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Lease

Creates a financial
instrument

\

/

SEI(
Prepares for an exchange
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With a lease:
Together 3-15 yrs
Cooperation incentive

\ ]
Divorce?

With a sale:
Together never again

Win/lose incentive
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1) Property 4) Contingencies 5) Closing date
2) Sales price a) Time-based
3) Earnest money Events-based

a) Specific i Title

performance i. Financing
b) Liquidated ii. Environmental
damages iv. Property condition
Entitlements
- Zoning
= Utilities
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Legal Topics Beyond the
Skills of RE Licensees
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User Buyers

Have a
need to use
the property

Investor
Buyers

Want return
on
investment

Types of Buyers & Sellers.

User Sellers

Have a

surplus
property

Investor
Sellers Want
return of
investment
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ypical” Acquisition Timeline e notcbeiom

Typical
Process

& Timeline*
Sign engagement
Define need

Long list

Tour

Monitor market
Offer

Counter

Biz points

Legal points
Inspection
Design/pricing
Live earnest money
Close/build-out

Identification| B\ Cle[cliE1ile]y i Documentation
# Mos. # Mos.

2222222222272 1 3 4
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Never had a typical one. Not since November 15, 1984. Not one... 7

Six Case Studies

Case
Study
#1

The One That Contributed to a Business to Failure (Bought)

Case
Study
#2

The One That Was a Special Purpose Building (Sold)

© ©

Case
Study
#3

The One That Sold in a Normal Timeframe (Sold)

Case
Study

The One Involving a Difficult Personality (Bought)

Case
Study
#5

The One During an Oil Market Collapse (Sold)

Case
Study

SOBCORCOIKC

# The One With the Environmental Issue (Bought)
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Case
Study
#1

‘05
Personal
Relo?

Real
estate is
an illiquid

asset!

'08
Liquidity
Issues

'09 Sold
Business

The One That Contributed to a Business to Failure

10
Couple
divorced

11 Broke
Contact
w/me
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Have Equity?

Fit Portfolio?

Does Bldg.
Suit Needs?
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The One That Was a Special-Purpose

Case
S
| 1 203 4|5 |6 |7 89 101 12]/13][14]15] 16 17 18]

Dear  Client

As you may recall, the Sales Listing Agreement between | Our firm and
Client “XYZ” 1 dated March 14, expired as of

September 14, 5. Tam writing to inform you that, effective immediately. Our firm

will no longer be marketing this property for XYX to new prospeets and

that we will not be renewing the Sales Listing Agreement. I will be directing any future
inquiries to you. If you list the property with another brokerage company. the pending sale of

the property to - Purchaser _will be excluded from any future listing

agreement(s).

With regard to the pending possible sale of Property to Purchaser N.
Our firm will spend a reasonable amount of time and will continue in

good faith to work toward an executed Real Estate Sale Agreement between this group and
xvz and toward the ultimate sale of the building in keeping with the terms of an executed
Real Estate Sale Agreement if one materializes. Under the terms of the possible Real Estate

Sale Agreement and in keeping with laws of the State of Georgia, XYZ
will pay X % of the sales price of the property to Our firm in cash at
- fdge?ngggé‘":si%ﬁ closing in the event of an eventual sale to Purchaser . "

11

The Asset

Case
Study
#2

| — ————
> =18,000 SF on two floors M
Low parking ratio
> Limited glass for offices

© Ed Riggins 2022 Declining neighborhood
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Bad Vibes From The Outse

Case
Study g
#2
From: Colleague in TX From: Me From: Colleague in TX
To: Me To: Client To: Me
This won’t be an easy one,
We need you to take a small because of the property. | Client is upset. Need you to
dispo assignment to support recommend a $1MM price do bi-weekly reports.
our efforts with a client we're and reduce it in 90 days if
working with. we don’t get any activity ﬁ
From: Me
m From:  Me M From:  Client dg())ls To: Colleague in TX
: i To: Me
/| To: Colleague in TX later Really, dude?
Sure, happy to help Naah, let’s start out at
$1.3MM. From: Colleague in TX
To: Me
From: Me
To: Me | need you to take one for
.o° the team...
This feels like scope creep...
:lclcle]l © Ed Riggins 2022
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- Stayed'in Touh, Worked, and

