EXPERIENCE IS EVERYTHING

To all who have allowed me the opportunity to join you in your investment lives, | sincerely hope that this series of
“White Papers” will be enlightening and even helpful in your continuing pursuit of profitable Real Estate investments.

The Rules of Real Estate Investing

GERALD GUTERMAN | SENIOR PRINCIPAL PARTNER, CHIEF INVESTMENT OFFICER

For all its rewards, Real Estate can be a treacherous business.
Whether you directly purchase Real Estate for investment or
elect to participate as an Investor or Limited Liability Partner
with a Professional Investor or Investment Company, you are
taking on responsibilities that require you to think and act like a
professional. If you don’t think and act accordingly, you may
well be less than successful with the results your “money” is
contemplating.
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Let's look at one example of unprofessional behavior: the so
called “Rules of Thumb” when making an investment sounds
good to those without any in-depth knowledge, but generally
they have no basis in fact, and they certainly do not impart
wisdom.

Your money dictates that you must follow and live by certain “Investing Rules” to ensure survival and
profit. These are not Rules of Thumb! These are in fact Rules of Pragmatic Actuality. Every Real Estate
transaction is completely immersed in these pragmatic actualities, which are always governed by the same
Rules that guide every investment.

A business and social friend of mine since 1978 continuously repeated the same words..."location,
location, location, demographics, physical condition, cash flow, financial history, stability and future resale
value.”

To those of you who have a sense of Real Estate history, my friend’s name was Harry Helmsley, and he was
married to another famous individual... Leona Helmsley. Harry is one of the most, if not the single most,
successful real estate investor in United States history. Leona was famous for her operation and control of
the Helmsley Hotels empire. If you want to have an enjoyable moment and an approving laugh, check them
out.

From the beginning of our investing history, circumstances essentially demanded that we add to the
factual accuracy of Guterman Partners investments. We decided early on, that in-depth demographic
research prior to every property’s acquisition was mandatory for successful operations. In the real estate
industry, we are known as “demographic geeks.” We believe that demographics are the “lifeblood” of
Real Estate.

That said, ask any broker for a Demographic Summary and you will be surprised that less than one in one
hundred even knows what you are talking about. If you want to really confuse them, ask for the ratio of
disposable income per square foot in the demographic (potential renters or buyers) model to the average
cost per net rentable/saleable square foot in the specific property and its competition.
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TURTLE CREEK, DALLAS, TX
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Now, please STOP everything you are doing and focus on these next words. There are Rules, and some
minimum standards, to live by when investing in Real Estate. You may bend these rules for other things,
for example a larger portion of ice cream, and how much you will pay for a divorce, but you NEVER, ever

bend the rules for Real Estate!

Don’t do a partial job when you buy. No one enjoys curing their mistakes because they were too lazy or
worse too cheap, when they were doing the Due Diligence work. What about portfolios? Surely the good
properties in the portfolio package can carry the one, maybe two laggards, right? That's the way it's been

pitched to me many times.

The answer will surprise you, and we'll discuss it together with several other questions in a future article.

So please, remember that when you are presented with “facts” that have no “basis in fact,” it's always
best to ask specific questions (nicely and without anger) and push for realistic answers. If you can’t get
those answers from the seller, go to the Contact page on the Guterman Partners’ internet site and click

on Ask Gerry a Question.

Ask Gerry! There’s no charge to you and no expectations from you, period!

A few minutes answering your questions, won’t hurt anyone and may be very helpful for you.
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WHY GUTERMAN PARTNERS? BECAUSE “EXPERIENCE IS EVERYTHING"
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EXPERIENCE IS EVERYTHING

DISCLOSURE

This presentation is for informational purposes only and is not intended for any other use. This
presentation is not an offering memorandum or prospectus and should not be treated as offering
material of any sort. The information contained in this presentation shall not constitute an offer to
sell or the solicitation of an offer to buy securities. This presentation is intended to be of general
interest only and does not constitute or set forth professional opinions or advice. The information
in this document is speculative and may or may not be accurate. Actual information and results
may differ materially from those stated in this document.

Guterman Partners makes no representations or warranties which respect to the accuracy of the
whole or any part of this Guterman Partners presentation and disclaims all such representations
and warranties. Neither Guterman Partners nor its principals, employees, or agents shall be liable
to any user of this document or to any other person or entity for the truthfulness or accuracy of
information contained in this presentation or for any errors or omissions in its content, regardless
of the cause of such inaccuracy, error, or omission. Furthermore, Guterman Partners, its principals,
employees, or agents accept no liability and disclaim all responsibility for the consequences of any
user of this document or anyone else acting, or refraining to act, in reliance on the information
contained in this document or for any decision based on it, or for any actual, consequential, special,
incidental, or punitive damages to any person or entity for any matter relating to this document
even if advised of the possibility of such damages. Any and all projections that may be contained
this document have been estimated based on unknown variables which may or may not occur in the
future.

This presentation contains forward-looking statements within the meaning of the federal securities
laws. Forward-looking statements express Guterman Partners expectations or predictions of future
events or results. They are not guarantees and are subject to many risks and uncertainties. There
are a number of factors beyond Guterman Partners control that could cause actual events or
results to be significantly different from those described in the forward-looking statements. Any or
all of the forward-looking statements in this document or in any other statements Guterman
Partners makes may turn out to be wrong. Except as required by applicable law, Guterman
Partners does not intend to publicly update or revise any forward-looking statements, whether as a
result of new information, future developments or otherwise. In light of the significant
uncertainties inherent in the forward-looking statements made in this document, the inclusion of
this information should not be regarded as a representation by Guterman Partners or any other
person that its objectives, future results, levels of activity, performance or plans will be achieved.
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