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A. INTRODUCTION 

Timothy J. Coleman, Receiver for the Wextrust Entities (“Receiver”), respectfully 

submits this Plan for Management for the Wextrust real estate portfolio.  The Receiver 

does not seek any action by the Court at this time.  The Receiver will request any further 

required authorization or confirmation, on notice to interested parties, prior to executing 

any of the transactions contemplated in this plan, as discussed below.  (See Section E, 

infra).  The purpose of this document is to provide notice to interested parties of the 

Receiver’s plans with respect to real property of the Wextrust Entities and all entities they 

control or in which they have an ownership interest (collectively, “Wextrust Entities and 

Affiliates”).  The Receiver’s intention is to provide notice and relevant information, to 

ensure transparency, and to solicit questions, comments and offers from interested 

parties, including investors and creditors of the Wextrust Entities and Affiliates.  This 

document has been served on all counsel who have entered appearances in this action and 

posted on the receivership website. 

This plan contemplates that many of the Wextrust properties will be sold at fair 

market value, in a process expected to begin in or about February 2009.  The marketing 

and sale process is designed to preserve the value of the estate and avoid a “fire sale” of 

the portfolio, and to facilitate a prompt distribution to victims.  Sale proceeds will be 

retained by the receivership estate pending further order of the Court, in one or more 

accounts under the exclusive control of the Receiver, pursuant to the Court’s orders and 

applicable law.  The Receiver will submit a proposed plan of distribution for such 

proceeds and other assets of the estate. 
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Pursuant to the Court’s September 11, 2008 amended receiver order (“Receiver 

Order”), the Receiver has succeeded to all rights to manage the Wextrust properties.  

Those rights arise out of the LLC and operating agreements relating to the Wextrust 

Entities and Affiliates.  In general, each of the entities was formed for the purpose of 

owning, operating and selling a single real estate asset.  The business plans set forth in 

the private placement memoranda and other marketing materials for the Wextrust 

securities offerings typically contemplated that the assets would be developed or 

improved, and then sold after a broadly defined holding period.  Thus, investors were on 

notice that the Wextrust properties would be sold in the ordinary course of business.   

As directed by the Court, the Receiver has, inter alia, taken control of all real 

estate and other U.S. assets of the Wextrust Entities and Affiliates, and has taken steps to 

ascertain the true financial condition of those entities and to preserve the status quo.  (See 

First Interim Report of Receiver, November 7, 2008 (“First Interim Report”) at 63-86).  

The Receiver has engaged attorneys, accountants and experts to assist with the 

management and evaluation of the Wextrust assets, together with Wextrust personnel.  

Based in part on extensive advice and analysis from those employees and professionals, 

the Receiver has developed the plan for management described herein for the Wextrust 

real estate portfolio. 

Among other things, the Receiver has obtained professional valuations of the 

Wextrust properties and advice on the management and disposition of the properties.  

Based on that advice and analysis, and on all available information, the Receiver has 

considered the various management options for the real estate assets, and has made 

management decisions with respect to each of those assets.  In making those decisions, 
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the Receiver has analyzed the facts and circumstances of each property, and of the overall 

portfolio, with particular attention to the following factors: 

• location, structural characteristics and features, and current and future 
leasing revenue; 

• market conditions in the relevant geographic location and for the type of 
property; the availability and cost of capital; and overall economic 
conditions; and 

• the Receiver’s duties and obligations as a court-appointed fiduciary with 
responsibility for preserving the value of the estate for the benefit of all 
Wextrust stakeholders. 

The Receiver has determined that there is little, if any, going concern value in the 

Wextrust real estate operations as a whole, and that any such value is far outweighed by 

the substantial risk of loss that would be involved in continuing to operate the properties 

for an extended period.  For properties in which the estate has equity, the Receiver plans 

to reduce or eliminate capital expenditures for improvements or renovations, reduce the 

holding period, and market the assets promptly in an effort to sell them at fair market 

value.  For the remaining properties, the Receiver will seek, where feasible, to renegotiate 

or restructure the secured debts, and/or assist the secured creditors in selling the 

properties for the benefit of both such creditors and the estate.  Based on the 

circumstances of this case, and on the difficult and volatile conditions facing all 

businesses in the current economy, the Receiver has determined that the plan described 

herein is a reasonable and prudent course of action. 

The balance of this document is organized as follows.  Section B is an overview 

of the Wextrust real estate portfolio.  Detailed information on each of the Wextrust real 

estate assets is contained in Exhibits A and B to the Declaration of Mitchell P. Kahn in 

Support of Receiver’s Plan for Management of Wextrust Real Estate Portfolio (“Kahn 
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Decl.”), filed concurrently herewith.  Section C describes the Receiver’s management 

responsibilities and objectives, based on the Receiver Order and applicable legal 

standards.  Section D describes the valuation analysis of the real estate portfolio.  Section 

E sets forth the Receiver’s analysis of the various management options for each of the 

properties and the determination with respect to each property.  Section F describes the 

marketing and sales process for those properties the Receiver plans to offer for sale in the 

near term.   

B. THE WEXTRUST REAL ESTATE PORTFOLIO 

The Wextrust Entities and Affiliates collectively own or control a portfolio of real 

estate properties.  The portfolio consists of four principal components:  (1) three hotel 

assets managed by Axela Hospitality, LLC (“Axela”);  (2) the properties owned or 

managed by Wextrust Equity Partners, LLC (“WEP”) which are primarily income-

producing commercial properties, such as office buildings and warehouses; (3) the 

properties controlled by Wextrust Development Group, LLC (“WDG”), which are 

residential properties, such as apartment buildings and single family homes; and (4) the 

portfolio of so-called high yield real estate loans held by various Wextrust Affiliates.  

Table 1, below, lists the Axela, WEP, and WDG. 1   

Typically, each real estate project is owned by a Wextrust Entity or Affiliate 

formed for the specific purpose of purchasing or developing the real estate asset.  In 

general, the entity that owns each property owns no other significant assets, and does not 

conduct any substantial business other than operating the property.  The Wextrust high 

                                                 
1 The high yield portfolio is described in detail in the First Interim Report at 51-53.  The Wextrust Entities 
and Affiliates also own or control interests in various diamond mining ventures.  (See First Interim Report 
at 46-51).  The Receiver does not address disposition of those assets herein. 
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yield loan portfolio consists of loans made to third parties secured by real estate assets.  

The loans were short-term, high-interest loans with high loan-to-value ratios.  A majority 

of the loans are in default.  (Kahn Decl. ¶ 42; First Interim Report at 51-53).   

The Wextrust real estate portfolio was financed through a combination of 

mortgage lending and the sale of securities.  Most of the properties were purchased 

between 2004 and 2007, when real estate prices were at historically high levels.  In 

general, the vast majority of the purchase price for each property was borrowed from 

financial institutions on a secured basis.  The remaining financing was from the proceeds 

of Wextrust securities offerings.2 

 

                                                 
2 In many cases, proceeds of Wextrust securities offerings that were designated to finance a real estate 
acquisition were diverted to other purposes, including payment of distributions to investors in other 
projects.  Also, Wextrust routinely sold substantially more shares than investors were led to believe, and the 
proceeds of such “over-raising” were used for undisclosed purposes.  See First Interim Report at 18-19, 81-
86.   
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Wextrust
 Entity Type State Name

Axela Hotel IL Park View Hotel

Axela Hotel IL Wyndham Drake Hotel

Axela Hotel AZ Crowne Plaza Hotel

WEP Office AL Interstate Park

WEP Office IL The Chase Bank Building (Peoria)

WEP Office TN Belle Meade Centre

WEP Office TN Executive Plaza

WEP Office TN Park Village & Parkway Business Center II

WEP Office TN Shallowford Business Park East

WEP Office TN Tennessee Portfolio

WEP Office TN West Bearden Office Plaza

WEP Retail / Mixed Use IL 116 North York Street

WEP Retail / Mixed Use IL 45 S. Washington

WEP Retail / Mixed Use IL First Highland

WEP Retail / Mixed Use IN Hilltop Apartments

WEP Retail / Mixed Use MI First Wyoming

WEP Retail / Mixed Use TN Commerce Center

WEP Retail / Mixed Use WI South Pine

WEP Warehouse LA Hammond Industrial Park

WEP Warehouse MS Corinth Industrial

WEP Warehouse TN Baxtech

WEP Warehouse TN Clarksville Industrial

WEP Warehouse TN Myatt

WEP Warehouse TN New Salem

WEP Warehouse TN Wilma Rudolph

WEP Warehouse TN Workman Road

WDG Residential Condos NY 47 Dean Street

WDG Residential Condos and Town Homes IL Hamptons of Hinsdale

WDG Individual Homes IL Stonebridge Woods

WDG Residential Condos and Retail IL 625 Paragon

WDG Residential Condos IL 2435 West Belmont

WDG Residential Condos and Town Homes IL 2825 Oakley

WDG Residential Condos WI SF Development Co.

Table 1: Wextrust Property Portfolio
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Wextrust management prepared business plans for each of the properties.  Those 

plans were described in the private placement memoranda (“PPMs”) and other marketing 

materials used in connection with the Wextrust securities offerings.  With respect to the 

WEP properties, in general, the business plans contemplated that the property would be 

purchased, renovated or improved, and then sold or refinanced after a broadly defined 

holding period with the expectation of a profit.  With respect to the WDG residential 

properties, the business plans contemplated that they would be sold on or before 

completion.  With respect to the high yield loans, a majority of which are in default, the 

Wextrust business plan did not contemplate default or provide for that outcome.  (See 

Kahn Decl. ¶ 42).   

C. THE RECEIVER’S MANAGEMENT RESPONSIBILITIES AND 
OBJECTIVES 

Pursuant to the Receiver Order, the Receiver has succeeded to all rights to 

manage the Wextrust real estate portfolio.  (See Receiver Order at 5; 12/17/08 Mem. 

Decision at 10-11).  The Receiver Order authorizes the Receiver to take steps to preserve 

and maximize the value of the Wextrust assets.  For example, the Receiver has the power 

to pay “necessary business expenses required to preserve the assets and property” of 

Wextrust Entities and Affiliates.  (Receiver Order at 5).  The Receiver is authorized to 

“use, lease, sell, and convert into money all assets of the Wextrust Entities, either in 

public or private sales or other transactions on terms the Receiver reasonably believes 

based on his own experience and input from his advisors to be most beneficial to the 

Wextrust Entities and those entitled to the proceeds.”  (Id. at 8).  For sales of substantial 
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assets (generally, those worth more than $750,000), the Receiver must provide notice and 

obtain the Court’s approval before consummating the transaction.  (Id.).3 

The Receiver is charged with protecting the interests of all Wextrust stakeholders.  

(See 12/17/08 Mem. Decision at 7-8; 11/14/08 Tr. at 8).  In managing the assets of the 

Wextrust Entities and Affiliates, the Receiver’s principal objective is to preserve the 

value of those assets for the benefit of all interested parties, and to preserve the Court’s 

ability to approve a fair distribution of the remaining assets to the victims of the scheme 

alleged in the complaint.  See generally Phelan v. Middle States Oil Corp., 154 F.2d 978, 

991 (2d Cir. 1946); 2 RALPH E. CLARK, LAW AND PRACTICE OF RECEIVERS §§ 381, 396 

(3d ed. 1969); 12 WRIGHT & MILLER, FEDERAL PRACTICE & PROCEDURE, § 2981 (2008).  

As a court-appointed fiduciary, the Receiver is required to act in a reasonable and prudent 

manner, and not to expose estate assets to excessive risk.  See Corbin v. Federal Reserve 

Bank of New York, 475 F. Supp. 1060, 1069 (S.D.N.Y. 1979) (national bank receiver did 

not breach fiduciary duty by declining to risk exposure to floating interest rates in volatile 

market).  

D. VALUATION ANALYSIS 

The Receiver has been directed to ascertain the true financial condition of the 

Wextrust Entities and Affiliates, and to determine whether any of the Wextrust Entities or 

Affiliates should undertake bankruptcy filings.  (Receiver Order at 4).  The Receiver has 

been authorized to engage accountants, attorneys, and experts to assist in those tasks.  (Id. 
                                                 
3 The provision of the Receiver Order authorizing sales of property is modeled on Section 363 of the 
Bankruptcy Code, which sets forth the powers of a trustee or a debtor-in-possession in connection with the 
sale, use or lease of property of the estate, and is consistent with the Judicial Code provisions governing 
sales of realty by a receiver.  See 28 U.S.C. § 2001 (2000).  Notably, in bankruptcy, a trustee or debtor-in-
possession may conduct sales in the ordinary course of business without any notice to creditors.  See 11 
U.S.C. §§ 363(c)(1), 1107(a).  Thus, the Receiver Order provides for notice of ordinary course transactions 
that may not be required in a bankruptcy case.   
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at 5).  The Court has approved the engagement of the Hilco Organization, Deloitte 

Financial Advisory Services, and Dewey & LeBoeuf.  (Id. at 12).  Professionals from 

each of those firms, together with Wextrust employees, have assisted in developing the 

Receiver’s management plan and the supporting analysis.4  

 At the direction of the Receiver and with the assistance of Deloitte, Hilco has 

conducted a valuation analysis for the Wextrust real estate portfolio.  The Receiver’s 

advisors have reviewed the books and records of the Wextrust Entities and Affiliates, 

physically inspected the properties, collected information from other sources and 

conducted valuation analyses applying accepted principles and methods commonly used 

by professionals in valuing and appraising real estate.  For example, Hilco’s analyses 

have considered recent sales of comparable properties, the actual and projected leasing 

income from the Wextrust properties, and the expected returns on capital investments.  

(Kahn Decl. ¶ 12). 

 In ordinary circumstances, professional real estate valuations provide a generally 

reliable measure of the fair market value of a property.  However, the sale price of a 

unique property is determined by a wide variety of factors, and cannot be predicted with 

precision.  Moreover, the predictive value of such analysis is diminished during periods 

of volatility, particularly in the real estate and credit markets.  Current market conditions 

                                                 
4 Prior to retaining professional advisors, the Receiver obtained proposals from multiple forensic 
accountants and real estate consultants and consulted with the SEC on the selection and compensation of 
advisors.  Hilco Real Estate, an affiliate of the Hilco Organization, will receive commissions on sales of 
real estate it brokers, subject to disclosure with respect to transactions presented to the Court for approval 
and court review in the context of Hilco’s final fee and expense application.  Kahn Decl. ¶ 11. 
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have thus made it more difficult to predict the sales price of Wextrust real estate assets.  

(Kahn Decl. ¶ 13).5 

With those caveats, Hilco’s valuation analysis provides a reasonable basis to 

assess the financial condition of the Wextrust properties and to make management 

decisions.  With respect to many of the WEP commercial real estate properties, based on 

Hilco’s valuations, it appears that the fair market value of the properties is greater than 

the amount of secured debt.  With respect to the WDG residential real estate portfolio, the 

Receiver has determined that the current fair market value of most of the properties is 

less than the secured debt.  With respect to the three hotels in the Axela portfolio, the 

Receiver has determined that, although the properties are highly valuable, the estate has 

little or no equity in them based on current market conditions.   

The Receiver’s valuations of specific properties are not included in this plan.  

Disclosing those figures in a publicly filed document could adversely affect the 

Receiver’s ability to maximize the value of the estate by imposing a de facto ceiling on 

the sales price.  (Kahn Decl. ¶ 17).  The Receiver is prepared to provide the valuations to 

the Court in camera, and/or to provide them to investors on a confidential basis. 

E. MANAGEMENT ANALYSIS 

 Based on the valuation analysis described above, the Receiver has conducted a 

management analysis of each of the properties in the Wextrust real estate portfolio.  The 

Receiver has considered the analysis and advice of professional advisors and Wextrust 

staff, and financial and other information concerning each property.  In exercising his 

                                                 
5 In the case of certain properties, the Receiver may have access to independent valuations or appraisals 
obtained by lenders or other third parties, and will consider such information as additional evidence of the 
fair market value of the properties.  See, e.g., 12/22/08 Tr. at 10-17 (discussing Hilco valuation and bank 
appraisal of Wextrust property).  
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business judgment in this regard, the Receiver has been guided by the goal of maximizing 

the overall value of the receivership estate for the benefit of all Wextrust investors and 

creditors. 

 The Receiver has considered several management options for each of the 

properties, including the following:  (1) executing the pre-existing Wextrust business plan 

for the property; (2) selling the property immediately at a public auction; (3) consenting 

to foreclosure by secured creditor(s) pursuant to state law; (4) filing a bankruptcy 

petition; (5) implementing a revised business plan for the property; and (6) pursuing 

workout negotiations in an effort to recover value for the estate by marketing properties 

for the benefit of secured creditors.  Each of those options is discussed in detail below. 

1. Execute Wextrust Business Plan 

 The Receiver and his advisors have reviewed the business plans prepared by 

Wextrust management and considered the feasibility and advisability of proceeding with 

them.  Based on the circumstances of this case and current market conditions, the 

Receiver has determined that, in most cases, those business plans cannot and should not 

be executed. 

 The business plans for many of the properties – as disclosed in the PPMs – 

involve a high degree of risk.  The level of risk has undoubtedly increased for most, if not 

all, of the Wextrust properties, due to the dramatic change in economic conditions in the 

months since Wextrust sold securities to finance the purchase and development of those 

properties.  In light of the current economic recession, the nationwide decline in home 

prices and commercial rents, and the collapse of the credit markets, the likelihood of 

achieving the results envisioned in most of the Wextrust business plans is remote.  (Kahn 

Decl. ¶ 14).  Based solely on current market conditions, one might reasonably assume 
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that the Wextrust business plans – even assuming they were reasonably achievable at the 

time they were made – are simply not feasible in the circumstances of this case. 

 However, the business plans disclosed to investors in Wextrust securities reflect 

the expectations of investors.  The Receiver has sought to respect those expectations and 

to manage the real estate portfolio in a manner consistent with them, to the extent it 

would be practicable and in keeping with the Receiver’s fiduciary duties to the Court and 

to all Wextrust stakeholders.  Thus, the Receiver has considered the Wextrust business 

plans in light of current circumstances and assessed the viability of executing them.  

Hilco’s valuation analysis considered the Wextrust business plans, the potential economic 

benefit from achieving them, and the probability that the goals would be achieved.   

The Park View Hotel in Chicago, one of the most valuable and visible properties 

in the portfolio, is illustrative of the challenges facing the Receiver.  Hilco has 

constructed an economic model to analyze the value of the Park View, which was 

purchased by Wextrust Affiliate Gold Coast Investors, LLC in 2005 for $15,525,000.  

The business plan for the Park View contemplated that Wextrust would close the hotel, 

terminate its affiliation with the Days Inn chain and convert the property to a “full 

service, high-end, ‘hip,’ boutique destination for both business and leisure travelers.”  

The Wextrust plan envisioned extensive renovations to the property.  In fact the hotel was 

closed shortly after it was purchased and has never reopened.  Wextrust management 

renovated the hotel at a cost of approximately $16 million, more than $10 million in 

excess of the budgeted expense.  The hotel cannot be reopened until it is issued a 

certificate of occupancy and numerous other issues are resolved, which would cost as 

much as an additional $8 million.  (Kahn Decl. ¶ 31). 
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Hilco’s valuation model for the Park View included three options:  (1) sell the 

hotel immediately on an as-is basis at fair market value; (2) complete the planned 

renovation of the hotel and sell it after re-opening in 2009; and (3) complete the 

renovation and continue to operate the hotel for at least 12 months before marketing the 

property.  Hilco’s model was based on data concerning sales of comparable properties, 

average daily room rates, occupancy statistics and other market information.  It also 

considered such factors as the cost to complete the renovation and reopen the property, 

the cost of capital, and the property’s anticipated cash flow.  With respect to the second 

and third options, Hilco performed a discounted cash flow analysis to determine the 

present value of the proceeds of a future sale of the hotel, and compared those figures to 

the proceeds of an immediate sale under the first option.  Further, Hilco conducted a 

probability analysis to estimate the likelihood that the results envisioned in the second or 

third options could be achieved.  Based on that probability analysis, it is unlikely that the 

Receiver (or any successor manager) could successfully execute the Wextrust business 

plan, based on the current circumstances of Wextrust and current economic conditions.  

Based on Hilco’s analysis, and the preliminary results of the marketing process, the 

Receiver has determined that the likelihood of successfully executing the Wextrust 

business plan for the Park View is low, and the downside risk of failure includes millions 

of dollars in additional expenses and liabilities.  (Kahn Decl. ¶ 32). 

At the Receiver’s direction, Hilco began marketing the Park View on October 15, 

2008.  The marketing process began with a press release and an extensive advertising 

effort that included, among other things, email messages to more than 10,000 potential 

purchasers.  To date, Hilco has discussed the potential sale of the hotel with 
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approximately 150 parties, has provided tours of the property to approximately 40 

groups, and has entered into confidentiality agreements with numerous parties to whom it 

has provided due diligence materials.  Hilco established a bid deadline of January 15, 

2009, and has received multiple offers, which are being considered by the Receiver.  The 

bids involve various contingences and are subject to further due diligence and discussion.  

(Kahn Decl. ¶ 33). 

Although the Receiver now has several bids on the Park View, there is no 

guarantee that any of them will result in a sale that will produce a net economic benefit to 

the estate.  While the location of the property in the Lincoln Park area of Chicago has 

generated extensive interest, discussions with potential buyers indicate that the hotel 

presents certain challenges, including the fact that the building is 80 years old and the 

small room layouts are not optimal for a modern luxury property.  Moreover, the market 

for the hotel has been impacted by current economic conditions.  Average room rates and 

revenue per room have declined, and such conditions are reflected in the fact that hotel 

transactions in the Chicago area fell by approximately 70 percent in 2008.  Accordingly, 

the Receiver is continuing to engage in discussions with the secured lenders in an effort 

to identify alternatives for maximizing the recovery, if any, for the estate.  Id. 

 As the foregoing example illustrates, with respect to most of the properties, 

attempting to execute the Wextrust business plans, which indisputably involve a high 

degree of risk, would be imprudent and inconsistent with the Receiver’s role as a court-

appointed fiduciary.  Based on the circumstances of this case and current economic 

conditions, the continued operation of the real estate portfolio by the Receiver for an 

extended period would risk further losses to the estate.  Moreover, in light of the 
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continuing decline in real estate prices, there is a substantial risk that holding the 

properties for extended periods would result in further losses in value.6  Although there is 

a chance that conditions may improve during the contemplated holding periods, such a 

speculative possibility is insufficient, in the Receiver’s judgment, to outweigh that risk.   

In any event, it is unlikely that the Receiver could obtain sufficient financing to 

proceed with the Wextrust business plans.  Based on the Receiver’s investigation, 

including Deloitte’s analysis of the books and records of Wextrust, the only significant 

source of capital for the Wextrust Entities and Affiliates was bank financing and 

securities offerings.  Neither source of financing is likely to become available to the 

Receiver in the foreseeable future.  Indeed, the market for commercial real estate credit 

has collapsed.7   

 Based on the foregoing, the Receiver has determined that, in most cases, it would 

not be in the best interests of the receivership estate to continue to execute the Wextrust 

business plans.  In one case, the condominium project located at 47 Dean Street in 

Borough Park, Brooklyn, the Receiver has determined that the existing financing for the 

property is sufficient to complete construction and that the likely sales prices of the 

condominium units will be sufficient to repay the development loans and produce a 

return for the estate.  The Receiver is proceeding with construction and will request 

confirmation for sales transactions as the apartment units are sold. 

                                                 
6 Kahn Decl. ¶ 14; see Dana Hedgpeth, Tough '09 Is Seen for Commercial Real Estate, Wash. Post, Jan. 6, 
2009, at D3 (predicting 10 to 15 percent drop in rents nationwide); Angela Pruitt, Commercial Real Estate 
Downturn More Dire Than Expected, Daily Bankr. Review, Dec. 1, 2008, at 8 (predicting 35 percent drop 
in commercial property values from 2007 peak). 

7 Kahn Decl. ¶ 16, 32; see Lingling Wei and Jon Hilsenrath, Developers Ask U.S. for Bailout as Massive 
Debt Looms, Wall St. Journal, Dec. 22, 2008, at A1 (discussing credit market’s systemic lack of capacity to 
refinance $530 billion of performing commercial real estate loans expiring in next three years). 
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2. Immediate Public Auction 

 Courts routinely direct the sale of property in public auctions, and federal equity 

receivers are specifically authorized to sell real estate at auction with court approval.  See 

28 U.S.C. § 2001(a).  The Receiver has considered the costs and benefits of a traditional 

public auction process and has determined it would not maximize the value of any of the 

Wextrust assets. 

 A traditional public auction would provide some benefits.  Sales could be 

executed quickly, and the proceeds could be used to pay creditors immediately.  

Similarly, immediate sales would relieve the estate of continued operating costs, which 

could result in a net savings for properties with negative cash flow.  Transaction costs for 

such sales would be relatively low in comparison to other marketing processes.  Prompt 

sales would also minimize the risk to the estate of further deterioration in the market for 

the properties. 

However, those benefits are outweighed by the costs of this option.  Studies have 

shown that such a forced sale – commonly known as a “fire sale” – typically results in a 

substantial distressed-sale discount.  See, e.g., Christopher J. Mayer, Assessing the 

Performance of Real Estate Auctions, 26 Real Estate Economics 41, 42, 61-62 (1998) 

(such traditional real estate auctions typically sell property at discount as much as one-

third below fair market value, with discount increasing in down markets); Marcus T. 

Allen and Judith Swisher, An Analysis of the Price Formation Process at a HUD Auction, 

20 J. Real Estate Research 279, 295 (2000) (HUD auction prices persistently below 

predicted market values).  Thus, the proceeds of such a sale would in all likelihood be far 

below fair market value.  (Kahn Decl. ¶ 46).   



