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14114 Chriswick House Lane | Raleigh, NC | 27614

THE PROPERTY

o 324 unit Class-A garden-style apartment community built in 2003 situated on approximately 38 acres, offering 1, 2
and 3 bedroom units in 14 two and three-story buildings.

o Columns at Wakefield is located in the Wakefield community of North Raleigh. Located adjacent to and across the
street from the Wakefield Plantation master planned community, a 2,200 acre country club community developed
around a TPC golf course. Homes in Wakefield Plantation are often custom-built and priced from $250,000 to $3+
million.

o Columns at Wakefield is just minutes away from major universities and employment centers including North Carolina
State University and the Research Triangle, which is home to more than 170 companies and over 38,000 employees.

THE INVESTMENT OPPORTUNITY

e CNN Money ranked the city of Raleigh 3rd among “10 fastest growing cities” | 2014
e Businessweek.com ranked the city of Raleigh #1 as “America’s Best City” | 2011

e |ncome levels in the areas surrounding the Project are high compared to the overall Raleigh-Cary MSA, indicating a
relatively high standard of living, according to Nielsen.

e Healthy economy that is well diversified - creating considerable growth in industry, trade and employment.

e Stabilized investment cash flow located in a dynamic and diverse market.

This material does not constitute an offer and is authorized for use only when accompanied or preceded by a definitive
confidential private placement memorandum. Reference is made to the memorandum for a statement of risks and terms of the
offering. The information set forth herein is qualified in its entirety by the memorandum. All potential investors must read the
memorandum and no person may invest without acknowledging receipt and complete review of the memorandum. 06/14
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BUSINESS STRATEGY

The Master Tenant objectives, on behalf of the Delaware
Statutory Trust, will be to (i) make fixed rent payments and
percentage rent payments, (ii) maximize rental increases,
‘other income’ and occupancy, (iii) improve new lease closing
ratios and resident retention, (iv) reduce operating expenses,
and (v) prepare the property to be sold when the market
dictates.

Risks

All real estate investments have risks. There is no assurance
that some or all of these objectives will be met. There

are substantial risks in any Investment Program. See

“Risk Factors” in the accompanying Private Placement
Memorandum for a discussion of the risk relevant to this
offering.

Maximize Revenue and Occupancy

e Complete renovations to the remaining 194 units not
previously renovated.

e Improve the existing clubhouse and model unit, including
implementation of a new paint color scheme as well as
installation of new furniture, art work, and accessories.
Create a cyber-lounge within the clubhouse and partition
it off to create a space the residents can access 24-hours a
day.

e Enhance the Project’s competitive position in the

submarket by improving resident amenities and installing a

pet spa.

¢ |Install faux wood flooring throughout all first floor units
(excluding the bedrooms), and on select second and third
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floor units in the entryways, kitchens and bathrooms.
Each of these units will include ceiling fans (bedrooms),
modern plumbing fixtures and track lighting in the
kitchen and bathrooms, installing a new microwave with
built in vent hood, curved shower rod and 2 inch faux
wood blinds.

Implement aggressive marketing campaigns to reach
out to local corporations, businesses, vendors to provide
referrals, activity sponsorships and reciprocal business
opportunities.

Enhance the Project’s website and internet marketing
by engaging an internet firm specializing in website
design and search engine optimization. The utilization
of a search engine optimization firm will improve the
Project’s online presence resulting in more cost efficient
and cost effective marketing. The firm will design and
develop a new website and provide community-tailored
paid internet search advertising campaigns.

Install a state-of-the-art computerized revenue
management program that collates market and
submarket data and establishes daily pricing for all

units based on a number of primary factors including
inventory, days on market, move-in date and location.
This type of computerized revenue enhancement system
is gaining acceptance in the multi-family management
industry as being a cost effective software program that
will manage pricing in an effort to increase the financial
performance of the Project.

Introduce and monitor more aggressive increases in
‘other income’ items to maximize recovery of utility costs,
trash removal fees and pest control fees.
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Introduce and monitor more aggressive increases
in ‘other income’ fees such as administrative fees,

application fees, transfer fees, pet deposits and pet rent.

