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This document is being provided as an introduction to Market Street Capital Management, LLC (the òCompanyó), and may not be used or relied  

upon for any purpose other than as specifically stipulated by a written agreement with the Company if any .  This document is intended solely for  

the use of the party to whom the Company has provided it and is not to be disclosed (in whole or in part), summarized, reprinted,  sold,  

redistributed or otherwise referred to without the prior written consent of the Company.   The Company does not provide any tax advice nor any  

legal advice. Any statement herein regarding any U.S. federal tax is not intended or written to be used, and cannot be used, by any  taxpayer for  

the purpose of avoiding any penalties.  Each taxpayer should seek advice based on the taxpayerõs particular circumstances from an independent  

tax advisor.   Legal advice should be sought from an independent legal advisor.   

 

Information presented in this document is for informational, educational and illustrative purposes only.  While the information in this document is  

from sources believed to be reliable, the Company makes no representations or warranties, express or implied, as to whether the in formation is  

accurate or complete and the Company assumes no responsibility for independent verification of such information.  In addition, the analyses in  

this document are narrowly focused and are not intended to provide a complete analysis of any matter.  You (and each of your employees,  

representatives or other agents) may disclose to any and all persons, without limitation of any kind, the tax treatment and tax structure of the  

transactions contemplated by these materials and all materials of any kind (including opinions or other tax analyses) that are provided to  you  

relating to such tax treatment and tax structure.  For this purpose, the tax treatment of a transaction is the purported or claimed U.S. federal  

income tax treatment of the transaction and the tax structure of a transaction is any fact that may be relevant to understanding the  purported or  

claimed U.S. federal income tax treatment of the transaction . 

Past performance is not necessarily indicative of future performance. Estimates, projections or indications of future performance can be  

identified by certain statements, such as òbelieves,ó òexpects,ó òmay,ó òwill,ó òshould,ó òseeks,ó òprojected,ó òforecast,ó òpro forma,ó  

òapproximately,ó òplans,ó òestimatesó or òanticipatesó or the negative of those words or other comparable terminology, as well as by statements  

concerning projections, future performance, developments, events, revenues, expenses, earnings, run rates and any other guidance on pres ent or  

future periods.   Any such statements are forward -looking in nature and involve risks and uncertainties.  Any statements of future perf ormance are  

based on assumptions that might not be realized and a number of factors, including without limitation, the volatility of the securi tie s markets,  

the overall environment for interest rates, risks associated with private equity investments, the demand for public offerings, ac tiv ity in the  

secondary securities markets, competition among financial services firms for business and personnel, the effect of demand for public of fer ings,  

available technologies, the effect of government regulation and of general economic conditions on our own business and on the business in the  

industry areas on which we focus and the availability of capital to us.  We are under no obligation to update the information presented in this  

document or to inform you if any such information turns out to be inaccurate or misleading.  

 

This document is for informational purposes only.  The information in this document is not, and is not to be construed as, an offe r o r a  

solicitation to buy or sell any securities or any other financial instruments or a recommendation or endorsement to engage in or effect an y  

particular investment or transaction .  Moreover, under no circumstances should the information in this document be considered legal, tax or  

accounting advice or relied upon therefore.  The recipient is advised to rely on the advice of its own professionals and advisors for such matters  

and should make an independent analysis and decision regarding any transaction based upon such advice. 

 

  

Legal 

Disclaimer  



3 

Table of Contents  
Cat 

Executive Summary éééééééééééééééééééééééééééééééé. 4 

Market Opportunity éééééééééééééééééééééééééééééééé. 5 

Strategy and Operations éééééééééééééééééééééééééé.éé. 13 

Company Organization ..éééééééééééééééééééééééééé.éé. 19 

Transaction History ééééééééééééééééééééé.é.ééééééééé 23 

Investment Information ééééééééééééééééééééé.éééééééé 31 



4 

Executive  Summary 

Summary 

E
X

E
C

U
T

IV
E S
U

M
M

A
R

Y 

 

ÂMarket Street Capital Management (MSCM) purchases bank-owned residential 

properties, adds value to reach a pre -determined price range, and then 

promptly resells  

ÂMSCMõs competitive advantages include (i) a decade of real estate appraisal 

experience, (ii) professional and cost -effective construction teams, (iii) in -

house legal capabilities, and (iv) over ten years of cumulative proprietary real 

estate investment experience  

ÂFounded in January 2009 

Ç Annualized rate of return: greater than 50%  

ÂCurrent Personnel: 12 full time; 3 part time or advisory  

ÂSecured notes earning 12-15% per annum, depending on liquidation preference  
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Real Estate Market Conditions  

