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THE CWS PLATFORM –
ADDITION THROUGH THE
ELIMINATION OF SUBTRACTION
By Gary Carmell

In fact, it is only by cultivating an
imagination for tragedy that we can
avoid the pitfalls of complacency,
confident in the knowledge that
history itself is on our side.
C. Lee Shea
When people ask me if I have any
advice for them as they contemplate
starting a real estate company or have a relatively new one
that is trying to gain traction, I tell them that my experience
has taught me how lucky I was to start with a company that
had an established platform, albeit a much smaller one 34
years ago. It provided us with stability, credibility, and a track
record that we could expand upon and grow. We have gone
from approximately $250 million in manufactured housing
community assets and a smaller investor base to one that is
now comprised of over 1,000 individual investors and an asset
base of apartments with a value in excess of $6 billion. That
shows not only the power of a platform, but OUR platform,
which has served our customers well over many decades. I
can’t overstate how important I think having a deep and
capable platform is to long-term investment success.
Continued on Page 2
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We have been fortunate to be invested in an essential business (apartments) in growing
markets with a large suburban presence catering to customers who have continued to pay
their rent in large numbers in spite of the pandemic. Our properties are financed primarily
through very low-cost, variable-rate debt and matched with long-term oriented equity
investors who have had the staying power to patiently manage through downturns and
setbacks. The combination of these ingredients has produced a set of outcomes that have
been very favorable for our investors despite the challenges brought about by the pandemic
and the massive disruption that has taken place in our economy and society.
And while we happened to be well positioned for something we had never planned
on transpiring (a global pandemic), our ability to weather Covid was not just a fortunate
happenstance. It was a byproduct of a pervasive mindset that has been in place from inception
which is deeply committed to and intensely focused on preserving our investors’ capital.
We do our best to think about what can go wrong and the potential consequences. If the
downside is too great relative to the potential upside, then we will pass on that investment.
We look for opportunities with a very small probability of a permanent loss of capital and
a high probability of a reasonable return through cash flow and appreciation. Framing
opportunities in such a way is a byproduct of deep, collaborative thinking, trial and error,
lessons learned from mistakes we have made, and better than expected outcomes. We try
to understand cause and effect while doing our best to absorb, process, and learn from data
and experience so that we can know where to deploy our resources to take advantage of
opportunities and lessen our risks. This is not easy as it requires never resting on one’s laurels
and working hard to stay humble.
We can’t win the game without staying in the game and since apartments are a get rich slowly
business, we have to always be on the field because there are usually compelling opportunities
during the growth phase of the cycle. When a downturn hits, it’s imperative to still be on the
field as the best opportunities arise when many can no longer play offense or they have to
leave the game because of insurmountable financial/investor/lender pressures. Having capital
when many others do not is highly advantageous, especially when new supply is minimal and
demand is poised to rebound.
This means that not only have we been successful by never losing sight of the downside but
also having a bias towards aggressive action when the odds of success have been significantly
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in our favor. To paraphrase a Japanese saying, “We like to think like a man of action and act
like a man of thought.” We have to be thoughtful and deliberate as well as put the pedal to
the metal when the situation calls for it.
This is a long winded way of saying that our platform has been constructed over the years
to take advantage of compelling opportunities, avoid uncompensated risks, and to have
the strengths, capabilities, and resilience to recover from problems. Or, as former PIMCO
Managing Director Paul McCulley brilliantly put it, “Addition by the elimination of subtraction.”
That was his answer to how the U.S. economy would grow in the wake of the housing market
collapse in 2007-9 (how times have changed). He said once housing investment stopped
going down it would no longer be a drag on the numbers so that growth could occur if the
other areas of the economy expanded. That’s how you get addition by the elimination of
subtraction. If we can avoid material mistakes then we can capture the inherent growth of
being invested in an industry with consistent long-term demand growth and the benefits that
a prudently leveraged investment located in growing areas can generate even with modest
inflation and appreciation.
My experience derived from many years of investing in apartments has taught me that to
make money you have to be prepared to handle unforeseen challenges which can result in
losing money if you don’t have financial reserves, early warning systems, resources to solve
problems, and financial staying power that comes from having access to capital. These result
from unforeseen problems or those that may have been more problematic than anticipated.
Of course it’s great to have nice clean deals that work out of the gate and grow steadily over
the years with no major issues. Unfortunately this does not happen very often and should
never be assumed. It’s important to have a reservoir of resources to provide for a margin of
safety to handle these challenges when they do arise. I have found that the biggest line of
defense is to have a platform with a lot of capabilities and competence.
The CWS platform keeps us more in control of our own destiny because we make all of the
hiring decisions as well as the bulk of how capital is allocated. From a personnel perspective