- 17 - 
 

As discussed below, the Receiver has determined that marketing the real estate 

portfolio in an orderly fashion, using a flexible process tailored to each property’s 

location, characteristics and value, is more likely to result in sales at fair market value 

than selling the properties in a traditional “courthouse-steps” auction.  The Receiver’s 

marketing and sales process is designed to avoid a distressed-sale discount through more 

extensive and effective marketing, more complete disclosure of information, and greater 

flexibility.  Hilco will use a variety of advertising techniques in an effort to reach 

potential buyers in a cost-effective manner.  For example, Hilco’s press release 

announcing the sale of the Park View generated immediate media coverage that 

undoubtedly increased the level of interest in the hotel.  See Alby Gallun, Bank Trying to 

Sell Loan on Former Wextrust Hotel, Chicago Real Estate Daily, Nov. 5, 2008.  Hilco 

will conduct personal canvassing, in-person and telephone meetings with prospective 

purchasers, and property tours, as appropriate.  Potential buyers will be given an 

opportunity to conduct due diligence pursuant to appropriate confidentiality agreements, 

and to raise questions and concerns about the properties.  In order to control costs, Hilco 

will establish a virtual due diligence room on its website accessible to parties who have 

entered into such agreements.  Hilco can use a variety of sales techniques to maximize 

selling prices, such as setting bid deadlines; requesting sealed bids; holding auctions; 

establishing minimum prices; selecting a “stalking horse” bidder; and/or reserving the 

right to reject or renegotiate the highest bid for a particular property.  Those measures can 

be expected to increase the number of potential purchasers and to ensure that sale prices 

are more consistent with fair market value.  (Kahn Decl. ¶ 45; see Section F, infra). 
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3. Bankruptcy Filing 

 As directed by the Court, the Receiver has carefully considered whether any or all 

of the Wextrust Entities or Affiliates should file bankruptcy petitions.  Based on the 

advice of the Receiver’s bankruptcy counsel and other advisors, and on the Receiver’s 

business judgment, it would not be in the best interests of the receivership estate for any 

of the entities to file bankruptcy petitions at the present time. 

 Bankruptcy can provide significant benefits.  For example, a Chapter 11 

bankruptcy case can enable a corporate debtor to stay foreclosure actions by secured 

creditors, compromise creditor claims, and emerge under a plan of reorganization.  The 

Bankruptcy Code and Rules provide well-established procedures, and the Bankruptcy 

Court has the institutional competence to administer those procedures.  A bankruptcy 

filing of all of the Wextrust Entities and Affiliates would avoid any concern about 

running afoul of the Second Circuit’s admonition to the district courts to avoid using 

equity receiverships to circumvent bankruptcy and to avoid conducting bankruptcy 

procedures in the district court.  See, e.g., SEC v. Am. Bd. of Trade, Inc., 830 F.2d 431, 

437-38 (2d Cir. 1987). 

 However, a bankruptcy in the circumstances of this case would result in severe 

adverse consequences.  In a bankruptcy case, the individual single asset limited liability 

companies would become debtors in possession and the Receiver, in his role as managing 

member of those companies, would continue to manage the property owned by them, 

subject to the supervision of the Bankruptcy Court.  (12/17/08 Mem. Decision at 11-13).  

In addition, one or more creditors’ committees could be appointed, and would be entitled 

to retain counsel and professional advisors, also at the expense of the estate.  See 11 

U.S.C. §§ 1102, 1103.  In this case, there is reason to believe that the existing unofficial 
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creditors’ committees would seek official recognition in a bankruptcy case, adding to the 

administrative costs of the estate.   

In addition, a bankruptcy filing would further delay a distribution to victims of the 

Wextrust fraud.  As one respected jurist has noted, in comparison to receiverships, 

“[c]orporate bankruptcy proceedings are not famous for expedition,” Scholes v. Lehmann, 

56 F.3d 750, 755 (7th Cir. 1995) (Posner, J.).  In the Receiver’s judgment, it is likely that 

the expense and delay added by the commencement of Chapter 11 cases by one or more 

of the Wextrust Entities or Affiliates would be substantial. 

 Another adverse consequence of bankruptcy is that it would likely favor some 

groups of victims over others.  In bankruptcy, lenders having perfected mortgages and 

rent assignments with respect to each individual property would have priority over all 

unsecured creditors and investors, and would be entitled to adequate protection of their 

interests in the debtor’s property.  See, e.g., 11 U.S.C. §§ 362(d), 363(e), 364(d).  

Wextrust investors, all or substantially all of whom are tort creditors with unliquidated 

claims, (see 11/14/08 Tr. at 5-6, 35-36; Scholes v. Lehmann, 56 F.3d at 754, 755 (victims 

of securities Ponzi scheme who purchased limited partnership interests were tort 

creditors)), would be required to litigate their fraud claims, likely increasing further the 

costs to the estate. 

 Based on the Receiver’s analysis, the benefits of Chapter 11 would not outweigh 

those substantial costs.  It is unlikely that any of the Wextrust Entities or Affiliates – 

individually or collectively – could advance a plan of reorganization that has any 

reasonable possibility of being confirmed.  The overall Wextrust enterprise has little, if 

any, value as a going concern.  The senior managers have been indicted or resigned.  The 
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enterprise was poorly organized and managed, and was characterized by inadequate 

financial controls, no effective system of recordkeeping, and systematic misuse of 

investor funds.  The Wextrust organization has no track record of success in real estate 

management.  Indeed, the Receiver’s investigation has validated the SEC’s allegation that 

the enterprise was operated as a Ponzi scheme, such that the real estate portfolio was kept 

afloat only by misusing the proceeds of securities sales to pay overhead, such as payroll 

and travel expenses.  (See First Interim Report at 63-66, 68-74, 79-86).  Based on the 

company’s history, particularly in light of current market conditions, there is no reason to 

believe that any lender would provide sufficient debtor in possession financing for such a 

reorganization (Kahn Decl. ¶ 16; Ben Levisohn, Loans to Companies in Bankruptcy Dry 

Up, Bus. Wk., Jan. 7, 2009 (online version) (DIP financing fell from $7.9 billion in 

second quarter of 2008 to $2.9 billion in fourth quarter)).  Thus, in the Receiver’s 

judgment, the possibility of reorganization is remote at best, and the potential benefit of 

reorganization should be given little if any weight.8 

Absent reorganization, there is no reason to believe that liquidation in bankruptcy 

would yield a better result than a forced auction by the Receiver.  As discussed above, a 

forced auction of the properties, whether under the auspices of this Court or the 

Bankruptcy Court, would likely result in sales at substantially below the fair market value 

                                                 
8 In the Receiver’s judgment, this analysis applies not only to the ultimate Wextrust parent entity, Wextrust 
Capital, LLC, but also to the intermediate subsidiaries – WEP, WDG and Axela – that managed other 
Wextrust Affiliates.  Both the intermediate subsidiaries and the single asset real estate companies that held 
Wextrust properties were managed by the same group of individuals as Wextrust Capital, under the 
supervision of defendants Byers and Shereshevsky, and suffered from the same profound problems.  The 
downstream Wextrust Affiliates that held individual assets were generally single asset real estate 
companies that existed only on paper.  The assets of all of the entities were systematically commingled, and 
there was a generalized failure to observe corporate formalities.  In those circumstances, there is no reason 
to believe that any one or a combination of the Wextrust Entities and Affiliates could be reorganized 
successfully.  See First Interim Report at 11-14, 18, 63-66, 68-78. 
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of the properties.9  Especially in light of the added costs and delay of bankruptcy, there is 

no reason to believe that such a sale would provide a net economic benefit the 

receivership estate. 

In considering bankruptcy, the Receiver has been mindful of the history of 

abusive bankruptcy filings in so-called single asset real estate (“SARE”) cases.  Congress 

recently enacted the Bankruptcy Abuse Prevention and Consumer Protection Act of 2005, 

Pub. L. 109-8, 119 Stat. 23 (2005), which amended the Bankruptcy Code in certain 

respects that are particularly relevant to this case.  One of the purposes of the Act was to 

deter SARE companies from filing bankruptcy petitions for the improper purpose of 

thwarting the efforts of secured creditors to exercise their rights to foreclosure under state 

law.  The amendments expanded the definition of SARE to cover companies such as the 

Wextrust Affiliates that own the properties at issue, and made it easier for secured 

creditors to obtain relief from the automatic stay in bankruptcy.10  With respect to 

properties that are worth less than the secured creditors’ interests, the SARE provisions 

likely would lead to foreclosure in any event, and a bankruptcy filing would only delay 

that outcome and dissipate the estate.   

Thus, in the case of the Rogers Plaza shopping center in Grand Rapids, MI, which 

was worth less than the secured debts the Court granted the Receiver’s application to 

relinquish the property, finding that “a bankruptcy would take more time, cost more 

                                                 
9 Kahn Decl. ¶ 46; see Todd C. Pulvino, Effects of Bankruptcy Court Protection on Asset Sales, 52 J. Fin. 
Econ., 151, 178-79 (1999) (sales under bankruptcy court supervision result in substantial discounts from 
fair market value). 

10 See 11 U.S.C. § 101(51B) (amended definition of SARE), § 362(d)(3) (providing for relief from 
automatic stay where reorganization is unlikely and income from property is insufficient to pay interest to 
secured creditors); In re Scotia Pacific Co., LLC, 508 F.3d 214 (5th Cir. 2007); In re Kara Homes, Inc., 363 
B.R. 399 (D.N.J. 2007).  Counsel for one of the unofficial creditors’ committees in this case conceded that 
a bankruptcy filing in this case “may” be an abusive filing.  (12/22/08 Tr. at 24).  
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money and more likely than not end the same way, with a foreclosure proceeding.”  

(12/22/08 Tr. at 39).  Moreover, the strong federal policy against bankruptcy filings by 

companies such as the Wextrust Entities and Affiliates in circumstances where 

foreclosure is imminent weighs against bankruptcy as an appropriate option in this case.   

Based on the foregoing, the Receiver has determined that it would not be in the 

best interests of the estate to file any bankruptcy petitions at this time.  The Receiver will 

continue to monitor the properties, with the assistance of bankruptcy counsel and 

professional advisors, in light of evolving circumstances and market conditions.  Should 

it appear, based on changed circumstances, that bankruptcy filings are warranted, the 

Receiver will notify the Court and interested parties promptly.   

4. Consensual Foreclosure  

 The number and amount of Wextrust securities offerings peaked in 2007, when 

Wextrust Securities raised more than $50 million to finance real estate projects.  (See 

First Interim Report at 18-21, 30-31).  Since 2007, the residential real estate market has 

suffered its largest decline in four decades.  U.S. home prices have fallen every month 

since January 2007, and dropped by 18 percent between October 2007 and October 2008.  

According to recent reports, the rise in residential foreclosures has further depressed 

home prices, so much so that the prices for private sales have fallen to the same level as 

foreclosure sales.  Jack Healy, Home Prices Fell at Their Sharpest Pace in October, N.Y. 

Times, Dec. 31, 2008 at B3. 

Along with the overall market, the value of the Wextrust residential real estate 

portfolio has fallen precipitously.  The purchase of those properties was heavily 

leveraged through secured mortgage financing.  Based on Hilco’s valuation analysis, with 

the exception of the Brooklyn condominium project discussed above, the value of the 
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Wextrust residential properties has fallen substantially below the amount of secured 

interests in the properties.  (Kahn Decl. ¶ 37). 

The Receiver has considered whether to cooperate with secured lenders in 

foreclosure proceedings.  It is unlikely that foreclosure would result in any proceeds to 

the receivership estate.  Indeed, it is more likely to result in liabilities.  Because the value 

of the properties appears to be lower than the amount financed (typically 80 to 90 percent 

of the purchase price), the proceeds of foreclosure sales would be insufficient to pay the 

secured lenders, who would be entitled to be paid first out of such proceeds.  To the 

extent the proceeds are insufficient to pay those debts, the lenders may have deficiency 

claims against the estate.  Although the estate would be entitled to any proceeds in excess 

of the secured debt, the Receiver does not expect any such surplus.   

Despite those costs, however, foreclosure on the Wextrust residential properties 

would result in net economic benefits to the receivership estate when compared to other 

options.  The estate is required to pay substantial ongoing costs to preserve the value of 

the residential properties.  For example, the estate has paid for security, insurance, 

winterization and other expenses to prevent deterioration from the elements and 

vandalism.  In foreclosure, the lender would have an economic incentive to preserve the 

value of the property, and could be expected to pay such costs.  Relinquishing distressed 

properties to the secured lenders would also reduce the administrative costs of the estate 

by relieving the Receiver, other professionals and Wextrust employees of the 

responsibility for managing those properties.  (See 12/22/08 Tr. at 30-31, 38-40 

(discussion of lender’s management of property and payment of expenses pending 

foreclosure)).   
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Based on the foregoing, the Receiver has determined that, for several properties, 

consensual foreclosure appears to be in the best interests of the receivership estate and the 

Wextrust stakeholders as a whole.  Those properties are the following:   

• 2435 West Belmont (Chicago Condominium Development) 
• 2825 Oakley (Chicago Condominium Development) 
• 410 E. Magnolia (Jersey Shore Condominium) 
• 625 Paragon (Chicago Condominium Development) 
• Hamptons of Hinsdale (Illinois Residential Development) 
• Hilltop Apartments (Indiana Apartment Building) 
• Riverside Arcade (Illinois Office/Retail Building) 
• St. Francis (Wisconsin Condominium Development) 
• Stonebridge Woods (Chicago Suburban Subdivision) 

 
More detailed information about those properties is contained in Exhibit A to the 

Kahn Decl.  The Receiver will submit a motion and proposed order seeking the Court’s 

approval for the relinquishment of those properties, on notice to interested parties. 

5. Implement Revised Business Plans 

 As discussed above, the business plans for all Wextrust real estate projects 

contemplated a sale or refinancing of the project after a specified holding period.  In most 

cases, the business plans have not been executed, and the properties have not been held 

for as long as contemplated. 

 The Receiver has developed a modified plan for a total of 21 WEP properties, 

some of which have multiple assets.  Those assets are listed below and further 

information on each of the properties is included in Exhibit B to the Kahn Decl.  The 

marketing and sales process for those assets is described in further detail in the next 

section.  In each case, the Receiver, based on advice and analysis from Hilco, Deloitte, 

counsel and Wextrust staff has determined that an orderly sale of the property at fair 

market value is in the best interests of the estate.  That determination takes into account 
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the value of the properties, secured debts, transaction costs associated with marketing and 

sale, and the time needed to market and sell the properties.  Based on all those 

considerations, the Receiver expects that the sale of the properties will result in a net 

economic benefit to the receivership estate and the Wextrust stakeholders as a whole. 

• 116 N. York Road, LLC 
• 45 South Washington Street Holdings, LLC 
• Bax Realty Holdings, LLC 
• Belle Meade Centre Partners, LLC 
• Clarksville Industrial Holdings, LLC 
• Commerce Center Holdings, LLC 
• Corinth Industrial Holdings, LLC 
• Executive Plaza Holdings, LLC 
• First Highland, LLC 
• Hammond Industrial Holdings, LLC 
• Interstate Park Holdings, LLC 
• Myatt Holdings, LLC 
• New Salem Holdings, LLC 
• Park Village Holdings, LLC 
• Peoria Office Holdings, LLC 
• Shallowford Holdings, LLC 
• South Pine Street Holdings, LLC 
• Tennessee Office Holdings, LLC 
• West Bearden Holdings, LLC 
• Wilma Rudolph Holdings, LLC 
• Workman Road Holdings, LLC 

 
 The Receiver will be required to spend additional funds to preserve the value of 

the assets pending sale.  Those expenditures will be limited to the minimum amounts 

necessary, and in most cases will be less than those contemplated by the business plans. 

 With respect to the high yield loan portfolio, the Receiver is assessing whether the 

estate’s interest in any of the loans can be sold to third parties on terms that would 

provide an economic benefit to the estate.  At the same time, the Receiver is taking steps, 

with the assistance of Hilco, to collect on the loans, and is pursuing Wextrust’s remedies 

in pending foreclosure proceedings.   
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6. Workout Negotiations With Secured Lenders 

The three hotel assets managed by Axela – the Park View, Crowne Plaza and 

Wyndham Drake – are valuable properties worth tens of millions of dollars.  Based on the 

Receiver’s efforts to market the Park View Hotel, it is expected that there will be a high 

level of interest in the properties by potential buyers, despite the current state of the 

economy and the deterioration of the hospitality market.  Because the properties were 

purchased at the height of the market on a heavily leveraged basis, the receivership estate 

has little or no equity based on the current value of the hotels.  Moreover, the costs of 

operating the hotels, both in cash and in administrative burden, are higher than those of 

any of the other properties.  There is also a risk that the value of the hotels will continue 

to decline over time.   

The Receiver has had extensive discussions with the secured creditors on the 

hotel.  Because of the high value of the properties and the circumstances surrounding 

them, the Receiver is exploring the possibility of restructuring the debt and/or assisting 

the creditors by selling the properties for their benefit, in return for some economic 

contribution to the estate. 

*  *  *  *  * 

The Receiver has also considered various other options, such as a bulk sale of 

substantially all of the assets of one or more of the Wextrust Entities and Affiliates; 

securitization of Wextrust assets, such as receivables on the high yield loan portfolio; and 

even an application for relief under the federal government’s Troubled Asset Relief 

Program.  To date, the Receiver has not developed any viable alternative approaches.  

The Receiver welcomes suggestions and ideas from interested parties, and will carefully 

consider any rational option. 
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F. MARKETING AND SALES PROCESS FOR SELECTED WEXTRUST 
PROPERTIES 

The Receiver has designed a marketing and sales process for the WEP and Axela 

properties identified in Section E, above.  The process is designed to maximize the value 

of the receivership estate by obtaining the highest price for the properties, minimizing 

transaction costs and facilitating an expeditious distribution to victims of the alleged 

scheme.   

The Receiver has sought to take into account the unique characteristics of the 

Wextrust portfolio, as well as current economic and market conditions.  As described 

below, the marketing strategy includes both a national initiative for the entire portfolio of 

properties and a property-specific and geographically targeted approach for each asset.  

That strategy is designed to reach the broadest spectrum of potential purchasers, from 

smaller local end-users to large regional, national and global investors.  Similarly, the 

negotiation strategy provides for varying approaches based on the characteristics of the 

properties, including sealed bids and more conventional processes.  The Receiver’s 

marketing and sales process consists of three phases – preparation, marketing and 

execution – which are described below. 

1. Preparation Phase 

The Receiver and his advisors are actively preparing to market and sell the 

properties.  Those preparations are expected to be substantially completed over the next 

month.  The preparation phase includes collecting information on each of the properties, 

including financial information, rent rolls and other management information, such as the 

materials contained in Exhibit B to the Kahn Decl., as well as customary and necessary 

surveys, title reports and the like.  Deloitte and Wextrust personnel are assisting in 
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compiling that information.  In addition, Hilco is preparing marketing materials, 

including brochures, website content, signage and advertising copy, as well as direct 

marketing materials to be sent to potential purchasers.  (Kahn Decl. ¶ 43-44).  

Receivership attorneys are preparing standard form contract documents, confirmation 

applications and other legal materials to expedite the execution phase, as described 

below.   

2. Marketing Phase 

The Receiver has determined that an effective marketing strategy calls for 

providing as much information as possible to the largest number of potential purchasers.  

In sales of real estate of the size and scale of the Wextrust portfolio, it is common to 

spend one to two percent of the value of the property for marketing.  In light of the 

circumstances of this case, in which a large number of investors have suffered 

devastating losses, the Receiver will take a far more conservative approach in order to 

minimize transaction costs while ensuring an effective marketing effort.  (Kahn Decl. ¶ 

44).   

The strategy includes direct marketing, print advertising, online listings and 

Internet-based information facilities.  In order to maximize interest, Hilco will issue a 

“kickoff” press release announcing the sale of the entire group of properties, followed by 

strategic print and online advertising.  Profiles of each property will be available on both 

the receivership website and the Hilco website.  Hilco will contact potential purchasers 

directly by email, telephone and in-person meetings.  In some cases, Hilco may seek to 

partner with local real estate brokers to maximize exposure.  (Kahn Decl. ¶ 44). 
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During the marketing phase, Hilco will provide additional information to parties 

contemplating serious offers on a confidential basis.11  In order to minimize transaction 

costs, Hilco will establish a secure web-based due diligence facility that will be available 

to interested parties who have entered into confidentiality agreements.  Prospective 

buyers will be permitted to visit the properties as appropriate.  The Receiver and his 

advisors will be available for discussions with such parties through the process of offer 

and acceptance.  Depending on the extent of interest and the amount of any offers, the 

Receiver may elect to withdraw one or more properties from the market temporarily or 

permanently, in order to revisit the plan for management of such properties.  (Kahn Decl. 

¶ 45). 

3. Execution Phase 

All sales will be subject to confirmation by the Court, as provided by the Receiver 

Order and applicable law.  In order to minimize transaction and administrative costs, the 

Receiver will seek to combine as many transactions as practicable in a single application.  

The Receiver will provide notice to interested parties sufficient to comply with the 

Receiver Order and due process requirements.  Upon confirmation, the Receiver will seek 

to consummate the transaction as soon as possible.  Sale proceeds will be maintained by 

the receivership estate, pending further order of the Court. 

G. CONCLUSION 

The foregoing reflects the Receiver’s best professional and business judgment on 

an effective plan for managing the Wextrust real estate portfolio.  Although the Receiver 

has relied heavily on qualified and experienced attorneys, accountants and consultants in 

                                                 
11 Such additional information may include estimated operating results, cash flow projections, discounted 
cash flow analyses, comparable sales data, market demographics and various other data.  
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formulating the plan described above, the performance of the properties is ultimately the 

Receiver’s responsibility.  Based on that performance, and on the results of the marketing 

and sales process described in Section F, above, the Receiver may alter the management 

of the properties as necessary to maximize the value of the estate.  The Receiver 

respectfully solicits comments, questions and advice from the Court and interested 

parties.  The Receiver expects to submit a Second Interim Report in February 2009, 

which will include updated information on the management of the properties. 

Dated: New York, New York 
 January 15, 2009   Respectfully submitted, 
 

TIMOTHY J. COLEMAN  
Receiver for Wextrust Entities 

 
DEWEY & LeBOEUF LLP 
1301 Avenue of the Americas 
New York, New York 10019 
Tel: (212) 259-8000 
 
 Of Counsel. 
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Via ECF Notification & Electronic Mail 
Shalom Jacob, Esq. 
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Attorneys for purported group of investors 
described as INTERNATIONAL AD-HOC 
COMMITTEE OF WEXTRUST 
CREDITORS 
 
Martin Siegel, Esq. 
Attorney for purported group of investors 
described as INTERNATIONAL 
CONSORTIUM OF WEXTRUST 
CREDITORS 
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EQUIPMENT FINANCE, INC. 
 
David B. Gordon, Esq. 
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Harris Kay, Esq. 
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Attorneys for non-parties TIMOTHY M. 
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UNITED STATES DISTRICT COURT 
SOUTHERN DISTRICT OF NEW YORK 
 

SECURITIES AND EXCHANGE COMMISSION, 

    Plaintiff, 

 - against - 

STEVEN BYERS, JOSEPH SHERESHEVSKY, 
WEXTRUST CAPITAL, LLC, WEXTRUST 
EQUITY PARTNERS, LLC, WEXTRUST 
DEVELOPMENT GROUP, LLC, WEXTRUST 
SECURITIES, LLC, and AXELA HOSPITALITY, 
LLC, 

    Defendants, 

  - and -     
        
ELKA SHERESHEVSKY,    
    Relief Defendant.  

 

 

  

           No. 08 Civ. 7104 (DC) 

           ECF Case 

 
DECLARATION OF MITCHELL P. KAHN IN SUPPORT 

OF RECEIVER’S PLAN FOR MANAGEMENT OF 
WEXTRUST REAL ESTATE PORTFOLIO 

 
 
MITCHELL P. KAHN, being duly sworn, deposes and says: 
 
1. I am the former Chief Executive Officer (“CEO”) of Hilco Real Estate, LLC 

(“Hilco”).  I was the acting CEO of Hilco at the time Hilco was engaged by Timothy J. Coleman, 

duly appointed receiver herein (“Receiver”), to advise him in the above-captioned matter.  I 

served in this capacity until I was succeeded by Neil R. Aaronson, but am still a principal of 

Hilco and continuing to work in the same capacity on this project through the end of the 

engagement. 

2. I have extensive experience in commercial real estate development and deal 

making involving restructuring, disposition, lease renegotiation, and acquisitions.  I am a 
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graduate of the University of Wisconsin School of Business and the Northwestern University 

School of Law, and formerly practiced real estate law and developed and managed numerous 

retail shopping centers. 

3. This declaration is submitted in support of the Receiver’s Plan For Management 

of Wextrust Real Estate Portfolio (“Plan for Management”).  Except as otherwise indicated, I 

have personal knowledge of the matters set forth herein and, if called as a witness, would testify 

competently thereto.1   

BACKGROUND AND SUMMARY OF HILCO ENGAGEMENT 

4. Hilco’s parent company, The Hilco Organization, is the nation’s leading asset 

valuation and disposition firm.  Hilco provides an array of advisory services to help businesses 

improve leverage and cash flow by repositioning and restructuring their real estate commitments, 

with a focus on optimizing value in the shortest time frame possible.   

5. Hilco was retained by Dewey & LeBoeuf LLP, counsel to the Receiver, in 

September 2008.  Since this time, I and others under my direction have been assisting the 

Receiver in ascertaining, among other things, (i) the financial condition of the Wextrust Entities 

and Affiliates and, particularly, the real estate interests held by the Wextrust Entities and 

Affiliates; (ii) measures needed to prevent further dissipation of the property and assets of 

Wextrust Entities and Affiliates; and (iii) whether one or more of the Wextrust Entities and 

Affiliates should undertake a bankruptcy filing. 

6. The Receiver has directed Hilco to perform valuations of the numerous real estate 

properties held or controlled by the Wextrust Entities and Affiliates and make recommendations 

regarding a course of action, including sale, retention, or relinquishment of interest.   

                                                 
1  Certain of the disclosures set forth herein relate to matters within the knowledge of other members at Hilco, 
and are based on information provided by them. 
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7. Our approach to this engagement was undertaken in three phases.  Phase 1 was 

the valuation phase, which is discussed in greater detail below.  During this phase, our team met 

with the Receiver, his attorneys and other advisors, and former Wextrust employees in Chicago, 

Nashville, and Bethesda, for a comprehensive briefing relating to the engagement.  Our team 

then took additional valuation steps including, among other things, reviewing the books and 

records of the Wextrust Entities and Affiliates, physically inspecting the properties in question, 

collecting information from additional outside sources, and conducting valuation analyses 

applying accepted principles and methods commonly used by professionals in valuing and 

appraising real estate.  This phase concluded with the submission of individualized written 

reports to the Receiver detailing, among other things, Hilco’s valuation of each property, future 

projections relating to cash flow and other factors for each property, and a recommended 

disposition for each property.   

8. Phase 2 of Hilco’s approach is ongoing, and includes providing advice and 

recommendations to the Receiver regarding the most effective way to maximize the value of the 

specific real estate assets comprising the receivership estate as well as assisting with ongoing 

management of the Wextrust properties.  With the participation of the Receiver, his legal 

counsel, and his other advisors, Hilco has been assisting the Receiver in determining whether 

certain assets should be relinquished.  Attached hereto as Exhibit A is a description of each of 

the assets that Hilco has recommended the Receiver relinquish in short order and the reasons 

therefore.  In addition, Hilco has been working with the Receiver in determining which assets 

can be monetized, the time frame for any such monetization, the best methods of monetizing 

those assets, whether assets should be packaged or sold on an asset-by-asset basis, determining 

the forms of consideration to be received by the estate, and the like.  Attached hereto as Exhibit 

B is a description of each of the assets that Hilco has recommended that the Receiver sell and 
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relevant information regarding each of the assets. 

