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The Real Estate Investment Banking course presents the opportunity to apply real estate finance principals to actual real life transactions through the use of case studies. The course builds on MPRE-735 Structured Finance and MPRE-621 Foundations of RE Finance, but MPRE-735 is not a pre-requisite.  Students will get a review of the real estate capital markets and investment underwriting and analysis with the remaining course classes taught through interactive discussion of a variety of real world case studies that cover topics including; Levered Investment Analysis, Debt Recapitalizations, Equity Investments, Note Purchases, and Lending Analysis from a lenders perspective. 
Mr. Boatwright has been in the commercial real estate finance industry for 17 years and is currently a Managing Director in the Real Estate Investment Banking practice of Jones Lang LaSalle where he is responsible for creating and structuring debt and equity real estate capitalization solutions on behalf of the firm’s investor and institutional clients.  His expertise encompasses the full spectrum of real estate financial services with an emphasis in acquisitions, development, and recapitalizations.  During his career Mr. Boatwright has underwritten and closed in excess of $2.5 billion in financings.
Mr. Boatwright is also the Project Director for a Due Diligence contract with the FDIC for providing underwriting and analysis of portfolios of commercial real estate loans from failed or failing financial institutions.
Mr. Boatwright has experience structuring Joint Venture Equity, Mezzanine, Construction Loans and Floating and Fixed Rate permanent debt for multi-family, office, condominium, and retail properties.  Prior to joining Jones Lang LaSalle, Mr. Boatwright served as Senior Vice President in Spaulding and Slye Collier’s Structured Finance group, and a Vice President at Walker & Dunlop.  Mr. Boatwright received his B.A. in Economics from Washington and Lee University, and his M.B.A. from the College of William & Mary.

Grading:

Class Participation, Quizzes – 50%
Final take-home Case Study – 50%
Book List – Students should obtain these books from Amazon or a similar source
The Real Estate Game – W.J. Poorvu

Real Estate Finance & Investments: Risk and Opportunities – Peter Linneman

Cases – Students should acquire the following cases from Harvard Business Publishing

http://cb.hbsp.harvard.edu/cb/search/cases
Recommended Reading
Sway: The Irresistible Pull of Irrational Behavior by Ori Brafman and Rom Brafman
CLASS SCHEDULE
Class 1 
Chapters 1, 2, 3 – Linneman

Chapter 1, 3, 4, 6, 8, Appendix A – Poorvu

Introduction to Investing in Real Estate

Risks and Opportunities

What is Real Estate?

Income from Commercial Leases

Class 2 
Chapter 4, 5, 6, 7, 8, 9 - Linneman

Chapter 2, 7, Appendix B - Poorvu

Developing a Proforma- Existing and Development

Modeling – Power of Fear of Loss (Sway)
Due Diligence

Class 3 
Chapter 12, 13, 14, 15, 16, 17, 18 - Linneman

Chapter 5, 9 - Poorvu
The use of leverage

How finance impacts the decision making process

Should you borrow?

Overview of RE Finance


Debt

· Permanent Financing

· Construction Financing

· Sources

· Life Companies

· Banks

· CMBS

· GSE

· Private – Hard and High Net Worth

· Developers/GCs

· Ground Leases

· Floating versus Fixed

· Hedging

· Secured vs. Unsecured

Mezzanine Debt


Joint Venture Equity

Class 4
HBS Case Study – Anderson Street

A recent college graduate decides to buy a small multiple-unit building in Boston as a residence and an investment. He learns about finding and valuing properties, property management, construction, and mortgages. After some difficulty he finds a building in an area that is increasing in value. The previous owner has run out of funds to complete renovations.

Subjects covered: Financing, Mortgages, Securities analysis 

Class 5
HBS Case Study – Savannah West

Allison Porter, a loan officer for Chemical Bank, must decide whether to make a construction loan on a 216-unit apartment building to be built in Savannah, Georgia. In teaching this case, one begins by looking at the economics, marketing data, etc., of the proposed apartment building and then one discusses the kinds of terms and conditions the bank should impose.