Case
Study
#2
| /3 /4]/5/6/7]8 90 | | [ | | [ | | |

er(: I:o Slfgto . Me to Client: Me to Client: Me to Client: Me to Client:
9 p Nothing to report Nothing to report Nothing to report Nothing to report
Me to Client:
$1.3MM Reduced LR WE HAD A Me to Client: Me to Client:
price : TOUR! Nothing to report Nothing to report

From: Client From: Me

To: Me To: Client
Me to Client: Me to Client:
Boss wants to know demo Demo not accretive to value, Nothing to report WEO?/F\\E/E !AN

cost. Maybe it’s really a site? and besides. no demand.

© Ed Riggins 2022
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Case g
Study =1
w2 y'

Ignored f
l Can't
advice Agreed to provide

multiple $1MM :
o clear title

$10K Earnest money
45-day inspection
30-day close

[Yceelll © Ed Riggins 2022
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Amended
contract
2X
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Case

:;“"V- Take-Aways

1) The most likely buyer is nearby

2) Scope creep is real

3) Know when to walk away (with class)
4) Get what you’re owed as you leave

5) People with a steady paycheck have:
a) a time horizon different than yours
b) three main goals:
i. don’tget fired

don’t get fired
don’t get fired

el © Ed Riggins 2022
LA NN cd@edriggins.com
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Study

Case g
#3

15K industrial bldg.
Attached by breezeway

17
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""The One That Happened in a Normal

Study
#3

4 months Dropped More

Listed at :
w/little .
$725K interest to $675K traffic

Jiccelll © Ed Riggins 2022
ed@edriggins.com

Case g
.+ 2/ 3 4 | 5 | 6 | 7 | 8 | 9 | 10 | 1
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“But Getting Hired Took a Little

Case g
Rl

Phone
Met . Stayed
contact w/- | posident at || 6-month lag $\éa8lgg[|6300nK connected 7

President
for 18 mos HQ years

RISGO ©Ed Riggips 2022 19
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=11 Take-Aways
1) Keep calling; you never know when something will change
2) Set expectations early and reinforce your message
3) Working with sophisticated clients is less stressful
a) Client had:
i. Willingness to pay for as-built drawing
Property survey
Loan release documents
NFA letter on UST
Experience with real estate

lccie]ll © Ed Riggins 2022
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St

Case
udy
#4

ltem _ Cost
Parking lot 100,000
HVAC 300,000
Windows 250,000
Total 650,000

[ccell © Ed Riggins 2022
PASTNN o @edriggins.com

Price Haircut Eat it Total
Contract 3,380,000 3,380,000
Re-trade 2,730,000 650,000 3,380,000

Final 3,161,000 219,000 431,000 3,811,000
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"The One Involving a Difficult Personality’

Case
:‘t'udy g
| Dec | Jan | Feb | Mar | Apr | May | Jun | _Juy | Aug |

Their
counter
$3.5MM

Our offer Our reply Contract

3.4MM $3.38MM

3.32MM

Re-trade Final $300K
$2.73MM $3.161MM LOC

o]l © Ed Riggins 2022
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g:::,g West TX Intermediate Crude Price

#5

10 $106

100

$96

90 $94

80

| 10K industrial bdg.
70 Dock-high doors
16-yr. w/client

60

50
40 $38

30

20 )
Jan-12 Jan-13 Jan-14 Jan-15 Jan-16

:{clcleJl © Ed Riggins 2022 .
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"The One During an Oil Market Collapse
- g 38% off listed price

9/13 Listed 30 months
»  Priced at $65/sf 3/16 Contract #2

= Closed $40/sf

2/15 Contract #1
= Walked $58/sf

).).

8/12 trip #1
= Booming
market
= Little inventory
= $75-100/sf

4/13 BOV
= Value $60-
70/sf

Has docks .

