first duly sworn, such person acknowledged that he or she executed said 
instrument for the purposes therein contained as his or her free and voluntary act and deed.  
 

 

                            _______________________________  

                            NOTARY PUBLIC  

 

 

                            My Commission Expires: ________  

 

 

                            (SEAL)  
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ADDENDUM D 
Property Management Agreement 

PROPERTY MANAGEMENT AGREEMENT  

 This Agreement is made and entered into this _____ day of ____________, 20__, between 
______________________________ (Owner), and _______________________________,  

(Manager).  

Owner hereby employs the services of Manager to manage, operate, control, rent and lease the 
following described property:  

Responsibilities of Manager.  

Owner hereby appoints Manager as his lawful agent and attorney-in-fact with full authority to do any 
and all lawful things necessary for the fulfillment of this Agreement, including the following:  

1. To collect all rents as they become due, giving receipts therefore and to render to Owner a monthly 
accounting of rents received and expenses paid out; and to remit to Owner all income, less any sums 
paid out.  

2. To make or cause to be made all decorating, maintenance, alterations and repairs to the property 
and to hire and supervise all employees and other labor for the accomplishment of same.  

3. To advertise the property and display signs thereon; to rent and lease the property; to sign, renew 
and cancel rental agreements and leases for the property or any part thereof; to sue and recover for 
rent and for loss or damage to any part of the property and/or furnishings thereof; and, when 
expedient, to compromise, settle and release any such legal proceedings or lawsuits.  

Liability of Manager.  

Owner hereby agrees to hold Manager harmless from any and all claims, charges, debts, demands and 
lawsuits, including attorney's fees related to his management of the herein-described property, and 
from any liability for injury on or about the property which may be suffered by any employee, tenant 
or guest upon the property.  

Compensation of Manager.  

Owner agrees to compensate Manager as follows:  

  

Term of Agreement.  

This Agreement shall be effective as of the _____ day of ____________, 20__, and shall expire on 
the _____ day of ____________, 20__.  

Upon expiration of the above initial term, this Agreement shall automatically be renewed and 
extended for a like period of time unless terminated in writing by either party by providing written 
notice ___ days prior to the date for such renewal. This Agreement may also be terminated by mutual 
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agreement of the parties at any time. Upon termination Owner shall pay to Manager any fees, 
commissions and expenses due Manager under terms of this Agreement, which are owing to Manager.  

This document represents the entire Agreement between the parties hereto.  

IN WITNESS WHEREOF, the parties hereto hereby execute this Agreement on the date first above 
written.  

____________________________________  

Owner  

  

____________________________________  

Manager  
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ADDENDUM E 
Property Listing Agreement 

THIS LISTING AGREEMENT is made and entered into this ____ day of _______, _____, between_________________________, 

a ___________ corporation (the "Company") and ________________________ ("Broker").  

In consideration of the mutual benefits and obligations of the parties set forth in this Agreement, the Company hereby retains the 

Broker to use its best efforts to solicit offers for the purchase of substantially all of the asset or all of the stock if the Company, 

subject to the following terms and conditions:  

ARTICLE I  

OBLIGATIONS OF BROKER  

Broker shall use its best efforts to find a buyer for substantially all of the assets or stock of the Company.Broker shall (1) include the 

Company with other listings maintained by Broker; (2) place a suitable sign on the premises; (3) promptly notify the Company of 

prospective buyers; and (4) show the Company's premises and operations to prospective buyers.  

ARTICLE II  

BROKER'S COMMISSION  

2.1 Commission.Broker shall receive a commission of ____% of the selling price of substantially all of the assets or stock of the 

Company if: (1) Broker procures a buyer who is ready, willing, and able to purchase substantially all of the assets or stock of the 

Company on terms deemed acceptable by the Company in its sole and absolute discretion; and (2) substantially all of the assets or 

stock of the Company are sold to a buyer procured by the Broker during the term of this listing or if, within ___ months after the 

termination of this listing, substantially all of the assets or stock of the Company are sold to a buyer who was first submitted to the 

Company by the Broker.  

2.2 Expenses.The Company and the Broker shall each pay their own respective expenses involved in performance of their 

respective duties under this Agreement.  

ARTICLE III  

TYPE OF LISTING  
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This listing is and shall be an exclusive listing from the date first set forth above through _________, _____, and the Broker's right to 

a commission will arise from a sale of substantially all of the asserts or stock of the Company to a buyer who is procured by the 

Broker, but shall not accrue if the buyer is procured by the Company itself.  

ARTICLE IV  

TERM  

The rights and obligations of the parties shall commence on the date first set forth above, and shall terminate at midnight on 

_________, _____.This listing may be cancelled by either party at any time after __________, _____, by ____ days' written notice.  

ARTICLE V  

CONFIDENTIALITY  

5.1 Confidentiality Obligations. During the term of this Agreement and for a period of ten (10) years thereafter, Broker shall 

maintain in confidence and use only for purposes of this Agreement any information or documentation which Seller marks 

"Confidential" (collectively "Confidential Information"). To the extent it is reasonably necessary or appropriate to fulfill its obligations 

or exercise its rights under this Agreement, Broker may disclose Confidential Information which it is otherwise obligated under this 

Article not to disclose to its affiliates and to prospective buyers, on a need-to-know basis, on condition that such entities or persons 

agree to keep the Confidential Information confidential for the same time periods and to the same extent as Broker is required to 

keep the Confidential Information confidential.  

5.2 Limitations on Usage. Except as expressly authorized by this Agreement or by other prior written consent of the Company, for 

the term of this Agreement and for ten (10) years thereafter, Broker shall not deliver, transmit, or provide to any person other than as 

permitted under this Agreement, and shall not use any of the Confidential Information, or authorize, cause, or aid anyone else to do 

so.Except as permitted in this Agreement, nothing shall be deemed to give Broker any right or license to use or to replicate or 

reproduce any of the Confidential Information, or to authorize, aid, or cause others so to do.  

5.3 Survival.The covenants set forth in this Article V shall survive the termination of this Agreement and continue in full force and 

effect for ten (10) years without limitation.  

ARTICLE VI  

GENERAL PROVISIONS  

6.1 Binding Effect; Benefits. This Agreement shall inure to the benefit of the parties hereto and shall be binding upon the parties 

hereto and their respective heirs, successors, and assigns. Except as otherwise set forth herein, nothing in this Agreement, 
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expressed or implied, is intended to confer on any person other than the parties hereto or their respective heirs, successors, and 

assigns any rights, remedies, obligations, or other liabilities under or by reason of this Agreement.  

6.2 Governing Law. This Agreement shall be construed as to both validity and performance and enforced in accordance with and 

governed by the laws of __________.  

6.3 Severability. If any term, covenant, condition, or provision of this Agreement or the application thereof to any circumstance shall 

be invalid or unenforceable to any extent, the remaining terms, conditions, and provisions of this Agreement shall not be affected 

thereby and each remaining term, covenant, condition, and provisions of this Agreement shall be valid and shall be enforceable to 

the fullest extent permitted by law. If any provision of this Agreement is so broad as to be unenforceable, such provisions shall be 

interpreted to be only as broad as is enforceable.  

6.4 Entire Agreement. This Agreement shall constitute the entire agreement between the parties and any prior understanding or 

representation of any kind preceding the date of this Agreement shall not be binding on either party to this Agreement except to the 

extent incorporated in this Agreement.  

6.5 Amendments. This Agreement may not be modified or changed except by an instrument or instruments in writing signed by the 

Company and the Broker.  

6.6 Assignment. The rights and obligations of the parties under this Agreement shall not be assignable except with the prior written 

consent of the other party hereto.  