9. Phase 3 of Hilco’s approach is also still ongoing, and primarily will involve the 

implementation of the strategy determined in Phase 2 to maximize the value of the receivership 

estate.  This phase will include, among other things, the development, design, and 

implementation of an individualized marketing program for the sale or relinquishment of certain 

receivership assets, as described in greater detail below and in the Plan for Management.  Phase 

3 of Hilco’s engagement will also entail the coordination of the sales processes for the sale of 

certain assets after consultation with and approval by the Receiver and his legal counsel, 

assistance in the negotiation of sale and relinquishment terms, regular reporting to the Receiver 

and his advisors, and participation and attendance at court hearings, where appropriate, when 

approval is sought for any transaction involving receivership real estate assets. 

10. Several Hilco team members have participated in this engagement in a variety of 

capacities, and their specific involvement is outlined in greater detail below.  Personally, in 

addition to my supervisory role, I offered consulting advice focused on, among other things, 

commercial real estate development and disposition. 

11. Hilco’s level of compensation for consulting and advisory services, however, was 

capped at a flat fee independent of the number of Hilco employees involved in the engagement 

or the total number of hours expended.  Hilco’s compensation consists of two separate 

components.  First, as compensation for Hilco’s consulting and advisory services, Hilco is paid 

in monthly installments of $165,000, currently through February 2009, subject to compliance 

with the Securities and Exchange Commission’s applicable fee guidelines and final approval by 

the Court.  Hilco may be required to continue its consulting and advisory services in some (albeit 

diminished) capacity after February 2009, and the parties will discuss appropriate compensation 

structure per the circumstances.  Second, as compensation for disposition services, Hilco will be 
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paid a disposition fee on a sliding scale based on the aggregate gross proceeds of each sale, 

ranging from 1.5% to 5% of the gross proceeds.  Any commissions Hilco receives on sales it 

brokers will be subject to disclosure to and review and approval by the Court in the context of 

Hilco’s final fee and expense application. 

VALUATIONS PROCESS AND ANALYSIS OF MARKET CONDITIONS GENERALLY 

12. At the direction of the Receiver and with the assistance of Deloitte Financial 

Advisory Services (“Deloitte”), Hilco conducted a valuation analysis for each asset within the 

Wextrust real estate portfolio.  The steps taken in this process with respect to each group of 

assets is described in greater detail below.  Generally speaking, Hilco employees reviewed the 

books and records of the Wextrust Entities and Affiliates, physically inspected the properties, 

and collected information from additional sources.  Hilco also reviewed and analyzed 

comparable transactions in each marketplace along with trends and statistics in that marketplace 

to get a better indication of value.  For example, some of this additional information centered on 

recent sales data relating to comparable properties, actual and projected leasing income from 

Wextrust properties, and expected returns on capital investments.  Hilco then reviewed all of the 

asset and market-specific information and applied accepted principles and methods commonly 

used by professionals in valuing and appraising real estate.   

13. In ordinary circumstances, professional real estate valuations like those compiled 

by Hilco for the Receiver provide a generally reliable measure of the fair market value of a 

property.  The actual sale price, however, of a unique property is determined by a wide variety of 

factors, and cannot be predicted with precision.  Moreover, the predictive value of such analysis 

is diminished during periods of volatility, particularly in real estate and credit markets.  Current 

market conditions have thus compounded the difficulty in predicting the sales price of Wextrust 

real estate assets.  



 
DC1312649.4 6 

 

14. As has been widely documented in the press, the current economic recession is 

getting progressively worse, which has led to a substantial nationwide decline in home prices and 

commercial rents as well as a collapse of the credit markets.  Accordingly, while Hilco was 

deferential to the results and expectations outlined in the respective business plans for each 

individual asset, it appears than in light of external market factors, the likelihood of achieving the 

results envisioned in most of the business plans is remote.  For example, although some of the 

business plans call for the individual properties to be held for many more years, there is a 

substantial risk that holding these properties for extended periods of time would result in greater 

losses in value, not to mention the expenditure of substantial additional carrying costs.  Indeed, it 

can be said generally that based on the circumstances of this case and current economic 

conditions, the continued operation of the real estate portfolio by the Receiver for an extended 

period would risk further losses to the estate.  Moreover, in light of the continuing decline in real 

estate prices, there is a substantial risk that holding the properties for extended periods would 

result in further losses in value.  

15. In evaluating the Wextrust real estate portfolio for the purpose of offering 

recommendations to the Receiver, Hilco explored available options for maximizing the value of 

any returns to parties-in-interest.  For example, Hilco evaluated the efficacy of raising additional 

capital to complete certain projects and/or selectively filing bankruptcy petitions for one or more 

of the assets.  Unfortunately, however, Wextrust lacked a well-functioning business organization 

and, with the indictment of its principals, the prospects for further financing appear to have 

evaporated.  The Receiver’s investigation reaffirmed the SEC’s initial allegation that the 

enterprise was operated as a Ponzi scheme, such that pieces of the portfolio were kept afloat only 

by misusing the proceeds of securities sales.  It has also become apparent that many of the 

Wextrust assets are severely overleveraged, diminishing financing prospects. 
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16. Accordingly, based on the company’s history and current market conditions, there 

is no reason to believe that any lender would provide sufficient debtor-in-possession financing 

for a bankruptcy reorganization.  Likewise, neither bank financing nor the issuance of additional 

securities appears likely in this case in light of the fact that the market for commercial real estate 

credit has largely collapsed in recent months.   

17. I understand that the Receiver has decided not to include Hilco’s asset-specific 

valuations in the Plan for Management.  It is my belief that this decision is prudent in this case 

because disclosing the valuations publicly may adversely affect the Receiver’s ability to 

maximize the value of the estate by potentially imposing a de facto ceiling on the sales price.   

18. In the sections that follow, however, I have outlined the specific steps taken by 

Hilco during the respective investigatory and valuations processes for each category of assets.   

WEXTRUST EQUITY PARTNERS, LLC PORTFOLIO 

19. The Wextrust Equity Partners, LLC (“WEP”) portfolio is comprised of 23 real 

estate assets dispersed throughout the United States.  The business plans for the WEP properties 

generally contemplated that the individual property would be purchased, renovated or improved, 

and then sold or refinanced after a broadly defined holding period with the expectation of 

eventual profit.   

20. Todd Haney, President of Hilco’s Valuation Services, and his team have been 

primarily involved with investigating and valuating the WEP portfolio.  Over his career, Mr. 

Haney has managed hundreds of valuation and consulting assignments involving a broad range 

of property types throughout the United States and Canada.  Properties appraised include 

traditional industrial, retail, office and multi-family residential properties, as well as complex 

properties with environmental concerns, designated with historical status, and the like. 

21. Hilco’s approach to the WEP portfolio has been four-fold.  First, Mr. Haney and 
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his team took steps to gain a firm understanding of all of the real estate assets within the 

portfolio.  To accomplish this task, Hilco, among other things, completed site visits, conducted 

interviews and attended meetings with property managers or former Wextrust personnel familiar 

with the operation and lease/tenant profile of the assets, completed reviews of historical and 

projected lease data, and evaluated additional financial and contractual information related to 

each individual property.   

22. Second, as part of its ongoing advisory and consulting duties, Hilco advised the 

Receiver on all matters related to the WEP properties including, but not limited to, capital 

spending, leasing, and negotiations with lenders, numerous creditors, property management 

companies, and tenants. 

23. Third, Hilco developed valuation scenarios for each of the properties.  The 

valuation work entailed completing detailed discounted cash flow analyses encompassing re-

leasing assumptions for existing tenants and lease modeling for speculative tenants, expense 

projections, and application of capitalization and discount rates.   

24. Fourth, after consultation with and approval by the Receiver and his other 

advisors, Hilco began developing individualized marketing strategies for 21 of the assets that 

were determined to have potential positive equity value.  This task is still ongoing.   

AXELA HOSPITALITY, LLC PORTFOLIO 

25. The Axela Hospitality, LLC (“Axela”) portfolio includes three hotel properties.  

The investigatory and valuation process related to Axela was supervised by Neil R. Aaronson, 

the current CEO of Hilco.  Mr. Aaronson received a J.D. from the University of Pennsylvania 

Law School and a Bachelor of Economics Degree from the Wharton School of the University of 

Pennsylvania.  He brings 10 years of merger, acquisition, disposition, investment, and general 

deal-making experience to Hilco, including in the hospitality sector. 
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26. With respect to the Axela portfolio, Hilco completed multiple site visits to each 

property, held multiple in person meetings with the property managers for each hotel, and 

conducted detailed reviews of the historical and projected financial and contractual information 

for each property.   

27. As part of its valuation work, Hilco completed detailed discounted cash flow 

analyses and comparable hotel value analyses on each of the properties and utilized several 

different means of understanding the overall competitive environment for the lodging industry on 

both a macro and microeconomic level.   

28. As with the WEP portfolio, as part of Hilco’s advisory duties it also advised the 

Receiver on all matters related to the hotels including, but not limited to, matters relating to 

capital spending, hotel performance, and negotiations with lenders, numerous creditors, property 

management companies, and tenants.   

29. Furthermore, Hilco evaluated and consulted the respective business plan for each 

hotel property.  For example, with respect to the Wyndham Drake Hotel in Chicago, pursuant to 

the business plan disclosed to investors, Wextrust management planned to renovate the hotel 

over a period of 30 months, at an additional cost of $18.5 million, including a new wing with 100 

rooms and additional meeting space.  The business plan also contemplated that the hotel would 

be held for seven years.   

30. After a thorough evaluation of property-specific and market factors, however, it 

became clear that it would be impracticable, and probably impossible, for the Receiver to 

continue with the planned renovation and operation of the Drake.  First, the receivership does not 

have sufficient capital to finance such a renovation, and there is no reasonable likelihood that the 

Receiver could obtain sufficient financing in light of current market conditions.  Second, as 

disclosed to investors in the PPM, the plan involves a degree of risk that would be unacceptably 
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high in light of the Receiver’s role and fiduciary duties.  For example, the PPM listed as risk 

factors an economic slowdown, the impact on the lodging industry of increased energy costs, and 

unanticipated obstacles to execution of the business plan – all of which have materialized.  

Executing the renovation plan could result in heavy losses for the receivership estate and for 

Wextrust stakeholders as a whole.  Third, the continued operation of the hotel is expected to 

result in negative cash flow.  Finally, there is no reason to believe that an addition to the hotel is 

warranted in the current Oakbrook market.  Absent substantial improvements in economic 

conditions, of which there is no reason to predict based on current circumstances, holding the 

hotel for the planned seven-year period would likely incur large costs for the receivership estate, 

with no guarantee that any increase in the value of the hotel over that period would offset those 

costs.  Accordingly, a marketing plan for the hotel is currently being prepared and negotiations 

with the lender have begun. 

31. Changed circumstances and prevailing market conditions also led to the 

immediate creation and implementation of a complete marketing plan for the Park View Hotel.  

Hilco’s valuation model for the Park View included three options:  (1) sell the hotel immediately 

on an as-is basis at fair market value; (2) complete the planned renovation of the hotel and sell it 

after re-opening in late 2008; and (3) complete the renovation and continue to operate the hotel 

for at least 12 months before marketing the property.  Our model was based on data concerning 

sales of comparable properties, average daily room rates, occupancy statistics, and other market 

information.  Here, Wextrust management renovated the hotel at a cost of approximately $16 

million, more than $10 million in excess of the budgeted expense.  We also considered such 

factors as the cost to complete the renovation and reopen the property (more than $8 million), the 

cost of capital, and the property’s anticipated cash flow.   

32. With respect to the second and third options, Hilco performed a discounted cash 
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flow analysis to determine the present value of the proceeds of a future sale of the hotel, and 

compared those figures to the proceeds of an immediate sale under the first option.  Further, 

Hilco conducted a probability analysis to estimate the likelihood that the results envisioned in the 

second or third options could be achieved.  Based on that probability analysis, it is unlikely that 

the Receiver (or any successor manager) could successfully execute the Wextrust business plan, 

based on the current circumstances of Wextrust and current economic conditions.  Thus, the 

likelihood of successfully executing the Wextrust business plan for the Park View is low, and the 

downside risk of failure includes millions of dollars in additional expenses and liabilities.   

33. Accordingly, at the direction of the Receiver, Hilco began marketing the Park 

View on October 15, 2008.  Hilco prepared an offering memorandum for the Park View Hotel, a 

detailed due diligence package for all interested buyers, and issued a press release.  Hilco sent 

multiple blast emails to over 10,000 potential interested parties.  To date, Hilco has also spoken 

with approximately 150 interested buyers, toured approximately 40 groups through the building, 

has entered into confidentiality agreements and has worked with interested buyers to educate 

them on the status of the property and the disposition process on almost a daily basis.  In 

addition, Hilco has worked with Dewey LeBoeuf in negotiating with the lender, restaurant tenant 

and multiple lien claimants.  Hilco established a bid deadline of January 15, 2009, and has 

received multiple offers, which are being considered by the Receiver.  The bids involve various 

contingencies and are subject to further due diligence and discussion.  Moreover, although the 

Receiver now has several bids on the Park View, there is no guarantee that any of them will 

result in a sale that will produce a net economic benefit to the estate.  While the location of the 

property in the Lincoln Park area of Chicago has generated extensive interest, discussions with 

potential buyers indicate that the hotel presents certain challenges, including the fact that the 

building is 80 years old and the small room layouts are not optimal for a modern luxury property.  
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Moreover, the marker for the hotel has been impacted by current economic conditions.  Average 

room rates and revenue per room have declined, and such conditions are reflected in the fact that 

hotel transactions in the Chicago area fell by approximately 70 percent in 2008.  Accordingly, 

the Receiver is continuing to engage in discussions with secured lenders in an effort to identify 

alternatives for maximizing the recovery, if any, for the estate. 

34. After careful and comprehensive analysis and deliberation, individual marketing 

efforts are also underway for the final hotel property, the Crowne Plaza Phoenix Hotel. 

WEXFORD DEVELOPMENT, LLC PORTFOLIO 

35. The Wexford Development, LLC (“WDG”) portfolio consists of 8 residential real 

estate properties.  The specific business plans for each property contemplated that they would be 

sold on or before completion of construction. 

36. As with the WEP and Axela portfolios, a Hilco team lead by Geoffrey Schnipper 

has conducted a comprehensive review and valuation of the 8 real estate assets.  Mr. Schnipper 

specializes in single-asset and portfolio disposition of owned real estate, project management, 

and deal structuring.  He has represented a diverse client mix of REITs, Fortune 500 Companies, 

Banks, Home Builders, and the U.S. Bankruptcy Court handling the disposition of virtually 

every asset class of real estate.  He is also Certified Commercial Investment Member of the 

National Association of REALTORS. 

37. With respect to the WDG portfolio, Hilco conducted interviews with key former 

Wexford Development personnel, visited most of the properties, consulted local experts, and 

analyzed recent sale and current listing data to supplement Hilco’s results.  Hilco then performed 

feasibility analyses on incomplete developments using model driven build out and absorption 

scenarios to determine the viability of the project and identify any sources of positive equity.  

Based on this analysis, with the possible exception of two projects, the value of the WDG 
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residential properties has fallen substantially below the amount of secured interests in the 

properties. 

HIGH YIELD LOAN PORTFOLIO 

38. Jeffrey W. Linstrom, Hilco’s former General Counsel (now Executive Vice 

President), focused his attention on counseling related to the 11 loans comprising High Yield 

Debt Fund I and the 16 loans comprising High Yield Debt Fund.  Separate reports were provided 

for each loan fund complete with valuations and recommendations.  Mr. Linstrom has many 

years of legal experience in corporate reorganizations, bankruptcies, and lending transactions.  

Prior to joining Hilco, Jeff was a partner with Jones, Day Reavis Pogue and counsel with 

Skadden, Arps, Slate, Meagher Flom.  He has also served as counsel to debtors and creditors’ 

committees in some of the largest and most complex reorganization cases in the country.   

39. Specifically, Mr. Linstrom and his team served as business advisor to the 

Receiver with respect to the workout strategy on each of the loans in the High Yield portfolio.   

In this capacity, Hilco reviewed loan files on each loan, interviewed the relevant employees of 

Wextrust with respect to the loans, attended meetings and conference calls with the joint venture 

partners and loan participants, consulted with Dewey & LeBoeuf LLP and outside counsel on 

many issues related to the portfolio, and interfaced with other outside consultants with respect to 

many of the loans.    

40. Some of the loans were structured such that Wextrust had a joint venture partner 

while the remainder were set up so that Wextrust was the sole participant.  When a joint venture 

partner was involved, Hilco initated contact to propose acquisition of Wextrust’s position in the 

loans.   

41. Eleven of the sole participant loans were secured by 8 properties, which included 

industrial real estate, land, single and multi-family properties, and partially completed residential 
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projects.  Where Wextrust was the sole participant, Hilco performed a preliminary opinion of 

value on the underlying collateral of each loan.  The methods employed to value the collateral 

mirror those used to value the development portfolio.   

42. A majority of the loans are currently in default.  The specific Wextrust business 

plans, however, did not contemplate default or provide for that outcome.  The Receiver is 

pursuing remedies in the form of foreclosure proceedings with the expectation of a modest 

return, and remains open to a sale of the portfolio. 

COMPREHENSIVE MARKETING PLAN 

43.  Andrew Becker and Geoff Schnipper have been tasked with leading Hilco’s 

ongoing sales and marketing efforts for the Wextrust properties to be marketed for sale.  Hilco’s 

involvement has and will continue to focus on two phases of the marketing process.  The first 

step is the preparation phase, which is expected to be substantially completed over the next 

month.  The preparation phase entails collecting information on each of the properties including, 

but not limited to, rent rolls and other management information, customary and necessary 

surveys, title reports, and the like.  Deloitte and former Wextrust personnel are assisting in 

compiling this information.   

44. The second stage is the marketing phase, which will entail the preparation of 

marketing materials, including brochures, website content, signage and advertising copy, and 

direct marketing materials to be sent to potential purchasers.  In light of the circumstances of this 

case, the Receiver has adopted a marketing approach that is intended to minimize transaction 

costs while ensuring an effective marketing effort.  The strategy includes direct marketing, print 

advertising, online listings and Internet-based information facilities.  In order to maximize 

interest, Hilco will issue a “kickoff” press release announcing the sale of the entire group of 

properties, followed by strategic print and online advertising.  Profiles of each property will be 
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available on both the Receiver’s website and Hilco’s website.  Hilco will also contact potential 

purchasers directly by email, telephone, and in-person meetings.  Finally, in some cases, Hilco 

may seek to partner with local real estate brokers to maximize exposure.  Also, in sales of real 

estate of the size and scale of the Wextrust portfolio, it is common to spend one to two percent of 

the value of the property for marketing.  In light of the circumstances of this case, in which a 

large number of investors have suffered devastating losses, the Receiver will take a far more 

conservative approach in order to minimize transaction costs while ensuring an effective 

marketing effort. 

45. During the marketing phase, Hilco will provide additional information to parties 

contemplating serious offers on a confidential basis.  In order to minimize transaction costs, 

Hilco will establish a secure web-based due diligence facility that will be available to interested 

parties who have entered into confidentiality agreements.  Prospective buyers will be permitted 

to visit the properties as appropriate.  The Receiver and his advisors will be available for 

discussions with such parties through the process of offer and acceptance.  Furthermore, 

depending on the extent of interest and the amount of any offers, the Receiver may elect to 

withdraw one or more properties from the market temporarily or permanently, in order to revisit 

the plan for management of such properties.  Finally, Hilco can and will use a variety of sales 

techniques to maximize selling prices, such as setting bid deadlines; requesting sealed bids; 

holding auctions; establishing minimum prices; selecting a “stalking horse” bidder; and/or 

reserving the right to reject or renegotiate the highest bid for a particular property.  Those 

measures can be expected to increase the number of potential purchasers and to ensure that sale 

prices are more consistent with fair market value. 

46. Hilco has completed a full portfolio review of each asset’s characteristics and 

determined how best to market each asset individually.  As it has done throughout the entire 
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EXHIBIT A 
 

PROPERTIES THAT NEED TO BE RELINQUISHED 

 This exhibit describes those properties that the Receiver has determined that 

consensual foreclosure appears to be in the best interests of the receivership estate and the 

Wextrust stakeholders as a whole.  The Receiver will submit a motion and proposed 

order seeking the Court’s approval for the relinquishment of these properties, on notice to 

all interested parties.   

Wextrust Equity Partners 

410 E. Magnolia, LLC.  410 E. Magnolia consists of three units of a four-unit 

residential beach-house condominium building located in Wildwood, New Jersey.  The 

property has secured debt in excess of $380,000, which is currently in default.  The 

property, which needs repairs following the departure of renters, is typically rented out 

during the summer months.  Real estate values in the Wildwood area have plummeted, 

and there is substantial overcapacity in the local marketplace.  A recent appraisal 

conducted by the lender estimated the units worth at approximately $350,000.  After 

discussions with the lender, the lender has agreed to cap its secured claim on the property 

at $350,000, allowing the Receiver some period of time to market the property.  All 

marketing costs and property costs are being paid for by the lender.  To the extent the 

Receiver is successful in selling the property for an amount in excess of the lender’s 

capped claim, the proceeds will be available to the estate.  Alternatively, the lender has 

agreed to a short-sale in return for a release of any deficiency claims against the Wextrust 

Entities. 

Hilltop Apartments, LLC.  Hilltop Apartments consists of a 132-unit residential 

apartment complex located in Anderson, Indiana.  The property has secured debt of 
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approximately $3,159,000, which is currently in default.  Moreover, the apartment 

complex was already the subject of foreclosure proceedings prior to the commencement 

of the receivership and a separate receiver was appointed by the state court to manage the 

complex.  The complex presently has approximately 70% occupancy with substantial 

sums ($800,000) due in deferred maintenance.  Based on market analysis conducted by 

his advisors, the Receiver believes that current market valuations for the property are less 

than $2,000,000.  Hilltop Apartments, LLC has no equity in the underlying property.  The 

Receiver intends to enter into a stipulation of foreclosure or an agreement to sell the 

property out of the existing mortgage receivership with the mortgage lender in 2009 

which would release the receivership estate from any further liability or responsibility for 

the complex and extinguish all deficiency claims. 

Riverside Arcade, LLC.  Riverside Arcade owns the Arcade office/retail building 

located in Riverside, IL.  Prior Wextrust management gutted the building and had 

substantially completed renovations of the property when construction stopped in 2008.  

The property has a secured debt of $2.8 million, which was declared in default in October 

2008.  The building is vacant and in need of minor (but necessary) repairs.  The Village 

of Riverside has examined the property and requested an immediate sale.  The Receiver 

has received several expressions of interest in the property and Hilco is working with 

those potential buyers to consummate a transaction, with, hopefully, some return to the 

estate.  Before a transaction can take place, negotiations must occur with the lender.  If a 

transaction cannot be accomplished within the short term, the Receiver intends to 

relinquish the receivership’s interest at the earliest appropriate time, probably through a 

deed in lieu of foreclosure. 
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Wextrust Development Group 

Chicago Suburban Condominium Town Home Development.  Beginning in 2005, 

Wextrust Securities raised approximately $13.5 million ($8 million in debt and another 

$5.5 million in equity) to finance Hamptons of Hinsdale, a 116-unit residential 

development in Hinsdale, Illinois, 20 miles west of Chicago.  The project is located on a 

12.4-acre parcel of land purchased on July 15, 2002 for $18,000,000.  The project 

contemplates a total of 12 structures, including:  (a) seven buildings containing a total of 

23 luxury townhouses; and (b) five larger buildings with a total of 93 condominium 

apartments, with prices ranging from $339,900-$697,900 for condominiums and 

$695,000- $940,000 for townhomes.  The total development budget for the site was 

approximately $41 million, including the purchase of the land.  The secured debt on the 

project is approximately $24 million, with $20 million coming from a commercial 

mortgage lender and another $8 million from the Hamptons of Hinsdale mortgage fund 

(part of the private placement investment in the property).  The site work, including 

streets, drainage and utilities, has been substantially completed.  One townhouse building, 

which has 4 units, is nearly completed and one unit is occupied.  One of the five 

apartment buildings has been partially completed and is now undergoing a winterization 

funded by the commercial mortgage lender.  The town house unit was sold prior to the 

commencement of the receivership for $1,017,734. 

After consultation with Hilco, and based to a large extent on current poor 

economic conditions and the drop in condominium sales in this area, the Receiver has 

determined that continued development of project by the Receiver is not economically 

viable and will not result in a return to either category of investors.  The Receiver has 

received several inquiries from developers and a transaction involving a possible joint 
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venture with one of these developers which would recapture some portion of the investor 

contribution is currently being considered.  Unless this type of transaction can be 

expeditiously arranged, the Receiver expects to relinquish the receivership estate’s 

interest in the development to the commercial mortgage lender.  However, as described 

above, this relinquishment will require District Court approval. 

Chicago Suburban Subdivision.  Beginning in 2006, Wextrust Securities raised 

approximately $2.6 million to finance Stonebridge Woods, a single family home 

subdivision project in the suburban village of Homer Glen, Illinois, 11 miles southwest of 

Chicago.  The project contemplated the construction of 28 custom built homes, with 

prices ranging from $740,000 to $1,100,000.  The land for the project was purchased in 

March 2006 for $4,113,875.  The secured debt on the project is approximately $4.7 

million and is currently in default.  WDG has built two homes and completed 

improvements (e.g., sewage, drainage and utility conduits) on the remaining 26 lots.  The 

two completed homes are listed for sale for $890,000 and $675,000, respectively.  

After consultation with Hilco, and based in part on poor conditions for residential 

development in suburban Chicago, the Receiver has determined that the bulk sale of the 

lots and two finished homes will not be sufficient to pay the mortgage lender and there 

will be no return to investors.  The Receiver intends to enter into negotiations with the 

mortgage lender for a deed in lieu of foreclosure and for release of any deficiency claim. 