Improve New Lease Closing Ratios
and Resident Retention

Hire a nationally recognized third-party property
management company to oversee an on-site
management team of experienced and enthusiastic
professionals.

Install a lease management system that targets the
number of monthly lease expirations to a maximum of
10% of the units.

Conduct weekly meetings between the Master Tenant’s
asset manager(s) and the regional third-party staff
reviewing performance reports including, but not
limited to, new leasing activity, retention activity,

pricing matrix, marketing programs and capital projects.

Hold regular resident functions to foster a sense of
community thereby increasing tenant retention.

Hold regular “town hall” meetings to improve
communication, resident satisfaction and management
performance.

Implement Asset Management Programs

Maximize occupancy through implementation of a
multi-platform marketing program including a focus
on website and internet advertising, utilization of print
media if applicable and development of new marketing
brochures, signage, banners, leasing materials and
website.

Leverage “economy of scale” cost effective pricing
structure on contractor and vendor services, insurance
and maintenance supply inventory.

Perform annual competitive bidding of all contracts and
services.

Implement an annual property tax review and appeal
program utilizing recognized national and/or local area
tax consultants.

Implement an annual property insurance review
utilizing recognized national insurance agencies..
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RALEIGH, NORTH CAROLINA

The city of Raleigh is located in central North Carolina and is
included in the Raleigh-Durham-Cary metropolitan statistical area
(“MSA”), and commonly referred to as “the Triangle” according to
the Apartment Index Report. Downtown Raleigh is approximately
25 miles from downtown Durham and approximately 33 miles from
Chapel Hill. Located between the cities of Raleigh and Durham is
the world-renowned Research Triangle Park (“RTP”), a 7,000 acre
development that is home to more than 170 companies employing
over 38,000 full-time employees. RTP is a global high-tech center
that serves as an economic driver for the region.

The presence of the RTP, state government offices and the
universities (Duke, North Carolina State and University of North
Carolina Chapel Hill) continue to strengthen the area’s economy.

In 2011, Businessweek.com ranked Raleigh #1 as “America’s Best
City”. In 2013, Livability.com ranked Durham as the 4th “Best Place
to Live and Visit” in the U.S. The area’s diversified economic base
continues to support significant capital investment within the region
while providing a variety of employment opportunities for area
residents and businesses. All of these factors combine to make the
Triangle MSA one of the most desirable locations for businesses and
individuals for today and in the future.

According to Moody’s Economy.com (“Moody’s”), the Raleigh MSA
population was 1,218,800 as of the end of 2013, having grown
229,600 since 2006, or 3.0% annually compared to the national
population growth rate of 0.80% over the same time period.
Moody’s projects the local growth to continue at 2.28% annually and
will outpace the national growth over the next 4 years.

The annual Raleigh unemployment rate has been below the annual
state and national unemployment rate over the last ten years.
Moody'’s projects the Raleigh employment growth to grow an annual
average of 3.2% over the next four years, compared to the national
employment projected growth of 1.88% annually over the same
time period.

Local Sub-Market

Columns at Wakefield is located adjacent to and across the street
from the Wakefield Plantation master-planned community area -
one of North Raleigh’s premiere addresses. The master-planned
community is bordered by Falls Lake to the west, Route 98 to

the north and Highway 1 to the east. Nearby amenities provide
convenience to local residents including a Harris Teeter and Food
Lion, as well as Wakefield Commons, Wakefield Crossing, Capital
Plaza, and Wake Pointe, and include retailers such as Wall-Mart,
Home Depot, PetSmart, Lowes, and Staples. One of Raleigh’s
primary retail locations (Triangle Town Center Mall) is located just 7
miles south from the property and features over 150 of the nation’s
and region’s most sought-after retailers like Macy’s, Belk, Dillard’s,
Sears and North Carolina’s only Saks Fifth Avenue. The Wakefield
area is home to a high number of medical and pharmaceutical
companies including Rex Healthcare, WakeMed North Healthplex,

RALEIGH’S TOP 15 EMPLOYERS

RANK EWPLOYER  EPLOVEES |

Source: Moody’s Analytics Précis Metro Report for Raleigh & Durham - 11/2013

Salix Pharmaceuticals, Novozymes North America,
APP Pharmaceuticals and Duke Health. These
companies are among the largest employers in the
Raleigh-Durham metropolitan area.