IN WITNESS WHEREOF, the parties have caused this Agreement to be executed as of the date first above written.  

_____________________ ("Company") _____________________ ("Broker")  

By:_____________________________By:_____________________________ 
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ADDENDUM F 
Backup Argus Runs (MLA’s etc.) 
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ADDENDUM G 
Lender Pitch Package 

 
Name of Center:  1004-1008 E. Lombard Street 
Use:    Retail 
Location:   1004-1008 E. Lombard Street, Baltimore, MD, 21202 
Building Size:   2505.8 sf 
 
OPERATING EXPENSES:    
Reimbursable Operating Expenses 
Taxes:      5.67% EGI, Fixed – 100% fixed 
*Based on tax scheme stipulated in Maryland State Department of Assessment and Taxation (“SDAT”)4 
Insurance:     $0.15/sf, adjusts annually by CPI – 100% fixed 
CAM:      $0.50/sf, adjusts annually by CPI – 25% fixed 

 
Non-Reimbursable Operating Expenses 
Management Fee:    3.0% of EGI 
Reserves:     $0.10/sf, 0.0% inflation – 100% fixed 
Legal:     $0.05/sf, 1.0% inflation – 100% fixed 
Global (CPI) Inflation Rate:       3.4% per year  
*Based on CPI changes for U.S., which grew at 2.54% annually for the past ten 97 years. 
Market Rent Growth Rate:  2.05% per year  
*Market Rent for the past three years in the trade area grew by 2.05%/yr 
General Vacancy Loss:                3.00%; of “Percent of All Rental Revenue” 
Credit Loss:     1.00% of “Percent of All Rental Revenue” 
 
RENT ROLL as of 12/1/10 
Tenant 
Name 

Size SF Rent/sf Yr 1 of Lease 
(lease start) 

Lease 
Start 

Lease 
End 

Increases 
Per Year 

Who Pays 
What? 

Renewal  
Probability 

Downtime 
(months) 

Retail 
(Convenient) 

2505.8 sf $23 (*Based on 
Adjustment Chart) 

12/1/10 (*) 11/15 2.54% Pro rata tax, 
insurance, CAM  

61.2% 1 
(Assumed) 

 
Market Rent:  $25.78/sf new and relet (Average market rent of all 

comparable retail spaces (20) within 3 mile radius from 
the subject property) 

New Lease Term:    3 years (Average lease term for comparable properties) 
Leasing Commissions:   4.00% New; 2.00% Renewal 
TI Allowance:                       $2.00/sf New; $0.00/sf Renewal; grows at CPI 
Renewal Probability:   61.2  
Reimbursement at Rollover:  NNN 
Rent Changes After Rollover:  FLAT - None 
Terminal Cap Rate  7.0% - Capitalize Net Operating Income  
*Based on some comparable terminal cap rate in the trade area   
                                                
4 Maryland State Department of Assessment and Taxation, http://www.dat.state.md.us/sdatweb/taxrate.html 
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Cost of Sale:     3.0% 
Primary Discount Rate  8.0% 
Up-front TI:    $10,000 in TI  
Up-Front LC:    $12,000 in LC at time zero under “Leasing Costs”  
 
 
Calculation for Renewal Probability 
 

 
(    )

 
  

=  ,   – ,  
,  

 × 100% = 61.2 % 

 
- Total Available space: 57,571 sq.ft 
- Retention rate: 61.2 
- Total RBA:  742,237 sq. ft (estimation of all similar retail type spaces, less 6,000 sq.ft, and within 

three-mile radius from subject property)  
 

 
As a result, the subject property is estimated to achieve annual net operating income (at year-1-
stabilization) of $52,850, and is projected to increase 3.4% annually.  Applying 9.5% 
capitalization rate, which is the blended average figure of comparable properties, this property is 
assumed to be value at $556,316 
 
 

 
 

 

 

 

 

 

 

 

 

 

 



 

Hyung Mo Yoon                                                                                                                  Page 59

 

 



Albemarle Convenience Retail
Sources & Uses, Financing, Budget
Retail Size 2,506 sf
Parking Lot 
Other 0 sf 0.00 spaces
Square Foot Area 2,506 Rentable sf

Sources & Uses
Sources Uses
1st Position Debt 331,438$          Acquisition Price of Property 140,000$             $55.87 per sf
Equity Contribution 236,725           Development Costs $458,163 $182.84 per sf
Deferred Developer Fee 30,000             Deferred Developer Fee -                       

Sub-Total 598,163$          Sub-Total 598,163$             $238.71 per sf
Balance -$                  

Construction Loan

Stabilized Net Operating Income 52,850$           1 capped year
Stabilized Cap Rate 9.50%
Concluded Value "At Stabilization" 556,316$          

Proposed Acquisiton/Construction Loan Amount 331,438$          
Proposed Acquisition/Construction Loan Term 24 Months 2.00 Years

Financial Institution Maximum Loan to Value 70.0% Actual Loan to Value 59.58% 10.42% variance
Financial Institution Maximum Loan to Cost 70.0% Actual Loan to Cost 55.41% 14.59% variance
Contributed Equity to Cost 39.58%

Underwritten Construction Rate - Interest Only Rate (Is this Locked??) 7.00%
Percentage of Loan Outstanding During Construction/Leaseup 75.00%
Months Outstanding 18.00 months
Avg. Outstanding Balance During Construction/Leasing 248,579$          
Interest Annually 17,401$           
Interest Monthly 1,450$             
Interest Carry - Calculated from % O/S 26,101$           -18.26% variance
Budgeted Interest Carry During Construction/Leaseup - from below 22,070$           
Calculated Interest from Draw Scheudle 23,720$           -7.48% variance

Permanent Loan - Takeout

Stabilized Net Operating Income 52,850$           
Pernament Loan Amount 342,000$          Valuation Analysis
Maximum Loan to Value 65.00% Stabilized NOI 52,850$          
Actual Loan to Value 61.48% Stabilized Value 556,316$         $222.01 per sf
Actual DSC 1.80 x Stabilized Cap Rate 9.50%
Required Minimum DSC for Takeout Loan 1.25x Value/SFNRA 222.01$          
Interest Rate (locked) for Takeout Loan 7.75% Loan/SFNRA 136.48$          
Amortization for Takeout Loan 360 Months 30 Years
Debt Service $29,402

Loan Gap Analysis for Takeout by Pernmanet Lender
Loan Constant 8.60%
Equity Payback at Refinance 10,562$           
Balance of Equity in Deal after Perm Takeout 226,163$          
GAP None

Construction Budget Uses Sources Sources

Category RentableSF Project Costs Loan Funding Equity Funding Deferred Fees

Land Purchase Price 55.87$                140,000$           -$                 140,000$           
Site Costs 19.95 50,000 0 50,000

Subtotal 75.82$                190,000$          -$                 190,000$           $0

Construction Cost for Standard Foundation [Substructure] 1.64$                  4,110$              4,110$            
Slab on Grade 4.74$                  11,877$            
Basement Excavation 0.46$                  1,153$              
Basement Walls 4.36$                  10,925$            
Roof Construction [Shell] 6.61$                  16,563$            
Exterior Walls (Face Brick Veneer) 20.27$                50,793$            50,793
Exterior Windows 4.18$                  10,474$            10,474
Exterior Doors 2.09$                  5,237$              5,237
Roof Coverings 3.94$                  9,873$              
Partitions [Interiors] 2.02$                  5,062$              
Interior Doors 0.76$                  1,904$              
Wall Finishes 0.35$                  877$                
Floor Finishes 3.24$                  8,119$              
Ceiling Finishes 5.49$                  13,757$            
Plumbing Fixtures [Services] 2.10$                  5,262$              
Domestic Water Distribution 1.12$                  2,806$              
Terminal Package Units \ 7.17$                  17,967$            
Sprinklers 3.59$                  8,996$              
Electrical Service/Distribution 2.67$                  6,690$              
Lighting & Branch Wiring 9.83$                  24,632$            
Communications & Security 3.84$                  9,622$              
Other Electrical Systems 0.34$                  852$                
Emergency Lighting (Nickel Cadmium) 1.29$                  3,220$              