Needs drive- E

ns

List at $60- 8/14 Contract #1 10/15 Contract #2
70/sf = Price $68/sf = Price $43/sf

= |ease-back

BTS
*  9-10% Cap
rate
= Mostly drive-in
= List at $50/sf

[cctelll © Ed Riggins 2022 .
ed@eunggggms,com Source; St. Louis Fed 25
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~ Case

% Ta kAways

1) You're only as good as your local partner

2) Communicate often. Otherwise, the client assumes you're golfing
3) Offer options, even ones they don't like

4) Agree to time-based price adjustments in advance

5) Make the client look good to their boss

[ccell © Ed Riggins 2022
PASTNN o @edriggins.com o6
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=
Brochure wigeneral profile & business card

11/20/00 Steve after meeting on CC,
wants to buy 20K w/5K off and more
yard space, 2 yrs. left on lease.
outgrown his banker needed to be in
bus 2 yrs. to get larger bank to look at
him and has done that. Wants to line
up financing before looking. Played
college football and grad school.
Lives in and area
works well. Said he'd talked to
(competitor) and then it died. letter
Will know more Q1 about his
business plan.

27
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he One With the Environmental Issue (Boug

Case
Study
#6
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Initial Search Area
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Revised Search Area
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Found One!

Case
Study
#6
. é : ‘ © ' +43,050'SF i ‘,H
. 18'Clear L g
pease R s, , |
30’ Clear Height 22" Clear Height LE
30°x 40" Column * 25'x25'x'48' Columin Spacing r:d—
Spacing | . . . . . . . . {“
£
Pr=r) HelHE i =
= =8 s = ﬂ % =
SleolE = et 5
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“The Contract Negotiation

Case
Study
#6
et [ ]

Counter Contract
Offer $950 K $1.25 MM $1.275MM

> $50K Earnest money
» 60-day inspection
> 10-day close

e ©Ed Riggins 2022 32
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Case

Study
#6

4.0 CONCLUSIONS

localed 8t

This repot presents the resuits of the Phase 1| ESA prepared by

= e

1.2 | 0078

nie | 060t

© Ed Riggins 2022
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Welld| Date | Toluene | . €812 wnip | PERE pata | Y | orasthone | Methviclohexano | Tolusno | n-Heptane
MW-1 88 <5.0 <5.0 <5.0 M1 20 0018 0.016 0.077 0015 0.026
MW-2 <5.0 38 100 66 M2 25 <0.0035 <0.0035 <0.0035 <0,0035 <0.0070
L] <50 <50 <50 <50 MW-3 25 <0.0038 <0.0038 <0.0038 <0,0038 <0,0077
MW= 5,0 <5.0 <50 <50 MW-4 25 <0.0048 <0.0048 <0.0048 <0.0048 <0.0086
MW-5 <50 <50 =50 bl MW-5 30 <0 0050 <0.0050 <0,0050 <0.0050 <0.010

333
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Case
Study
#6
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(Approximutely 2500 CY)

NORTH

[ESCROW AGREEMENT
THIS ESCROW AGREEMENT (the “Escrow Agreement™) is entered into and effective this day of
Bank ("Escrow Agent" or “Bank™).
corporation organized under the laws of the State of Georgia (“Seller”) and . a limited
liability company organized under the laws of the State of Georgia ("Buyer”) (collectively the “Parties™):

WHEREAS, pursuant to that certain Standard Commercial Sales Agreement between Seller and
Buyer dated as of 2, (as amended, the "Contract”), Seller has agreed to sell to Buyer and
Buyer has agreed to purchase from Seller certain real property located in more
particularly described in Exhibit A attached to the Contract (the “Property™): and

WHEREAS, Scller and Buyer agreed to enter into an escrow holdback agreement to pay for the cost
to complete certain work under a Corrective Action Plan (the “CAP"™), the scope of such work being set
forth in that certain Cost to Completion Estimate letter (the “Cost to Completion Letter™) dated September

WHEREAS, Scller and Buyer agree that Seller, using app; d shall lete the
Remediati ork in d with the Cost to Completion Letter and the terms of this Escrow
Agreement, and that Seller shall be permitted draws to pay such contractors for such work. as permitted
under the terms of this Escrow Agreement: and

WHEREAS, Seller and Buyer agree that Seller shall deposit, and Escrow Agent shall hold, one
hundred fifty percent (150%) of the estimate set forth in the Cost to Completion Letter, being the sum of
Three Hundred Twenty-One Thousand Two Hundred Sixty-Five and 50/100 Dollars ($321,265.50) (the
"Deposit"). to be released and paid pursuant to the terms herein set forth.