Chicago Condominium Development No. 1.  Beginning in 2008, Wextrust 

Securities raised approximately $1.1 million in private placement investments to finance 

the development and construction of 625 Paragon, a 28-story condominium project 

located on Division Street in the Old Town area of Chicago’s North Side.  The project 
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contemplated 241 mixed-income condominium apartments.  The Receiver is currently 

conducting an investigation with respect to the level of secured debt on this property, 

some of which (approximately $2.4 million) was funded by Wextrust, with part of that 

funding coming from Wextrust High Yield Fund III.  WDG, through an entity called 625 

Paragon Holdings, LLC, was to have made an equity contribution to a joint venture with 

John Breugelmans, the developer of 625 Paragon, but no such contribution was made and 

Breugelmans never contributed the property itself.  However, Wextrust still has claims 

against the property based on its secured debt positions, the levels of which are disputed 

by Breugelmans.  That debt would also be subject to the first mortgage position of 

Broadway Bank on a loan it made to a Breuglemans-owned entity, 625 W. Division 

Condominiums, L.P., in the amount of $5.35 million.  The joint venture has never broken 

ground on the project. 

The Receiver has determined not to participate further in any funding of the 

Paragon development project and to assert liens and other claims against the property.  

However, because any Wextrust lien position would be junior to the first mortgage of 

Broadway Bank and the value of property in its current condition would not pay the first 

mortgage, the Receiver does not expect any recovery based on Wextrust liens.  The 

Receiver’s counsel has entered into settlement negotiations with Breugelmans relating 

these liens positions and other aspects of his business relationship with Wextrust. 

Chicago Condominium Development No. 2.  Beginning in 2005, Wextrust 

Securities raised $4,450,220 to finance 2435 West Belmont, a 48-unit condominium 

project in the Hamlin Park neighborhood of Chicago’s North Side, with contemplated 

selling prices ranging from $378,000 to $472,500 for market-rate units (the project 
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included 8 affordable housing units with contemplated selling prices of $155,000 and 

$160,000).  The site for the project was purchased on February 15, 2007 for $3,344,008.  

The construction budget for the project was $8,362,000 in hard costs and approximately 

$2,807,000 in soft costs.  To date, an industrial building on the site has been demolished 

and the foundation for the apartment building has been completed.  The secured debt on 

the project is approximately $3.5 million plus whatever the joint venture entered into by 

WDG drew down to finance demolition and preliminary site work.  Prior to the 

commencement of the receivership, litigation ensued regarding the joint venture between 

WDG and Anita Goyal, the developer and owner of Centerstone Development, the 

general contractor.  All construction activity has ceased.  Ms. Goyal and Centerstone 

Development are currently the subject of involuntary bankruptcy petitions pending in the 

United States Bankruptcy Court for the Northern District of Illinois. 

Based on his consultations with Hilco, the Receiver has determined not to 

continue with the development of this property and to work with the mortgage lender in 

relinquishing the estate’s interest in the property.  This process is somewhat complicated 

by the aforementioned involuntary bankruptcy cases against Anita Goyal and Centerstone 

Development and may necessitate a formal foreclosure.  However, Hilco has recently 

communicated with an investor group who expressed an interest in acquiring the secured 

positions of the mortgage holder on this property and 2825 Oakley (discussed below) and 

making some payment to WDG and the Goyal-owned joint venture partner.  However, no 

agreement has been reached by any of the involved parties. 

Chicago Condominium Development No. 3.  2825 Oakley is a 19-unit luxury 

townhome project in the Lakeview neighborhood of Chicago, with originally 
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contemplated selling prices ranging from $638,000 to $765,000 for condominiums and 

$899,000 to $1,370,000 for town homes.  The land was purchased on September 29, 2005 

for $2.4 million.  No construction has commenced.  The secured debt on the property is 

approximately $2.4 million.  Like 2435 West Belmont, 2825 Oakley was a form of joint 

venture with Anita Goyal and her company Centerstone Development, which also acted 

as general contractor on this development.  As is the case with 2435 West Belmont, prior 

to the commencement of the receivership litigation had already ensued regarding the joint 

venture between WDG and Anita Goya and Goyal and Centerstone Development are the 

subject of involuntary bankruptcies.  All construction activity has ceased. 

The situation facing the Receiver is almost identical to 2435 West Belmont.  The 

Receiver has determined not to continue with the development of this property and to 

work with the mortgage lender in relinquishing the estate’s interest in the property.  As 

noted above, Hilco has recently communicated with an investor group who expressed an 

interest in acquiring the secured positions of the mortgage holder on this property and 

2435 West Belmont (discussed above).  However, none of the involved parties has 

reached any agreement. 

Wisconsin Condominium Development.  SF Development Co., wholly owned by 

WDG, purchased a 7.5 acre site in St. Francis, Wisconsin, a lake front community south 

of Milwaukee, on September 14, 2005, for $4,000,000.  SF Development contemplated 

building a 250-unit condominium development on the site.  No plans were drawn.  

Wextrust does not appear to have raised money for this project from private placement 

investors.  The purchase was financed by the seller, a not for profit group called 

Eastcastle Place.  Eastcastle holds a first mortgage loan in the amount of approximately 



- 8 - 
 

$3.4 million, with Wextrust having contributed approximately $600,000 of the remaining 

purchase price.  Subsequent to the commencement of the receivership, the borrower, SF 

Development, defaulted on the loan. 

Because there currently is no equity in the property, the Receiver has determined 

not to continue with the development of this property.  Discussions have commenced 

with the mortgage lender to relinquish any interest in the property through a deed in lieu 

of foreclosure or other procedure. 



EXHIBIT B 

PROPERTIES WITH AMENDED BUSINESS PLANS 

This exhibit provides information on three hotel assets managed by Axela 

Hospitality, LLC (“Axela”), for which the Receiver is exploring the possibility of 

restructuring the debt and/or assisting the creditors by selling the properties for their 

benefit, in return for some economic contribution to the estate.  It also provides financial 

information, rent rolls, and other management information on 21 Wextrust Equity 

Partners, LLC (“WEP”) properties.  The Receiver has developed a business plan different 

from that contemplated in the Private Placement Memoranda for these properties.  

Specifically, based on advice and analysis from Hilco, Deloitte, counsel, and Wextrust 

staff, the Receiver has determined that an orderly sale of the WEP properties at fair 

market value is in the best interests of the estate.   

Axela 

The Park View Hotel.  The Park View Hotel is a 194-room, 13-story property 

located in the Lincoln Park area of Chicago.  The hotel was built in 1923 and was 

formerly affiliated with the Days Inn chain.  The property was purchased by Wextrust 

Affiliate Gold Coast Investors, LLC on December 22, 2005 for approximately $15.5 

million.  The property was closed in December 2006 for an extensive renovation.  Since 

acquisition, Wextrust has spent approximately $16 million renovating the hotel from a 

Days Inn to an upscale, full-service boutique hotel.  The renovation of the hotel was 

substantially completed prior to the commencement of this case.  Before the hotel can be 

opened, however, an extensive punch list must be completed, hotel licensing issues must 

be resolved, necessary code work must be completed, mechanics’ and materialmens’ 

liens must be addressed, a certificate of occupancy must be obtained, furniture must be 
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installed, and other requirements must be met.  Opening the hotel will require a diligent 

effort over at least 60 days to complete the punch list on the property, finish necessary 

code work, purchase and install furnishings, hire and train staff, and obtain a certificate of 

occupancy. 

Apart from minor advertising fees, the hotel is not generating any revenues.  The 

funds in the Gold Coast Investors, LLC operating account have been depleted.  There are 

significant carrying costs associated with maintaining the hotel in its present status, 

including, but not limited to, monthly utility costs, which are currently being funded by 

fully-documented intercompany loans.  The existing debt to the secured lender alone on 

the property is in excess of $29 million.  That does not include amounts due and owing to 

the general contractor and various subcontractors, many of whom have filed liens against 

the property and are preparing to foreclose on the same.    

Based on Hilco’s evaluation and recommendation of the property and real estate 

and hospitality market conditions, the Receiver has determined that the best strategy for 

the hotel would be a sale.  It would simply be too costly and risky, within the 

receivership, to complete construction on and attempt to open the hotel.  Since November 

2008, in an effort to maximize returns for investors, the Receiver has been actively 

marketing the property through Hilco Real Estate, subject to Court approval of any sale, 

pursuant to the Receivership Order.  Hilco’s marketing efforts have generated significant 

interest in the marketplace.  Hilco set a deadline of close of business, Friday, January 9, 

2009 for receiving all bids on the property.  In the event the marketing effort proves 

successful and leads to a purchase and sale agreement, the Receiver will immediately file 

a motion with the Court seeking approval of the same.  To the extent that the bid process 
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proves to be unsuccessful, the Receiver will immediately file a motion with this Court 

seeking authority to relinquish the Park View hotel, and provide relief to all creditors and 

parties-in-interest from the Preliminary Injunction Order in securing and pursuing their 

remedies against the property. 
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Park View Hotel - Axela Hospitality 

Entity: Park View Hotel   
  
  
Debt: $27,600,000 of Principal + [$2,000,000] in 

arrears 
  
 Debt is owed to Amalgamated Bank 
  
Property Address: 1816 North Clark Street, Chicago, IL 
  
General Overview:  The subject property is a 194 room high rise hotel 

built on the edge of Lincoln Park and the Gold 
Coast in Chicago.  The property is an upscale, full 
service, boutique hotel with 2,000 sq. feet of 
meeting space, a restaurant and a fitness center. 
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Wyndham Drake Hotel.  The Wyndham Drake Hotel (formerly known as the 

Drake Oak Brook) is a 160-room, 4-story hotel located in an affluent Western suburb of 

Chicago.  It was purchased by Wextrust Affiliate Drake Oak Brook Holdings, LLC on 

January 10, 2008 for approximately $20 million.  The secured debt on the property is 

approximately $14.1 million.  The day-to-day operations of the hotel are managed by the 

Wyndham Hotel Group, a third-party hotel management company.  Wyndham is required 

to obtain approval for certain types of actions and expenditures from the hotel’s owner.  

Prior to the commencement of this case, Axela developed a plan to build a 60-room 

addition to the property, additional ballroom space, and a luxury spa.  The renovation is 

now on hold. 

Recently, the Receiver entered into a forbearance agreement with Regions Bank 

regarding debt service payments on, among others, the Wyndham Drake.  The parties are 

currently in discussions over extending the terms of that forbearance agreement as it 

concerns the Wyndham Drake.  Based on Hilco’s evaluation and recommendation of the 

property and real estate and hospitality market conditions, the Receiver has determined 

that the best strategy for the hotel would be a sale.  Although the hotel is generating cash 

flow, it is insufficient to cover debt-service payments and the renovations needed to 

maintain competitiveness in the hospitality market.  Recent market conditions affecting 

business and recreational travel have worsened the cash crunch.  The Receiver plans to 

being marketing the Wyndham Drake in February 2009. 
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Wyndham Drake Hotel - Axela Hospitality 

Entity: Wyndham Drake Hotel   
  
Debt: $14,022,500 of principal + $102,796 of interest in 

arrears 
  
 Debt is owed to Regions Bank 
  
Property Address: 2301 York Road, Oak Brook, IL 
  
General Overview:  The subject property is a 4 story 160 room hotel 

built in 1962.  The property is a full service hotel 
with 12,000 sq. feet of meeting space, a 
restaurant, indoor and outdoor pools, fitness 
center and outdoor tennis courts. 
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Crowne Plaza Phoenix.  The Crowne Plaza Phoenix is a 248-room, 4-story hotel 

located in Scottsdale, Arizona built in 1981.  The hotel was purchased by Wextrust 

Affiliate CP Phoenix Holdings, LLC on October 23, 2007 for approximately $24.4 

million.  The debt on the property is approximately $21.1 million.  The day-to-day 

operations of the property are managed by Intercontinental Hotel Group (“IHG”), a third-

party management company.  IHG must obtain approval for certain types of actions and 

expenditures.  Although Axela planned extensive renovations for the property, only 

minimal improvements in non-public areas have been made, and further renovations are 

on hold. 

As with the Wyndham Drake, the Receiver entered into a forbearance agreement 

with Regions Bank regarding debt-service payments and remains in discussions with 

Regions Bank about extending the terms of such forbearance period.  Based on Hilco’s 

evaluation and recommendation of the property and real estate and hospitality market 

conditions, the Receiver has determined that the best strategy for the hotel would be a 

sale.  Although the hotel is generating cash flow, it is insufficient to cover debt-service 

payments and the renovations needed to maintain competitiveness in the hospitality 

market.  Recent market conditions affecting business and recreational travel have 

worsened the cash crunch.  Based on Hilco’s recommendation, the Receiver plans to 

begin marketing the Crowne Plaza hotel in February 2009. 
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Crowne Plaza Phoenix Hotel - Axela Hospitality 

Entity: Crown Plaza Phoenix Hotel   
  
  
Debt: $19,161,500 + 375,030 of  interest in arrears as of 

10/15/08  
  
 $18,099,00 of principal is owed to Regions Bank; 

$1,062,500 of principal is owed to Everest CP 
Phoenix LLC; $275,030 of interest in arrears is 
owed to Regions Bank; $100,000 of payments in 
arrears is owed to Everest CP Phoenix LLC 

  
Property Address: 2532 West Peoria Avenue, Phoenix, AZ 
  
General Overview:  The subject property is a 4 story 248 room hotel 

built in 1981.  The property is a full service hotel 
with 13,046 sq. feet of meeting space, a 
restaurant, indoor and outdoor pools and fitness 
center. 
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Wextrust Equity Partners 

The following WEP properties will be marketed for sale in the coming months by 

the Receiver pursuant to the marketing and sale process described in the Plan for 

Management.  Based on market analysis conducted by Hilco, subject to market 

fluctuations, the Receiver believes that several of these properties may have equity and 

should generate returns for investors.  Notwithstanding the present condition of the real 

estate market, the high occupancy and stable cash-flows of several of these properties 

may generate positive interest in the marketplace.  As discussed in the Plan for 

Management, all sales will be subject to notice and approval by the Court. 
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Bax Realty Holdings, LLC.  Bax Realty owns a 100,000 square foot industrial 

warehouse facility located on 12.2 acres in Memphis, TN in an established industrial 

location.  The property was purchased in January 2004 for $3,610,000.  The building has 

a secured debt of $2,726,102.   

The building is presently fully leased to Baxter Healthcare Corporation through 

July 2013.  The tenant has spent over $9,500,000 in leasehold improvements and there 

appears to be a strong likelihood of renewal.  The Receiver has been marketing the 

property for sale and is close to entering into a sale agreement, subject to notice and court 

approval. 
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Property Location: 4750 Pleasant Hill Road
Memphis, TN

Property Type: Industrial/Warehouse

Year Built: 1996/2003

Construction Type: Masonry

Building NRA (SF): 100,000

Site Size (AC): 12.295

Current Occupancy: 100.00%

Positive Attributes:

Risks:

BAX REALTY HOLDINGS LLC

Property is 100% leased to Baxter Healthcare Corporation through July 2013.
There is a strong likelihood of renewal due to the tenant having $9.5 million in
leasehold improvements. Baxter is rated A+ by S&P.

The current lease expires on 07/31/2013.

Property is a good manufacturing/warehouse building located in an established
industrial location.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Baxter Healthcare Cor $3.18     -   -         -     -   -   See method:      -      -           Option
 Industrial 100,000 $318,000   Baxter  See assumption:
 Jul-2003 to Jul-2013 100.00% $0.27           Market
 121 Months $26,500

Note: We assume that Baxter renews at market rent for ten years due to Baxter having $9.3 million of leasehold improvements. It has a credit rating of A+ according to S&P.

1  Baxter Healthcare Cor $3.66     -   -         -     -   -   See method:      -      -           Market
 Option 100,000 $365,790   Baxter  See assumption:
 Aug-2013 to Jul-2023 100.00% $0.30           Market
 120 Months $30,483

 @ 100% of Mkt

 Total Occupied SqFt 100,000
 Total Available SqFt 0

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 100,000 Square Feet
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Corinth Industrial Holdings, LLC.  Corinth Industrial owns a 192,485 square foot 

warehouse located on 17 acres in Corinth, Mississippi.  In addition, the site has excess 

land of 20.3 acres.  The building was built in 1997.  The property has secured debt of 

$6,200,000.  The Wextrust business plan contemplated that the rent would be increased to 

a market level after the sole tenant’s lease expired.  The plan also contemplated the sale 

or development of the excess land.  The Wextrust plan contemplated a nine-year holding 

period for the developed portion of the property. 

The building is presently fully leased to a single tenant (Caterpillar) through 2012, 

with the tenant having two two-year renewal options.  Current rent is below market rate. 

The Receiver believes there is a substantial likelihood of lease renewal by the tenant.  

Therefore, short-term turnover/vacancy risks and costs appear to be low.  The Receiver 

plans to begin marketing the property for sale in February 2009. 
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Property Location: 2500 Tecumseh Road

Corinth, MS

Debt: $6,200,000 

Property Type: Industrial/Warehouse

Year Built: 1997

Construction Type: Masonry/metal

Building NRA (SF): 192,485

Site Size (AC): 17

Current Occupancy: 100.00%

Positive Attributes:

Risks:

CORINTH INDUSTRIAL HOLDINGS LLC

Property is a good manufacturing/warehouse building located in an established

industrial location.

Property is 100% leased to Caterpillar through 2012 and has two two-year

renewal options. Caterpillar is rated A by S&P. 

The current lease expires on 12/31/2012.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about

  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms

  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant

  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Caterpilla $2.70     -   -         -     -   -   See method: Pro      -      -           Option

 Industrial 192,485 $519,710   Rata  See assumption:

 Jan-2008 to Dec-2012 100.00% $0.23           Market

 60 Months $43,309

1  Caterpilla $2.86     -   -         -     -   -   See method: Pro      -      -           Option

 Option 192,485 $550,892   Rata  See assumption:

 Jan-2013 to Dec-2014 100.00% $0.24           Market

 24 Months $45,908

1  Caterpilla $3.03     -   -         -     -   -   See method: Pro      -      -           Market

 Option 192,485 $583,946   Rata  See assumption:

 Jan-2015 to Dec-2016 100.00% $0.25           Market

 24 Months $48,662

 Total Occupied SqFt 192,485

 Total Available SqFt 0

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 192,485 Square Feet
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First Highland, LLC.  First Highland owns a 55,116 square foot mixed-use 

commercial building located in Highland Park, Illinois.  The property was built in 1996 

and purchased in July 2004 for $13,000,000.  The secured debt on the property is 

$9,800,000.   

The property is presently 91% leased with mix-use, including retail, medical 

office, and other commercial and residential tenants.  There do not appear to be any 

unusual short-term tenant turnover/vacancy costs or risks.   

Because the property is held by tenancy in common with a third party, marketing 

of the property may be delayed due to negotiations with the third party.  Also, 

negotiations with the mortgage lender regarding outstanding property taxes need to be 

resolved prior to commencement of the marketing effort.  These efforts will take place 

during the 45-day confirmatory due diligence period. 
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Property Location: 1770 First Street

Highland Park, IL

Debt: $9,800,000

Property Type: Mixed-Use Retail/Medical Office/Apartment

Year Built: N/A

Construction Type: Masonry

Building NRA (SF): 55,116

Site Size (AC): N/A

Current Occupancy: 91.33%

Positive Attributes:

Risks:

FIRST HIGHLAND LLC

Property is a mixed-use commercial building with a strong location in an affluent

marketplace.

Property is well leased with upside potential of releasing existing tenants at

market rents; particularly rolling over the short-term medical office tenants to a

more market-oriented lease structure and lease rate.

Complexity of the subject due to its three different tenant types; i.e. retail, medical

office and apartments.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about

  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms

  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant

  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Running Place $26.54     -   -         -     -   -   See method:      -      -           Market

 Retail, Suite: 100 7,338 $194,760   Running Place  See assumption:

 Jul-2002 to Feb-2009 13.31% $2.21           Retail

 80 Months $16,230

2  The Bar Method $24.00   Oct-2009 $24.72         -     -   -   Net:  Pays a full      -      -           Market

 Retail, Suite: 200 3,371 $80,904   Oct-2010 $25.46   pro-rata share of  See assumption:

 Oct-2008 to Sep-2013 6.12% $2.00   Oct-2011 $26.23   all reimbursable           Retail

 60 Months $6,742   Oct-2012 $27.01   expenses.

3  Head To Toes $0.00   Sep-2008 $28.64         -     -   -   Full Service:      -      -           Market

 Retail, Suite: 202 720 $0   Nov-2008 $29.50   Pays no expense  See assumption:

 Nov-1995 to Oct-2009 1.31% $0.00   reimbursement.           Retail

 168 Months $0

4  Raymond Silverman $28.98     -   -         -     -   -   See method:      -      -           Market

 Retail, Suite: 203 504 $14,606   Raymond Silverman  See assumption:

 Oct-2002 to Sep-2009 0.91% $2.42           Retail

 84 Months $1,217

5  Inner Smile $32.78     -   -         -     -   -   See method: Inner      -      -           Market

 Retail, Suite: 204 399 $13,079   Smile  See assumption:

 Mar-2007 to Sep-2009 0.72% $2.73           Retail

 31 Months $1,090

6  Madeleine Neems $0.00   Sep-2008 $31.88         -     -   -   See method:      -      -           Market

 Office, Suite: 300 1,104 $0   May-2009 $32.84   Madeleine Neems  See assumption:

 Jun-2003 to Apr-2010 2.00% $0.00           Office

 83 Months $0

7  Schreiber & Fenchel $33.00   Jun-2009 $33.99         -     -   -   Gross:  Pays the      -      -           Market

 Office, Suite: 310 1,888 $62,304   Jun-2010 $35.01   increases over an  See assumption:

 Jun-2008 to Jun-2018 3.43% $2.75   Jun-2011 $36.06   expense stop of           Office

 121 Months $5,192   Jun-2012 $37.14 $11.04

  Jun-2013 $38.26

  Jun-2014 $39.40

  Jun-2015 $40.59

  Jun-2016 $41.80

  Jun-2017 $43.06

8  Ray Sanai $0.00   Jul-2008 $35.00         -     -   -   Full Service:      -      -           Market

 Office, Suite: 320 1,082 $0   Jul-2009 $36.05   Pays no expense  See assumption:

 Jun-2008 to Jun-2013 1.96% $0.00   Jul-2010 $37.13   reimbursement.           Office

 61 Months $0   Jul-2011 $38.25

  Jul-2012 $39.39

Presentation Rent Roll & Current Term Tenant Summary

As of Sep-2008 for 55,116 Square Feet
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9  Myron Bornstein $0.00   Sep-2008 $32.25         -     -   -   Full Service:      -      -           Market

 Office, Suite: 330 521 $0   Nov-2008 $33.21   Pays no expense  See assumption:

 Mar-2004 to Oct-2010 0.95% $0.00   Nov-2009 $34.21   reimbursement.           Office

 80 Months $0

10  Invitation Creations $24.33     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 335 381 $9,270   Pays no expense  See assumption:

 Dec-2005 to Feb-2009 0.69% $2.03   reimbursement.           Office

 39 Months $772

11  William Leavitt $0.00   Jul-2008 $35.00         -     -   -   Gross:  Pays the      -      -           Market

 Office, Suite: 340 1,588 $0   Jul-2009 $36.05   increases over an  See assumption:

 Jun-2008 to Jun-2013 2.88% $0.00   Jul-2010 $37.13   expense stop of           Office

 61 Months $0   Jul-2011 $38.25 $11.04

  Jul-2012 $39.39

12  Nathan Braverman $0.00   Sep-2008 $32.43         -     -   -   See method:      -      -           Market

 Office, Suite: 350 1,818 $0   Jan-2009 $33.40   Nathan Braverman  See assumption:

 Jan-2005 to Dec-2009 3.30% $0.00           Office

 60 Months $0

13  Michael Wasserman $0.00   Sep-2008 $30.14         -     -   -   See method:      -      -           Market

 Office, Suite: 360 1,161 $0   May-2009 $31.04   Michael Wasserman  See assumption:

 May-2003 to Apr-2010 2.11% $0.00           Office

 84 Months $0

14  Sean Royer $27.33     -   -         -     -   -   See method: Sean      -      -           Market

 Office, Suite: 400 1,226 $33,507   Royer  See assumption:

 Oct-2003 to Sep-2008 2.22% $2.28           Office

 60 Months $2,792

15  Lehtman Porcelain Lab $0.00   Sep-2008 $31.26         -     -   -   See method:      -      -           Market

 Office, Suite: 405 435 $0   Apr-2009 $32.19   Lehtman Porcelain  See assumption:

 Feb-2004 to Jan-2010 0.79% $0.00           Office

 72 Months $0

16  Lloyd Sigmond $0.00   Jul-2008 $33.00         -     -   -   Gross:  Pays the      -      -           Market

 Office, Suite: 410 1,754 $0   Jul-2009 $33.99   increases over an  See assumption:

 Jun-2008 to Jun-2018 3.18% $0.00   Jul-2010 $35.01   expense stop of           Office

 121 Months $0   Jul-2011 $36.06 $11.04

  Jul-2012 $37.14

  Jul-2013 $38.26

  Jul-2014 $39.40

  Jul-2015 $40.59

  Jul-2016 $41.80

  Jul-2017 $43.06

17  Andrew Altman $29.45     -   -         -     -   -   See method:      -      -           Market

 Office, Suite: 420 1,776 $52,303   Andrew Altman  See assumption:

 Nov-2003 to Oct-2008 3.22% $2.45           Office

 60 Months $4,359

18  Donald LaPidus $0.00   Jul-2008 $35.00         -     -   -   Gross:  Pays the      -      -           Market
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 Office, Suite: 430 1,032 $0   Jul-2009 $36.05   increases over an  See assumption:

 Jun-2008 to Jun-2013 1.87% $0.00   Jul-2010 $37.13   expense stop of           Office

 61 Months $0   Jul-2011 $38.25 $11.04

  Jul-2012 $39.39

19  Leonard Saltzman $0.00   Jul-2008 $35.00         -     -   -   Gross:  Pays the      -      -           Market

 Office, Suite: 440 1,371 $0   Jul-2009 $36.05   increases over an  See assumption:

 Jun-2008 to Jun-2013 2.49% $0.00   Jul-2010 $37.13   expense stop of           Office

 61 Months $0   Jul-2011 $38.25 $11.04

  Jul-2012 $39.39

20  Gary Meyers $0.00   Sep-2008 $30.37         -     -   -   See method: Gary      -      -           Market

 Office, Suite: 450 1,740 $0   Mar-2009 $31.43   Meyers  See assumption:

 Mar-2003 to Feb-2010 3.16% $0.00           Office

 84 Months $0

21  Andrew Scott Bruce $16.61     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 500 986 $16,377   Pays no expense  See assumption:

 May-2007 to Apr-2009 1.79% $1.38   reimbursement.        Apartment

 24 Months $1,365

22  Roger West $22.98     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 501 1,248 $28,679   Pays no expense  See assumption:

 Sep-2007 to Aug-2009 2.26% $1.92   reimbursement.        Apartment

 24 Months $2,390

23  Marilyn Cargermin $17.67     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 503 883 $15,603   Pays no expense  See assumption:

 Mar-2007 to Mar-2009 1.60% $1.47   reimbursement.        Apartment

 25 Months $1,300

24  George Forneo $12.02     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 504 1,248 $15,001   Pays no expense  See assumption:

 Nov-2007 to Nov-2008 2.26% $1.00   reimbursement.        Apartment

 13 Months $1,250

25  Raymond Prusak $19.23     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 505 1,248 $23,999   Pays no expense  See assumption:

 Jan-2007 to Dec-2008 2.26% $1.60   reimbursement.        Apartment

 24 Months $2,000

26  Eldon Ham $21.41     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 600 986 $21,110   Pays no expense  See assumption:

 Nov-2007 to Oct-2008 1.79% $1.78   reimbursement.        Apartment

 12 Months $1,759

27  Eugene Matukhin $15.77     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 602 951 $14,997   Pays no expense  See assumption:

 Apr-2007 to Sep-2008 1.73% $1.31   reimbursement.        Apartment

 18 Months $1,250

28  Natalyia Zhabotynska $14.27     -   -         -     -   -   Full Service:      -      -           Market
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 Office, Suite: 603 883 $12,600   Pays no expense  See assumption:

 Mar-2007 to Mar-2009 1.60% $1.19   reimbursement.        Apartment

 25 Months $1,050

29  Joel Soren $13.88     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 604 951 $13,200   Pays no expense  See assumption:

 Oct-2006 to Oct-2008 1.73% $1.16   reimbursement.        Apartment

 25 Months $1,100

30  Geri Hunt $20.39     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 605 1,248 $25,447   Pays no expense  See assumption:

 Jul-2007 to Jun-2009 2.26% $1.70   reimbursement.        Apartment

 24 Months $2,121

31  James Hoffman $16.59     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 701 1,248 $20,704   Pays no expense  See assumption:

 Jan-2007 to Dec-2008 2.26% $1.38   reimbursement.        Apartment

 24 Months $1,725

32  Jeff Feldman $16.40     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 702 951 $15,596   Pays no expense  See assumption:

 Sep-2007 to Aug-2009 1.73% $1.37   reimbursement.        Apartment

 24 Months $1,300

33  Howard Schecter $16.31     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 703 883 $14,402   Pays no expense  See assumption:

 Nov-2007 to Oct-2008 1.60% $1.36   reimbursement.        Apartment

 12 Months $1,200

34  Dolores Kohl Ed. $25.46     -   -         -     -   -   See method:      -      -           Market

 Office, Suite: 704/05 2,425 $61,741   Dolores Kohl Ed.  See assumption:

 Sep-2006 to Aug-2009 4.40% $2.12        Apartment

 36 Months $5,145

 S1  Retail Suite 200 $24.00     -   -               CPI     -   -   Net:  Pays a full $25.00 $7.20           Market

 Retail, Suite: Mo 7 2,988 $71,712   pro-rata share of 6.00%  See assumption:

 Mar-2009 to Feb-2014 5.42% $2.00   all reimbursable $74,700 $21,514           Retail

 60 Months $5,976   expenses.

 @ 100% of Mkt

 S2  Office Suite 315 $35.00     -   -               CPI     -   -   Gross:  Pays the $25.00 $10.50           Market

 Office, Suite: Mo 5 350 $12,250   increases over a 6.00%  See assumption:

 Jan-2009 to Dec-2013 0.64% $2.92   base year ending $8,750 $3,675           Office

 60 Months $1,021   Aug-2009: $11.91.

 @ 100% of Mkt

 S3  Office Suite 460 $35.00     -   -               CPI     -   -   Gross:  Pays the $25.00 $10.50           Market

 Office, Suite: Mo 8 1,245 $43,575   increases over a 6.00%  See assumption:

 Apr-2009 to Mar-2014 2.26% $2.92   base year ending $31,125 $13,073           Office

 60 Months $3,631   Aug-2009: $11.91.

 @ 100% of Mkt

 S4  Apt 502 $20.00     -   -         -     -   -   Full Service: $5.00 $1.20           Market

-21-



 Office, Suite: Mo 4 951 $19,020   Pays no expense 6.00%  See assumption:

 Dec-2008 to Nov-2009 1.73% $1.67   reimbursement. $4,755 $1,141        Apartment

 12 Months $1,585

 @ 100% of Mkt

 S5  Apt 506 $20.00     -   -         -     -   -   Full Service: $5.00 $1.20           Market

 Office, Suite: Mo 7 986 $19,720   Pays no expense 6.00%  See assumption:

 Mar-2009 to Feb-2010 1.79% $1.67   reimbursement. $4,930 $1,183        Apartment

 12 Months $1,643

 @ 100% of Mkt

 S6  Apt. 601 $20.00     -   -         -     -   -   Full Service: $5.00 $1.20           Market

 Office, Suite: Mo 10 1,248 $24,960   Pays no expense 6.00%  See assumption:

 Jun-2009 to May-2010 2.26% $1.67   reimbursement. $6,240 $1,498        Apartment

 12 Months $2,080

 @ 100% of Mkt

 Total Occupied SqFt 55,116

 Total Available SqFt 0
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Hammond Industrial Holdings, LLC.  Hammond Industrial owns a 700,879 

square foot Class A warehouse located on 82.5 acres in Hammond, Louisiana.  The 

building was built in 1985 with additions through 2006 and was purchased in July 2007 

for $28,400,000.  The secured debt on the property is $23,500,000.  The Wextrust 

business plan contemplated selling the unimproved land within the first two years and a 

five-year holding period for the remaining property. 

The warehouse has a current occupancy rate of approximately 97%.  Short-term 

tenant turnover/vacancy costs appear to be low.  On October 28, 2008, the secured lender 

released its liens on approximately 24 acres of excess land, composed of three separate 

parcels.  The Receiver created a separate entity, Hammond Industrial Outlots, LLC, to 

take title to the split-off parcels.  On December 22, 2008, after notice and a hearing, the 

Court approved the sale of one of the split-off parcels to a third party for $400,000 in 

cash consideration and the release of more than $3,200,000 in liens against the property.  

The Receiver plans to begin marketing the remaining property for sale in February 2009. 
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Property Location: 311 Pride Drive

Hammond, LA

Debt: $23,500,000

Property Type: Industrial/Warehouse

Year Built: 1985/1988/1991/2006

Construction Type: Masonry/metal

Building NRA (SF): 700,879

Site Size (AC): 82.5

Current Occupancy: 96.71%

Positive Attributes:

Risks:

HAMMOND INDUSTRIAL HOLDINGS LLC

Property is a good warehouse building located in a growing industrial location.

Property is well leased with tenants that have a desire to remain at the property due

to significant tenant improvements and investments to the tenant space by the

existing tenants.

333,744 square feet, or 47.6 percent of the space expires prior to January 1, 2010

and will need to be renewed or released.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about

  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms

  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant

  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

 Penske Truck Leasing $3.82     -   -         -     -   -   See method:      -      -           Market

 Industrial, Suite: 301 11,000 $42,020   Victory/Penske  See assumption:

 May-2004 to Apr-2010 1.57% $0.32         Mkt Rent

 72 Months $3,502

 Liquid Container $3.70     -   -         -     -   -   See method: Pro      -      -           Market

 Industrial, Suite: 311 181,316 $670,869   Rata  See assumption:

 Oct-2002 to Sep-2009 25.87% $0.31         Mkt Rent

 84 Months $55,906

 Liquid Container $3.15     -   -         -     -   -   See method: Pro      -      -           Market

 Industrial, Suite: 311 81,028 $255,238   Rata  See assumption:

 Aug-2007 to Sep-2009 11.56% $0.26         Mkt Rent

 26 Months $21,270

 Entergy $2.82     -   -         -     -   -   See method: PR      -      -           Option

 Industrial, Suite: 407 218,061 $614,932   Plus Mgmt  See assumption:

 Feb-2000 to Jan-2010 31.11% $0.24         Mkt Rent

 120 Months $51,244

 Entergy $2.86   Feb-2015 $2.91         -     -   -   See method: PR      -      -           Market

 Option, Suite: 407 218,061 $623,654   Feb-2020 $2.95   Plus Mgmt  See assumption:

 Feb-2010 to Jan-2030 31.11% $0.24   Feb-2025 $2.99         Mkt Rent

 240 Months $51,971

 Victory Packaging $3.50     -   -         -     -   -   See method:      -      -           Market

 Industrial, Suite: 505 59,863 $209,521   Victory/Penske  See assumption:

 Nov-2004 to Oct-2009 8.54% $0.29         Mkt Rent

 60 Months $17,460

 Victory Packaging $3.33     -   -         -     -   -   See method:      -      -           Market

 Industrial, Suite: 505 11,537 $38,418   Victory/Penske  See assumption:

 May-2008 to Oct-2009 1.65% $0.28         Mkt Rent

 18 Months $3,202

 DuPont $6.30   Aug-2009 $6.43         -     -   -   See method: PR      -      -           Option

 Industrial, Suite: 510 115,000 $724,500   Aug-2010 $6.56   Plus Mgmt  See assumption:

 Mar-2006 to Jul-2011 16.41% $0.53           DuPont

 65 Months $60,375

 DuPont $5.00   Aug-2012 $5.10         -     -   -   See method: PR      -      -           Market

Notes: Entergy is assumed to exercise all four of the five-year renewal options due to below market option rent and significant leasehold improvements associated with outside storage areas.

Notes: This lease is on a MTM basis. We have kept this tenant in the space through October 2009 and have utilized a speculative renewal when the other Victory Packaging space expires 10/31/2009.

Notes: DuPont is assumed to exercise its five-year renewal option due to below market option rent and significant leasehold improvements associated with refrigerated areas.
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 Option, Suite: 510 115,000 $575,000   Aug-2013 $5.20   Plus Mgmt  See assumption:

 Aug-2011 to Jul-2016 16.41% $0.42   Aug-2014 $5.31           DuPont

 60 Months $47,917   Aug-2015 $5.41

 Vacant $4.00   Mar-2012 $4.25         -     -   -   See method: Pro $0.50 $1.03           Market

 Industrial, Suite: 500 23,074 $92,296   Rata 5.00%  See assumption:

 Mar-2009 to Feb-2014 3.29% $0.33 $11,537 $23,651         Mkt Rent

 60 Months $7,691

 @ 100% of Mkt

 Total Occupied SqFt 700,879

 Total Available SqFt 0
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Interstate Park Holdings, LLC.  Interstate Park owns an office complex consisting 

of nine buildings with an aggregate of 270,355 square feet of office space located on 34 

acres in Montgomery, Alabama.  The buildings were built from 1982 to 2001 and were 

purchased in November 2006 for $28,450,000.  The secured debt on the property is 

$23,500,000.  The Wextrust business plan contemplated a three to eight-year holding 

period. 

The facility is presently 92% leased.  However, there are some near-term tenant 

turnover/vacancy costs through 2010.  The Receiver plans to begin marketing the 

property for sale in February 2009. 
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Property Location: 100 to 800 Interstate Park Drive

2000 Interstate Park Drive

Montgomery, AL

Debt: $23,500,000

Property Type: Office

Year Built: 1982 to 2001 (average year built: 1987)

Construction Type: Masonry

Building NRA (SF): 270,355

Site Size (AC): 34.00

Current Occupancy: 92.58%

Positive Attributes:

Risks:

INTERSTATE PARK HOLDINGS, LLC

Excellent highway access, desirable campus-like setting, well-maintained.

Largest tenant, Colonial Insurance Agency, is vacating 30,565 square feet next

month, decreasing overall occupancy to 81%. In addition, another 81,000 square

feet are in leases expiring in late 2008 or 2009.
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Software: ARGUS Ver. 13.0.0 (Build: 13000-A) Date: 10/31/08

File: Interstate Park Holdings, LLC Time: 9:16 am

Property Type: Office/Industrial Ref#: ANC

Portfolio: Page: 1

      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about

  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms

  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant

  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Vacant 100 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 100 859 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.32% $0.00   all reimbursable   Average Market

$0   expenses.

2  Vacant 104 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 104 2,693 $0   pro-rata share of  See assumption:

 Expires Oct-2009 1.00% $0.00   all reimbursable   Average Market

$0   expenses.

3  CDG Management, LLC $15.57     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 103 4,295 $66,873   Pays no expense  See assumption:

 Sep-2005 to Sep-2012 1.59% $1.30   reimbursement.   Average Market

 85 Months $5,573

4  Crawford & Company $14.06     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 105 1,995 $28,050   pro-rata share of  See assumption:

 Dec-2003 to Dec-2008 0.74% $1.17   all reimbursable   Average Market

 61 Months $2,337   expenses.

5  AWF United Methodist $15.91     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 106 2,009 $31,963   pro-rata share of  See assumption:

 Jun-2006 to Jun-2009 0.74% $1.33   all reimbursable   Average Market

 37 Months $2,664   expenses.

6  AWF United Methodist $15.91     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 120 5,456 $86,805   Pays no expense  See assumption:

 Aug-2006 to Sep-2010 2.02% $1.33   reimbursement.   Average Market

 50 Months $7,234

7  National Union Fire I $14.59     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 125 3,901 $56,916   pro-rata share of  See assumption:

 Jul-2006 to Jul-2011 1.44% $1.22   all reimbursable   Average Market

 61 Months $4,743   expenses.

8  United Auto Credit Co $15.38     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 127 2,493 $38,342   pro-rata share of  See assumption:

 Aug-2006 to Aug-2011 0.92% $1.28   all reimbursable   Average Market

 61 Months $3,195   expenses.

9  Rehab Associates, LLC $15.52     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 207 16,487 $255,878   pro-rata share of  See assumption:

Presentation Rent Roll & Current Term Tenant Summary

As of Nov-2008 for 270,355 Square Feet
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 Jun-2008 to Nov-2011 6.10% $1.29   all reimbursable   Average Market

 42 Months $21,323   expenses.

10  Tier Technologies $16.40     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 220 6,818 $111,815   pro-rata share of  See assumption:

 Sep-2008 to Sep-2009 2.52% $1.37   all reimbursable   Average Market

 13 Months $9,318   expenses.

11  TaylorChandler, LLC $14.20     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 227 3,766 $53,477   Pays no expense  See assumption:

 Dec-2004 to Mar-2010 1.39% $1.18   reimbursement.   Average Market

 64 Months $4,456

12  Great Hires, LLC dba $14.85     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 228 1,537 $22,824   Pays no expense  See assumption:

 May-2006 to May-2009 0.57% $1.24   reimbursement.   Average Market

 37 Months $1,902

13  Integrated Computer S $13.39     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 236 7,453 $99,796   pro-rata share of  See assumption:

 Nov-2007 to Dec-2009 2.76% $1.12   all reimbursable   Average Market

 26 Months $8,316   expenses.

14  Baptist Home Services $14.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 301 8,086 $113,204   pro-rata share of  See assumption:

 Mar-2005 to Mar-2012 2.99% $1.17   all reimbursable   Average Market

 85 Months $9,434   expenses.

15  Vacant 322 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 322 1,100 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.41% $0.00   all reimbursable   Average Market

$0   expenses.

16  R&B Multi-Modal Corpo $15.97   Nov-2008 $16.16         -     -   -   Full Service:      -      -           Market

 Office, Suite: 305 854 $13,638   Pays no expense  See assumption:

 Aug-2008 to Aug-2011 0.32% $1.33   reimbursement.   Average Market

 37 Months $1,137

17  Amedisys Home Health, $16.67     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 324 5,752 $95,886   pro-rata share of  See assumption:

 Dec-2007 to Dec-2010 2.13% $1.39   all reimbursable   Average Market

 37 Months $7,990   expenses.

18  Mark It With A B, LLC $10.15     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 326 852 $8,648   Pays no expense  See assumption:

 Aug-2007 to Aug-2010 0.32% $0.85   reimbursement.   Average Market

 37 Months $721

19  RS Information System $16.02     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 329 1,160 $18,583   pro-rata share of  See assumption:

 Nov-2005 to Nov-2008 0.43% $1.34   all reimbursable   Average Market

 37 Months $1,549   expenses.
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20  Vacant 425 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 425 1,347 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.50% $0.00   all reimbursable   Average Market

$0   expenses.

21  The Centech Group $16.10     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 401 2,072 $33,359   pro-rata share of  See assumption:

 Nov-2005 to Nov-2008 0.77% $1.34   all reimbursable   Average Market

 37 Months $2,780   expenses.

22  Aerotek, Inc. $14.59     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 405 2,498 $36,446   pro-rata share of  See assumption:

 Jun-2006 to Jun-2012 0.92% $1.22   all reimbursable   Average Market

 73 Months $3,037   expenses.

23  MultiMax, Inc. $13.67     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 408 2,241 $30,634   Pays no expense  See assumption:

 May-2008 to Nov-2010 0.83% $1.14   reimbursement.   Average Market

 31 Months $2,553

24  Sumaria Systems, Inc. $15.65     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 410 2,537 $39,704   pro-rata share of  See assumption:

 Dec-2005 to Dec-2008 0.94% $1.30   all reimbursable   Average Market

 37 Months $3,309   expenses.

25  MCR Federal, Inc. $17.17     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 415 594 $10,199   Pays no expense  See assumption:

 Jul-2008 to Jun-2009 0.22% $1.43   reimbursement.   Average Market

 12 Months $850

26  Oasis Systems, Inc. $15.38     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 417 665 $10,228   Pays no expense  See assumption:

 Jun-2006 to Jun-2009 0.25% $1.28   reimbursement.   Average Market

 37 Months $852

27  American Behavioral $13.50     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 419 1,103 $14,891   Pays no expense  See assumption:

 Dec-2003 to Dec-2008 0.41% $1.13   reimbursement.   Average Market

 61 Months $1,241

28  Instiutional Pharmacy $14.94     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 422 3,277 $48,958   Pays no expense  See assumption:

 Nov-2007 to Aug-2011 1.21% $1.24   reimbursement.   Average Market

 46 Months $4,080

29  Genesys Conferencing, $15.05   Dec-2008 $15.50         -     -   -   Full Service:      -      -           Market

 Office, Suite: 424 1,050 $15,803   Dec-2009 $15.55   Pays no expense  See assumption:

 Dec-2007 to Jan-2011 0.39% $1.25   reimbursement.   Average Market

 38 Months $1,317

30  Computer Sciences Cor $14.35     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 426 2,750 $39,463   pro-rata share of  See assumption:
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 Feb-2004 to Feb-2009 1.02% $1.20   all reimbursable   Average Market

 61 Months $3,289   expenses.

31  HealthSpring of Alaba $16.23     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 427 2,315 $37,572   Pays no expense  See assumption:

 Jul-2008 to May-2011 0.86% $1.35   reimbursement.   Average Market

 35 Months $3,131

32  Southeast Research, I $14.46     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 430 1,145 $16,557   Pays no expense  See assumption:

 Jun-2006 to Jun-2009 0.42% $1.21   reimbursement.   Average Market

 37 Months $1,380

33  Vacant 505 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 505 1,863 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.69% $0.00   all reimbursable   Average Market

$0   expenses.

34  Vacant 520 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 520 1,137 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.42% $0.00   all reimbursable   Average Market

$0   expenses.

35  Vacant 529 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 529 2,471 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.91% $0.00   all reimbursable   Average Market

$0   expenses.

36  Children's Aid Societ $16.44     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 501 1,020 $16,769   Pays no expense  See assumption:

 Oct-2007 to Oct-2010 0.38% $1.37   reimbursement.   Average Market

 37 Months $1,397

37  Bock Associates $14.32     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 504 1,002 $14,349   Pays no expense  See assumption:

 Sep-2006 to Sep-2009 0.37% $1.19   reimbursement.   Average Market

 37 Months $1,196

38  Conference Room $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 507 710 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.26% $0.00   all reimbursable   Average Market

$0   expenses.

39  Pomeroy IT Solutions $14.32     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 508 1,820 $26,062   Pays no expense  See assumption:

 Jan-2006 to Jan-2009 0.67% $1.19   reimbursement.   Average Market

 37 Months $2,172

40  NCI Information Solut $16.74     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 509 3,608 $60,398   pro-rata share of  See assumption:

 Oct-2006 to Oct-2009 1.33% $1.39   all reimbursable   Average Market

 37 Months $5,033   expenses.
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41  Cone Financial Group $14.94     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 519 1,884 $28,147   Pays no expense  See assumption:

 Jan-2007 to Jan-2010 0.70% $1.24   reimbursement.   Average Market

 37 Months $2,346

42  Payne & Associates Ar $14.85     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 522 2,977 $44,208   Pays no expense  See assumption:

 Aug-2006 to Aug-2010 1.10% $1.24   reimbursement.   Average Market

 49 Months $3,684

43  AC Technologies, Inc. $12.73     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 532 1,302 $16,574   Pays no expense  See assumption:

 Feb-2006 to Feb-2009 0.48% $1.06   reimbursement.   Average Market

 37 Months $1,381

44  LJT & Associates $15.19     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 534 1,327 $20,157   pro-rata share of  See assumption:

 Dec-2007 to Apr-2009 0.49% $1.27   all reimbursable   Average Market

 17 Months $1,680   expenses.

45  Great American Insura $15.97     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 535 1,861 $29,720   Pays no expense  See assumption:

 Sep-2007 to Sep-2010 0.69% $1.33   reimbursement.   Average Market

 37 Months $2,477

46  Vacant 609 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 609 1,629 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.60% $0.00   all reimbursable   Average Market

$0   expenses.

47  Brent Wyatt West $15.00     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 601 750 $11,250   Pays no expense  See assumption:

 Jan-2008 to Jan-2009 0.28% $1.25   reimbursement.   Average Market

 13 Months $938

48  Tecolote Research, In $15.30     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 602 750 $11,475   Pays no expense  See assumption:

 Apr-2008 to Nov-2009 0.28% $1.28   reimbursement.   Average Market

 20 Months $956

49  General Services Admi $16.84     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 603 4,500 $75,780   Pays no expense  See assumption:

 Jun-2008 to Jun-2010 1.66% $1.40   reimbursement.   Average Market

 25 Months $6,315

50  Smartronix $15.45     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 604 2,287 $35,334   Pays no expense  See assumption:

 Feb-2007 to Feb-2010 0.85% $1.29   reimbursement.   Average Market

 37 Months $2,945

51  Madison Research Corp $15.91     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 606 730 $11,614   pro-rata share of  See assumption:
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 May-2006 to May-2009 0.27% $1.33   all reimbursable   Average Market

 37 Months $968   expenses.

52  CACI, Inc. Federal $18.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 623 10,217 $183,906   pro-rata share of  See assumption:

 Jul-2007 to Jul-2010 3.78% $1.50   all reimbursable   Average Market

 37 Months $15,326   expenses.

53  General Services Admi $16.00     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 629 2,907 $46,512   Pays no expense  See assumption:

 May-2001 to Apr-2011 1.08% $1.33   reimbursement.   Average Market

 120 Months $3,876

54  Psychological Service $15.04     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: 530 798 $12,002   Pays no expense  See assumption:

 Sep-2008 to Mar-2011 0.30% $1.25   reimbursement.   Average Market

 31 Months $1,000

55  Vacant 706 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 706 1,611 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.60% $0.00   all reimbursable   Average Market

$0   expenses.

56  M&T Mortgage Corporat $15.45     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 701 5,241 $80,973   pro-rata share of  See assumption:

 Dec-2005 to Oct-2011 1.94% $1.29   all reimbursable   Average Market

 71 Months $6,748   expenses.

57  Alabama Housing Fin A $14.48     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 703 5,008 $72,516   pro-rata share of  See assumption:

 Feb-2005 to Sep-2009 1.85% $1.21   all reimbursable   Average Market

 56 Months $6,043   expenses.

58  Delta Consulting Grou $15.57     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 704 3,672 $57,173   pro-rata share of  See assumption:

 Jun-2005 to Jul-2010 1.36% $1.30   all reimbursable   Average Market

 62 Months $4,764   expenses.

59  Odyssey Healthcare Mo $15.12     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 705 7,677 $116,076   pro-rata share of  See assumption:

 Jan-2006 to Jan-2011 2.84% $1.26   all reimbursable   Average Market

 61 Months $9,673   expenses.

60  Vacant 803 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 803 1,661 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.61% $0.00   all reimbursable   Average Market

$0   expenses.

61  Northrop Grumman Info $15.90     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 801 13,408 $213,187   pro-rata share of  See assumption:

 Sep-2002 to Sep-2009 4.96% $1.33   all reimbursable   Average Market

 85 Months $17,766   expenses.
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62  State Farm Mutual Aut $15.37     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: 802 5,095 $78,310   pro-rata share of  See assumption:

 Jun-2005 to Jun-2010 1.88% $1.28   all reimbursable   Average Market

 61 Months $6,526   expenses.

63  Vacant 103 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: IPC103 3,139 $0   pro-rata share of  See assumption:

 Expires Oct-2009 1.16% $0.00   all reimbursable   Average Market

$0   expenses.

64  Vacant 300B $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: IPC300B 553 $0   pro-rata share of  See assumption:

 Expires Oct-2009 0.20% $0.00   all reimbursable   Average Market

$0   expenses.

