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The following is an excerpt of my presentation at CWS’ 
annual investor meeting.

2019 is CWS’ 50th year. This is quite an accomplishment 
and worthy of celebration. To put this achievement in 
context, I did some research in terms of the lifespan of 
typical businesses in the United States. As the following 
charts and tables show, there’s an approximately 50% 
chance that if one were to start a business today that it 
would still be around in five years and after 25 years that 
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would drop down to approximately 12%. 
So one can imagine that 50 years is a lot 
smaller of a probability and a business such 
as CWS is indeed in rarefied air. What 
has enabled us to be able to survive and 
prosper over this period of time? I think it 
goes back to Bill Williams and Jim Clayton 
starting off by raising money from friends 
and family and the tremendous responsibility that goes along with that. They are highly 
competitive people who do not like to lose and this translated to them having a fierce 
commitment to not losing their investors’ money. It continued after Steve Sherwood joined 
Bill and Jim and remains central to how we operate the business today. It is embedded in 
our DNA and our culture to do everything in our power to preserve the capital that has 
been entrusted to us. Only after we feel like we understand the downside can we then 
focus on the upside. Many firms who have not been as fortunate as CWS learned the hard 
way that they had it backwards and did not truly understand or care to acknowledge the 
risk they were bearing. 

What have been some of the important ways we have tried to manage risk? There’s a 
relatively easy recipe and a much harder one. I will start with the “easy” one but realistically, 
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if you’re going to be around for as long as CWS has been and make as many investments 
as we have, there is no avoiding having to take the “hard” path from time to time. Let’s 
start with some of the easier components. To pull from the Buddha who emphasized in 
the Eightfold Path things like right speech, right effort, right action, etc. there are also some 
critical “rights” to lessen the probability of losing money for CWS. 

Right Focus on the Right Business – As Lincoln said, “A house divided against itself 
cannot stand,” it is hard to be good at multiple businesses. That’s not to say it can’t be 
done but typically firms with a relentless focus in a particular area tend to outcompete and 
outperform those that are more scattered. In addition, it’s critical to be in a good business 
for as Warren Buffett says, “When a management with a reputation for brilliance tackles 
a business with a reputation for bad economics, it is the reputation of the business that 
remains intact.” 

A good business has compelling long-term demand fundamentals which enables its owners 
to have pricing power to absorb cost increases and to generate an acceptable return on 
capital deployed. Apartments have exhibited those characteristics and we have been able 
to do well investing in them because of their positive attributes. 

To put this in perspective, the following chart shows the government’s estimate of rental 
housing consumption over many decades. One can see that it has been in a continuous 
uptrend which is a business that has a high probability of longevity, particularly if it fills a 
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Right Locations – To generate a compelling return over time one also has to be in the 
right locations. The markets that we are in have generated jobs at approximately four times 
the rest of the country since 2000. The same is true for population growth. We have done 
a good job of investing in growth-oriented locations where there are high-paying jobs. We 
have been focused on where knowledge workers want to be since the late 1990s and this 
has served us well. 

Right Financing and Right Investors – We have come to learn how important it is to 
have the right financing in place to give us options to be able to refinance loans when 
rates or structures become more favorable or to be able to sell properties without being 
constrained by onerous prepayment penalties. The tradeoff has been that we have taken 
on interest rate risk compared to fixed-rate borrowers and this has led to volatility in 
our cash flows. With that being said, however, we have still generated significant interest 
savings and the relatively minor prepayment penalties that come with these loans have 
enabled us to make early repayments of over $1 billion of floating-rate loans via refinances 
and property sales. For example, in 2015 we refinanced 18 properties when interest rate 

basic need, such as housing, that is not easily disrupted.

The next chart shows a proxy for rental housing rent growth. It is the component of the CPI 
index that tracks the rent equivalent of primary residences. One can see that this meets 
another important characteristic of a good business, which is pricing power.
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spreads compressed and loan structures became more favorable with longer interest-only 
periods. In addition, at the end of 2018 we refinanced 12 loans to take advantage of another 
favorable window for borrowers. We could not have done this with fixed-rate loans as the 
prepayment penalties would have been too onerous. We had the added benefit of having 
our prepayment penalties waived because we refinanced with the same lender. This would 
not have been possible with fixed-rate loans, as they do not waive them even if refinancing 
with the same lender.