Â A dramatic decline in housing prices and construction jobs, added to market stabilization 

in certain areas, has created an opportunity to buy Real Estate Owned (REO) properties at 

a discount, rehabilitate them at a reduced cost ,  and then re-sell at a high rate of return 

An investor -friendly triple convergence  

Post-bubble conditions have created an investor -friendly market opportunity  
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Representative Sacramento Markets  

ÂOlder ZIP code with 

dramatic overall 

decline through late 

2008 followed by 

stabilization in target 

range during first 

half of 2009 

ÂResearch 

methodology targets 

single family homes 

between 1,000-2,000 

square feet, not 

bank-owned, lot size 

.1-.4 acres, built 

between 1955 and 

1985 

 

Source: Multiple Listing Service of Sacramento, July 31, 2009  
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Commentary  ZIP 95608: Purchase Price Second Half of 2006 Through 2008  

Representative home sales price by ZIP code: 95608  
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Representative Sacramento Markets (continued)  

Representative home sales price by ZIP code: 95662  

Source: Multiple Listing Service of Sacramento, July 31, 2009  
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Commentary  ZIP 95662: Purchase Price Second Half of 2006 Through 2008  

ZIP 95662: Purchase Price First Half of 2009  

ÂSimilar overall 

decline followed by 

stabilization and an 

upward trend in 

target range  

ÂResearch 

methodology targets 

single family homes 

between 1,000-2,000 

square feet, not 

bank-owned, lot size 

.1 - .4 acres, built 

between 1955 and 

1985 
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Representative Sacramento Markets (continued)  

Representative home sales price by ZIP code: 95630  

Source: Multiple Listing Service of Sacramento, July 31, 2009  
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Commentary  

ÂNewer ZIP with 

dramatic overall 

decline through late 

2008, followed by 

stabilization in low 

volume target range 

first half of 2009  

ÂResearch 

methodology targets 

single family homes 

between 1,000-2,000 

square feet, not 

bank-owned, lot size 

.1 -.4 acres, built 

between 1955 and 

1985 

 

 

ZIP 95630: Purchase Price Second Half of 2006 Through 2008  

ZIP 95630: Purchase Price First Half of 2009  
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Representative Sacramento Markets (continued)  

Representative home sales price by ZIP code: 95842  

Source: Multiple Listing Service of Sacramento, July 31, 2009  
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ÂVolume lower and 

price trend continues 

downward to some 

extent.  
Ç However deals are 

not entirely dictated 

by ZIP code, as MSCM 

completed a project 

in 95842 with an 

annualized return 

well over 50% 

ÂResearch methodology 

targets single family 

homes between 1,000-

2,000 square feet, not 

bank-owned, lot size 

.1 -.4 acres, built 

between 1955 and 

1985 

Commentary  ZIP 95842: Purchase Price Second Half of 2006 Through 2008  

ZIP 95842: Purchase Price First Half of 2009  
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Low-cost Labor: Reduced Property Rehabilitation Cost  

Construction labor surplus due to market conditions  

Source: State of California, Employment Development Department, June 2009  

Commentary  Sacramento construction employment trends  

ÂSacramento 

construction jobs 

have dropped by over 

15% from the peak 

 

ÂWith a scarce supply 

of construction jobs, 

subcontractors and 

laborers welcome the 

opportunity to work 

at a discount  

 

ÂScheduling issues 

prevalent at the peak 

are no longer an 

issue 
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Home Sales Volume At Healthy Levels  

Single family home residential market liquidity at relatively high levels  

Source: Multiple Listing Service, July 31, 2009 & Mortgage Bankers Association, June 22, 2009   

Sacramento Homes Sales Volume                 

2007 ð 1H 2009  

Commentary  Sacramento County Home Sales Volume  

ÂData indicates that the 

volume of houses sold 

in Sacramento County 

is well above 2007 

levels 

ÂThe Mortgage Bankers 

Association forecasts 

$2.03 trillion of 

mortgage originations 

in 2009, with $737 

billion in purchase 

originations --an 

indication that despite 

the downturn 

homebuyers are still 

clearly in the market.  
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Property Rehabilitation  
Â Flexible rehab strategy  

Â Mutually beneficial 

relationship with 

construction management 

intern program  

Â Local subcontractor 

relationships 

Â 3-6 week turnaround time  

Property Acquisition  
ÂòThe money is made on the buyó 

ÂStrategically target REO homes 

and units that are undervalued 

and/or located in stabilized areas  

Â8 years of appraisal experience 

ÂReal estate broker commissions 

credited back to the venture  

Components of an MSCM Investment in the Current Market  

Re-sale and Exit  
Â Appraisal expertise enables 

pricing to maximize return  

Â Annualized internal rate of 

return exceeds 60% 

Capital  
Â MSCM utilizes both proprietary 

and investor capital  

Â In cases of bank financing, MSCM 

has the ability to credit loan 

brokerage commissions back to 

the venture  

Exit 

Rehab 

Acquire 

Finance 
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Property Acquisition  