we are responsible for hiring the on-site personnel, their supervisors, and all other facets of
the management and investment company. We are not beholden to outside management
companies who often have incentives to put their best people at properties that may not
be ours. We would rather be the ones managing the pieces on the chessboard than being
the pawns.
Continued on Page 4
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Another advantage of how we are structured is our ability to get better information flow by
having a company with a strong collaborative culture with healthy interpersonal relationships.
If we want to get more information about trends we’re seeing in the data, our people can
just connect directly with others in our organization and hopefully get their perception of the
situation with minimal bias.
So what is the recipe for not losing money in apartments? Of course you don’t want to overpay
but this may be more of a short-term issue if you need to sell sooner than anticipated, rather
than having the time to grow out of it through strong operating performance. This speaks
to the importance of investing in economic areas that generate increasing demand through
population and job growth, which are typically only interrupted by national recessions versus
systemic disadvantages that lead to large numbers of people leaving or not being attractive
to those with the capabilities to add great value in our economy and society.
Larger, high demand markets tend to be deeper and more liquid in terms of not only the
capital attracted to them but the quantity of investors as well. Both are important because
if there are challenges that require a major business plan adjustment, it’s easier to sell or
potentially refinance since debt capital is usually available given the depth of the market.
For those who can manage through the initial stumble out of the gate and are invested in
markets in which demand exceeds supply, they should be able to grow out of the misstep
because this should allow for revenues to grow faster than costs increasing, thereby bringing
more dollars to the bottom line. Unless demand is extraordinary, our experience has taught
us to avoid hand-to-hand combat that arises from purchasing or developing new properties
which must compete with a lot of supply that is leasing up and offering significant move-in
incentives. And while demand should eventually catch up, this can take a long time and lead
to disappointed investors.
Even if one has purchased a property that is well located in a market with favorable supply
and demand fundamentals, it still needs to be managed effectively. Apartments are a people
business as we are dealing with their homes, communities, and families. And since people
are fallible, it’s inevitable some will underperform for a myriad of reasons. As a result, it’s
important to have a system that can identify red flags early so action can be taken to correct
emerging problems as quickly as possible before they cascade and cause more damage. This
requires regular visits to the properties by management’s supervisors and a bench to replace
people if they leave or underperform so that holes can be filled quickly. It also requires wellContinued on Page 5
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trained and experienced maintenance and capital projects teams to proactively spot and
address physical property problems. Water intrusion must be especially focused on since
this can cause extended problems to properties and be very costly. Safety must also always
be emphasized because the health and welfare of our associates and residents is paramount.
Another lesson learned over the years is that even with a great platform and talented people
we are sometimes faced with unexpected cash needs that can create financial strain for
properties. This has taught us how important it is to have sufficient cash reserves to create
a financial margin of safety. The importance of this cannot be overestimated. I know finance
theory argues against having too much capital in management’s hands as it can often be wasted
and that investors can do better with the excess cash in their hands than in management’s.
My experience has taught me that it’s better to have a lot more cash on hand than less. For
example, we may need to put up a 2% loan commitment fee to refinance a loan, have a big
deductible for a wind and hail event that destroyed a roof, be able to absorb the financial
blow of a significant revenue drop due to an economic downturn or an event like a hurricane,
freeze, environmental issue, etc. In addition, there may be major repairs needed that have to
take place immediately due to life/safety risks. We may experiment with expensive upgrades
or want to embark upon an upgrade program to generate meaningfully higher revenue. The
loan may start to amortize which materially increases debt service and shifts the property
into a negative cash flow situation. There could be an insurable loss but the proceeds may
not come for a lengthy period of time and it may be necessary to bridge those funds to get
started on the work. There may be a much higher than expected property tax bill that must
be paid even if you’re appealing it. Hopefully by now you get the point. Cash gives you
space to handle problems and keep the property in good condition so that it’s safe and
competitive. It keeps vendors paid and doesn’t distract our teams by having them juggle
bills and payments. We want them focused on taking care of our current and prospective
customers while ensuring the property is well maintained, safe, and has great curb appeal.
The last few years have confirmed, yet again, how vitally important it is to have the right
insurance. We found this out during Hurricane Harvey ($30+ million), the Texas freeze ($54+
million) that just took place, and other insurable losses we have experienced, particularly
related to hail storms that heavily damaged or destroyed some of our roofs. Insurance for
multifamily has become increasingly challenging to get for smaller players so having the scale
of a CWS allows us to access the London market as well as domestic carriers at competitive
Continued on Page 6
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Marquis Parkside Austin, TX