Once we have the right business, apartments, in the right locations and matched with 
optimal debt capital, it’s then critical that we bring the right investors into the fold who 
share our long-term orientation and recognize that apartments are a get rich slowly type 
of business that requires patience and capital to weather inevitable downturns. With such 
partners we become more able to manage the cyclicality of the business and better align 
the returns we think we can generate with our investor expectations. 

Right Team – With the right business in the right locations financed with the ideal debt and 
equity, we have found that controlling our own destiny has served us well by having a deep 
and capable team to execute our business plans, and a team comprised of people who 
embody CWS’ values and are additive to our culture. Because the environment is always 
changing, we must also be able to generate compelling ideas so that we can continue to 
add value. 

Putting that all together results in the “easy” way of being successful. 

The “hard” way is when problems arise. And with over 100 properties in our portfolio 
and more than 70 properties we have sold since being in the apartment business, we 
will inevitably make mistakes—such that our premises may be wrong, our assumptions too 
optimistic, or we just can’t hit our stride. Whatever it is, we will not get them all right. 
And this is where the rubber meets the road. Fortunately, apartments can be somewhat 
forgiving if you can hang in there during the tough times because they have winning long-
term characteristics, particularly in the right locations. This requires strong values, a great 
team, a sterling reputation, and financial staying power.

Continued from Page 4
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And that’s why you need the right values to avoid temptation and a culture and organization 
that is one of shared sacrifice, cooperation, creativity, competitiveness, long-term orientation, 
community-focus, caring, and commitment to excellence and growing people. With that we 
can overlay tenacity and staying power and thus increase the odds substantially that we will 
make it through the difficult times and downturns. If you don’t have the staying power then 
you are going to have a high probability of losing properties when you’re leveraged, times 
get tough, and rents drop. Despite the revenue decline you still need to keep maintaining 
your properties and attracting residents to either stay or to move in. 

Losing properties is quite detrimental to one’s reputation with one’s lenders and investors 
as well as hurts one’s track record. All of these conspire to make it more difficult to attract 
growth capital, particularly during those dark times when values are most compelling. 
This is something that we experienced when we aggressively invested in the aftermath of 
the creation of the RTC and in the wake of the Great Recession. It’s vitally important to 
have capital when it is in short supply while others are playing defense trying to clean up 
problems and asset values are depressed with a lot less competition to purchase them. 
Our goal is to minimize errors of optimism during the good times so that we can remain on 
offense during the difficult times. 

So there you have it. 50 years summed up in a little over 1,500 words. It has been an 
extraordinary honor and privilege to have worked at such an outstanding company with 
people who are like family to me and will be lifelong friends. And to know that I have 
played my part in helping to enhance the lives of our investors, residents, and employees 
makes it even more gratifying.

Continued from Page 5
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INVESTOR RELATIONS RECAP

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 Cresta Bella (San Antonio, TX) – On January 31, 2019, we acquired a 288-
unit apartment community known as Marquis Cresta Bella. The property includes both 
apartment and townhome units with 25 different floor plans. Cresta Bella is located within 
one of San Antonio’s most sought after luxury, master-planned communities and is within 
minutes from many of San Antonio’s strongest employment centers including USAA world 
headquarters and the South Texas Medical Center. This community includes first class 
resort-style amenities such as a cyber café, fully-equipped business center, fitness center, 
pet park, a pool plaza including tanning ledges, outdoor grilling area, and infinity pool with 
breathtaking hillside views. 

Sabina Apartments (Austin, TX) – On February 7, 2019, we acquired a 2015-build, 
298-unit apartment community known as Sabina Apartments, located in Austin, Texas. 
Community amenities feature state-of-the-art fitness center, yoga and spin room, a theatre 
room with surround sound, outdoor kitchen with wet bar, and a spacious courtyard with 
grilling stations. Unit amenities include granite countertops, stainless-steel appliances, wood-
style flooring, washer/dryer, high ceilings, and views of downtown Austin. This community 
is situated within minutes of University of Texas, Austin campus, and is adjacent to Hyde 
Park. The community is located in proximity to many large-scale employers, several parks, 
and an array of restaurants options. The acquisition of Sabina completed a 1031 exchange 
of a private tenant-in-common property sale.