Subjects covered: Commercial credit, Loan evaluation 

Class 6
HBS Case Study – Bourland Companies

Michael Bourland, the president of the Bourland Companies, needs to refinance two properties, an office building in southern New Hampshire and a retail property in Massachusetts. He is considering three alternatives: a renewal of a bank mini-perm, a 15-year mortgage from an insurance company, and a new securitized loan offered by the Bank of Boston. The case focuses on issues related to mortgage securitization and how it stacks up against other products in the market. Also raises issues about family real estate businesses.

Class 7
HBS Case Study – Tysons Corner

Hollinswood Associates, a joint venture partnership, has developed and operated a Marriott Hotel in Tysons Corner, Virginia. The partnership has been very successful in the past but it is now facing a significant cash flow deficit. Designed to examine how a partnership evolves to deal with changing circumstances. Also exposes students to both the hotel industry and hotel development. The complex operating environment of the hotel industry provides a natural setting in which to explore partnership conflicts.

subjects covered: Financial strategy, Joint ventures, Reinvestment.

Class 8
Case Study – Welcome to the Big Leagues (Linneman) (Appendix of Class Text book)
Class 9
HBS Case Study – Busse Place 

Busse Corporate Center's largest tenant recently declared bankruptcy, leaving the building 38% occupied and significantly overleveraged. In a depressed suburban Chicago office market, Marisa Sanchez, the leasing agent, has to negotiate lease proposals with three prospective tenants to try to fill the vacant space. Meanwhile, the building's owner, Collins Properties, must decide with its equity partner whether to continue funding the building's losses while trying to lease the vacant space, restructure the debt, or default on the loan and turn the building over to its lenders. The decision is made more complicated by Collins' use of a Commercial Mortgage Backed Security (CMBS) Loan, which involves multiple parties, ambiguous relationships, and bifurcated responsibilities.

Learning Objective: To expose students to the leasing strategy and tactics in a weak real estate market and the decisions an office building owner faces when their property is transforming. Students will also be exposed to Commercial Mortgage Backed Securities and the additional challenges of a workout when a CMBS loan is in place.

Class 10
HBS Case Study – Millegan Creek Apartments

Fleet Bank is considering a construction loan for a 390-unit apartment project in Austin, Texas. The case describes the location, market, product, and other real estate factors the bank needs to consider in making this loan. Also discusses the financial and construction risks involved in structuring this kind of credit facility.

Learning Objective:  To acquaint students with the key issue in analyzing residential property. Also illustrates how banks find and underwrite loans.

Class 11
HBS Case Study – Cinco de Mayo

In 2004, Adrian Pandal is seeking financing for a residential conversion of a building in Mexico City's historic center district. He must convince potential lenders that the project is viable and that it makes sense to bet on the future potential of an area that, until recently, has not attracted substantial real estate investment.

Learning Objective: To examine the risks and opportunities of real estate development in historic districts.

Class 12
HBS Case Study – General Property Trust

In 1994 General Property Trust, an Australian property investment trust, was anticipating future cash needs beyond those that the Trust could fund with internal cash flows. The managers of the Trust were considering a novel financing structure whereby it would sell call options on the Trust's units. The options' structure made it likely that they would be exercised, and therefore investors would choose to buy the Trust's units. The managers had to determine the appropriateness of this funding scheme in light of the Trust's alternatives and evaluate the proposed pricing of the options that would be offered via a rights offering.

Class 13
Case Study – Concord Center

A major shopping center developer and an insurance company form a joint venture to develop a 900,000 square foot super-regional shopping center. Describes the nine-year struggle to deal with market, regulatory, and financial issues to get the project ready for construction. However, there is now a need for additional equity, and the partners must decide if they should still go forward with the project and how the partnership should be restructured.

Learning Objective: To introduce to shopping center development, focusing on the fundamentals such as the role of anchors, trade area analysis, shopping center design, etc. To foster a discussion of how to secure construction, permanent, and equity financing.