premiums and coverages. It’s also important to have a risk management team that understands
the insurance market and has programs and systems in place to carry out best practices for
safety and preventative maintenance. And when there is a loss, how to work with contractors
and our internal teams to do the repairs/reconstruction that are done professionally while not
treating the money of the insurance carriers like it’s our own.
It’s very important to have investors who are long term in nature with expectations that are
aligned with ours in that they agree that what we think is a win is perceived to be a win for
them as well. In addition, they also need to have the financial and emotional staying power
to carry investments during tough times. And if they don’t, then having access to capital at a
reasonable cost is critical. We have said that well-located apartments in growing areas are a
forgiving asset class so it’s important to be able to not lose properties to lenders or be forced
to sell under duress when times get tough. Financial and emotional staying power are the
antidotes to these.
Finally, we have prospered greatly from having approximately 83% of our debt being variable
rate, particularly during challenging economic times as the Federal Reserve tends to lower
short-term interest rates to help cushion the blow to the economy. This tends to result in our
debt service dropping more significantly than the revenue deterioration that may result from
the weak economy curtailing job growth and household formations. This was particularly the
case during the pandemic as the Fed lowered rates quite significantly and rapidly.
The weighted average interest rate for our variable-rate debt is approximately 1.78%. This
is about 2% lower than the prevailing fixed rates that were available when we put these
Continued on Page 7
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MARQ 31 Houston, TX

loans in place. With over $2.7 billion in variable-rate debt, this will generate annual savings
of approximately $54 million assuming no change in rates as compared to what we estimate
we would have been paying had we put fixed-rate loans in place. This does not include
savings that have been earned already from having a lower interest rate up until this point.
Since these variable-rate loans have fairly cost-effective pre-payment penalties they have
also provided us with tremendous optionality which has allowed us to refinance many of
these loans to lower our interest rate spread over Libor (interest rate spread + Libor index =
all-in interest rate), extend the term, or lengthen the interest-only repayment period. Often
times we have been able to capture all three benefits. It’s also enabled us to sell properties
without requiring buyers to assume our fixed-rate loans or have to pay significant prepayment
penalties. Our experience so far has been that our variable-rate loan strategy has not only
given us more flexibility than fixed-rate loans, but it has also come at a lower cost. This is the
opposite of what economics teaches. There should be no free lunch. Our experience to date
has proven this wrong in that the optionality we have had and taken advantage of has come
at a lower cost.
We often say internally that the apartment business is simple on the surface but quite complex
in many ways behind the scenes. CWS has been able to grow and prosper for over 50 years by
marrying strategic thought with a capable and growing and robust platform that helps us manage
a myriad of risks to help protect our downside while helping us to aggressively take advantage
of opportunities when we believe the odds are significantly to our advantage. It’s a powerful
platform and one that should help keep us leaning prudently and opportunistically into the future.
Investment opportunities offered by CWS Capital Partners LLC are through an affiliated entity, CWS Investments. CWS
Investments is a registered broker dealer, member FINRA, SIPC.
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Wondering What To Do With All

Those Paper K-1’s?