65  Colonial Insurance Ag $18.50     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC100 7,384 $136,604   Pays no expense  See assumption:

 Jan-2007 to Dec-2008 2.73% $1.54   reimbursement.   Average Market

 24 Months $11,384

66  GSA $17.01     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC101 1,266 $21,535   Pays no expense  See assumption:

 May-2008 to May-2010 0.47% $1.42   reimbursement.   Average Market

 25 Months $1,795

67  Wextrust Capital $0.00     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC102 1,340 $0   Pays no expense  See assumption:

 Expires Oct-2009 0.50% $0.00   reimbursement.   Average Market

$0

68  Donald R Jones, Jr At $19.68     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC104 1,915 $37,687   Pays no expense  See assumption:

 May-2008 to May-2009 0.71% $1.64   reimbursement.   Average Market

 13 Months $3,141

69  Ronald Wise, Attorney $19.12     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC105 1,714 $32,772   Pays no expense  See assumption:

 Dec-2005 to Dec-2008 0.63% $1.59   reimbursement.   Average Market

 37 Months $2,731

70  Ball, Ball, Matthews $17.00   Mar-2009 $17.25         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC204 13,914 $236,538   Pays no expense  See assumption:

 Mar-2008 to Mar-2013 5.15% $1.42   reimbursement.   Average Market

 61 Months $19,712

71  Locker Room $0.00     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC207 516 $0   Pays no expense  See assumption:

 Expires Oct-2009 0.19% $0.00   reimbursement.   Average Market

$0

72  Ronald Blue & Co. $18.00     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC209 3,582 $64,476   Pays no expense  See assumption:
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 Dec-2007 to Dec-2012 1.32% $1.50   reimbursement.   Average Market

 61 Months $5,373

73  The Colonial Company $19.00     -   -         -     -   -   Full Service:      -      -           Vacate

 Office, Suite: IPC300 11,656 $221,464   Pays no expense  See assumption:

 Jun-2006 to Dec-2008 4.31% $1.58   reimbursement.   Average Market

 31 Months $18,455

74  The Colonial Company $19.00     -   -         -     -   -   Full Service:      -      -           Vacate

 Office, Suite: IPC300B 10,543 $200,317   Pays no expense  See assumption:

 Jun-2006 to Dec-2008 3.90% $1.58   reimbursement.   Average Market

 31 Months $16,693

75  The Colonial Company $19.00     -   -         -     -   -   Full Service:      -      -           Vacate

 Office, Suite: IPC300A 982 $18,658   Pays no expense  See assumption:

 Mar-2007 to Dec-2008 0.36% $1.58   reimbursement.   Average Market

 22 Months $1,555

76  Jani-King of Montgome $18.00     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC301 1,654 $29,772   Pays no expense  See assumption:

 Nov-2007 to Nov-2010 0.61% $1.50   reimbursement.   Average Market

 37 Months $2,481

77  Breakroom $0.00     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC307 659 $0   Pays no expense  See assumption:

 Expires Oct-2009 0.24% $0.00   reimbursement.   Average Market

$0

78  William R Chandler, A $18.03     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC308 1,315 $23,709   Pays no expense  See assumption:

 Aug-2008 to Aug-2009 0.49% $1.50   reimbursement.   Average Market

 13 Months $1,976

79  Countrywide Home Loan $18.57     -   -         -     -   -   Full Service:      -      -           Market

 Office, Suite: IPC310 4,532 $84,159   Pays no expense  See assumption:

 Oct-2004 to Jan-2010 1.68% $1.55   reimbursement.   Average Market

 64 Months $7,013

80  Alabama Housing Finan $0.00   Jan-2009 $17.67         -     -   -   Net:  Pays a full      -      -           Market

 Office, Suite: IPC408 11,608 $0   pro-rata share of  See assumption:

 Jan-2004 to Sep-2009 4.29% $0.00   all reimbursable   Average Market

 69 Months $0   expenses.

 Total Occupied SqFt 270,355

 Total Available SqFt 0
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Myatt Holdings, LLC.  Myatt Holdings owns a 528,500 square foot 

warehouse/manufacturing building located on 33 acres in Nashville, Tennessee.  The 

building was built in 1975 and purchased in October 2001 for $10,600,000.  The secured 

debt on the property is $10,300,000.   

The facility is presently 100% leased to a single tenant.  The tenant is considering 

filing for bankruptcy but has also made significant improvements to the property and 

consolidated operations to this property.  Therefore, short-term turnover risks are 

believed to be low.  The Receiver plans to begin marketing the property for sale in 

February 2009. 
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Property Location: 530 Myatt Drive
Nashville, TN

Debt: $10,300,000

Property Type: Warehouse/manufacturing

Year Built: 1975

Construction Type: Masonry

Building NRA (SF): 528,500

Site Size (AC): 33.03

Current Occupancy: 100.00%

Positive Attributes:

MYATT HOLDINGS LLC

Property is a good warehouse/manufacturing building. It has an established industrial 
location. The tenant has consolidated operations to this facility and have made 
significant investment improving the property.

The property is 100% leased at a rental rate that is slightly below market levels.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Reemay, Inc. $2.21   Sep-2009 $2.25         -     -   -   See method: Pro      -      -           Market
 Industrial 528,500 $1,167,985   Sep-2010 $2.30   Rata  See assumption:
 Aug-1993 to Aug-2013 100.00% $0.18   Sep-2011 $2.34           Market
 241 Months $97,332   Sep-2012 $2.39

 Total Occupied SqFt 528,500
 Total Available SqFt 0

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 528,500 Square Feet
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Park Village Holdings, LLC.  Park Village owns two buildings on separate sites.  

The first, 431 Park Village Drive, is a 42,300 square foot office building located on 6.9 

acres in Knoxville, TN.  The second, 215 Center Park Drive, is a 37,324 square foot 

office building located on 2.6 acres in Knoxville, TN.  Both properties were built in 1981 

and purchased in August 2005 for $5,750,000.  The properties have a combined secured 

debt of $3,500,000.  The Wextrust business plan contemplated a seven year holding 

period.    

• 431 Park Village Drive has an occupancy rate of 85.8%.  There do not 

appear to be any abnormal tenant turnover/vacancy risks or costs looming 

in the near term.   The Receiver intends to market the property for sale 

beginning in February 2009. 

• 215 Center Park Drive has an occupancy rate of 80.7%.  There do not 

appear to be any abnormal tenant turnover/vacancy risks or costs looming 

in the near term.  The Receiver plans to begin marketing the property for 

sale in February 2009. 
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Property Location: 431 Park Village Dr NW
Knoxville, TN

Debt (Both Buildings): $3,500,000

Property Type: Flex Office

Year Built: 1981

Construction Type: Masonry

Building NRA (SF): 42,300

Site Size (AC): 6.9

Current Occupancy: 85.82%

Positive Attributes:

Risks:

PARK VILLAGE HOLDINGS, LLC (Park Village)

Property is an average flex/office building. It has an established office/service 
location.

Normal releasing risks.
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Software: ARGUS Ver. 13.0.0 (Build: 13000-A) Date: 10/30/08
File: Park Village Holdings, LLC Time: 2:47 pm
Property Type: Office/Industrial Ref#: ABH
Portfolio: Page: 1

      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Vacant C $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: C 6,000 $0   pro-rata share of  See assumption:
 Expires Oct-2009 14.18% $0.00   all reimbursable   Average Market

$0   expenses.

2  Team Health, Inc. $12.00     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: AB 14,000 $168,000   pro-rata share of  See assumption:
 Aug-2007 to Aug-2010 33.10% $1.00   all reimbursable   Average Market
 37 Months $14,000   expenses.

3  Quest Diagnostic, Inc $15.50   Aug-2009 $16.00         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: D 2,000 $31,000   pro-rata share of  See assumption:
 Aug-2008 to Aug-2011 4.73% $1.29   all reimbursable   Average Market
 37 Months $2,583   expenses.

4  Sandberg dba Direct B $6.40     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: EFGHI 10,250 $65,600   pro-rata share of  See assumption:
 Jan-2005 to Jan-2010 24.23% $0.53   all reimbursable   Average Market
 61 Months $5,467   expenses.

5  Jacob Marketing, Inc. $9.50   May-2009 $10.00         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: K 2,050 $19,475   pro-rata share of  See assumption:
 Feb-2007 to May-2010 4.85% $0.79   all reimbursable   Average Market
 40 Months $1,623   expenses.

6  Windrock, Inc. $9.50     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: N 8,000 $76,000   pro-rata share of  See assumption:
 Feb-1997 to Jun-2009 18.91% $0.79   all reimbursable   Average Market
 149 Months $6,333   expenses.

 Total Occupied SqFt 42,300

 Total Available SqFt 0

Presentation Rent Roll & Current Term Tenant Summary

As of Nov-2008 for 42,300 Square Feet
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Property Location: 215 Center Park Dr
Knoxville, TN

Debt (Both Buildings): $3,500,000

Property Type: Office

Year Built: 1981

Construction Type: Masonry

Building NRA (SF): 37,324

Site Size (AC): 2.64

Current Occupancy: 80.72%

Positive Attributes:

Risks:

PARK VILLAGE HOLDINGS, LLC (Parkway Business Center)

Property is an average office building. It has an established office location.

Normal releasing risks.
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Software: ARGUS Ver. 13.0.0 (Build: 13000-A) Date: 10/30/08
File: Park Village Holdings, LLC2 Time: 3:21 pm
Property Type: Office/Industrial Ref#: ABC
Portfolio: Page: 1

      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Vacant 100 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 100 1,895 $0   pro-rata share of  See assumption:
 Expires Oct-2009 5.08% $0.00   all reimbursable   Average Market

$0   expenses.

2  Vacant 200 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 200 3,300 $0   pro-rata share of  See assumption:
 Expires Oct-2009 8.84% $0.00   all reimbursable   Average Market

$0   expenses.

3  Vacant 1701 $0.00     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 1701 2,000 $0   pro-rata share of  See assumption:
 Expires Oct-2009 5.36% $0.00   all reimbursable   Average Market

$0   expenses.

4  Christian A Clinard, $10.00     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 150 2,093 $20,930   pro-rata share of  See assumption:
 Jul-2003 to Nov-2008 5.61% $0.83   all reimbursable   Average Market
 65 Months $1,744   expenses.

5  Catalyst Technology G $10.56     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 400 3,710 $39,178   pro-rata share of  See assumption:
 Jan-2007 to Jan-2012 9.94% $0.88   all reimbursable   Average Market
 61 Months $3,265   expenses.

6  West Knox Dentistry, $10.25     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 500 2,508 $25,707   pro-rata share of  See assumption:
 Feb-2007 to Feb-2010 6.72% $0.85   all reimbursable   Average Market
 37 Months $2,142   expenses.

7  After Hours Pet Emerg $9.50     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 550 1,500 $14,250   pro-rata share of  See assumption:
 Dec-2001 to Apr-2009 4.02% $0.79   all reimbursable   Average Market
 89 Months $1,188   expenses.

8  After Hours Pet Emerg $9.58     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 700 3,048 $29,200   pro-rata share of  See assumption:
 Mar-1999 to Apr-2009 8.17% $0.80   all reimbursable   Average Market
 122 Months $2,433   expenses.

Presentation Rent Roll & Current Term Tenant Summary

As of Nov-2008 for 37,324 Square Feet
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9  Market Distribution S $10.00     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 1200 13,270 $132,700   pro-rata share of  See assumption:
 Oct-2006 to Nov-2008 35.55% $0.83   all reimbursable   Average Market
 26 Months $11,058   expenses.

10  Integrated Mgmt Resou $9.27     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 1600 2,400 $22,248   pro-rata share of  See assumption:
 Aug-2007 to Sep-2010 6.43% $0.77   all reimbursable   Average Market
 38 Months $1,854   expenses.

11  Apollo Hair Systems $10.61     -   -         -     -   -   Net:  Pays a full      -      -           Market
 Office, Suite: 1700 1,600 $16,976   pro-rata share of  See assumption:
 Mar-2006 to Mar-2011 4.29% $0.88   all reimbursable   Average Market
 61 Months $1,415   expenses.

 Total Occupied SqFt 37,324
 Total Available SqFt 0
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Tennessee Office Holdings, LLC.  Tennessee Office owns 13 office buildings in 

11 cities in the State of Tennessee.  The buildings range in size from 5,000 to 46,250 

square feet and are located on land sizes ranging from 0.66 to 10.02 acres.  The buildings 

were built between 1990 and 2004. They were purchased in June 2006 for $17 million.  

The aggregate secured debt on all of the buildings is $14,533,535.  The Wextrust 

business plan contemplated selling or developing three acres of excess land at the 1300 

Salem Road, Cookeville, TN property.  Under one scenario contemplated by the 

Wextrust business plan, up to four of the properties would be sold in the first year.  The 

Wextrust business plan contemplated a six to seven year holding period overall.   

All of the buildings are 100% leased to the State of Tennessee.  The lease 

expiration terms range from 2009 through 2016.  There is presently a strong expectation 

that the tenant will renew each of near-term renewals looming in 2009.  Therefore, near 

term tenant turnover/vacancy costs are likely to be low.  The Receiver plans to begin 

marketing the property for sale in February 2009. 
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Property Location: 3711 Middlebrook Pike
Knoxville, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 1999

Construction Type: Masonry

Building NRA (SF): 44,000

Site Size (AC): 6.26

Current Occupancy: 100.00%

Positive Attributes:

Risks:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building on a busy corridor. It has an average office 
location.  The building is leased entirely to the State of Tennessee, a strong 
tenant, until 2016.

None
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Property Location: 3712 Middlebrook Pike
Knoxville, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 1999

Construction Type: Masonry

Building NRA (SF): 6,083

Site Size (AC): 1.14

Current Occupancy: 100.00%

Positive Attributes:

Risks:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a small office building on a busy corridor. It has an average office 
location.  The building is leased entirely to the State of Tennessee, a strong tenant.

The current lease on the building's only tenant expires in June 2009.
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Property Location: 485 Pine Top St
Lenoir City, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2003

Construction Type: Masonry/Metal Panel

Building NRA (SF): 10,500

Site Size (AC): 2.00

Current Occupancy: 100.00%

Positive Attributes:

Risks:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant, until 2013.

Located in a primarily industrial location. 
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Property Location: 1008 Knight Rd
Athens, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2002

Construction Type: Masonry/Metal Panel

Building NRA (SF): 13,500

Site Size (AC): 2.08

Current Occupancy: 100.00%

Positive Attributes:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant, until 2012.
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Property Location: 795 Larry Byrd Dr
Kingston, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2004

Construction Type: Masonry

Building NRA (SF): 5,000

Site Size (AC): 2.08

Current Occupancy: 100.00%

Positive Attributes:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a small one-story office building. The building is leased entirely to the 
State of Tennessee, a strong tenant, until 2014.
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Property Location: 194 Frank L. Diggs Rd
Clinton, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2002

Construction Type: Masonry/Metal Panel

Building NRA (SF): 37,000

Site Size (AC): 4.29

Current Occupancy: 100.00%

Positive Attributes:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant, until 2011.
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Property Location: 1108 Gateway Service Park Rd
Morristown, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2001

Construction Type: Masonry/Metal Panel

Building NRA (SF): 15,250

Site Size (AC): 3.01

Current Occupancy: 100.00%

Positive Attributes:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant, until 2011.
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Property Location: 151 Freeman St
Tullahoma, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2000

Construction Type: Masonry/Metal Panel

Building NRA (SF): 12,540

Site Size (AC): 2.31

Current Occupancy: 100.00%

Positive Attributes:

Risks:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant.

The current lease on the building's only tenant expires in June 2009. 
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Property Location: 905 Madison St
Shelbyville, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 1990

Construction Type: Metal Panel

Building NRA (SF): 5,000

Site Size (AC): 0.66

Current Occupancy: 100.00%

Positive Attributes:

Risks:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant, until 2010.

None
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Property Location: 815 S Main St
Columbia, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2003

Construction Type: Masonry/Metal Panel

Building NRA (SF): 46,250

Site Size (AC): 6.20

Current Occupancy: 100.00%

Positive Attributes:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant, until 2012.
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Property Location: 220 Blanton Ave
Nashville, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2003

Construction Type: Masonry/Metal Panel

Building NRA (SF): 17,600

Site Size (AC): 2.36

Current Occupancy: 100.00%

Positive Attributes:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant, until 2013.
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Property Location: 2816 Dickerson Pike
Nashville, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2002

Construction Type: Masonry/Metal Panel

Building NRA (SF): 12,825

Site Size (AC): 3.31

Current Occupancy: 100.00%

Positive Attributes:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant, until 2011.
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Property Location: 1300 Salem Rd
Cookeville, TN

Debt (Entire Portfilio): $14,533,535

Property Type: Office

Year Built: 2001

Construction Type: Masonry/Metal Panel

Building NRA (SF): 26,875

Site Size (AC): 10.02

Current Occupancy: 100.00%

Positive Attributes:

TENNESSEE OFFICE HOLDINGS, LLC

Property is a one-story office building. The building is leased entirely to the State of 
Tennessee, a strong tenant, until 2011.
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Software: ARGUS Ver. 13.0.1 (Build: 13000-C) Date: 10/31/08
File: Tennessee Office Holdings, LLC Time: 4:38 pm
Property Type: Office/Industrial Ref#: ADW
Portfolio: Page: 1

      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  01 Knoxville 3712 Mid $10.99     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 01 6,083 $66,852   Pays no expense  See assumption:
 Jul-1999 to Jul-2009 2.41% $0.92   reimbursement.       01 Release
 121 Months $5,571

2  02 Knoxville 3711 Mid $10.75     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 02 44,000 $473,000   Pays no expense  See assumption:
 May-2006 to May-2016 17.43% $0.90   reimbursement.       02 Release
 121 Months $39,417

3  03 Athens $8.20     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 03 13,500 $110,700   Pays no expense  See assumption:
 Jul-2002 to Jul-2012 5.35% $0.68   reimbursement.       03 Release
 121 Months $9,225

4  04 Clinton $7.83     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 04 37,000 $289,710   Pays no expense  See assumption:
 May-2001 to May-2011 14.66% $0.65   reimbursement.       04 Release
 121 Months $24,143

5  05 Kingston $12.50     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 05 5,000 $62,500   Pays no expense  See assumption:
 Mar-2004 to Mar-2014 1.98% $1.04   reimbursement.       05 Release
 121 Months $5,208

6  06 Lenoir City $9.52     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 06 10,500 $99,960   Pays no expense  See assumption:
 Oct-2003 to Oct-2013 4.16% $0.79   reimbursement.       06 Release
 121 Months $8,330

7  07 Morristown $7.19     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 07 15,250 $109,648   Pays no expense  See assumption:
 May-2001 to May-2011 6.04% $0.60   reimbursement.       07 Release
 121 Months $9,137

8  08 Nashville 220 Blan $12.48     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 08 17,600 $219,648   Pays no expense  See assumption:
 Sep-2003 to Sep-2013 6.97% $1.04   reimbursement.       08 Release

Presentation Rent Roll & Current Term Tenant Summary

As of Nov-2008 for 252,423 Square Feet
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 121 Months $18,304

9  09 Columbia $6.57     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 09 46,250 $303,863   Pays no expense  See assumption:
 Jan-2003 to Jan-2013 18.32% $0.55   reimbursement.       09 Release
 121 Months $25,322

10  10 Cookeville $6.44     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 10 26,875 $173,075   Pays no expense  See assumption:
 Mar-2001 to Mar-2011 10.65% $0.54   reimbursement.       10 Release
 121 Months $14,423

11  11 Nashville 2816 Dic $10.76     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 11 12,825 $137,997   Pays no expense  See assumption:
 Jan-2002 to Jan-2012 5.08% $0.90   reimbursement.       11 Release
 121 Months $11,500

12  12 Shelbyville $9.39     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 12 5,000 $46,950   Pays no expense  See assumption:
 Mar-2000 to Mar-2010 1.98% $0.78   reimbursement.       12 Release
 121 Months $3,913

13  13 Tullahoma $8.97     -   -         -     -   -   Full Service:      -      -           Market
 Office, Suite: 13 12,540 $112,484   Pays no expense  See assumption:
 Jan-2002 to Jan-2010 4.97% $0.75   reimbursement.       13 Release
 97 Months $9,374

 Total Occupied SqFt 252,423
 Total Available SqFt 0
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West Bearden Holdings, LLC.  West Bearden owns a 142,500 square foot office 

complex of six buildings located on 6.74 acres in Knoxville, Tennessee.  The buildings 

were built between 1979 and 1984 and purchased in September 2005 for $8,600,000.  

The secured debt on the property is $7,529,000.  The Wextrust business plan 

contemplated a five-year holding period. 

The complex has a current occupancy rate of approximately 84%.  Approximately 

38% of the space, however, has either holdover tenants or leases that expire in the next 12 

months.  The Receiver plans to begin marketing the property for sale in February 2009. 
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Property Location: 6700 Baum Drive
Knoxville, TN

Debt: $7,529,000

Property Type: Flex Office

Year Built: 1979-1984

Construction Type: Masonry

Building NRA (SF): 142,500

Site Size (AC): 6.74

Current Occupancy: 84.42%

Positive Attributes:

Risks:

WEST BEARDEN HOLDINGS LLC

Property is a good multi-tenant flex office complex. It has an average industrial
location.

In addition to 22,208 sf of vacant space (15.58%), there are 54,704 sf (38.4%)
that are either holdover tenants or space that expires within the first 12 months of
the holding period. 
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Receivables Managemen $6.50   Sep-2009 $7.75         -     -   -   See method: 83      -      -           Market
 Office 6,005 $39,033   Sep-2010 $8.25   /120  See assumption:
 Aug-2007 to Aug-2012 4.21% $0.54           Market
 61 Months $3,253

2  TN Dept of Safety $10.35     -   -         -     -   -   Full Service:      -      -           Market
 Office 3,221 $33,337   Pays no expense  See assumption:
 Sep-2007 to Aug-2012 2.26% $0.86   reimbursement.           Market
 60 Months $2,778

3  Tradesman Internation $11.00   Dec-2008 $12.00         -     -   -   See method: 83      -      -           Market
 Office 1,230 $13,530   Dec-2009 $13.00   /120  See assumption:
 Sep-2007 to Nov-2010 0.86% $0.92           Market
 39 Months $1,128

4  David C Lee $10.70     -   -         -     -   -   See method: 83      -      -           Market
 Office 820 $8,774   /120  See assumption:
 Oct-2007 to Sep-2009 0.58% $0.89           Market
 24 Months $731

5  Exterior Materials $8.10     -   -         -     -   -   See method: 83      -      -           Market
 Office 4,224 $34,214   /120/247  See assumption:
 Dec-2007 to Nov-2011 2.96% $0.68           Market
 48 Months $2,851

6  Home Helpers $11.00   Jan-2009 $11.33         -     -   -   See method: 83      -      -           Market
 Office 592 $6,512   /120  See assumption:
 Jan-2008 to Dec-2009 0.42% $0.92           Market
 24 Months $543

7  Commtest Inc. $9.25   Jan-2009 $9.50         -     -   -   See method: 83      -      -           Market
 Office 5,985 $55,361   Jan-2010 $9.75   /120  See assumption:
 Jan-2008 to Feb-2012 4.20% $0.77   Jan-2011 $10.00           Market
 50 Months $4,613   Jan-2012 $10.25

8  Greg Coleman $11.14     -   -         -     -   -   See method: 79      -      -           Market
 Office 624 $6,951   /114  See assumption:
 Dec-2007 to Nov-2008 0.44% $0.93           Market
 12 Months $579

9  Dataman Business Syst $8.50   Mar-2009 $8.75         -     -   -   See method: 86      -      -           Market
 Office 2,214 $18,819   Mar-2010 $9.00   /120  See assumption:
 Mar-2008 to Feb-2011 1.55% $0.71           Market
 36 Months $1,568

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 142,500 Square Feet
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10  Graphic Solutions $5.62   Apr-2009 $5.79         -     -   -   See method: 83      -      -           Market
 Office 6,181 $34,737   Apr-2010 $5.96   /120  See assumption:
 Apr-2008 to Mar-2013 4.34% $0.47   Apr-2011 $6.14           Market
 60 Months $2,895   Apr-2012 $6.33

11  Raptor Technologies $8.37   May-2009 $8.62         -     -   -   See method: 83      -      -           Market
 Office 1,755 $14,689   May-2010 $8.87   /120  See assumption:
 May-2008 to Apr-2011 1.23% $0.70           Market
 36 Months $1,224

12  James Pleasants Co. $12.00     -   -         -     -   -   See method: 83      -      -           Market
 Office 972 $11,664   /120  See assumption:
 May-2008 to Apr-2009 0.68% $1.00           Market
 12 Months $972

13  Black Box Network $9.25   May-2009 $9.53         -     -   -   See method: 83      -      -           Market
 Office 1,830 $16,928   May-2010 $9.81   /120  See assumption:
 May-2008 to Apr-2011 1.28% $0.77           Market
 36 Months $1,411

14  Shenandoah Northern $8.00   May-2009 $8.25         -     -   -   See method: 83      -      -           Market
 Office 1,802 $14,416   May-2010 $8.50   /120  See assumption:
 May-2008 to Apr-2011 1.26% $0.67           Market
 36 Months $1,201

15  Integrated Environmen $8.85   Jun-2009 $9.10         -     -   -   See method: 86      -      -           Market
 Office 1,783 $15,780   Jun-2010 $9.35   /119  See assumption:
 Jun-2008 to May-2011 1.25% $0.74           Market
 36 Months $1,315

16  American Dreams $8.50   Jul-2009 $8.75         -     -   -   See method: 85      -      -           Market
 Office 6,055 $51,468   Jul-2010 $9.00   /119  See assumption:
 Jul-2008 to Jun-2011 4.25% $0.71           Market
 36 Months $4,289

17  Blueprint Wiring $9.68     -   -         -     -   -   See method: 83      -      -           Vacate
 Office 3,105 $30,056   /120  See assumption:
 Sep-2008 to Nov-2008 2.18% $0.81           Market
 2 Months $2,505

18  Tom James Co. $8.12   Jan-2009 $8.24         -     -   -   See method: 96      -      -           Market
 Office 1,631 $13,244   /120  See assumption:
 Jan-2007 to Dec-2009 1.14% $0.68           Market
 36 Months $1,104

19  Volkert & Assoc. $10.50     -   -         -     -   -   See method: 83      -      -           Market
 Office 1,784 $18,732   /120  See assumption:
 Jan-2007 to Dec-2008 1.25% $0.88           Market
 24 Months $1,561
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20  Physicians Medical $9.00     -   -         -     -   -   See method: 83      -      -           Market
 Office 5,320 $47,880   /120  See assumption:
 Jan-2007 to Dec-2008 3.73% $0.75           Market
 24 Months $3,990

21  Allergy Assoc. $9.00     -   -         -     -   -   See method: 83      -      -           Market
 Office 3,376 $30,384   /120/247  See assumption:
 Jan-2007 to Dec-2008 2.37% $0.75           Market
 24 Months $2,532

22  Engstrom Services $7.00   Jun-2008 $7.25         -     -   -   See method: 83      -      -           Market
 Office 3,807 $26,649   Jun-2009 $7.50   /120  See assumption:
 Jun-2007 to May-2010 2.67% $0.58           Market
 36 Months $2,221

23  Golden Rule Medical $14.06     -   -         -     -   -   See method: 86/1      -      -           Market
 Office 3,251 $45,709  See assumption:
 Apr-2007 to Jul-2009 2.28% $1.17           Market
 28 Months $3,809

24  THDA $11.25     -   -         -     -   -   Full Service:      -      -           Market
 Office 2,984 $33,570   Pays no expense  See assumption:
 Jun-2007 to May-2012 2.09% $0.94   reimbursement.           Market
 60 Months $2,798

25  Dept Labor & Workforc $12.25     -   -         -     -   -   Full Service:      -      -           Market
 Office 3,200 $39,200   Pays no expense  See assumption:
 Apr-2007 to Mar-2012 2.25% $1.02   reimbursement.           Market
 60 Months $3,267

26  The LAMP Foundation $7.84     -   -         -     -   -   See method: 83      -      -           Market
 Office 2,800 $21,952   /120  See assumption:
 Jun-2007 to Dec-2008 1.96% $0.65           Market
 19 Months $1,829