Finals - (Take-home Case Study) – Due (TBD)
The final will be a Case Study which will be identified on ________.  The Case can be written up and submitted in teams of no more than 4 partners.  Students will need to identify their teams on ________. 
Alternate Cases
Real Property Negotiation Game: Lender Case, Porus Bank

The Real Property Negotiation Game simulates the experience negotiating the sale, purchase, or financing of a property. The class competes as either a lender, buyer, or one of two groups of sellers, Raleigh, North Carolina and Las Vegas, Nevada. The lender case for the Real Property Negotiation Game. Porus Bank must decide to which buyers they must learn and at what terms.

learning objective:

This simulation enables students to analyze a couple of real estate properties in depth and participate in a large-scale real estate transaction. They learn first-hand about the process of buying, selling, and financing real estate and about negotiation.

Case Study – Revere Street

Although inexperienced in real estate, Edward Alexander hopes in June 1999 that youthful enthusiasm and an $80,000 inheritance will help him enter the real estate business. His experience chronicles the process of finding, evaluating, and acquiring a four-unit brownstone in need of renovation in the Beacon Hill area of Boston. The case also identifies the various players in the process.

Case Study – The Condo Case (Linneman)

Case Study – Rancho Cucamonga

Mikey Jones must decide what type of senior housing to develop, whether he should operate the facility himself, and what financing option he should pursue.

learning objective: To discuss a unique property type in the real estate industry.

CLASS SCHEDULE CHANGES

The Class Schedule and class location is subject to change.  An attempt will be made to provide notification of a time or location change with as much advance notice as possible.  If the class schedule is changed, efforts will be made to re-schedule the class for a time that is convenient for the majority of the class.  In the event that a student cannot attend a re-scheduled class, the student will be responsible for the material, but class attendance grade will not be impacted so long as the student notifies me prior to the class that they will be absent.

ELECTRONIC ETIQUETTE

Please turn of cell phones, pagers and other communication devices before class starts.  Surfing the web or engaging in other non-class techno-activity during class is unacceptable and will impact the participation part of your grade.
ETHICS STATEMENT

As signatories to the Georgetown University Honor Pledge, and indeed as good scholars and citizens you are expected to uphold academic honesty in all aspects of this course.  You are expected to be familiar with the letter and spirit of the Standards of Conduct outlined in the Georgetown Honor System and the Honor Council website.  As faculty, I too am obligated to uphold the Honor System and report all suspected cases of academic dishonesty.  For more information, please visit: http://gervaseprograms.georgetown.edu.he/index/html.

HONOR SYSTEM

Students are expected to abide by the Georgetown University Honor System.  If you have not already done so, please familiarize yourself with the material and information posted on the Honor Council’s website. http://gervaseprograms.georgetown.edu.he/index/html.

GEORGETOWN UNIVERSITY HONOR PLEDGE

In the pursuit of the high ideals and rigorous standards of academic life, I commit myself to respect and uphold the Georgetown University Honor System: to be honest in any academic endeavor, and to conduct myself honorably, as a responsible member of the Georgetown community, as we live and work together.  If students are found to have violated the Georgetown University Honor Pledge in relation to this class are subject to receiving a failing grade for the semester.
ACADEMIC RESOURCE CENTER
If you believe you have a disability, then you should contact the Academic Resource Center (arc@georgetown.edu) for further information.  The Center is located in the Leavey Center, Suite 335.  The Academic Resource Center is the campus office responsible for reviewing documentation provided by students with disabilities and for determining reasonable accommodations in accordance with the American with Disabilities Act (ADA) and University policies.

WRITING CENTER

The Georgetown University Writing Center is a free writing resource open to all Georgetown students.  Graduate and undergraduate students trained in teaching writing are available to assist you at any stage of your writing process.  Whether you are just beginning to brainstorm or revising a later stage of your work, our goal is to provide a collaborative center for the discussion of writing.  The Writing Center offers assistance in topic development, general organization, guidance on paper revisions, and specific or recurring structural problems with writing.  Consultants are not trained to proofread papers for grammatical or spelling errors, but rather to help individuals improve their own critical thinking, revision, and editing skills.

http://writingcenter.georgetown.edu
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