When tax season is over, do you usually have a stack of paper K-1’s to dispose of securely? Consider
going paperless for your tax statements next year.
To opt in, please follow these steps:
1. Log in to the CWS Investor Portal at www.cwscapital.com.
2. Select Settings, then Account Information.
Continued on Page 9
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3. There are two paperless options. The first allows you to go paperless for investment and
account correspondence. The second allows you to go paperless for tax statements only.
These are separate options and one does not affect the other.
4. O
 nce you select the Yes option under Go Green ~ Go Paperless For Your Tax Statements and
click Save, you will be directed to a screen where you must click a green button to download a
disclosures statement, check a box acknowledging you did so successfully, read the statement
and then click the Submit button.
5. A confirmation will be sent to your email address on file with CWS that will confirm your
selection. You may revert back to receiving paper statements by selecting the No option
in the same section. Note: Electronic statements are always available on the investor portal
regardless of which option you choose.
… And while you’re at it, go paperless for your account correspondence under Go Green ~ Go
Paperless For Your Investment And Account Correspondence in that same section!
… Then take the ultimate step in security and convenience … opt in for Digital Signing!
CWS digital signatures use a standard, widely accepted format via the DocuSign® platform which
provides industry standard acceptance and security. We believe this provides a faster and more
secure way for investors to sign documents than physically sending documents through the USPS or
express mail services.
Before you can sign digitally, you will be asked to complete a one-time onboarding process that
demonstrates your ability to download and digitally sign a document as required by law. Though
this process takes just a few minutes, we suggest you complete this step now so that you will be ready
to sign when the time comes. Opting in for digital signing means your account will become
paperless for most documents you receive from CWS, thus having a positive impact on
the environment.
If your account has multiple owners, there are other factors to consider regarding digital signatures.
Please log into your CWS Investor Portal account for additional information and videos under Digital
Signing > Digital Signing Help to help you get started.
Once you’ve opted in for Digital Signing, a link in the email notification
announcing new documents will take you directly to a page where
you can access all posted documents that require a signature.
You can go to this page at any time from the Digital Signing >
Documents to Sign menu.
Take these steps towards security and convenience
… save a tree while you’re at it!
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INVESTOR RELATIONS
RECAP 1Q 2021
For more information on CWS investment opportunities, contact Marcus Lam at (800)
466-0020 ext. 1011 or mlam@cwscapital.com.
SALES and/or ACQUISITIONS
Marquis at Star Ranch (Hutto, TX) – The sale closed on February 9, 2021. Investors can
log into their CWS Investor Portal at www.cwscapital.com to view information regarding the
sale. Once logged in and on the dashboard, click on the dropdown named “My Documents”
and then choose “Recaps, Indications, & Ballots” and proceed to search for the year and
property transaction.
Marquis at the Cascades I & II (Tyler, TX) – We recently closed on the recapitalization of
two current CWS properties on March 1, 2021 that were originally acquired from an affiliate of
the Blackstone Group in 2017 in a portfolio purchase agreement with an institutional partner
as our co-investor. That institutional partner exited its position and CWS recapitalized these
properties by replacing our institutional partner’s ownership position. The Cascades I and
II are comprised of 328 and 254 units, respectively, and located in the prestigious Cascades
master-planned community on the west side of Tyler, Texas. The properties overlook the
scenic Greenbriar Lake and are adjacent to The Cascades Golf & Country Club, to which
residents get full access. As part of the recapitalization, the amortizing property loans were
refinanced into interest-only loans which resulted in lower debt-service costs and increased
cash flow at the property.
Marq Perimeter (Dunwoody, GA) – Marq Perimeter is located approximately 15 miles
north of downtown Atlanta in the city of Dunwoody, Georgia within the attractive Perimeter
Center submarket, which is one of Atlanta’s largest employment centers with over 33 million
square feet of office space. Built in 2001, Marq Perimeter has a total of 416 units averaging
1,057 SF and is currently 95% occupied. We are most excited about this opportunity due
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to its desirable location in Atlanta and its surrounding large and well-known employers, its
expected post-pandemic recovery and large job gains projected within the next few years,
its lack of new development expected until 2023, and its significant value-add upside as the
previous owner achieved strong rent gains on upgraded units, which we will continue to
implement. As of this writing, we expect to close on Marq Perimeter on April 14, 2021.
REFINANCES and/or SUPPLEMENTAL LOANS
Marquis at the Cascades I & II (Tyler, TX) – On March 1, 2021, as part of the
recapitalization, we completed the refinance of the amortizing variable-rate loans into new
variable-rate loans with an interest-rate spread of 2.45% over 30-day SOFR (currently 2.46%
all-in rate) and full-term interest-only payments on new 10-year loan terms, which resulted in
lower debt-service costs and increased cash flow at the property.
OFFERINGS
Please contact Marcus Lam if you are interested in investing opportunities with CWS by
calling 800-466-0020 ext. 1011 or emailing mlam@cwscapital.com. Investors may also visit
our website at www.cwscapital.com and log in to their account to learn more about our
current offerings.