27  Cedar Bluff Plumbing $8.25     -   -         -     -   -   See method: 83      -      -           Market
 Office 1,605 $13,241   /120  See assumption:
 Jul-2003 to Aug-2009 1.13% $0.69           Market
 74 Months $1,103

28  Industrial Constrols $7.15     -   -         -     -   -   See method: 83      -      -           Market
 Office 2,655 $18,983   /120  See assumption:
 Nov-2002 to Aug-2009 1.86% $0.60           Market
 82 Months $1,582

29  Community Network Ser $12.42     -   -         -     -   -   See method: 86/20      -      -           Market
 Office 684 $8,495  See assumption:
 May-2004 to Mar-2009 0.48% $1.03           Market
 59 Months $708
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30  Community Network Ser $10.37     -   -         -     -   -   See method: 86/6      -      -           Market
 Office 3,177 $32,945  See assumption:
 May-2004 to Mar-2009 2.23% $0.86           Market
 59 Months $2,745

31  Office Works $9.30     -   -         -     -   -   See method: 86/6      -      -           Market
 Office 2,025 $18,833  See assumption:
 Jun-2005 to Jun-2009 1.42% $0.78           Market
 49 Months $1,569

32  Marion Sing $9.31   Oct-2007 $9.59         -     -   -   See method: 83      -      -           Market
 Office 592 $5,512   Oct-2008 $9.88   /120  See assumption:
 Oct-2006 to Sep-2011 0.42% $0.78   Oct-2009 $10.17           Market
 60 Months $459   Oct-2010 $10.48

33  Jack Sherrod $9.35     -   -         -     -   -   See method: 86/40      -      -           Market
 Office 1,347 $12,594  See assumption:
 Oct-2004 to Oct-2009 0.95% $0.78           Market
 61 Months $1,050

34  First Pharmacy Manage $7.78     -   -         -     -   -   See method: 83      -      -           Market
 Office 1,545 $12,020   /120  See assumption:
 Oct-2004 to Aug-2009 1.08% $0.65           Market
 59 Months $1,002

35  Leon Ebbert $11.60     -   -         -     -   -   See method: 86/6      -      -           Market
 Office 2,086 $24,198  See assumption:
 Oct-2004 to Sep-2009 1.46% $0.97           Market
 60 Months $2,016

36  Pitney Bowes $9.00     -   -         -     -   -   See method: 86      -      -           Market
 Office 2,965 $26,685   /120  See assumption:
 Dec-2006 to Dec-2011 2.08% $0.75           Market
 61 Months $2,224

37  Strickwood Communicat $9.30     -   -         -     -   -   See method: 83      -      -           Market
 Office 3,542 $32,941   /120  See assumption:
 Oct-2003 to Sep-2009 2.49% $0.78           Market
 72 Months $2,745

38  Binding Duplication $8.74     -   -         -     -   -   See method: 83      -      -           Market
 Office 2,200 $19,228   /120  See assumption:
 May-2001 to Mar-2009 1.54% $0.73           Market
 95 Months $1,602

39  Mountain Enterprises $8.00   Sep-2007 $8.25         -     -   -   See method: 83      -      -           Market
 Office 3,170 $25,360   Sep-2008 $8.50   /120  See assumption:
 Sep-2006 to Aug-2010 2.22% $0.67   Sep-2009 $8.75           Market
 48 Months $2,113
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40  American Business Equ $6.50     -   -         -     -   -   See method: 83      -      -           Market
 Office 2,062 $13,403   /120  See assumption:
 May-2003 to Aug-2009 1.45% $0.54           Market
 76 Months $1,117

41  Chatco Enterprises $7.50     -   -         -     -   -   See method: 84      -      -           Market
 Office 1,256 $9,420   /120  See assumption:
 Jun-2004 to May-2009 0.88% $0.63           Market
 60 Months $785

42  Food Sales $10.47     -   -         -     -   -   See method: 84/8      -      -           Market
 Office 5,020 $52,559  See assumption:
 Sep-2003 to Aug-2009 3.52% $0.87           Market
 72 Months $4,380

43  March of Dimes $9.63     -   -         -     -   -   See method: 24/28      -      -           Market
 Office 3,321 $31,981  See assumption:
 Sep-2003 to Aug-2009 2.33% $0.80           Market
 72 Months $2,665

44  TN Alcoholic Beverage $7.67     -   -         -     -   -   Full Service:      -      -           Market
 Office 2,428 $18,623   Pays no expense  See assumption:
 Aug-2003 to Jul-2009 1.70% $0.64   reimbursement.           Market
 72 Months $1,552

45  Healthcare Assurance $8.60     -   -         -     -   -   See method: 96      -      -           Market
 Office 2,061 $17,725   /120  See assumption:
 Feb-2003 to Jul-2009 1.45% $0.72           Market
 78 Months $1,477

 S1  Vacant Space $8.50     -   -               CPI     -   -   See method: Pro $12.00 $2.13           Market
 Office, Suite: Qtr 1 2,776 $23,596   Rata 5.00%  See assumption:
 Nov-2008 to Oct-2013 1.95% $0.71 $33,312 $5,899           Market
 60 Months $1,966

 @ 100% of Mkt

 S1  Vacant Space $8.50     -   -               CPI     -   -   See method: Pro $12.00 $2.13           Market
 Office, Suite: Qtr 2 2,776 $23,596   Rata 5.00%  See assumption:
 Feb-2009 to Jan-2014 1.95% $0.71 $33,312 $5,899           Market
 60 Months $1,966

 @ 100% of Mkt

 S1  Vacant Space $8.50     -   -               CPI     -   -   See method: Pro $12.00 $2.13           Market
 Office, Suite: Qtr 3 2,776 $23,596   Rata 5.00%  See assumption:
 May-2009 to Apr-2014 1.95% $0.71 $33,312 $5,899           Market
 60 Months $1,966

 @ 100% of Mkt

 S1  Vacant Space $8.50     -   -               CPI     -   -   See method: Pro $12.00 $2.13           Market
 Office, Suite: Qtr 4 2,776 $23,596   Rata 5.00%  See assumption:
 Aug-2009 to Jul-2014 1.95% $0.71 $33,312 $5,899           Market
 60 Months $1,966
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 @ 100% of Mkt

 S1  Vacant Space $8.76     -   -               CPI     -   -   See method: Pro $12.36 $2.19           Market
 Office, Suite: Qtr 5 2,776 $24,304   Rata 5.00%  See assumption:
 Nov-2009 to Oct-2014 1.95% $0.73 $34,311 $6,076           Market
 60 Months $2,025

 @ 100% of Mkt

 S1  Vacant Space $8.76     -   -               CPI     -   -   See method: Pro $12.36 $2.19           Market
 Office, Suite: Qtr 6 2,776 $24,304   Rata 5.00%  See assumption:
 Feb-2010 to Jan-2015 1.95% $0.73 $34,311 $6,076           Market
 60 Months $2,025

 @ 100% of Mkt

 S1  Vacant Space $8.76     -   -               CPI     -   -   See method: Pro $12.36 $2.19           Market
 Office, Suite: Qtr 7 2,776 $24,304   Rata 5.00%  See assumption:
 May-2010 to Apr-2015 1.95% $0.73 $34,311 $6,076           Market
 60 Months $2,025

 @ 100% of Mkt

 S1  Vacant Space $8.76     -   -               CPI     -   -   See method: Pro $12.36 $2.19           Market
 Office, Suite: Qtr 8 2,776 $24,304   Rata 5.00%  See assumption:
 Aug-2010 to Jul-2015 1.95% $0.73 $34,311 $6,076           Market
 60 Months $2,025

 @ 100% of Mkt

 Total Occupied SqFt 142,500
 Total Available SqFt 0
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Wilma Rudolph Holdings, LLC.  Wilma Rudolph owns a 36,170 square foot 

warehouse building located on approximately 8 acres in Clarksville, Tennessee.  The 

building was built in 1977 and purchased in March 2006 for $1,700,000.  The secured 

debt on the property is $1,435,011.   

The building has a current occupancy rate of 100%.  The sole tenant has filed for 

bankruptcy and may reject the lease and/or vacate the premises at or prior to the end of its 

lease (2011).  Therefore, this property is likely to have tenant turnover/vacancy costs in 

the near term.  This entity also has excess land (approximately 6 acres) located along a 

busy corridor, which adds to the property’s value.  The Receiver plans to begin marketing 

the property for sale in February 2009. 
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Property Location: 1902 Wilma Rudolph Boulevard
Clarksville, TN

Debt: $1,435,011

Property Type: Warehouse

Year Built: 1977

Construction Type: Masonry

Building NRA (SF): 36,170

Site Size (AC): 7.98

Current Occupancy: 100.00%

Positive Attributes:

WILMA RUDOLPH HOLDINGS LLC

Property is an average warehouse building utilized as secondary retail sales area.
It has a secondary retail location with limited highway visibility.

-71-



      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Surplus Sales of Clar $3.65     -   -         -     -   -   See method:      -      -           Vacate
 Industrial 36,170 $132,021   Surplus Sales  See assumption:
 Mar-2006 to Feb-2011 100.00% $0.30           Market
 60 Months $11,002

Note: Surplus Sales has reportedly discussed filing for bankruptcy with Ron Grove. As such, we have assumed that this tenant vacates at lease expiration.

 Total Occupied SqFt 36,170
 Total Available SqFt 0

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 36,170 Square Feet
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Workman Road Holdings, LLC.  Workman Road Holdings owns a 76,000 square 

foot warehouse/office located on approximately 5 acres in Knoxville, TN.  The building 

was built in 1993 and purchased in 2006 for $3,525,000.  The secured debt on the 

property is $3,020,000.   

The facility is presently 100% leased to a sole tenant.  That lease expires on July 

31, 2009 and the tenant has not yet renewed.  Therefore, this property may have some 

tenant turnover/vacancy costs in the near term.  The Receiver plans to begin marketing 

the property for sale in February 2009. 
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Property Location: 3551 Workman Road
Knoxville, TN

Debt: $3,020,000

Property Type: Warehouse/office

Year Built: 1993

Construction Type: Masonry

Building NRA (SF): 76,000

Site Size (AC): 5.25

Current Occupancy: 100.00%

Positive Attributes:

Risks:

WORKMAN ROAD HOLDINGS LLC

Property is an average warehouse/office building. It has an established
industrial/service location.

Lease renewal not yet completed and the tenant's lease expires 07/31/2009.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Owens & Minor $4.61     -   -         -     -   -   See method: Pro      -      -           Market
 Industrial 76,000 $350,360   Rata  See assumption:
 Aug-2003 to Jul-2009 100.00% $0.38           Market
 72 Months $29,197

 Total Occupied SqFt 76,000
 Total Available SqFt 0

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 76,000 Square Feet
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45 South Washington Street Holdings, LLC.  45 South Washington owns a 6,100 

square foot multi-tenant office/retail building located on 0.1 of an acre in Hinsdale, 

Illinois.  The building was built in 1895 and purchased in June 2006 for $1,825,000.  The 

secured debt on the property is $1,300,000.  The property is current on its mortgage debt.   

The property is currently 81% leased, but leases for approximately one-half of the 

total square feet available expire over the next 12 months.  Therefore, this property may 

have some tenant turnover/vacancy costs in the near term.  The Receiver plans to begin 

marketing the property for sale in February 2009.  The Receiver believes that the secured 

lender will cooperate with the marketing effort. 
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Property Location: 45 South Washington Street

Hinsdale

Debt: $1,300,000

Property Type: Office/Retail

Year Built: 1895

Construction Type: Masonry

Building NRA (SF): 7,500

Site Size (AC): 0.096

Current Occupancy: 81.30%

Positive Attributes:

Risks:

45 SOUTH WASHINGTON HOLDINGS LLC

Property is an average multi-tenant office/retail building located in Hinsdale. It has 

a downtown location.

3,300 sf of the 6,100 sf of space currently leased expires in the first 12 months.
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116 N. York Road, LLC.  116 N. York Road owns a 17,608 square foot 

office/retail building located on a 0.25 acre site on a busy street in downtown Elmhurst, 

Illinois.  The building was built in 2001 and purchased in August 2005 for $3,700,000.  

The secured debt on the property is $2,800,000.  The Wextrust business plan 

contemplated a seven-year holding period.  It also aimed to increased occupancy and 

raise rents to market levels. 

The building is presently 100% leased at market rates.  There do not appear to be 

any short-term tenant turnover/vacancy costs associated with this property.  The Receiver 

plans to begin marketing the property for sale in February 2009. 
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Property Location: 116 North York Road

Elmhurst, IL

Debt: $2,800,000

Property Type: Office/Retail

Year Built: 2001

Construction Type: Masonry

Building NRA (SF): 17,608

Site Size (AC): 0.25

Current Occupancy: 100.00%

Positive Attributes:

Risks:

116 NORTH YORK ROAD LLC

Property is a good multi-tenant office/retail building located in Elmhurst that is 

100% leased. It has a downtown location.

7,588 s.f. expire in 2010.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about

  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms

  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant

  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Papa Johns $28.00   Mar-2009 $28.56         -     -   -   Full Service:      -      -           Market

 Retail, Suite: 116A 1,200 $33,600   Mar-2010 $29.13   Pays no expense  See assumption:

 Mar-2007 to Feb-2017 6.82% $2.33   Mar-2011 $29.71   reimbursement.           Retail

 120 Months $2,800   Mar-2012 $30.31

  Mar-2013 $30.91

  Mar-2014 $31.53

  Mar-2015 $32.16

  Mar-2016 $32.81

2  Cold Stone $28.14   May-2009 $28.98         -     -   -   See method: Cold      -      -           Market

 Retail, Suite: 116B 1,848 $52,003   May-2010 $29.85   Stone  See assumption:

 May-2004 to May-2014 10.50% $2.35   May-2011 $30.75           Retail

 121 Months $4,334   May-2012 $31.67

  May-2013 $32.62

3  Fuego $25.00   Jan-2012 $28.00         -     -   -   See method: Fuego      -      -           Market

 Retail, Suite: 116C 2,728 $68,200  See assumption:

 Apr-2005 to Mar-2015 15.49% $2.08           Retail

 120 Months $5,683

4  American $23.47   Sep-2009 $24.75         -     -   -   See method:      -      -           Market

 Office, Suite: 200 4,028 $94,537   Sep-2010 $26.10   American  See assumption:

 Apr-2005 to Mar-2015 22.88% $1.96   Sep-2011 $27.53           Office

 120 Months $7,878

5  Interface $20.25   Apr-2009 $20.75         -     -   -   Full Service:      -      -           Market

 Office, Suite: 210 1,654 $33,494   Pays no expense  See assumption:

 May-2007 to Mar-2010 9.39% $1.69   reimbursement.           Office

 35 Months $2,791

6  Interface $21.82   Mar-2009 $22.32         -     -   -   Full Service:      -      -           Market

 Office, Suite: 300 5,934 $129,480   Pays no expense  See assumption:

 Sep-2005 to Jul-2010 33.70% $1.82   reimbursement.           Office

 59 Months $10,790

7  PrimeCo $85.41   Jun-2009 $87.97         -     -   -   Full Service:      -      -           Market

 Office, Suite: Roof 216 $18,449   Jun-2010 $90.61   Pays no expense  See assumption:

 Jun-2001 to May-2026 1.23% $7.12   Jun-2011 $93.33   reimbursement.           Office

 300 Months $1,537   Jun-2012 $96.13

  Jun-2013 $99.01

  Jun-2014 $101.98

  Jun-2015 $105.04

  Jun-2016 $108.19

  Jun-2017 $111.44

  Jun-2018 $114.78

  Jun-2019 $121.77

 Total Occupied SqFt 17,608

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 17,608 Square Feet
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 Total Available SqFt 0
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Belle Meade Centre Partners, LLC.  Belle Meade owns a 28,893 square foot 

office retail condominium project located in Nashville, TN.  The building was built in 

2007 and 2008 from Wextrust funding.  Some of the retail condominiums have been sold 

and there are approximately 18,422 square feet remaining with Wextrust.  This is not a 

cash-flowing property.  The secured debt on the property is $1,772,309.  The Wextrust 

business plan contemplated a 68-month holding period, but reserved the right for an 

earlier sale based on the management’s appraisal. 

Due to existing market conditions, sales of the remaining units have slowed.  The 

Receiver intends to continue marketing the property for sale. 
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Property Location: 85 White Bridge Road
Nashville, TN

Debt: $1,722,309

Property Type: Office Condominiums

Year Built: 2007/2008

Construction Type: Masonry

Building NRA (SF): 18,422 owned

Site Size (AC): Not Applicable

Current Occupancy: Not Applicable

Positive Attributes:

Risks:

The first floor retail space was sold to a single user for $295 psf (shell space) and 
1,420 square feet of third-floor office space was sold in April 2008 for $200 psf 
(shell space).

A slowing of transactions due to difficulty in obtaining financing.

BELLE MEADE CENTRE PARTNERS, LLC

Property represents 18,422 remaining square feet of a 28,893 square foot
office/retail condominium development located in the west/westend submarket of
Nashville.
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Clarksville Industrial Holdings, LLC.  Clarksville Industrial owns a 127,500 

square foot, steel/metal panel multi-tenant warehouse facility located on 18 acres in 

Clarksville, Tennessee.  The property was built in 1997 and purchased in August 2007 for 

$4,213,000.  The secured debt on the property is $4,300,000.  The Wextrust business plan 

contemplated building a 90,000 square foot warehouse on the site for $3,250,000 and 

$565,000 in improvements to the existing structure.  The plan contemplated a holding 

period of two to six years. 

The additional warehouse was not built.  All of the existing tenant leases expire in 

the next 12 months.  Therefore, the property is likely to incur some tenant 

turnover/vacancy costs in the near term.  The Receiver plans to begin marketing the 

property for sale in February 2009. 
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Property Location: 1136 Dunlop Lane
Clarksville, TN

Debt: $4,300,000

Property Type: Warehouse

Year Built: 1997

Construction Type: Steel/Metal Panel

Building NRA (SF): 127,500

Site Size (AC): 18.10

Current Occupancy: 100.00%

Positive Attributes:

Risks:

CLARKSVILLE INDUSTRIAL HOLDINGS LLC

Property is an average multi-tenant warehouse building. It has an average 
industrial location.

All of the leases expire in the next 12 months. Negotiation for renewals is in 
process, but not yet completed.

-85-



      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Robert Bosch $3.00     -   -         -     -   -   Full Service:      -      -           Market
 Industrial 70,000 $210,000   Pays no expense  See assumption:
 Apr-2005 to Mar-2009 54.90% $0.25   reimbursement.           Market
 48 Months $17,500

2  Robert Bosch $4.41     -   -         -     -   -   Full Service:      -      -           Market
 Industrial 50,000 $220,500   Pays no expense  See assumption:
 Jan-2008 to Mar-2009 39.22% $0.37   reimbursement.           Market
 15 Months $18,375

3  Premium Wear $3.60     -   -         -     -   -   Full Service:      -      -           Market
 Industrial 7,500 $27,000   Pays no expense  See assumption:
 Jan-2008 to Dec-2008 5.88% $0.30   reimbursement.           Market
 12 Months $2,250

 Total Occupied SqFt 127,500
 Total Available SqFt 0

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 127,500 Square Feet

-86-



Commerce Center Holdings, LLC.  Commerce Center owns an 81,000 square 

foot, two building, office/warehouse facility located on 6.87 acres in Clarksville, 

Tennessee.  The buildings were built in 1989 and 1994 then purchased in December 2003 

for $3,500,000.  The secured debt on the property is $3,880,000 and there is a tenant in 

common holding 65% of ownership interests in the facility.   

The building has a current occupancy rate of approximately 57% and 

approximately 18,000 square feet of space expires in the next 12 months.  The Receiver 

plans to begin marketing the property for sale in February 2009.  Any marketing effort 

must be preceded by an agreement with the tenant in common.  Another marketing 

strategy may involve sale of the interests of Wextrust in the facility to the current tenant 

in common.  There have been negotiations with the tenant in common over management 

issues, but as yet no negotiations have commenced regarding sale of the building itself or 

the receivership’s interest in the building. 
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Property Location: 1850 Business Park Drive
Clarksville, TN

Debt: $3,880,000

Property Type: Office/Warehouse

Year Built: 1989, 1994

Construction Type: Steel

Building NRA (SF): 81,000

Site Size (AC): 6.87

Current Occupancy: 57.40%

Positive Attributes:

Risks:

COMMERCE CENTER HOLDINGS LLC

Property is an average two-building, multi-tenant office/warehouse building. It has
an average industrial location.

18,000 sf of the 46,500 sf of space currently leased expires in the first 12 months.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Charter Communication $7.88   Jan-2009 $8.12         -     -   -   See method:      -      -           Market
 Industrial 15,000.00 $118,200   Jan-2010 $8.36   Charter  See assumption:
 Jan-2003 to Dec-2013 18.52% $0.66   Jan-2011 $8.61           Market
 132 Months $9,850   Jan-2012 $8.87

  Jan-2013 $9.14

2  State of TN - WIC $8.85     -   -         -     -   -   Full Service:      -      -           Market
 Industrial 6,000.00 $53,100   Pays no expense  See assumption:
 May-2003 to Apr-2009 7.41% $0.74   reimbursement.           Market
 72 Months $4,425

3  Premier A $11.15     -   -         -     -   -   See method:      -      -           Market
 Industrial 9,000.00 $100,350   Premier A  See assumption:
 Mar-1997 to Dec-2008 11.11% $0.93           Market
 142 Months $8,363

4  Premier B $11.16     -   -         -     -   -   See method:      -      -           Market
 Industrial 3,000.00 $33,480   Premier B  See assumption:
 Jan-2005 to Dec-2008 3.70% $0.93           Market
 48 Months $2,790

5  State of TN - DHS $10.68   Sep-2009 $11.00         -     -   -   Full Service:      -      -           Market
 Industrial 13,500.00 $144,180   Sep-2010 $11.34   Pays no expense  See assumption:
 Sep-2004 to Aug-2014 16.67% $0.89   Sep-2011 $11.68   reimbursement.           Market
 120 Months $12,015   Sep-2012 $12.03

  Sep-2013 $12.39

 S1  Vacant $7.00     -   -         -     -   -   See method: Pro $5.00 $1.75           Market
 Industrial, Suite: Qtr 4,312.50 $30,188   Rata 5.00%  See assumption:
 Dec-2008 to Nov-2013 5.32% $0.58 $21,563 $7,547           Market
 60 Months $2,516

 @ 100% of Mkt

 S1  Vacant $7.00     -   -         -     -   -   See method: Pro $5.00 $1.75           Market
 Industrial, Suite: Qtr 4,312.50 $30,188   Rata 5.00%  See assumption:
 Mar-2009 to Feb-2014 5.32% $0.58 $21,563 $7,547           Market
 60 Months $2,516

 @ 100% of Mkt

 S1  Vacant $7.00     -   -         -     -   -   See method: Pro $5.00 $1.75           Market
 Industrial, Suite: Qtr 4,312.50 $30,188   Rata 5.00%  See assumption:
 Jun-2009 to May-2014 5.32% $0.58 $21,563 $7,547           Market
 60 Months $2,516

 @ 100% of Mkt

 S1  Vacant $7.21     -   -         -     -   -   See method: Pro $5.15 $1.80           Market
 Industrial, Suite: Qtr 4,312.50 $31,093   Rata 5.00%  See assumption:
 Sep-2009 to Aug-2014 5.32% $0.60 $22,209 $7,773           Market
 60 Months $2,591

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 81,000 Square Feet
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 @ 100% of Mkt

 S1  Vacant $7.21     -   -         -     -   -   See method: Pro $5.15 $1.80           Market
 Industrial, Suite: Qtr 4,312.50 $31,093   Rata 5.00%  See assumption:
 Dec-2009 to Nov-2014 5.32% $0.60 $22,209 $7,773           Market
 60 Months $2,591

 @ 100% of Mkt

 S1  Vacant $7.21     -   -         -     -   -   See method: Pro $5.15 $1.80           Market
 Industrial, Suite: Qtr 4,312.50 $31,093   Rata 5.00%  See assumption:
 Mar-2010 to Feb-2015 5.32% $0.60 $22,209 $7,773           Market
 60 Months $2,591

 @ 100% of Mkt

 S1  Vacant $7.21     -   -         -     -   -   See method: Pro $5.15 $1.80           Market
 Industrial, Suite: Qtr 4,312.50 $31,093   Rata 5.00%  See assumption:
 Jun-2010 to May-2015 5.32% $0.60 $22,209 $7,773           Market
 60 Months $2,591

 @ 100% of Mkt

 S1  Vacant $7.43     -   -         -     -   -   See method: Pro $5.30 $1.86           Market
 Industrial, Suite: Qtr 4,312.50 $32,026   Rata 5.00%  See assumption:
 Sep-2010 to Aug-2015 5.32% $0.62 $22,876 $8,006           Market
 60 Months $2,669

 @ 100% of Mkt

 Total Occupied SqFt 81,000.00
 Total Available SqFt 0.00
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Executive Plaza Holdings, LLC.  Executive Plaza owns two Class B office 

buildings totaling 12,160 square feet located on 1.3 acres in Clarksville, Tennessee.  The 

buildings were built between 1988 and 1989 then purchased for $1,000,000 in December 

2005.  The secured debt on the property is $1,138,300.   

The property has a current occupancy rate of 100%.  There do not appear to be 

any extraordinary tenant turnover risks.  The Receiver plans to begin marketing the 

property for sale in February 2009. 
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Property Location: 1850 Business Park Drive & 151 W. Dunbar Cave Road
Clarksville, TN

Debt: 1,138,300

Property Type: Class B Office

Year Built: 1988, 1989

Construction Type: Masonry

Building NRA (SF): 12,160

Site Size (AC): 1.30

Current Occupancy: 100.00%

Positive Attributes:

Risks:

EXECUTIVE PLAZA HOLDINGS LLC

Property is two Class B office buildings that have typical office finishes.

Property is 100% leased to Miller-Motte Technical College through 2018.

Normal releasing risks.

-92-



      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Miller-Motte Tech $12.64   Sep-2009 $12.99         -     -   -   See method: Pro      -      -           Market
 Office 12,160 $153,702   Sep-2010 $13.36   Rata  See assumption:
 Sep-2008 to Aug-2018 100.00% $1.05   Sep-2011 $13.75           Market
 120 Months $12,809   Sep-2012 $14.14

  Sep-2013 $14.54
  Sep-2014 $14.96
  Sep-2015 $15.39
  Sep-2016 $15.83
  Sep-2017 $16.28

 Total Occupied SqFt 12,160
 Total Available SqFt 0

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 12,160 Square Feet
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New Salem Holdings, LLC.  New Salem owns a 102,088 square foot 

warehouse/manufacturing building located on 12 acres in Murfreesboro, Tennessee.  The 

building was built in 1996 and purchased in February 2006 for $4,225,000.  The secured 

debt on the property is $3,370,339.  The Wextrust business plan contemplated 

consolidating the property to one tenant, thereby raising rent to market rates.  The plan 

also contemplated a holding period of four to six years. 

