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MARKETING AWARENESS
DWG Capital Group’s unsurpassed local market knowledge and 
deep experience in the real estate investment arena enables us 
to help clients make smart decisions when it comes to selling or 
marketing their investment properties. We work with our clients 
to develop a well thought-out, asset-specific strategy,and ensure 
each phase of the process is properly delivered. Sophisticated 
internal and external marketing plans help our clients reach the 
widest possible buyer base, ranging from small businesses, private 
investors and developers to publicly traded corporations & global 
institutional investors.

Marketing Timeline
The timing of how materials are distributed to potential purchasers 
of the property is crucial. The project team will ensure a frequent 
but paced delivery of marketing materials, using various methods 
of communication in order to maximize the chances of reaching 
a potential buyer. A customized timeline will be developed which 
provides a firm delivery schedule and description of the type of 
tool utilized. This defines the method and frequency of listing 
distribution and provides ownership with a clear understanding 
of the marketing activity taking place on the project.

Market Analysis
Understanding the dynamics of the local market is critical in 
communicating market and submarket subtleties to buyers 
during the sales. Our Team is prepared to discuss all aspects of 
a thorough analysis in addition to broader economic trends to 
educate buyers during the decision making process. The project 
team will perform an investment analysis on the property to obtain 
a clear understanding of asset value. Investment strategies and 
yield parameters can vary significantly among buyers, as different 
values and opinions are placed on the assumptions inherent within 
any cash flow analysis. The analysis will be tailored to a set of 
investment objectives of the target buyer, whether they are driven 
by IRR or other capital-allocation constraints.

“Experienced Brokers that also Invest and Develop 
Themselves. Bringing Active Experience to every sale 
or debt and equity assignment we carefully accept.

That’s DWG.”

“Don’t simply hire the  
BIGGEST.

Hire the BEST seasoned 
advisory for the assignment.”

“The Bottom Line? Tens of Thousands of 
Apartment Units and Millions of SF of Office, 
Retail, Industrial, Development, (from 3m to 
180m) Sold, Purchased or Developed.”

Our clients benefit from  
best-in-class services and 
seamless results across the 
globe, every time.



A DYNAMIC FINANCIAL SERVICES PLATFORM
Through our financial platform, clients have access to solutions 
that seamlessly support their real estate and business objectives.
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OUR FIRM: DWG Capital Group is a fully integrated commercial real 
estate advisory and capital markets platform of services for owners and 
users of real estate from ranging from private local owners to prominent 
multinational corporations and institutional investors. Headquartered in Los Angeles, 
DWG Capital Group’s seasoned strategic relationship platform of 11 seasoned 
CRE veterans enables our team to effectively serve the property requirements of 
ALL our Owners, Investors, Developers, Private Equity Groups and Lenders from 
California to across the US. Regardless of how seasoned our clients are at selling, 
buying or joint venturing commercial real estate can be a monumental endeavor. 
DWG Capital Group ensures every client gets the professional, intelligent service 
they deserve coupled with a strong, seasoned advisory based on what matters 
most: Our clients per transaction highest yield outcome coupled with a 
comprehensive overall real estate portfolio advisory focused on our client’s 
overall long term security. As a highly seasoned group of Capital Markets 
Advisors and Brokers who are also active Developers and Investors ourselves, DWG 
Capital Group brings decades of both sophisticated institutional and personal 
experience to every assignment with same care as if it was our very own real 
estate endeavor.

OUR TEAM: DWG Capital Group’s team was formed and now led by Judd 
Dunning, (former NGKF Capital Group / ARA Managing Director) who launched 
DWG Capital Group in order to combines the very best of his DWG brokers highly 
seasoned capital market and investment sale expertise and many decades of 
extensive hands-on commercial real estate advisory experience to ensure that all 
our DWG clients receive and are assisted to execute only the highest and best real 
estate portfolio strategies possible. 