Apartment Portfolio
PERFORMANCE SUMMARY
1/1/21 - 3/31/21

Number of Properties:

98

Actual

Budget

Variance

%

Total Revenue

$119,296,454

$116,088,799

$3,207,655

2.76%

Total Operating
Expenses

$57,115,940

$59,047,595

$1,931,654

3.27%

Net Operating
Income/(Loss)

$62,180,514

$57,041,204

$5,139,309

9.01%

Revenue - when actual is greater than budget, result is a positive variance
Operating Expenses - when actual is greater than budget, result is a negative variance
NOI - when actual is greater than budget, result is a positive variance
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CWS INVESTMENTS PRIVACY NOTICE
We provide this notice to our individual investors as required by
regulations adopted under the federal Gramm-Leach-Bliley Act
in order to inform you about our policies with respect to the nonpublic personal information we maintain about you. We have
been sensitive about the personal information we have received
regarding our investors and plan to continue that tradition.
In connection with our private investment activities, we collect
and maintain non-public personal information from the
following sources:
•	Information we receive from you in subscription 		
agreements, investor questionnaires, applications 		
or other forms or in other communications; and
•	Information about your transactions with us, any 		
of our affiliates or others.
CWS may share nonpublic personal information to unaffiliated
third parties only under the following circumstances: (i)
disclosure of account and transaction data to other financial
institutions, auditors, attorneys, or regulators to facilitate your
investment or as required (or requested by law enforcement)
and permitted by law or regulation (ii) disclosure of personal
information in limited circumstances to perform background
checks as required by law, (iii) disclosure of your personal contact
information to companies that help us service your accounts
or assist CWS in reaching out to investors for activities such
as annual meetings, special votes, or new offerings. We have
contracts with these companies that prohibit them from using
your personal information for their own purposes. Outside
of these limited exceptions, CWS will not share your personal
information with third parties unless you have specifically
requested that information be released to them.
California consumers have the following rights under the
California Consumer Privacy Act (the “CCPA”):
•	Right to know – You have the right to request disclosure
of the categories, and specific pieces of personal
information CWS has collected. You should know CWS
does not sell investor information to any third party.
You have the right to know if, and what, information we
disclose to third parties for business purposes within the
last 12 months.
•	Right to request deletion – You have the right to request
CWS delete your personal information it has collected.
•	Right to not be discriminated against – You have the
right to not be discriminated against because you have
exercised your rights under the California CCPA.
We intend to maintain non-public personal information of our
former investors and apply the same policies to that information
that apply to current investors. We employ physical, electronic
and procedural safeguards to protect your non-public personal
information in our possession or under our control.
We reserve the right to change our privacy policies and this
Privacy Notice at any time. The examples contained within this
notice are illustrations only and are not intended to be exclusive.
This notice complies with the privacy provisions of the GrammLeach-Bliley Act. You may have additional rights under other
United States or non- United States laws that may apply to you.
Please contact Investor Relations at (949) 640-4200 or
investorrelations@cwscapital.com if you have anyquestions.
Investment opportunities offered by CWS Capital Partners LLC
are through an affiliated entity, CWS Investments.
CWS Investments is a registered broker dealer, member
FINRA, SIPC.
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PURPOSE:
ENHANCING LIVES
THE CWS WAY

VALUES:
A DEMAND FOR EXCELLENCE WITH
A SENSE OF URGENCY
A RESPECT FOR PEOPLE
REQUIREMENT FOR PROFITABILITY
AND SUSTAINABILITY
HONORING OUR WORD
ETHICAL DEALINGS ARE PARAMOUNT
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