Subtotal Hard Costs 90.81$                227,552$          70,613$          $0

Architecture Engineering 7% 6.63$                  15,929$            15,929$          

Contractor Fee - General Equipment 25% 22.70 56,888$            40,888 16,000

Municipal-Permits/Fees (See below for detail) 0.29 725 0 725

Construction Loan Commitment Fee (100 bps of loan amount) 0.00 0 0 0

Other 0.00 0 0 0
Subtotal Soft Costs 29.35$                73,542$           56,817$          16,725$             $0

Loan Interest Carry (HARDCODED) 8.81$                  22,070$            22,070$          -$                    
Loan Commitment Fees (HARDCODED) 1.7% 3.99 10,000 10,000 0
Other 0.00 0 0
Other 0.00 0 0

 Subtotal Financing/Carry 12.80$                32,070$           32,070$          -$                    $0

Deferred Developers Fee (5% of Total Construction Cost) 5.02% 11.97$                30,000$            (30,000)$         30,000$             30,000$         
Leasing Commissions for Retail Space (BROKER) 5.99 15,000 15,000 0
Marketing 0 0
Operating Deficit 0.00 0 0
Contingency 9.96% 10 30,000 30,000 0

Subtotal Miscellaneous 29.93$                75,000$           15,000$         30,000$            30,000$        

TOTALS 238.71$              598,163$          331,438$        236,725$           30,000$        



Albemarle Convenience Retail

Construction Draw Schedule
Hard Costs Soft Costs Total Costs Cumulative Cash Flow Accrued Monthly Operating

Hard Soft Construction Construction Construction Percent Loan Before Debt Service 0.58% Operating Operating Net of
Month Costs Costs Loan Draws Loan Draws Loan Draws of Total Balance (from Argus Run) Lender Interest Deficit Surplus Deficit/Surplus
Closing Loan Fees 1$                          10,000$            10,001$                  3.0% 10,001$           -$                                    58                            -                   -                  

1 Architect+Carry 25,192              25,192                    7.6% 35,193             -                                      206                          -                   -                  
2 Site work 8,333                     920                    9,253                       2.8% 44,446             -                                      260                          -                   -                  
3 Site work 8,333                     920                    9,253                       2.8% 53,699             -                                      315                          -                   -                  
4 Site work 8,333                     920                    9,253                       2.8% 62,952             -                                      369                          -                   -                  
5 Site work 8,333                     920                    9,253                       2.8% 72,204             -                                      423                          -                   -                  
6 Site work 8,333                     920                    9,253                       2.8% 81,457             -                                      478                          -                   -                  
7 Site work 8,333                     25,192              33,525                    10.1% 114,982           -                                      674                          -                   -                  
8 Vertical Contingency 685                        8,420                 9,105                       2.7% 124,087           -                                      728                          -                   -                  
9 Vertical Contingency 685                        8,420                 9,105                       2.7% 133,191           -                                      781                          -                   -                  

10 Vertical Contingency 685                        8,420                 9,105                       2.7% 142,296           -                                      835                          -                   -                  
11 Vertical Contingency 685                        8,420                 9,105                       2.7% 151,400           -                                      888                          -                   -                  
12 Vertical Marketing 685                        920                    1,605                       0.5% 153,005           -                                      898                          178              (178)            
13 Vertical Marketing 685                        25,192              25,877                    7.8% 178,882           -                                      1,049                       178              (178)            
14 TI Leasing 16,931                   5,920                 22,850                    6.9% 201,732           -                                      1,183                       178              (178)            
15 TI Leasing 16,931                   5,920                 22,850                    6.9% 224,583           -                                      1,317                       178              (178)            
16 TI Leasing 16,931                   5,920                 22,850                    6.9% 247,433           -                                      1,451                       178              (178)            
17 920                    920                          0.3% 248,353           -                                      1,457                       178              (178)            
18 920                    920                          0.3% 249,272           -                                      1,463                       178              (178)            
19 920                    920                          0.3% 250,192           -                                      1,468                       178              (178)            
20 920                    920                          0.3% 251,111           -                                      1,473                       178              (178)            
21 920                    920                          0.3% 252,031           -                                      1,479                       178              (178)            
22 920                    920                          0.3% 252,950           -                                      1,484                       178              (178)            
23 920                    920                          0.3% 253,870           -                                      1,490                       178              (178)            
24 920                    920                          0.3% 254,790           -                                      1,495                       178              (178)            

TOTALS 104,903$               149,887$          254,790$                1$               -$                                    23,720$                  2,310$         (2,310)$      -$                             
Avg outstanding

161,764

# of Months Timing
Interest Carry Period (Draws) 24 Starting in Month 1
Marketing Period (Draws) 2 Starting 2 months prior to completion
Assumed Contingency Period (Draws) 4 Months 8, 9, 10, 11
Assumed Architectural Draw Period (Months) 3 Month 1, Month 7, Month 13

Assumptions for Construction Loan Draw Timing



Download of Argus Run

Back Up ARGUS RUNS
                                      Year  1      Year  2      Year  3      Year  4      Year  5      Year  6      Year  7      Year  8      Year  9      Year 10      Year 11 

For the Years Ending                 Nov-2011     Nov-2012     Nov-2013     Nov-2014     Nov-2015     Nov-2016     Nov-2017     Nov-2018     Nov-2019     Nov-2020     Nov-2021 
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
Potential Gross Revenue                                                                                                                                                         
  Base Rental Revenue            57,634 59,593 61,619 63,715 65,880 68,121 70,436 72,831 75,308 77,868 83,016
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
  Scheduled Base Rental Revenue  57,634 59,593 61,619 63,715 65,880 68,121 70,436 72,831 75,308 77,868 83,016
                                                                                                                                                                                
  Expense Reimbursement Revenue                                                                                                                                                 
    Taxes                        1,405 1,470 1,518 1,569 1,621 1,675 1,731 1,787 1,847 1,913 2,018
    Insurance                    3,767 3,863 3,960 4,061 4,165 4,270 4,379 4,490 4,603 4,721 4,841
    CAM                          2,488 2,575 2,640 2,708 2,776 2,847 2,919 2,993 3,069 3,148 3,226
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
  Total Reimbursement Revenue    7,660 7,908 8,118 8,338 8,562 8,792 9,029 9,270 9,519 9,782 10,085
                                                                                                                                                                                