DWG Capital Group is a client driven firm that is capable of executing a wide range 
of assignments from larger, institutional investment sales and debt / equity placements 
to local private middle market sales. Judd Dunning and all his DWG Capital Group 
Team Members: Bob Perdue, Kevin Keating, Ken Scott, Kenny DeAngeles, Armaan 
Silvera, Andrew Gi, Patrick Whitner, Sabrina Krokro, Bryan Gortikov, and June 
Seefeldt many of which who are former top 10 CRE firm brokers, now independent and 
within DWG collectively bringing the very same high service standard, same national 
network of seasoned middle market and institutional clients, the same vast database of 
national buyers / sellers, the same debt and private equity and the same Superior and 
Sophisticated Client-Centric Capital Markets Based Advisory to our clients we always 
have these last 20 years but doing so with even greater individual attention.

CAPITAL MARKETS
COMMERCIAL REAL ESTATE / INVESTMENT SALES AND CAPITAL MARKETS ADVISORY



RESIDENTIAL
From California to Florida, DWG’s 
Multifamily Service Platform has 
successfully executed myriads of 
apartment sales with excellence 
ranging from a $130,000,000 
California Institutional MULTIFAMILY 
Portfolio, to thousands of REO units 
across America for FDIC Banks and 
Servicers ranging from the a recent 
$44,650,000 sale in the Los Angeles 
area to as small as the recent middle 
market sale of 50 units in Hollywood. 

Having also practiced within the 
ARA a Newmark Company and the 
prior NGKF Multi-Housing Practice 
Group companies prior, DWG 
Capital is uniquely well positioned 
to evaluate and develop any size 
of asset for sale, disposition, or 
repositioning strategies on behalf of 
its clients for all real estate related 
assets be it: Single properties, 
Multi-asset portfolios, Mixed use 
portfolios, Distressed assets, 
Workouts / Specially Serviced Assets 
from smaller middle market to the 
largest of assets.

JOINT VENTURES
DWG’s Capital Markets Service 
Platform also includes a long 
track record of success creating 
JOINT VENTURES on stabilized, 
add value and new construction 
assets. On every assignment DWG 
brings access to various seasoned 
sources of capital from the market 
including affiliates, when appropriate, 
enabling it to excel at identifying 
optimal financing and capitalization 
options for clients, including: Private 
Equity, Conduit Loans, Agency 
Loans, Life Company Loans and 
Bridge Financing as each project 
and profile requires. DWG has 
successfully identified, secured, 
financed and sold myriads of new 
construction transactions ranging 
from retail, office, multifamily and 
mixed use middle market projects to 
larger institutional projects similar to 
our latest $100,000,000+ New Mixed 
Used project presently closing. DWG 
Members also raise capital for their 
own accounts and therefore know 
exactly what its like to make sure the 
job gets done on time and executed 
with only the highest results. 

WORKOUTS AND  
DISTRESSED ASSETS
As bank and servicer vendor 
veterans (and even bankers) 
during the “Great Recession” 
DWG also has a long track record 
of proven work in successfully 
solving highly complex and 
distressed situations for our 
valued clients real estate WEALTH 
PRESERVATION needs. As a result, 
DWG is exceptionally positioned to 
evaluate commercial real estate 
assets and developing strategies for 
their repositioning and / or ongoing 
management or disposition needs 
including: Distressed Loans, CMBS 
Defaults, Specially Serviced 
Assets, Workouts, Receiverships, 
Real Properties and REO 
Mezzanine / Subordinate Positions 
other Real Estate Debt and Equity 
Funds as needed.

COMMERCIAL
Most recently DWG’s Commercial 
Service Platform offers a seasoned 
advisory via their team’s prior track 
records of closing millions of square 
feet of RETAIL,  OFFICE, INDUSTRIAL 
and DEVELOPMENT transactions in 
California and across the country. 
DWG advises owners and investors 
on any and all matters related to 
commercial real estate interests, such 
as: Acquisitions, Dispositions, General 
asset evaluation, Property valuations, 
Restructuring and recapitalization, 
Modifications and repositioning, 
Negotiations with borrowers, Owners 
and property managers.