Appraisal expertise provides significant advantage valuing properties  

ÂBradley Haag of MSCM has been a real estate 

appraiser in the Sacramento area since 2000 

Ç Appraised over 10,000 homes with a team of 

8 personnel 

ÂREO listings are checked on an hourly basis ð 

MSCM has the capability to submit offers 

within 30 minutes of listing, when 

appropriate  

ÂRelationships with local realtors and asset 

managers 

ÂUse of MSCMõs own inspection process 

sweetens offers with ability to waive closing 

contingencies 

Acquire Finance Rehab Exit 
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Competitive Advantage  Broker Access to Multiple Listing Service  
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Finance  

MSCM capital combined with investor capital  
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Investor 

Capital  

Consolidated   

Capital Base 

Firm  

Capital  

Competitive Advantage  

Acquire Finance Rehab Exit 

ÂAll cash offers provide for discounted 

purchase price and faster close  

ÂMSCM provides a variety of notes tailored 

to meet specific  investor needs  

ÂMix of MSCMõs own capital with investor 

capital ensures that firm and investor 

interests are fully aligned  
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Property Rehabilitation  

Speed and quality through professional construction managers  

Competitive Advantage  Construction Operations  

S
T

R
A

T
E

G
Y A

N
D O

P
E

R
A

T
IO

N
S 

Acquire Finance Rehab Exit 

ÂRelationship with BYU-Idaho provides 

experienced, professional and cost -effective 

construction managers 

ÂLarge  intern management team helps reduce 

cost 

Ç Allows for thorough planning and 

multiple bids on subcontracted work  

Ç Construction management interns 

provide skilled labor at no additional cost  

Ç Procurement team to secure deep 

discounts on materials and other inputs  
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Property Resale  

Prompt re -sale with healthy target margin  
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Acquire Finance Rehab Exit 

Appraisal Expertise and Broker License  Competitive Advantage  

ÂStage finished properties with proprietary 

furniture and accessories  

ÂBroker services provided by MSCM partner 

at no charge  

ÂAppraisal expertise enhances ability to 

price to sell, while maximizing return 
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Company Organization  

MSCM Organizational Chart 

Construction

Management

Managing Partners

Corporate

Strategy

Investment

Management
Administration

ÁBradley Haag 

ÁMatthew Schleiffarth  

Á Construction 

manager 

Á Four construction 

management 

interns with deep 

background in 

skilled labor  

Á Two crews of 3-6 

laborers each 

ÁAdministrative 

assistant 

ÁAdditional part -

time administrative 

support 

ÁManaging Partners 

ÁAmber Parsons 

(advisor) 

ÁManaging Partners 

ÁResearch assistant 
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Mr. Haag is responsible for property valuation, investment strategy, and acquisitions and 

divestitures. He is a licensed real estate broker and appraiser, practicing since 2000.  

 

Previously, Bradley founded and built a successful real estate appraisal company, with 

operations in two states. He was a proprietary real estate investor for eight years prior to  

co-founding Market Street.  

 

Bradley earned an undergraduate degree in economics from Brigham Young University. He 

serves as Chairman of the San Francisco Chapter of the BYU Management Society. 

Partner Bios  

Bradley E. Haag, Partner  

Matthew J. Schleiffarth , Partner  

Mr. Schleiffarth  is responsible for corporate development, investment strategy, and human 

resource management. Prior to co -founding Market Street, Matthew worked in consulting and 

financial markets. He is an attorney and former investment banker.  

 

Matthew earned an undergraduate degree in economics at Brigham Young University, a juris  

doctoris at the Washington University in Saint Louis School of Law, and a certificate in law at 

the National University of Singapore.  

 

He is an active member of numerous professional organizations, including the State Bar of 

California.  
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In-house Construction Team 

ÂProjects are directly managed by 

professional construction manager, and 

supervised by the managing partners 

ÂProject management and skilled labor are 

bolstered by construction management 

interns 

ÂTypical interns have 2 ð 5 years of skilled 

labor and crew leadership experience  

ÂMSCM has a relationship with a university 

construction management program 

through which students are available for 

internships on a year-round basis 

 

Construction Management Team Overview  

Professional manager and cost -effective construction crews  