344

34

Ed Riggins
ed@edriggins.com
404-660-4231



Case
Study
#6

Site and has been sublisted under HSI # The site hos also bmn impaocted by o lolvene
spill, reportedly from a former underground storage tank.

. hos deloyed closing

We note thatthe prospecive purchaser of he propery,
With this in mind,

we will greatly oppreciate jew of fh
Of course, we will promplly provide any addtonal phist s any ossistance you might require fo
this end.

Again, thank you very ime, effort and behalf. |
1o haaring from you s00n and | remain,

Very truly yours,

Senior Environmental Scienfist

Response ond Remediation Program
Georgia Department of Natural Resources
Environmental Protection Division
2 Martin Luther King, Jr. Dr., SE., Suite 1462 East, Allanta, Georgia 30334
Hozordous Sites Response Progrom J »-'1) Tumer, %recwh
Land Protection Branch Keith M ’amng’ﬂﬂn?ﬁ:
Phone: 4046578800 FAX 404/657-0807
Re:  Brownfields Corrective Action Plon Atn: Steve CERTIFIED MAIL
RETURN RECEIPT REQUESTED
Dear Mr..
is ploased to submit two copies of the enclosed Brownfields Action Plon and =
Agpglication for Limitation of Liobility for your review. The pact e upgradient Re:  Limitation of Liability

Adlanta, ¢
Parcel A
Number

Parcel B:
Parcel C:

Dear Mr.

nmental Protection Division (EPD) has completed its review of the
ility Form and Prospective Purchaser Comrective Action Plan (PPCAP) for the
We have determined that
, is eligible to itation of liability for rwm releases at the above
r:l‘ercnccd qual\frmg prope: i€ propertics are descrl egal description
marked as Exhibit A, and are depicted on the attached survey pldl mdrked as Exhibit B and the
tax man marked as Exhibit C.

The E
Brownficlds El
above-referenced

© Ed Riggins 2022
ed@edriggins.com
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Case
Study
#6

Gettmg SBA Approval o

Sm GOV

U.S. Small Business Administration

RE: Environmental Report Evaluation

Trade Name:
Address:

Loan Number:
¢504 Tracking Number

conditions.

Florida Business Development Corporation

Transaction Control Number:"Co0U00200

The ¢gvironmental report submitted on the above property is acceprable to SBA subject to the following

U.S. Small Business Administration
Sacramento Loan Processing Center

6501 Sylvan Road. Suite 111
Citrus Heights CA 95610

© Ed Riggins 2022
ed@edriggins.com
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Case
Study
#6

CLOSING STATEMENT
> Multiple lease/buy analyses
SELLER; > Dozens of calls & emails
PURCHASER: » Dozens of document reviews
R r Standing weekly calls for 9 months
» Chemo for a key team member
PURCHASE TRICE: $1,275,000.00 > Accountability emails after most calls
DATE CLOSED: > 6 contract amendments
CLOSING AGENT:

jKiccelll © Ed Riggins 2022
ed@edriggins.com 357
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‘Eil=={ Take-aways

1) End calls/meetings with: “who will do what by when?”
2) Carry the less-knowledgeable person (it might be you next time)
3) The Seller’'s Motto?

a) More is better than less (obvious)

b) Now is better than later (time value of money)
c) For sure is better than maybe (risk)

©Ed Riggins 2022 38
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Known simply as “Riggo“ to the thousands who have laughed and learned while attending in his
programs, Ed Riggins has had a career that proves you can enjoy serious success without taking it all
too seriously. He learned from doing stand-up comedy that if you want to find the truth, look for the funny.
He learned from improv comedy to find the natural flow and go with it.

Before becoming a national top producer, being named “Who’s Who of Commercial Real Estate” by the
Atlanta Business Chronicle and recognized as a “Power Broker” by Costar, Riggo mowed lawns,
customized cars, drove a forklift, and was a small engine mechanic, on his way to becoming a first-
generation college graduate. Ed is among less than 1% of practitioners nationally to have earned both
the SIOR and CCIM designations.

Ed Riggins, CCIM, SIOR
404-660-4231
ed@edriggins.com
www.edriggins.com
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