Income levels and education levels in the
neighborhoods and areas surrounding the property
are higher than the metropolitan area norms.
Moody’s Analytics projects that personal income
growth in Raleigh will average 7.9% annually

over the next four years, exceeding the projected
national rate.

The average age of the population in the areas
surrounding the property is younger than

the Raleigh average - a positive indicator for
apartment demand.

REIS forecasts the effective rent growth to average
3% per year over the next four years and the
current vacancy rates are the lowest rates since the
mid 1990s.
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Columns At Wakefield

DEMOGRAPHICS 1-Mile aMle  5Mie
2014 Estimated Population 7,389 47,999 108,624
2019 Population Growth Projection 16.76% 13.97% 12.31%
2014 Estimated Median Household Income $72,692 $75,453 $72,594
Population Age 25+ with College Degree 62.9% 60.6% 57.6%
Population Age 18-34 17.2% 17.0% 18.4%
Average Age 35.1 35.2 35.2
Median Home Value $296,038 $277,392  $250,607

Source: The Nielsen Company, 2014

UNIT MIX

1BR/1BA 1% 4 2,348 587

1BR/1BA 4% 12 9,036 753

1BR/1BA 6% 20 15,860 793

1BR/1BA 1% 4 3,188 797

1BR/1BA 20% 64 51,840 810

1BR/1BA 5% 16 14,608 913

2BR/2BA 15% 52 55,172 1,061

2BR/2BA 4% 12 12,732 1,061

2BR/2BA 20% 64 72,512 1,133

2BR/2BA 6% 20 22,660 1,133

2BR/2BA 14% 44 62,700 1,425

3BR/2BA 4% 12 17,100 1,425
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SUPERIOR AMENITIES

Unit Amenities:

e Full laundry room with washer/dryer
connections

Patio / balcony

9’ ceilings

Ceiling fans

Crown molding

Coat/ linen closets

Breakfast bar

White appliances & cabinetry
Computer desks built-in
Garbage disposals

Direct access garages available
Detached garages available

Community Amenities:

e Community clubhouse with kitchen
and lounge

Business center

Fitness center

Car wash

Playground

Pet park

Resort style pool, sundeck and patio
Outdoor living area with two gas grills
e Gated community
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Passco Companies, LLC specializes in SITE PLAN
acquiring, developing and managing _
multifamily and commercial investment
properties. Passco was formed in 1998 and is a
privately held company.
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e Passco invests strategically for investors
to generate cash flow and asset value
appreciation, while maintaining a risk-
mitigating investment philosophy.

e Passco’s current assets under management
are upward of $1.7 billion, including more
than 10,000 apartment units and over 7
million square feet of land and commerecial
real estate nationwide.

e Passcois afull service real estate firm with
diverse capabilities including acquisition
and due diligence services, finance and
structuring, escrow services, property and
asset management, investment advisory,
and investor services.

e Passco’s mission is to be committed to
excellence in real estate ownership and
in the management of our investment
portfolio; to develop long term strategic
relationships with leading and innovative
real estate professionals and companies;
and to provide a rewarding environment
for our employees, while creating
opportunities for personal enrichment and

career growth.
MARKETING CONTACTS:
Belden Brown Thomas B. Jahncke Adriana Salamone Andy Wang Brad McCord
(949) 263-7905 (949) 263-7904 (949) 263-7933 (949) 263-7934 (9.49) 263'7935
Senior Vice President & Senior Vice President Vice President Vice President Regional Marketing
National Sales Manager Representative
m

PAS S CO Passco Companies, LLC | 96 Corporate Park, Suite 200 | Irvine, CA 92606
949-442-1000tel | 877-4-PASSCO toll | 949-442-2460fax | www.passco.com