Continued on Page 8
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Alante at the Islands (Chandler, AZ) – On February 22, 2019, we acquired a 320-unit 
apartment community known as Alante at the Islands, located in Chandler, Arizona. Alante 
is located in the center of “Silicon Desert” and is within seven miles from employers such 
as Intel, Verizon, Wells Fargo, NXP, and Go Daddy. The Phoenix submarket was late coming 
out of the last down cycle and has outperformed most metros in terms of population 
growth. Built in 1996, the property has a distinct advantage of being one of the few 
properties in the submarket offering large unit interiors that one may find in many homes 
or new apartments today. The community has a low density feel and unmatched amenities 
that include three outdoor swimming pools, an updated community fitness facility, and a 
children’s playground. 

Marquis Lakeline Station (Austin, TX) – On March 15, 2019, we acquired an 
apartment community known as Marquis Lakeline Station, located in Austin, Texas. The 
growing Northwest Austin submarket includes over 18 million SF of office space and is 
home to many leading employers such as Apple, eBay, University of Texas, and State Farm. 
Apple has recently announced it will be building a new $1 billion campus very close to 
its current campus in North Austin, which is approximately two miles south of Marquis 
Lakeline Station and is expected to employ between 5,000 and 15,000 additional people, 
which should generate significant incremental housing demand for the area. The property 
was built in 2008 though it recently completed major capital upgrades in 2018. Comprised 
of 344 units, the interior features include nine-foot ceilings, shaker-style kitchen cabinetry, 
pendant lighting in kitchen, specious walk-in closets, and full-size washer/dryers in all units. 
Community amenities include a fully-remodeled clubhouse, 24-hour fitness center, pet 
park, and resort-style swimming pool.

The Preserve at Ballantyne Commons (Charlotte, NC) – We completed the refinance 
on February 27, 2019 through Housing and Urban Development (HUD). The refinance 
resulted in a fixed interest rate of 4.03% plus 0.25% for mortgage insurance premium (MIP) 
with an amortizing loan based on a 35-year term. The refinance provided funding reserves 
for unit upgrades/repairs, as well as a one-time distribution to investors.

Continued from Page7
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REFINANCES and/or SUPPLEMENTAL LOANS
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Number of Properties:         98                  Actual                  Budget                     Variance                    %
 

 Total Revenue                             $117,115,428           $113,394,318           $3,721,110               3.28%
 
Total Operating        
 Expenses                           $53,886,620             $56,196,077           $2,309,458     4.11%

Net Operating
Income/(Loss)                              $63,228,808             $57,198,240            $6,030,568    10.54%

CWS Apartment Portfolio
PERFORMANCE SUMMARY

1/1/19 - 3/31/19

Revenue - when actual is greater than budget result is positive variance
Operating Exp. - when actual is greater than budget result is negative 

NOI - when actual is greater than budget result is positive

OFFERINGS 

Please contact Marcus Lam if you are interested in investing opportunities with CWS by 
calling 800-466-0020 ext. 1011 or e-mailing 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.

Marquis at Desert Ridge (Phoenix, AZ) – The refinance was completed on March 29, 
2019 and resulted in a variable interest rate of 1.64% plus one-month LIBOR with six year’s 
of interest-only payments on a 10-year loan term.

Marquis at the Reserve (Katy, TX) – We are currently in the process of refinancing 
the property’s current loan which should result in a reduction in the variable interest rate 
spread, eight years of interest-only payments, and a new 10-year term. The refinance is 
expected to close on April 30, 2019.

Marquis at Ladera Vista (Austin, TX) – We are currently in the process of refinancing 
the property’s maturing fixed-rate loan. The new loan should result in a new variable-rate 
loan which provides better prepayment flexibility, full-term interest-only payments, and a 
new 10-year term. The refinance is expected to close on May 1, 2019.
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CWS would like to thank all of our investors 
and guests who attended our 2019 Annual 
Partners Meeting held on April 16, 2019 at 
the Irvine Marriott located in Irvine, CA. 
On this special evening there were over 
600 guests in attendance. For those of you 
who attended, we hope you enjoyed the 
new venue and location.