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
Total Potential Gross Revenue    65,294 67,501 69,737 72,053 74,442 76,913 79,465 82,101 84,827 87,650 93,101
  General Vacancy                (1,959) (2,026) (2,092) (2,162) (2,233) (2,307) (2,385) (2,462) (2,545) (2,629) (2,793)
  Collection Loss                (653) (675) (698) (721) (744) (769) (795) (821) (849) (876) (931)
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
Effective Gross Revenue          62,682 64,800 66,947 69,170 71,465 73,837 76,285 78,818 81,433 84,145 89,377
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
Operating Expenses                                                                                                                                                              
  Taxes                          1,422 1,470 1,518 1,569 1,620 1,675 1,730 1,788 1,847 1,908 2,027
  Insurance                      3,767 3,862 3,961 4,060 4,164 4,270 4,378 4,490 4,604 4,721 4,840
  CAM                            2,511 2,575 2,640 2,708 2,776 2,847 2,919 2,993 3,070 3,146 3,227
  Management                     1,881 1,944 2,008 2,076 2,144 2,215 2,288 2,364 2,443 2,524 2,681
  Admin                          251 251 251 251 251 251 251 251 251 251 251
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
Total Operating Expenses         9,832 10,102 10,378 10,664 10,955 11,258 11,566 11,886 12,215 12,550 13,026
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
Net Operating Income             52,850 54,698 56,569 58,506 60,510 62,579 64,719 66,932 69,218 71,595 76,351
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
Leasing & Capital Costs                                                                                                                                                         
  Tenant Improvements                                                                                                                                              9,164
  Leasing Commissions                                                                                                                                              8,302
  Reserves                       752 752 752 752 752 752 752 752 752 752 752
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
Total Leasing & Capital Costs    752 752 752 752 752 752 752 752 752 752 18,218
                                  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________  ___________ 
Cash Flow Before Debt Service    52,098 53,946 55,817 57,754 59,758 61,827 63,967 66,180 68,466 70,843 58,133
& Taxes                           ===========  ===========  ===========  ===========  ===========  ===========  ===========  ===========  ===========  ===========  =========== 



Albemarle Convenience Retail
Return Analysis - after permanent loan takeout
Stabilized Value $598,163
Terminal Cap Rate for Reversion 9.50%
Selling Costs for Reversion 3.00%
Building Size: 2,506 sf

1 2 3 4 5 6 7 8 9 10 11

Net Operating Income 52,850$         54,698$         56,569$         58,506$         60,510$         62,579$         64,719$         66,932$         69,218$         71,595$         76,351$         
  % Growth 3.50% 3.42% 3.42% 3.43% 3.42% 3.42% 3.42% 3.42% 3.43% 6.64%
  5-Yr Net Operating Income Growth 3.68% 4.40%

Property Cash Flow Before Debt 52,098.00$    53,946.00$    55,817.00$    57,754.00$    59,758.00$    61,827.00$    63,967.00$    66,180.00$    68,466.00$    70,843.00$    58,133.00$    
$CF / SF 20.79$            21.53$            22.28$            23.05$            23.85$            24.67$            25.53$            26.41$            27.32$            28.27$            23.20$            

  % Growth 3.55% 3.47% 3.47% 3.47% 3.46% 3.46% 3.46% 3.45% 3.47% -17.94%
  5-Yr Cash Flow Growth 3.73%

UNLEVERAGED ANALYSIS

Unleveraged NOI Return on Investment (1) 8.84% 9.14% 9.46% 9.78% 10.12% 10.46% 10.82% 11.19% 11.57% 11.97% 12.76%
Cash on Cash Return on Investment (3) 8.71% 9.02% 9.33% 9.66% 9.99% 10.34% 10.69% 11.06% 11.45% 11.84% 9.72%
AVERAGE 5-YR UNLEVERAGED Cash on Cash RETURN 9.34%

 UNLEVERAGED IRR 0.69% 3.46% 5.11% 6.20% 6.97% 7.54% 7.99% 8.34% 8.62% 9.02%
Construction Period Holding Period (After Construction)

Holding Period Investment Year 1 Year 2 1 2 3 4 5 6 7 8 9 10

1 YEAR ($598,163) $0 $0 610,593$       
2 YEARS ($598,163) $0 $0 52,098$          631,545$       
3 YEARS ($598,163) $0 $0 52,098$          53,946$          653,194$       
4 YEARS ($598,163) $0 $0 52,098$          53,946$          55,817$          675,593$       
5 YEARS ($598,163) $0 $0 52,098$          53,946$          55,817$          57,754$          698,723$       
6 YEARS ($598,163) $0 $0 52,098$          53,946$          55,817$          57,754$          59,758$          722,642$       
7 YEARS ($598,163) $0 $0 52,098$          53,946$          55,817$          57,754$          59,758$          61,827$          747,378$       
8 YEARS ($598,163) $0 $0 52,098$          53,946$          55,817$          57,754$          59,758$          61,827$          63,967$          772,932$       
9 YEARS ($598,163) $0 $0 52,098$          53,946$          55,817$          57,754$          59,758$          61,827$          63,967$          66,180$          799,489$       

10 YEARS ($598,163) $0 $0 52,098$          53,946$          55,817$          57,754$          59,758$          61,827$          63,967$          66,180$          68,466$          850,427$       

LEVERAGED ANALYSIS

Property Cash Flow Before Debt 52,098$          53,946$          55,817$          57,754$          59,758$          61,827$          63,967$          66,180$          68,466$          70,843$          58,133$          
Annual Payment 29,402$          29,402$          29,402$          29,402$          29,402$          29,402$          29,402$          29,402$          29,402$          29,402$          29,402$          
Cash Flow After Debt 22,696$          24,544$          26,415$          28,352$          30,356$          32,425$          34,565$          36,778$          39,064$          41,441$          28,731$          
Cash on Cash Return on Investment (3) 9.59% 10.37% 11.16% 11.98% 12.82% 13.70% 14.60% 15.54% 16.50% 17.51% 12.14%

 LEVERAGED IRR 2.21% 6.25% 8.59% 10.07% 11.06% 11.75% 12.25% 12.62% 12.90% 13.60%
Construction Period Holding Period (After Construction)

Holding Period Investment Year 1 Year 2 1 2 3 4 5 6 7 8 9 10

1 YEAR (236,725)   $0 $0 252,755$       
2 YEAR ($236,725) $0 $0 33,258$          266,388$       
3 YEAR ($236,725) $0 $0 33,258$          24,544$          291,540$       
4 YEAR ($236,725) $0 $0 33,258$          24,544$          26,415$          317,724$       
5 YEAR ($236,725) $0 $0 33,258$          24,544$          26,415$          28,352$          344,942$       
6 YEAR ($236,725) $0 $0 33,258$          24,544$          26,415$          28,352$          30,356$          373,278$       
7 YEAR ($236,725) $0 $0 33,258$          24,544$          26,415$          28,352$          30,356$          32,425$          402,786$       
8 YEAR ($236,725) $0 $0 33,258$          24,544$          26,415$          28,352$          30,356$          32,425$          34,565$          433,495$       
9 YEAR ($236,725) $0 $0 33,258$          24,544$          26,415$          28,352$          30,356$          32,425$          34,565$          36,778$          465,620$       

10 YEAR ($236,725) $0 $0 33,258$          24,544$          26,415$          28,352$          30,356$          32,425$          34,565$          36,778$          39,064$          541,153$       

(1) NOI RETURN ON INVESTMENT = NOI/(PP + CLOSING COSTS)

(2) NOI RETURN ON CUMULATIVE INVESTMENT = NOI/(PP + CLOSING COSTS + CUMULATIVE Tis, LCs, and CAP EX)

(3) CASH ON CASH RETURN = CASH FLOW/PP + CLOSING COSTS



Albemarle Convenience Retail
 AMORTIZATION (P&I) SCHEDULE

Loan Amount $342,000 * Loan Amount $342,000
Annual Interest Rate 7.75% * Monthly Interest Rate 0.65%

Years 30 * Term in months 360
Number of Payments per Year 12 * Debt Serv. Monthly $2,450

Debt Serv. Yearly $29,402

Amount Debt Periods Accum Accum
Period Outstanding Service Principal Interest Remain Principal Interest Year