The building presently is 100% leased, however, one the (two) existing tenants 

has expressed an interest in reducing its space or vacating.  Therefore, this property is 

likely to have some tenant turnover/vacancy costs in the next 12 months.  The Receiver 

plans to begin marketing the property for sale in February 2009. 
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Property Location: 540 New Salem Road
Murfreesboro, TN

Debt: $3,370,339

Property Type: Warehouse/manufacturing

Year Built: 1996

Construction Type: Masonry

Building NRA (SF): 102,088

Site Size (AC): 12.2

Current Occupancy: 100.00%

Positive Attributes:

Risks:

NEW SALEM HOLDINGS LLC

Property is an average warehouse/manufacturing building. It has an established
industrial location.

Normal Releasing Risks

The property is 100% leased.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Ferguson Enterprises $4.11   Apr-2010 $4.59         -     -   -   See method:      -      -           Market
 Industrial 52,088 $214,082   Current  See assumption:
 Apr-2005 to Mar-2015 51.02% $0.34           Market
 120 Months $17,840

2  Steel Technology $4.26     -   -         -     -   -   See method:      -      -           Market
 Industrial 50,000 $213,000   Current  See assumption:
 Mar-2005 to Feb-2009 48.98% $0.36           Market
 48 Months $17,750

 Total Occupied SqFt 102,088
 Total Available SqFt 0

Presentation Rent Roll & Current Term Tenant Summary

As of Oct-2008 for 102,088 Square Feet
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Peoria Office Holdings, LLC.  Peoria Office owns a 198,178 square foot multi-

story office building located on 0.88 acres in Peoria, Illinois.  The building was built in 

1920 and improved in 1978 and again in 2008.  It was purchased in 2007 for 

$14,750,000.  The secured debt on the property is $11,000,000.  The Wextrust business 

plan contemplated a three-year holding period and raising rents to market rates. 

The building presently is 96% leased, with a majority of space leased by three 

tenants (Caterpillar, JP Morgan Chase, and Heyl Royster Voelker).  The tenants appear to 

be stable and there do not appear to be any unusual short-term tenant turnover/vacancy 

risks or costs associated with this property.  The Receiver plans to begin marketing the 

property for sale in February 2009. 
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Property Location: 124 SW Adams Street

Peoria, IL

Debt: $11,000,000

Property Type: Office

Year Built: 1920 & 1978

Construction Type: Masonry

Building NRA (SF): 198,178

Site Size (AC): 0.88

Current Occupancy: 95.80%

Positive Attributes:

PEORIA OFFICE HOLDINGS LLC

Property is a good multi-tenant office building. It has a good downtown office 

location and is 62.8% leased by three anchor tenants.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about

  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms

  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant

  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Abe's Deli $7.45     -   -         -     -   -   See method: 124/      -      -           Market

 Office 865.00 $6,444  See assumption:

 Sep-2007 to Aug-2009 0.44% $0.62           Market

 24 Months $537

2  Downtown Daycare $6.95     -   -         -     -   -   See method: 255      -      -           Market

 Office 2,814.00 $19,557   /172  See assumption:

 Jul-2008 to Jun-2011 1.42% $0.58           Market

 36 Months $1,630

3  MPC Retail $10.50     -   -         -     -   -   See method: 237/      -      -           Market

 Office 5,828.00 $61,194  See assumption:

 Nov-2007 to Dec-2013 2.94% $0.88           Market

 74 Months $5,100

4  For Your Glory $14.00     -   -         -     -   -   See method: 238/      -      -           Market

 Office 394.00 $5,516  See assumption:

 Aug-2006 to Dec-2025 0.20% $1.17           Market

 233 Months $460

5  Chester Fuller $12.48     -   -         -     -   -   See method: 237      -      -           Market

 Office 1,680.00 $20,966   /176  See assumption:

 Dec-2006 to Nov-2011 0.85% $1.04           Market

 60 Months $1,747

6  Goldfine & Bowles $12.00     -   -         -     -   -   See method: 237/      -      -           Market

 Office 4,500.00 $54,000  See assumption:

 Aug-2007 to Jul-2012 2.27% $1.00           Market

 60 Months $4,500

7  Jerold Horn $12.00     -   -         -     -   -   See method: 237      -      -           Market

 Office 1,373.00 $16,476   /172  See assumption:

 Feb-2005 to Jan-2010 0.69% $1.00           Market

 60 Months $1,373

8  IL American Water Co $11.25     -   -         -     -   -   See method: 237      -      -           Market

 Office 11,733.00 $131,996   /149  See assumption:

 Oct-2006 to Sep-2009 5.92% $0.94           Market

 36 Months $11,000

As of Sep-2008 for 198,178 Square Feet

NOTE: CONSIDERING THEIR RESPECTIVE PRECENCE IN THE MARKETPLACE, WE HAVE ASSUMED THAT CATERPILLAR, JP MORGAN CHASE AND HEYL ROYSTER VOELKER EXERCISE RENEWAL OPTIONS AT MARKET RENTAL TERMS.

Presentation Rent Roll & Current Term Tenant Summary
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9  LZT Associates $12.00     -   -         -     -   -   See method: 237      -      -           Market

 Office 8,700.00 $104,400   /172  See assumption:

 Sep-2003 to Dec-2025 4.39% $1.00           Market

 268 Months $8,700

10  Robert McClure $13.00     -   -         -     -   -   See method: 237      -      -           Market

 Office 491.00 $6,383   /172  See assumption:

 Oct-2006 to Oct-2009 0.25% $1.08           Market

 37 Months $532

11  Norscot Group $13.25     -   -         -     -   -   See method: 237/      -      -           Market

 Office 1,000.00 $13,250  See assumption:

 Jan-2007 to Dec-2009 0.50% $1.10           Market

 36 Months $1,104

12  Jim Rochford & Associ $13.00     -   -         -     -   -   See method: 237/      -      -           Market

 Office 2,982.00 $38,766  See assumption:

 Oct-2004 to Sep-2009 1.50% $1.08           Market

 60 Months $3,231

13  Tri-County Constructi $12.00     -   -         -     -   -   See method: 237      -      -           Market

 Office 884.00 $10,608   /172  See assumption:

 Jan-2008 to Dec-2010 0.45% $1.00           Market

 36 Months $884

14  Vonachen Services $10.05     -   -         -     -   -   See method: 237      -      -           Market

 Office 1,194.00 $12,000   /172  See assumption:

 Jul-2005 to Jul-2009 0.60% $0.84           Market

 49 Months $1,000

15  Caterpillar $12.00     -   -         -     -   -   See method: 227      -      -           Option

 Office 10,108.00 $121,296   /190  See assumption:

 Jan-2008 to Dec-2009 5.10% $1.00           Market

 24 Months $10,108

16  Caterpillar $12.00     -   -         -     -   -   See method: 227      -      -           Option

 Office 8,447.00 $101,364   /190  See assumption:

 Jan-2008 to Dec-2009 4.26% $1.00           Market

 24 Months $8,447

17  Caterpillar $12.00     -   -         -     -   -   See method: 213      -      -           Option

 Office 10,087.00 $121,044   /276  See assumption:

 Jan-2008 to Dec-2009 5.09% $1.00           Market

 24 Months $10,087

18  Caterpillar $12.00     -   -         -     -   -   See method: 277      -      -           Option

 Office 2,927.00 $35,124   /276  See assumption:

 Jan-2008 to Dec-2009 1.48% $1.00           Market

 24 Months $2,927
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19  JP Morgan Chase $0.00   Jan-2008 $17.99         -     -   -   Full Service:      -      -           Option

 Office 32,858.00 $0   May-2008 $18.80   Pays no expense  See assumption:

 Dec-1999 to Apr-2010 16.58% $0.00   May-2009 $19.65   reimbursement.           Market

 125 Months $0

20  Avaya Inc. $13.00     -   -         -     -   -   See method: 237      -      -           Market

 Office 625.00 $8,125   /149  See assumption:

 Jan-2007 to Dec-2008 0.32% $1.08           Market

 24 Months $677

21  Caterpillar $12.00     -   -         -     -   -   See method: 212      -      -           Option

 Office 13,394.00 $160,728   /215  See assumption:

 Jan-2008 to Dec-2009 6.76% $1.00           Market

 24 Months $13,394

22  Heyl Royster Voelker $12.00     -   -         -     -   -   See method: 237      -      -           Option

 Office 21,259.00 $255,108   /172  See assumption:

 Jul-2005 to Jul-2015 10.73% $1.00           Market

 121 Months $21,259

23  Heyl Royster Voelker $12.25   Aug-2007 $12.50         -     -   -   See method: 237      -      -           Option

 Office 8,439.00 $103,378   Aug-2009 $12.75   /172  See assumption:

 Aug-2005 to Jul-2015 4.26% $1.02   Aug-2011 $13.00           Market

 120 Months $8,615   Aug-2013 $13.25

24  Hasselberg Williams $11.50   Jan-2004 $11.75         -     -   -   See method: 237/      -      -           Market

 Office 7,600.00 $87,400   Jan-2006 $12.25  See assumption:

 Dec-2002 to Dec-2012 3.83% $0.96   Jan-2008 $12.50           Market

 121 Months $7,283   Jan-2010 $12.75

  Jan-2012 $13.00

25  Heartland Master Leas $10.50     -   -         -     -   -   Full Service:      -      -           Market

 Office 9,348.00 $98,154   Pays no expense  See assumption:

 Nov-2002 to Jun-2009 4.72% $0.88   reimbursement.           Market

 80 Months $8,180

26  CAT Master Lease $8.93     -   -         -     -   -   Full Service:      -      -           Option

 Office 16,917.00 $151,069   Pays no expense  See assumption:

 Jan-2008 to Jun-2009 8.54% $0.74   reimbursement.           Market

 18 Months $12,589

27  Family Credit Counsel $8.50     -   -         -     -   -   See method: 155/      -      -           Market

 Office 338.00 $2,873  See assumption:

 Sep-2008 to Jan-2009 0.17% $0.71           Market

 5 Months $239

28  IL Business Financial $11.50     -   -         -     -   -   See method: 238/      -      -           Market

 Office 800.00 $9,200  See assumption:

 Apr-2008 to Apr-2011 0.40% $0.96           Market

 37 Months $767
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29  Pete Sullivan & Assoc $12.50     -   -         -     -   -   See method: 237/      -      -           Market

 Office 1,152.00 $14,400  See assumption:

 Sep-2008 to Aug-2013 0.58% $1.04           Market

 60 Months $1,200

30  Mgmt Office $0.00     -   -         -     -   -   Full Service:      -      -           Market

 Office 765.00 $0   Pays no expense  See assumption:

 Jan-2008 to Dec-2025 0.39% $0.00   reimbursement.           Market

 216 Months $0

31  Security Office $0.00     -   -         -     -   -   Full Service:      -      -           Market

 Office 369.00 $0   Pays no expense  See assumption:

 Jan-2008 to Dec-2025 0.19% $0.00   reimbursement.           Market

 216 Months $0

 S1  Vacant Space $12.00     -   -               CPI     -   -   See method: 238/ $15.00 $3.00           Market

 Office, Suite: Qtr 1 1,186.71 $14,241 5.00%  See assumption:

 Nov-2008 to Oct-2013 0.60% $1.00 $17,801 $3,560           Market

 60 Months $1,187

 @ 100% of Mkt

 S1  Vacant Space $12.00     -   -               CPI     -   -   See method: 238/ $15.00 $3.00           Market

 Office, Suite: Qtr 2 1,186.72 $14,241 5.00%  See assumption:

 Feb-2009 to Jan-2014 0.60% $1.00 $17,801 $3,560           Market

 60 Months $1,187

 @ 100% of Mkt

 S1  Vacant Space $12.00     -   -               CPI     -   -   See method: 238/ $15.00 $3.00           Market

 Office, Suite: Qtr 3 1,186.71 $14,241 5.00%  See assumption:

 May-2009 to Apr-2014 0.60% $1.00 $17,801 $3,560           Market

 60 Months $1,187

 @ 100% of Mkt

 S1  Vacant Space $12.00     -   -               CPI     -   -   See method: 238/ $15.00 $3.00           Market

 Office, Suite: Qtr 4 1,186.72 $14,241 5.00%  See assumption:

 Aug-2009 to Jul-2014 0.60% $1.00 $17,801 $3,560           Market

 60 Months $1,187

 @ 100% of Mkt

 S1  Vacant Space $12.36     -   -               CPI     -   -   See method: 238/ $15.45 $3.09           Market

 Office, Suite: Qtr 5 1,186.71 $14,668 5.00%  See assumption:

 Nov-2009 to Oct-2014 0.60% $1.03 $18,335 $3,667           Market

 60 Months $1,222

 @ 100% of Mkt

 S1  Vacant Space $12.36     -   -               CPI     -   -   See method: 238/ $15.45 $3.09           Market

 Office, Suite: Qtr 6 1,186.72 $14,668 5.00%  See assumption:

 Feb-2010 to Jan-2015 0.60% $1.03 $18,335 $3,667           Market

 60 Months $1,222

 @ 100% of Mkt

 S1  Vacant Space $12.36     -   -               CPI     -   -   See method: 238/ $15.45 $3.09           Market

 Office, Suite: Qtr 7 1,186.71 $14,668 5.00%  See assumption:

 May-2010 to Apr-2015 0.60% $1.03 $18,335 $3,667           Market

 60 Months $1,222

 @ 100% of Mkt
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 Total Occupied SqFt 198,178.00

 Total Available SqFt 0.00
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Shallowford Holdings, LLC.  Shallowford owns a 68,454 square foot multi-tenant 

office complex located on approximately 4 acres in Chattanooga, Tennessee.  The 

building was built in 1984 and purchased in October 2006 for $3,350,000.  The secured 

debt on the property is $2,813,000.  The Wextrust business plan contemplated increasing 

occupancy and raising rents to market level.  The plan also contemplated a five-year 

holding period. 

At the time of purchase, the property was 88.8% leased.  The property is currently 

52% occupied and an additional 31% of space expires over the next 12 months.  

Therefore, this property is likely to incur tenant turnover/vacancy costs in the next 12 

months.  The Receiver plans to begin marketing the property for sale in February 2009. 
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Property Location: 2100 Chapman Road
Chattanooga, TN

Debt: $2,813,000

Property Type: Flex Office

Year Built: 1984

Construction Type: Masonry

Building NRA (SF): 68,454

Site Size (AC): 3.9

Current Occupancy: 52.22%

Positive Attributes:

Risks:

SHALLOWFORD HOLDINGS LLC

Property is an average multi-tenant flex office complex. It has an average 
industrial location.

Current occupancy is only 52.22% and an additional 21,364 sf (31.2%) expires in 
the first 12 months of the holding period.
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Software: ARGUS Ver. 13.0.1 (Build: 13000-C) Date: 10/31/08
File: Argus Shallowford Holdings LLC Time: 3:02 pm
Property Type: Office/Industrial Ref#: ADG
Portfolio: Page: 1

      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about
  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms
  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant
  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Hobart Corp $8.67     -   -         -     -   -   See method: 1.92      -      -      Market @95%
 Office 4,709.00 $40,827   /0/0  See assumption:
 Jun-2004 to May-2009 6.88% $0.72           Market
 60 Months $3,402

2  Monumental Life Insur $11.12     -   -         -     -   -   See method: .09/0      -      -      Market @95%
 Office 3,042.00 $33,827   /0  See assumption:
 May-2004 to Apr-2009 4.44% $0.93           Market
 60 Months $2,819

3  Debitek $7.70     -   -         -     -   -   Full Service:      -      -           Market
 Office 9,217.00 $70,971   Pays no expense  See assumption:
 Feb-2003 to Jan-2009 13.46% $0.64   reimbursement.           Market
 72 Months $5,914

4  American Studios $9.00   May-2009 $9.27         -     -   -   See method: 1.50      -      -           Market
 Office 5,289.00 $47,601   May-2010 $9.55   /0.10/0.67  See assumption:
 Oct-2007 to Apr-2011 7.73% $0.75           Market
 43 Months $3,967

5  Preferred Computers $5.26   Feb-2009 $5.78         -     -   -   See method: 1.62      -      -           Market
 Office 2,158.00 $11,351   Feb-2010 $5.95   /0.11/0.72  See assumption:
 Feb-2008 to Jan-2011 3.15% $0.44           Market
 36 Months $946

6  The Shelf $5.33     -   -         -     -   -   See method: 1.65      -      -      Market @95%
 Office 1,922.00 $10,244   /0/0  See assumption:
 Apr-2006 to Mar-2009 2.81% $0.44           Market
 36 Months $854

7  Muscular Dystrophy $8.44     -   -         -     -   -   Full Service:      -      -      Market @95%
 Office 2,474.00 $20,881   Pays no expense  See assumption:
 Jul-2004 to Jun-2009 3.61% $0.70   reimbursement.           Market
 60 Months $1,740

8  Miller Industries $2.73   May-2009 $2.81         -     -   -   See method: 1.50      -      -           Market
 Office 1,635.00 $4,464   May-2010 $2.90   /0.10/0.67  See assumption:
 Aug-2005 to Apr-2011 2.39% $0.23           Market
 69 Months $372

Presentation Rent Roll & Current Term Tenant Summary

As of Nov-2008 for 68,454 Square Feet
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9  Big Sky Products $3.63     -   -         -     -   -   Full Service:      -      -           Market
 Office 4,404.00 $15,987   Pays no expense  See assumption:
 Jan-2006 to Aug-2009 6.43% $0.30   reimbursement.           Market
 44 Months $1,332

10  Logistics Made Simple $6.00   Mar-2009 $6.18         -     -   -   See method: 1.50      -      -           Market
 Office 896.00 $5,376   /0.10/0.67  See assumption:
 Mar-2008 to Feb-2010 1.31% $0.50           Market
 24 Months $448

 S1  Vacant Space $6.00     -   -               CPI     -   -   See method: Pro $4.00 $1.50           Market
 Office, Suite: Qtr 1 4,672.57 $28,035   Rata 5.00%  See assumption:
 Nov-2008 to Oct-2013 6.83% $0.50 $18,690 $7,009           Market
 60 Months $2,336

 @ 100% of Mkt

 S1  Vacant Space $6.00     -   -               CPI     -   -   See method: Pro $4.00 $1.50           Market
 Office, Suite: Qtr 2 4,672.57 $28,035   Rata 5.00%  See assumption:
 Feb-2009 to Jan-2014 6.83% $0.50 $18,690 $7,009           Market
 60 Months $2,336

 @ 100% of Mkt

 S1  Vacant Space $6.00     -   -               CPI     -   -   See method: Pro $4.00 $1.50           Market
 Office, Suite: Qtr 3 4,672.57 $28,035   Rata 5.00%  See assumption:
 May-2009 to Apr-2014 6.83% $0.50 $18,690 $7,009           Market
 60 Months $2,336

 @ 100% of Mkt

 S1  Vacant Space $6.00     -   -               CPI     -   -   See method: Pro $4.00 $1.50           Market
 Office, Suite: Qtr 4 4,672.58 $28,035   Rata 5.00%  See assumption:
 Aug-2009 to Jul-2014 6.83% $0.50 $18,690 $7,009           Market
 60 Months $2,336

 @ 100% of Mkt

 S1  Vacant Space $6.18     -   -               CPI     -   -   See method: Pro $4.12 $1.54           Market
 Office, Suite: Qtr 5 4,672.57 $28,876   Rata 5.00%  See assumption:
 Nov-2009 to Oct-2014 6.83% $0.52 $19,251 $7,219           Market
 60 Months $2,406

 @ 100% of Mkt

 S1  Vacant Space $6.18     -   -               CPI     -   -   See method: Pro $4.12 $1.54           Market
 Office, Suite: Qtr 6 4,672.57 $28,876   Rata 5.00%  See assumption:
 Feb-2010 to Jan-2015 6.83% $0.52 $19,251 $7,219           Market
 60 Months $2,406

 @ 100% of Mkt

 S1  Vacant Space $6.18     -   -               CPI     -   -   See method: Pro $4.12 $1.54           Market
 Office, Suite: Qtr 7 4,672.57 $28,876   Rata 5.00%  See assumption:
 May-2010 to Apr-2015 6.83% $0.52 $19,251 $7,219           Market
 60 Months $2,406

 @ 100% of Mkt

 Total Occupied SqFt 68,454.00
 Total Available SqFt 0.00
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South Pine Street Holdings, LLC.  South Pine Street owns a 102,054 square foot 

grocery-anchored shopping center located on 7.8 acres in Burlington, WI.  The property 

was built in 1966, renovated in 2002, and purchased in June 2007 for $10,500,000.  The 

secured debt on the property is $8,740,000.  The Wextrust business plan contemplated a 

six-year holding period, raising rents to market rates as leases expired. 

The property is currently 100% occupied, with the anchor in place until at least 

2022.  The tenants appear to be stable and there do not appear to be any unusual short-

term tenant turnover/vacancy risks or costs associated with this property.  The Receiver 

plans to begin marketing the property for sale in February 2009. 
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Property Location: 156 South Pine Street

Burlington, WI

Debt: $8,740,000

Property Type: Grocery anchored shopping center

Year Built: 1966 Renovated 2002

Construction Type: Masonry

Building NRA (SF): 102,054

Site Size (AC): 7.81

Current Occupancy: 100.00%

Positive Attributes:

Risks:

S PINE STREET HOLDINGS LLC

Property is an average grocery anchored retail shopping center. The anchor does 

not expire until 2022 and has three 5-year renewals beyond that.

NOI only increases 1.3% per annum over the ten-year holding period.
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      Tenant Name     Floor   Rate & Amount    CPI & Current    Months   Pcnt     Description of   Imprvmnts   Commssns  Assumption about

  Type & Suite Number     SqFt      per Year    Changes  Changes    Porters' Wage      to    to    Operating Expense      Rate     Rate  subsequent terms

  Lease Dates & Term   Bldg Share     per Month       on     to    Miscellaneous    Abate  Abate     Reimbursements     Amount    Amount  for this tenant

  _____________________   ___________   _____________   _________   ______   ________________   _______  _____   __________________   _________  _________  ________________

1  Sentry $9.15     -   -         -     -   -   See method:      -      -           Market

 Retail 52,086 $476,587   Sentry  See assumption:

 Oct-1964 to Apr-2022 51.04% $0.76           > 4000

 691 Months $39,716

2  Payday Loans $0.00   Oct-2005 $9.19         -     -   -   See method: 64/10      -      -           Market

 Retail 2,090 $0   Oct-2007 $9.46   /76  See assumption:

 Jul-2005 to Oct-2011 2.05% $0.00   Nov-2008 $9.75           < 4000

 76 Months $0   Nov-2009 $10.04

  Nov-2010 $10.34

3  Minuteman Press $0.00   Jun-2003 $9.96         -     -   -   See method: 64/10      -      -           Market

 Retail 1,947 $0   Jun-2006 $10.26   /76  See assumption:

 May-2003 to May-2013 1.91% $0.00   Jun-2007 $10.57           < 4000

 121 Months $0   Jun-2009 $11.21

  Jun-2010 $11.55

  Jun-2011 $11.90

  Jun-2012 $12.25

4  Advantage Physical Th $10.00   Jun-2006 $10.30         -     -   -   See method: 64/10      -      -           Market

 Retail 2,016 $20,160   Jun-2007 $10.61   /76  See assumption:

 Jun-2003 to May-2013 1.98% $0.83   Jun-2009 $11.26           < 4000

 120 Months $1,680   Jun-2010 $11.59

  Jun-2011 $11.94

  Jun-2012 $12.30

5  China Buffet $7.58   Jul-2009 $8.02         -     -   -   See method: 64/10      -      -           Market

 Retail 4,078 $30,911   Jul-2010 $8.26   /76  See assumption:

 Jul-2002 to Jun-2012 4.00% $0.63   Jul-2011 $8.51           > 4000

 120 Months $2,576

6  Aurora Pharmacy $10.01     -   -         -     -   -   See method: 64/10      -      -           Market

 Retail 3,393 $35,673   /76  See assumption:

10/1/2008 to 9/2012 3.32% $0.83           < 4000

 120 Months $2,830

7  Focus Hair $5.96   Feb-2003 $6.14         -     -   -   See method: 64/10      -      -           Market

 Retail 1,258 $7,498   Feb-2004 $6.32   /76  See assumption:

 Feb-2002 to Jan-2012 1.23% $0.50   Feb-2005 $6.51           < 4000

 120 Months $625   Feb-2006 $6.71

  Feb-2007 $6.91

  Feb-2009 $7.33

  Feb-2010 $7.55

  Feb-2011 $7.78

8  Tripco Travel $0.00   Sep-2007 $8.02         -     -   -   See method: 64/10      -      -           Market

 Retail 2,200 $0   Sep-2009 $8.51   /76  See assumption:

 Sep-2001 to Aug-2010 2.16% $0.00           < 4000

 108 Months $0

Presentation Rent Roll & Current Term Tenant Summary
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9  Movie Gallery $10.50     -   -         -     -   -   See method: 56/10      -      -           Market

 Retail 5,500 $57,750   /77  See assumption:

 Oct-2007 to Sep-2010 5.39% $0.88           > 4000

 36 Months $4,813

10  Family Dollar $7.65     -   -         -     -   -   See method: 52/10      -      -           Market

 Retail 7,500 $57,375   /77  See assumption:

 Jan-2008 to Dec-2012 7.35% $0.64           > 4000

 60 Months $4,781

11  Cousins Subs $11.22   Jan-2009 $11.50         -     -   -   See method: 64/10      -      -           Market

 Retail 2,016 $22,620   Jan-2010 $11.79   /76  See assumption:

 Jan-2008 to Dec-2012 1.98% $0.94   Jan-2011 $12.08           < 4000

 60 Months $1,885   Jan-2012 $12.38

12  Village Clean $0.00   Mar-2005 $9.00         -     -   -   See method: 64/10      -      -           Market

 Retail 2,970 $0   Mar-2009 $9.73   /76  See assumption:

 Feb-2003 to Feb-2028 2.91% $0.00   Mar-2012 $10.31           < 4000

 301 Months $0   Mar-2015 $10.93

  Mar-2018 $11.58

  Mar-2021 $12.28

  Mar-2024 $13.02

  Mar-2027 $13.80

13  Salvation Army $6.00     -   -         -     -   -   See method:      -      -           Market

 Retail 15,000 $90,000   SalVal  See assumption:

 Feb-2006 to Jan-2011 14.70% $0.50           > 4000

 60 Months $7,500

 Total Occupied SqFt 102,054

 Total Available SqFt 0
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