This year CWS Capital Partners celebrates its 50th anniversary! Guests began their evening 
by taking a walk down memory lane as there were three reception rooms filled with a 
timeline of CWS’ history and included vintage photographs, artifacts, maps, and annual 
reports of the past. Many investors spent time catching up with old friends, while others 
reminisced about their past experiences with CWS. 

The first presentation of the evening 
began with Co-Founder Bill Williams 
who laid the foundation in 1969 for how 
the company would be built and in what 
ways it would operate successfully. He 
spoke about the very first investment 
the company made in Huntington Beach, 

California and described the highs and 
lows of running a real estate business. Back 
in 1985, CWS operated the largest mobile 

home portfolio in the nation but by the next decade, and specifically in 1998, they sold 
60 mobile home parks for $250 million and made the “great exchange” into apartments. 
Today, the portfolio is valued at over $5 billion.

2019 ANNUAL PARTNERS MEETING

Bill Williams
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The next presenter was Partner Mike 
Engels who spoke about the operational 
performance of CWS’ stabilized properties 
and compared year-over-year results for 
2017 and 2018. He charted and analyzed the 
results, and indicated that recent revenues 
reflected positive movement while he 
described the challenges with tighter labor 
markets, increased property taxes, and higher 

insurance expenses. Interest rates increased in 2018 compared to the average in 2017, 
which tightened interest rate spreads. CWS was able to take advantage of this in 2018 
by refinancing 10 properties with variable-rate loans into new loans with tighter spreads, 
increased interest-only payments, and longer terms. Mike closed his presentation by 
looking at the CWS platform, which benefits the organization by having depth, experience, 
proficiency, information technology advancements, good insurance, and “preferred” 
relationships with lenders. 

Partner Gary Carmell started 
his presentation with a heartfelt 
tribute to his wife, Roneet, who 
unexpectedly passed away in 
2018. He described his personal 
philanthropic work and all the 
meaningful contributions these 
organizations and individuals are 
doing for other people in her 
honor.  After a brief moment, he 
transitioned to discussing the low probabilities of a company lasting for 50+ years. For 
CWS, a big factor to its success has been focusing on the preservation of capital by making 
a conscious decision to understand the downside risk before looking at the upside. One of 
the ways CWS has been able to manage risk is by focusing on the right business; to not only 
be proficient in one’s core strength but also to be in a business that has compelling long-

Continued from Page 10
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      Gary Carmell

Mike Engels
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term fundamentals. In addition, choosing 
the right markets, especially those that are 
growing and with high paying jobs, is pivotal. 
In terms of structuring investments, one 
should have the right financing in place to 
not be constrained by onerous prepayment 
penalties. To have the right investors that 

have the patience to know that real estate is a get rich slowly type of investment. Further, 
having the right teams in place can increase the odds substantially to make it through the 
downturns and difficult times. Finally, having capital when it is in short supply allows one to 
aggressively make purchases while others are playing defense.

To close, Co-Founder and Chairman Steve 
Sherwood began his presentation by asking 
the question, “What does it take to have 
a successful company celebrate a 50th 
anniversary?” His response was that it is all 
about the people of an organization. After 
an overview of the company, including the 
number of communities owned and managed as well as the CWS organization chart, Steve 
took the audience back in time to when the company first started in 1969. He described 
specific events that were pivotal to the success of CWS, including when Gary and Mike 
joined the company. Steve listed attributes that make a successful investment company 
while highlighting those specifically that he felt were of the utmost importance. It is these 
attributes, along with our people, that drive CWS to be successful. When one hears 
CWS’ purpose statement, “Enhancing Lives, the CWS Way” it is a culmination of all these 
characteristics mentioned tonight.

Thank you for your trust over the past 50 years in allowing CWS to represent you in owning, 
managing, and building apartments. We feel a great sense of honor and responsibility to 
preserve your hard-earned capital, to provide timely and relevant communication, and to 
deliver exceptional returns.