0 342,000.00 360 0.00 0.00
1 341,758.62 2,450.13 241.38 2,208.75 359 $241 $2,209
2 341,515.68 2,450.13 242.94 2,207.19 358 $484 $4,416
3 341,271.17 2,450.13 244.51 2,205.62 357 $729 $6,622
4 341,025.09 2,450.13 246.09 2,204.04 356 $975 $8,826
5 340,777.41 2,450.13 247.68 2,202.45 355 $1,223 $11,028
6 340,528.13 2,450.13 249.28 2,200.85 354 $1,472 $13,229
7 340,277.25 2,450.13 250.89 2,199.24 353 $1,723 $15,428
8 340,024.74 2,450.13 252.51 2,197.62 352 $1,975 $17,626
9 339,770.61 2,450.13 254.14 2,195.99 351 $2,229 $19,822
10 339,514.83 2,450.13 255.78 2,194.35 350 $2,485 $22,016
11 339,257.40 2,450.13 257.43 2,192.70 349 $2,743 $24,209
12 338,998.31 2,450.13 259.09 2,191.04 348 $3,002 $26,400 1
13 338,737.54 2,450.13 260.77 2,189.36 347 $3,262 $28,589
14 338,475.09 2,450.13 262.45 2,187.68 346 $3,525 $30,777
15 338,210.95 2,450.13 264.14 2,185.98 345 $3,789 $32,963
16 337,945.09 2,450.13 265.85 2,184.28 344 $4,055 $35,147
17 337,677.53 2,450.13 267.57 2,182.56 343 $4,322 $37,330
18 337,408.23 2,450.13 269.30 2,180.83 342 $4,592 $39,511
19 337,137.20 2,450.13 271.04 2,179.09 341 $4,863 $41,690
20 336,864.41 2,450.13 272.79 2,177.34 340 $5,136 $43,867
21 336,589.86 2,450.13 274.55 2,175.58 339 $5,410 $46,043
22 336,313.54 2,450.13 276.32 2,173.81 338 $5,686 $48,216
23 336,035.44 2,450.13 278.10 2,172.02 337 $5,965 $50,388
24 335,755.54 2,450.13 279.90 2,170.23 336 $6,244 $52,559 2
25 335,473.83 2,450.13 281.71 2,168.42 335 $6,526 $54,727
26 335,190.30 2,450.13 283.53 2,166.60 334 $6,810 $56,894
27 334,904.94 2,450.13 285.36 2,164.77 333 $7,095 $59,058
28 334,617.74 2,450.13 287.20 2,162.93 332 $7,382 $61,221
29 334,328.68 2,450.13 289.06 2,161.07 331 $7,671 $63,382
30 334,037.76 2,450.13 290.92 2,159.21 330 $7,962 $65,542
31 333,744.95 2,450.13 292.80 2,157.33 329 $8,255 $67,699
32 333,450.26 2,450.13 294.69 2,155.44 328 $8,550 $69,854
33 333,153.66 2,450.13 296.60 2,153.53 327 $8,846 $72,008
34 332,855.15 2,450.13 298.51 2,151.62 326 $9,145 $74,160
35 332,554.71 2,450.13 300.44 2,149.69 325 $9,445 $76,309
36 332,252.33 2,450.13 302.38 2,147.75 324 $9,748 $78,457 3
37 331,948.00 2,450.13 304.33 2,145.80 323 $10,052 $80,603
38 331,641.70 2,450.13 306.30 2,143.83 322 $10,358 $82,747
39 331,333.42 2,450.13 308.28 2,141.85 321 $10,667 $84,888
40 331,023.15 2,450.13 310.27 2,139.86 320 $10,977 $87,028
41 330,710.88 2,450.13 312.27 2,137.86 319 $11,289 $89,166
42 330,396.59 2,450.13 314.29 2,135.84 318 $11,603 $91,302
43 330,080.27 2,450.13 316.32 2,133.81 317 $11,920 $93,436
44 329,761.91 2,450.13 318.36 2,131.77 316 $12,238 $95,568
45 329,441.49 2,450.13 320.42 2,129.71 315 $12,559 $97,697
46 329,119.01 2,450.13 322.49 2,127.64 314 $12,881 $99,825
47 328,794.44 2,450.13 324.57 2,125.56 313 $13,206 $101,951
48 328,467.77 2,450.13 326.67 2,123.46 312 $13,532 $104,074 4
49 328,139.00 2,450.13 328.78 2,121.35 311 $13,861 $106,195
50 327,808.10 2,450.13 330.90 2,119.23 310 $14,192 $108,315
51 327,475.06 2,450.13 333.04 2,117.09 309 $14,525 $110,432
52 327,139.87 2,450.13 335.19 2,114.94 308 $14,860 $112,547
53 326,802.52 2,450.13 337.35 2,112.78 307 $15,197 $114,659
54 326,462.99 2,450.13 339.53 2,110.60 306 $15,537 $116,770
55 326,121.27 2,450.13 341.72 2,108.41 305 $15,879 $118,878
56 325,777.34 2,450.13 343.93 2,106.20 304 $16,223 $120,985
57 325,431.19 2,450.13 346.15 2,103.98 303 $16,569 $123,089
58 325,082.80 2,450.13 348.39 2,101.74 302 $16,917 $125,190
59 324,732.17 2,450.13 350.64 2,099.49 301 $17,268 $127,290
60 324,379.26 2,450.13 352.90 2,097.23 300 $17,621 $129,387 5



61 324,024.08 2,450.13 355.18 2,094.95 299 $17,976 $131,482
62 323,666.61 2,450.13 357.47 2,092.66 298 $18,333 $133,575
63 323,306.83 2,450.13 359.78 2,090.35 297 $18,693 $135,665
64 322,944.72 2,450.13 362.11 2,088.02 296 $19,055 $137,753
65 322,580.27 2,450.13 364.45 2,085.68 295 $19,420 $139,839
66 322,213.48 2,450.13 366.80 2,083.33 294 $19,787 $141,922
67 321,844.31 2,450.13 369.17 2,080.96 293 $20,156 $144,003
68 321,472.76 2,450.13 371.55 2,078.58 292 $20,527 $146,082
69 321,098.80 2,450.13 373.95 2,076.18 291 $20,901 $148,158
70 320,722.44 2,450.13 376.37 2,073.76 290 $21,278 $150,232
71 320,343.64 2,450.13 378.80 2,071.33 289 $21,656 $152,303
72 319,962.40 2,450.13 381.24 2,068.89 288 $22,038 $154,372 6
73 319,578.69 2,450.13 383.71 2,066.42 287 $22,421 $156,438
74 319,192.51 2,450.13 386.18 2,063.95 286 $22,807 $158,502
75 318,803.83 2,450.13 388.68 2,061.45 285 $23,196 $160,564
76 318,412.64 2,450.13 391.19 2,058.94 284 $23,587 $162,623
77 318,018.92 2,450.13 393.71 2,056.41 283 $23,981 $164,679
78 317,622.67 2,450.13 396.26 2,053.87 282 $24,377 $166,733
79 317,223.85 2,450.13 398.82 2,051.31 281 $24,776 $168,784
80 316,822.46 2,450.13 401.39 2,048.74 280 $25,178 $170,833
81 316,418.47 2,450.13 403.98 2,046.15 279 $25,582 $172,879
82 316,011.88 2,450.13 406.59 2,043.54 278 $25,988 $174,923
83 315,602.66 2,450.13 409.22 2,040.91 277 $26,397 $176,963
84 315,190.80 2,450.13 411.86 2,038.27 276 $26,809 $179,002 7
85 314,776.27 2,450.13 414.52 2,035.61 275 $27,224 $181,037
86 314,359.07 2,450.13 417.20 2,032.93 274 $27,641 $183,070
87 313,939.18 2,450.13 419.89 2,030.24 273 $28,061 $185,100
88 313,516.57 2,450.13 422.61 2,027.52 272 $28,483 $187,128
89 313,091.24 2,450.13 425.34 2,024.79 271 $28,909 $189,153
90 312,663.16 2,450.13 428.08 2,022.05 270 $29,337 $191,175
91 312,232.31 2,450.13 430.85 2,019.28 269 $29,768 $193,194
92 311,798.68 2,450.13 433.63 2,016.50 268 $30,201 $195,211
93 311,362.25 2,450.13 436.43 2,013.70 267 $30,638 $197,224
94 310,923.00 2,450.13 439.25 2,010.88 266 $31,077 $199,235
95 310,480.91 2,450.13 442.09 2,008.04 265 $31,519 $201,243
96 310,035.97 2,450.13 444.94 2,005.19 264 $31,964 $203,248 8
97 309,588.16 2,450.13 447.81 2,002.32 263 $32,412 $205,251
98 309,137.45 2,450.13 450.71 1,999.42 262 $32,863 $207,250
99 308,683.84 2,450.13 453.62 1,996.51 261 $33,316 $209,247
100 308,227.29 2,450.13 456.55 1,993.58 260 $33,773 $211,240
101 307,767.79 2,450.13 459.50 1,990.63 259 $34,232 $213,231
102 307,305.33 2,450.13 462.46 1,987.67 258 $34,695 $215,219
103 306,839.88 2,450.13 465.45 1,984.68 257 $35,160 $217,203
104 306,371.43 2,450.13 468.46 1,981.67 256 $35,629 $219,185
105 305,899.94 2,450.13 471.48 1,978.65 255 $36,100 $221,164
106 305,425.42 2,450.13 474.53 1,975.60 254 $36,575 $223,139
107 304,947.83 2,450.13 477.59 1,972.54 253 $37,052 $225,112
108 304,467.15 2,450.13 480.68 1,969.45 252 $37,533 $227,081 9
109 303,983.37 2,450.13 483.78 1,966.35 251 $38,017 $229,048
110 303,496.47 2,450.13 486.90 1,963.23 250 $38,504 $231,011
111 303,006.42 2,450.13 490.05 1,960.08 249 $38,994 $232,971
112 302,513.21 2,450.13 493.21 1,956.92 248 $39,487 $234,928
113 302,016.81 2,450.13 496.40 1,953.73 247 $39,983 $236,881
114 301,517.20 2,450.13 499.60 1,950.53 246 $40,483 $238,832
115 301,014.37 2,450.13 502.83 1,947.30 245 $40,986 $240,779
116 300,508.29 2,450.13 506.08 1,944.05 244 $41,492 $242,723
117 299,998.95 2,450.13 509.35 1,940.78 243 $42,001 $244,664
118 299,486.31 2,450.13 512.64 1,937.49 242 $42,514 $246,602
119 298,970.36 2,450.13 515.95 1,934.18 241 $43,030 $248,536
120 298,451.08 2,450.13 519.28 1,930.85 240 $43,549 $250,467 10
121 297,928.45 2,450.13 522.63 1,927.50 239 $44,072 $252,394
122 297,402.44 2,450.13 526.01 1,924.12 238 $44,598 $254,318
123 296,873.04 2,450.13 529.41 1,920.72 237 $45,127 $256,239
124 296,340.21 2,450.13 532.82 1,917.31 236 $45,660 $258,156
125 295,803.94 2,450.13 536.27 1,913.86 235 $46,196 $260,070
126 295,264.21 2,450.13 539.73 1,910.40 234 $46,736 $261,981
127 294,721.00 2,450.13 543.22 1,906.91 233 $47,279 $263,887
128 294,174.28 2,450.13 546.72 1,903.41 232 $47,826 $265,791
129 293,624.02 2,450.13 550.25 1,899.88 231 $48,376 $267,691
130 293,070.21 2,450.13 553.81 1,896.32 230 $48,930 $269,587
131 292,512.83 2,450.13 557.38 1,892.75 229 $49,487 $271,480
132 291,951.84 2,450.13 560.98 1,889.15 228 $50,048 $273,369 11
133 291,387.24 2,450.13 564.61 1,885.52 227 $50,613 $275,255
134 290,818.98 2,450.13 568.25 1,881.88 226 $51,181 $277,136
135 290,247.06 2,450.13 571.92 1,878.21 225 $51,753 $279,015
136 289,671.44 2,450.13 575.62 1,874.51 224 $52,329 $280,889



137 289,092.11 2,450.13 579.34 1,870.79 223 $52,908 $282,760
138 288,509.03 2,450.13 583.08 1,867.05 222 $53,491 $284,627
139 287,922.19 2,450.13 586.84 1,863.29 221 $54,078 $286,490
140 287,331.55 2,450.13 590.63 1,859.50 220 $54,668 $288,350
141 286,737.11 2,450.13 594.45 1,855.68 219 $55,263 $290,205
142 286,138.82 2,450.13 598.29 1,851.84 218 $55,861 $292,057
143 285,536.67 2,450.13 602.15 1,847.98 217 $56,463 $293,905
144 284,930.63 2,450.13 606.04 1,844.09 216 $57,069 $295,749
145 284,320.68 2,450.13 609.95 1,840.18 215 $57,679 $297,590
146 283,706.79 2,450.13 613.89 1,836.24 214 $58,293 $299,426
147 283,088.93 2,450.13 617.86 1,832.27 213 $58,911 $301,258
148 282,467.08 2,450.13 621.85 1,828.28 212 $59,533 $303,086
149 281,841.22 2,450.13 625.86 1,824.27 211 $60,159 $304,911
150 281,211.32 2,450.13 629.91 1,820.22 210 $60,789 $306,731
151 280,577.34 2,450.13 633.97 1,816.16 209 $61,423 $308,547
152 279,939.27 2,450.13 638.07 1,812.06 208 $62,061 $310,359
153 279,297.09 2,450.13 642.19 1,807.94 207 $62,703 $312,167
154 278,650.75 2,450.13 646.34 1,803.79 206 $63,349 $313,971
155 278,000.24 2,450.13 650.51 1,799.62 205 $64,000 $315,770
156 277,345.53 2,450.13 654.71 1,795.42 204 $64,654 $317,566
157 276,686.59 2,450.13 658.94 1,791.19 203 $65,313 $319,357
158 276,023.39 2,450.13 663.20 1,786.93 202 $65,977 $321,144
159 275,355.91 2,450.13 667.48 1,782.65 201 $66,644 $322,927
160 274,684.12 2,450.13 671.79 1,778.34 200 $67,316 $324,705
161 274,007.99 2,450.13 676.13 1,774.00 199 $67,992 $326,479
162 273,327.50 2,450.13 680.49 1,769.63 198 $68,673 $328,249
163 272,642.61 2,450.13 684.89 1,765.24 197 $69,357 $330,014
164 271,953.30 2,450.13 689.31 1,760.82 196 $70,047 $331,775
165 271,259.53 2,450.13 693.76 1,756.37 195 $70,740 $333,531
166 270,561.29 2,450.13 698.25 1,751.88 194 $71,439 $335,283
167 269,858.53 2,450.13 702.75 1,747.37 193 $72,141 $337,030
168 269,151.24 2,450.13 707.29 1,742.84 192 $72,849 $338,773
169 268,439.38 2,450.13 711.86 1,738.27 191 $73,561 $340,511
170 267,722.92 2,450.13 716.46 1,733.67 190 $74,277 $342,245
171 267,001.83 2,450.13 721.09 1,729.04 189 $74,998 $343,974
172 266,276.09 2,450.13 725.74 1,724.39 188 $75,724 $345,698
173 265,545.66 2,450.13 730.43 1,719.70 187 $76,454 $347,418
174 264,810.51 2,450.13 735.15 1,714.98 186 $77,189 $349,133
175 264,070.62 2,450.13 739.90 1,710.23 185 $77,929 $350,843
176 263,325.94 2,450.13 744.67 1,705.46 184 $78,674 $352,549
177 262,576.46 2,450.13 749.48 1,700.65 183 $79,424 $354,249
178 261,822.14 2,450.13 754.32 1,695.81 182 $80,178 $355,945
179 261,062.94 2,450.13 759.20 1,690.93 181 $80,937 $357,636
180 260,298.84 2,450.13 764.10 1,686.03 180 $81,701 $359,322
181 259,529.81 2,450.13 769.03 1,681.10 179 $82,470 $361,003
182 258,755.81 2,450.13 774.00 1,676.13 178 $83,244 $362,679
183 257,976.81 2,450.13 779.00 1,671.13 177 $84,023 $364,351
184 257,192.78 2,450.13 784.03 1,666.10 176 $84,807 $366,017
185 256,403.69 2,450.13 789.09 1,661.04 175 $85,596 $367,678
186 255,609.50 2,450.13 794.19 1,655.94 174 $86,391 $369,334
187 254,810.18 2,450.13 799.32 1,650.81 173 $87,190 $370,984
188 254,005.70 2,450.13 804.48 1,645.65 172 $87,994 $372,630
189 253,196.02 2,450.13 809.68 1,640.45 171 $88,804 $374,271
190 252,381.12 2,450.13 814.91 1,635.22 170 $89,619 $375,906
191 251,560.95 2,450.13 820.17 1,629.96 169 $90,439 $377,536
192 250,735.48 2,450.13 825.47 1,624.66 168 $91,265 $379,160
193 249,904.69 2,450.13 830.80 1,619.33 167 $92,095 $380,780
194 249,068.52 2,450.13 836.16 1,613.97 166 $92,931 $382,394
195 248,226.96 2,450.13 841.56 1,608.57 165 $93,773 $384,002
196 247,379.96 2,450.13 847.00 1,603.13 164 $94,620 $385,605
197 246,527.50 2,450.13 852.47 1,597.66 163 $95,473 $387,203
198 245,669.52 2,450.13 857.97 1,592.16 162 $96,330 $388,795
199 244,806.01 2,450.13 863.51 1,586.62 161 $97,194 $390,382
200 243,936.92 2,450.13 869.09 1,581.04 160 $98,063 $391,963
201 243,062.21 2,450.13 874.70 1,575.43 159 $98,938 $393,538
202 242,181.86 2,450.13 880.35 1,569.78 158 $99,818 $395,108
203 241,295.82 2,450.13 886.04 1,564.09 157 $100,704 $396,672
204 240,404.06 2,450.13 891.76 1,558.37 156 $101,596 $398,231
205 239,506.54 2,450.13 897.52 1,552.61 155 $102,493 $399,783
206 238,603.22 2,450.13 903.32 1,546.81 154 $103,397 $401,330
207 237,694.07 2,450.13 909.15 1,540.98 153 $104,306 $402,871
208 236,779.05 2,450.13 915.02 1,535.11 152 $105,221 $404,406
209 235,858.12 2,450.13 920.93 1,529.20 151 $106,142 $405,935
210 234,931.24 2,450.13 926.88 1,523.25 150 $107,069 $407,459
211 233,998.37 2,450.13 932.87 1,517.26 149 $108,002 $408,976
212 233,059.48 2,450.13 938.89 1,511.24 148 $108,941 $410,487