Steve Sherwood

Travis Twyford, Sunnie Mills, Laurel Parker, Beverly Pierson

Continued on Page 13
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Tana Sherwood, Nancy Bennett, Pam Koning, Michele Koning

Bobbitt Williams and Family

Jeanette Axton, Jim Axton, Jeff Robertson, Janelle Axton

Janice Reavie, Marcus Lam, Douglas Reavie

Continued from Page 12

Nina Engels, Mike Engels, Mary Nord, Jon Nord, Don Engels, Dave Schuh
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Web Portal 
Q&A Corner 

1Q19
Q. It seems like I frequently hear another 
story about hackers stealing personal 
data. How can I protect myself?

A. As users become savvier regarding how 
to protect themselves, hackers are forced to 
go to greater lengths to get what they want. 
Gone are the days where just recognizing 
the sender of an email was enough to know 
it was secure. Hackers now have the ability 
to “spoof” emails and text messages so 
that they look like they are from someone 
you know. Today’s hackers are using 
sophisticated techniques that could target 
you specifically by pretending to be from 
an institution with which you do business. 

We frequently send out communications 
to our investors notifying them that new 
documents are available for download on 
the CWS Investor Portal. Such emails 
contain links that will take you directly to 
the document upon logging in. One way 
you can make sure you are actually seeing 

an email from CWS is to hover your 
mouse over the link (or press and hold the 
link on your mobile device). At the bottom 
of the email (or in a separate window on 
your device) you should see an address 
that starts with https://www.cwscapital.
com/..... Watch out for something that 
looks close but not quite the same. These 
hackers are smart, and they know you are, 
too, so they often mimic the actual address 
very closely. If you ever have a doubt, just 
log into the CWS Investor Portal directly 
at www.cwscapital.com and go to Recent 
Documents on your dashboard.

Do you want to know more about how to 
protect yourself? We have contracted with 
a cyber security company to offer you and 
your family a course on how to stay safe. 
Just go to www.knowbe4.com/homecourse 
and use the password “homecourse”.
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THE INAUGURAL RONEET CARMELL MEMORIAL LECTURE
May 23, 2019

Please join us for a fascinating lecture on the latest cutting-edge neuroscience research at UCI 
School of Medicine with great potential for the development of therapies for memory disorders 
related to post-traumatic stress disorder, as well as for improved outcomes for resuscitation in 
cases of coma and cardiac arrest.

Jack Lin, MD, Director of the UCI Health Epilepsy Program, and Yama Akbari, MD, PhD, Neurocritical 
Care physician and researcher, together detail some of the breakthrough innovations from their 
cutting-edge research.

The inaugural Roneet Carmell Memorial Lecture has been established in 2019 to honor the 
memory of Roneet Kimeldorf Carmell, a community leader, wife and mother, who left this world 
too soon to cardiac arrest. The lecture will be held at the Arnold and Mabel Beckman Center, 
followed by a reception.

To register:  http://www.neurology.uci.edu/roneet-carmell-lecture/

For more detailed information on Dr. Akbari’s work read Gary’s blog:  
https://www.garycarmell.com/happy-birthday-roneet/



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

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 non-public 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. 

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 Gramm-Leach-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 any
questions.

Investment opportunities offered by CWS Capital Partners LLC 
are through an affiliated entity, CWS Investments. 

CWS Investments is a registeredbroker dealer, member FINRA, SIPC.
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INVESTOR RELATIONS TEAM

Marcus lam, Director of  Investments 
mlam@cwscapital.com 

Albert Stein 
astein@cwscapital.com 

Mark Villalba 
mvillalba@cwscapital.com 

Mark Ruggles, Chief  Operating Officer 
mruggles@cwscapital.com 

Sunnie Juarez-Mills 
sjuarezmills@cwscapital.com 

TravisTwyford 
ttwyford@cwscapital.com 

Lisa Collins 
lcollins@cwscapital.com 

 Erika Vazquez 
evazquez@cwscapital.com 

Isaiah Paul 
ipaul@cwscapital.com

Lauretta Anderson,  VP Investor Equity Operations 
landerson@cwscapital.com 

Katie Jimenez 
kjimenez@cwscapital.com 

Melissa Hammonds 
mhammonds@cwscapital.com 

Susan Rayshell, Director of  I.R. Information Systems 
srayshell@cwscapital.com 

Brenda Jackson 
bmjackson@cwscapital.com 

Kevin Cross 
kcross@cwscapital.com

Telephone: (800) 466-0020 or (949) 640-4200
Facsimile: (949) 640-4931