213 232,114.53 2,450.13 944.95 1,505.18 147 $109,885 $411,992
214 231,163.47 2,450.13 951.06 1,499.07 146 $110,837 $413,491
215 230,206.27 2,450.13 957.20 1,492.93 145 $111,794 $414,984
216 229,242.89 2,450.13 963.38 1,486.75 144 $112,757 $416,471
217 228,273.29 2,450.13 969.60 1,480.53 143 $113,727 $417,951
218 227,297.42 2,450.13 975.86 1,474.26 142 $114,703 $419,426
219 226,315.26 2,450.13 982.17 1,467.96 141 $115,685 $420,894
220 225,326.75 2,450.13 988.51 1,461.62 140 $116,673 $422,355
221 224,331.85 2,450.13 994.89 1,455.24 139 $117,668 $423,811
222 223,330.53 2,450.13 1,001.32 1,448.81 138 $118,669 $425,259
223 222,322.75 2,450.13 1,007.79 1,442.34 137 $119,677 $426,702
224 221,308.45 2,450.13 1,014.30 1,435.83 136 $120,692 $428,138
225 220,287.60 2,450.13 1,020.85 1,429.28 135 $121,712 $429,567
226 219,260.16 2,450.13 1,027.44 1,422.69 134 $122,740 $430,990
227 218,226.09 2,450.13 1,034.07 1,416.06 133 $123,774 $432,406
228 217,185.34 2,450.13 1,040.75 1,409.38 132 $124,815 $433,815
229 216,137.86 2,450.13 1,047.47 1,402.66 131 $125,862 $435,218
230 215,083.62 2,450.13 1,054.24 1,395.89 130 $126,916 $436,613
231 214,022.57 2,450.13 1,061.05 1,389.08 129 $127,977 $438,003
232 212,954.67 2,450.13 1,067.90 1,382.23 128 $129,045 $439,385
233 211,879.88 2,450.13 1,074.80 1,375.33 127 $130,120 $440,760
234 210,798.14 2,450.13 1,081.74 1,368.39 126 $131,202 $442,129
235 209,709.41 2,450.13 1,088.73 1,361.40 125 $132,291 $443,490
236 208,613.66 2,450.13 1,095.76 1,354.37 124 $133,386 $444,844
237 207,510.82 2,450.13 1,102.83 1,347.30 123 $134,489 $446,192
238 206,400.87 2,450.13 1,109.96 1,340.17 122 $135,599 $447,532
239 205,283.74 2,450.13 1,117.12 1,333.01 121 $136,716 $448,865
240 204,159.40 2,450.13 1,124.34 1,325.79 120 $137,841 $450,191
241 203,027.80 2,450.13 1,131.60 1,318.53 119 $138,972 $451,509
242 201,888.89 2,450.13 1,138.91 1,311.22 118 $140,111 $452,820
243 200,742.63 2,450.13 1,146.26 1,303.87 117 $141,257 $454,124
244 199,588.96 2,450.13 1,153.67 1,296.46 116 $142,411 $455,421
245 198,427.84 2,450.13 1,161.12 1,289.01 115 $143,572 $456,710
246 197,259.23 2,450.13 1,168.62 1,281.51 114 $144,741 $457,991
247 196,083.06 2,450.13 1,176.16 1,273.97 113 $145,917 $459,265
248 194,899.30 2,450.13 1,183.76 1,266.37 112 $147,101 $460,532
249 193,707.90 2,450.13 1,191.41 1,258.72 111 $148,292 $461,790
250 192,508.80 2,450.13 1,199.10 1,251.03 110 $149,491 $463,041
251 191,301.96 2,450.13 1,206.84 1,243.29 109 $150,698 $464,285
252 190,087.32 2,450.13 1,214.64 1,235.49 108 $151,913 $465,520
253 188,864.83 2,450.13 1,222.48 1,227.65 107 $153,135 $466,748
254 187,634.46 2,450.13 1,230.38 1,219.75 106 $154,366 $467,967
255 186,396.13 2,450.13 1,238.32 1,211.81 105 $155,604 $469,179
256 185,149.81 2,450.13 1,246.32 1,203.81 104 $156,850 $470,383
257 183,895.44 2,450.13 1,254.37 1,195.76 103 $158,105 $471,579
258 182,632.97 2,450.13 1,262.47 1,187.66 102 $159,367 $472,766
259 181,362.34 2,450.13 1,270.63 1,179.50 101 $160,638 $473,946
260 180,083.51 2,450.13 1,278.83 1,171.30 100 $161,916 $475,117
261 178,796.42 2,450.13 1,287.09 1,163.04 99 $163,204 $476,280
262 177,501.02 2,450.13 1,295.40 1,154.73 98 $164,499 $477,435
263 176,197.25 2,450.13 1,303.77 1,146.36 97 $165,803 $478,581
264 174,885.06 2,450.13 1,312.19 1,137.94 96 $167,115 $479,719
265 173,564.40 2,450.13 1,320.66 1,129.47 95 $168,436 $480,849
266 172,235.20 2,450.13 1,329.19 1,120.94 94 $169,765 $481,970
267 170,897.43 2,450.13 1,337.78 1,112.35 93 $171,103 $483,082
268 169,551.01 2,450.13 1,346.42 1,103.71 92 $172,449 $484,186
269 168,195.90 2,450.13 1,355.11 1,095.02 91 $173,804 $485,281
270 166,832.03 2,450.13 1,363.86 1,086.27 90 $175,168 $486,367
271 165,459.36 2,450.13 1,372.67 1,077.46 89 $176,541 $487,445
272 164,077.82 2,450.13 1,381.54 1,068.59 88 $177,922 $488,513
273 162,687.36 2,450.13 1,390.46 1,059.67 87 $179,313 $489,573
274 161,287.92 2,450.13 1,399.44 1,050.69 86 $180,712 $490,624
275 159,879.44 2,450.13 1,408.48 1,041.65 85 $182,121 $491,665
276 158,461.86 2,450.13 1,417.58 1,032.55 84 $183,538 $492,698
277 157,035.13 2,450.13 1,426.73 1,023.40 83 $184,965 $493,721
278 155,599.19 2,450.13 1,435.94 1,014.19 82 $186,401 $494,735
279 154,153.97 2,450.13 1,445.22 1,004.91 81 $187,846 $495,740
280 152,699.42 2,450.13 1,454.55 995.58 80 $189,301 $496,736
281 151,235.47 2,450.13 1,463.95 986.18 79 $190,765 $497,722
282 149,762.07 2,450.13 1,473.40 976.73 78 $192,238 $498,699



Project Timeline
Projects
1004-1008 E. Lombard

Investor Strategy
Market Selection

Property Type Selection
Site Identification

Contacting Landowner
Executing LOI

Closing on Land
Obtaining Financing

Pitch Package
LOI Write-Up

Loan Commitment
Final Architect Drawings   
Solicit Bids and Contract

Prepare Permit Drawings (For Approval)  
Sound Engineering

Sound Architect Drawings
Building Footprint
Building Elevation

Grading Plan
City Approvals
Construction

Leasing
Tenant Recruitment
Lease signing
Tenant Work Letter
Earliest Move-in

Oct-08 Nov-09 Dec-09Oct-09Nov-08 Dec-08 Jan-09 Feb-09 Aug-09 Sep-09Mar-09 Apr-09 May-09 Jun-09 Jul-09



Construction Timeline
Description Jan

. Feb. Mar.Apr. May JuneJuly Aug.Sept.Oct. Nov. Dec. Jan
. Feb. Mar.

Pre-Development & Pre-Construction:
Financing
Design
Construction Estimating & Bidding
Development & Construction:
Construction
Slab on Grade
Basement Excavation
Basement Walls
Roof Construction [Shell]
Exterior Walls (Face Brick Veneer)
Exterior Windows
Exterior Doors
Roof Coverings
Partitions [Interiors]
Interior Doors
Wall Finishes
Floor Finishes
Ceiling Finishes
Plumbing Fixtures [Services]
Domestic Water Distribution
Terminal Package Units
Sprinklers
Electrical Service/Distribution
Lighting & Branch Wiring
Communications & Security
Other Electrical Systems
Emergency Lighting (Nickel Cadmium)

Occupancy
Operating Property:
Property Management



Retail Investment Opportunity
1004‐1008 E. Lombard Street

Hyung Mo 



The Property

• 2,506 square foot store – front Building

• Net Rentable Area 2,566 SF

• Land Size: 5,011 SF

• Asking Price: $45,000 Ground Lease (Negotiable)



The Property



Location of the Property



• The Albemarle neighborhood lies north of Little Italy, west of 
Washington Hill, and east of Downtown Baltimore 

• The subject property, located within Albemarle Square, is in 
less than four blocks from new Harbor East community which 
offers fine dining, shopping, entertainment opportunities

• Within three blocks from downtown, the central business 
district of the City of Baltimore that mainly serves as business
hub of the region.

Albemarle Square 
Description and Background



Amenities



Historical Vacancy Rate For all 
Retail (under 4000 sqft, within 3 Mile Radius) 



Demographics



Traffic Volume



Daily Traffic Volume



Demand Analysis
Year Current In 5 Yrs
Total number of households in 3-mile primary 
trade area 104,935 103,048
Average household income $46,966 $48,873 
Total household income in primary trade area

$4,928,377,210 $5,036,265,722 
Percentage of income spent on small retail 

32.80% 32.80%
Total retail sales potential

$1,620,083,985 $1,651,895,157 
Percentage of retail sales convenience retail may 
capture  

21.80% 21.80%
*Portion of income spent on community retail 
shopping*

Total convenience-retail sales $353,178,308.73 $360,113,144.23 
Sales required per sq. ft.

$488.5[1]/sq.ft $488.5/sq.ft
*Blended figure of Retail Sales per SF of sales 
spaces of Supermarkets/Grocery Store and 
Convenience Store in Maryland*

Supportable occupied sq. ft of retail space from 
households in primary trade area 722,985.28 SF 737,181.46 SF

Plus frictional vacancy at 5% 36,149.26 SF 36,859.43 SF
Total forecast demand in primary market area

759,134.54 SF 774,040.54 SF



Supply Analysis

Existing RBA: Proposed Delivery

Existing Bldgs: 48 Existing Bldgs: 2

# Spaces: 56 # Spaces: 2

Existing RBA: 502,928 Proposed RBA: 5,520

Vacant: <45,243> Net 508,448



Residual Demand

Year Current Year 5

Total forecast demand (sq.ft) in 
primary market area 751,134.54sq.ft. 774,040.54 sq.ft.

Less existing sq. ft. of 
competitive space 502,928 sq.ft. 508,448 sq.ft.

Less forecasted new competition - 5,520 sq.ft.

Net shortage of supportable sq. 
ft. of retail space 248,206.00 sq.ft. 242,686.00 sq.ft.



Proposed Development



Floor Plan



Tenant



Assumption

• Lease Term: Ten‐Year/ NNN Pre‐Leased

• Rent: $23.00/SF

• Terminal Cap Rate: 9.5%

• Discount Rate: 8%

• Total Cost: $598,163.00

• Cost of Construction (Hard/Soft): $458,163

• Land Purchase: $140,000



Assumption

• Financing

• Construction Loan

: Required/Actual LTV  70%/59.58%

• Permanent Loan

: Required/Actual LTV  65%/61.48%

: Required DSC/Actual DSC  1.25 /1.80



Return 



Timeline



LEED Certification

• Based on LEED for New Construction Rating 
System, V 2.2, the proposed development 
seeks to obtain LEED Silver Certification

• Alternative Transportation

• Site Development (Habitat)

• Water Efficient Landscaping/Reduction (30%)

• Energy Performance (14%)/On‐Site 
Renewable Energy (Through Geo‐
Thermal/Solar)



LEED 

• Enhanced Commissioning

• Recycled Content/Material

• Thermal Control

• Daylight and Views

• Low‐Emitting Materials
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