DEVELOPMENT:
Having sold millions of square feet 
prior DWG is a 2018 LA / So Cal 
leader in Apartment, Mixed Use 
and Retail Development recently 
listing / closing the following: a $130m 
Mixed Use / Malibu Development, 480 
Unit / Westridge Acres, 118 Unit/
Hollywood, 106 Unit / Costa Mesa, 50 
Unit / Silverlake, 34 Unit / Larchmont, 
28 Unit / West LA, 37 SFR Developments.
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DWG’S COMMERCIAL CRE SERVICE PLATFORM
DWG Capital Group offers a highly seasoned institutional quality team based seasoned advisory via their members extensive prior track records of closing millions of square 
feet of APARTMENTS, OFFICE, DEVELOPMENTS, RETAIL, and industrial transactions in both California, the Western US and Nationwide. Our sophisticated team of professionals 
collaboratively advise owners and investors on any and all matters related to commercial real estate interests, such as: Acquisitions, Dispositions, general asset evaluation, 
Property valuations, Restructuring and recapitalization, Modifications and repositioning, Negotiations with borrowers, owners and property managers in their full service 
platform. 



MEET THE TEAM
We commit to providing a 
full breadth of services and 
consistently develop new 
resources in response to 
client needs and the evolving 
landscape of our industry.
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JUDD DUNNING
PRESIDENT | BROKER
President of DWG Capital Group (and former NGKF Capital 
Markets / ARA Managing Director), John “Judd” Dunning specializes in 
CRE Investment Dispositions / Acquisitions and Debt / Equity Placement 
on both Existing and Development Based Transactions. His core 

emphasis is providing strategic CRE based advisory services for both stabilized, add value, 
development and distressed assets. Mr. Dunning contributes a superior roster of clients 
including many prominent institutions, funds and private clients. These relationships have 
enabled Mr. Dunning’s successful advisory on a wide range of projects. Prior to starting his 
own firm, DWG Capital Group while at NGKF, Mr. Dunning merited the title of Capital Group 
Managing Director, as well as garnering recognition as a Top Ten Producer, Career Excellence 
Award Winner. Judd Dunning operates within DWG Capital Group as well as within numerous 
partnerships working strategically in California, Las Vegas, Colorado, the SW region and 
Nationwide.

Mr. Dunning has recently listed and / or closed or joint ventured millions of square feet of 
CRE assets, as a partial list of some of his closings / assignments: The recent listing and 
escrow of a $150,000,000 West Los Angeles Office Complex closing Q1 2020,  the listing 
and sale of a $120,000,000 Class B 1384 Unit Multifamily Blackrock / Griffin California 
Based Portfolio, 10,000 +/- Units Of Various Nationwide Apartment Sales, Debt / Equity 
restructuring / sale of a Las Vegas 200,000 SF Industrial / Office Park Portfolio, a recent 
$25,000,000 programmatic equity JV multifamily funding,  recent $44,650,000 352 Unit 
Inland Empire Multifamily Sale, an exclusive $130,000,000 Fully Entitled West Los Angeles 
Class A Retail / Office Mixed Use Project Debt / Equity Assignment a $55,000,000 Las Vegas 
Office Portfolio, 3 Recent NNN Retail Restaurant Portfolios, a $15,000,000 149,750 SF 
Berkeley Industrial Flex Redevelopment Sale, a current 10 Site Industrial Development Entity 
Level Joint Venture, 17 Retail Shopping Center and STNL JV’s, as well as executing myriads of 
other mid-range apartment, retail, office, industrial, standard dispositions / acquisitions and 
development joint ventures.

He also prides himself on being a client driven capital markets solution based advisor 
selling both larger and mid-range Office, Apartments, Retail, Development Site, Industrial 
and Joint Ventures locally and nationwide as his private client’s specific needs require. Mr. 
Dunning also owns numerous businesses including a clean water reclamation treatment 
business. Judd is also the President of DWG Capital Partners with several NNN group 
synddicated investments now at market. 

A WINNING COMBINATION SOUTHERN CALIFORNIA CAPITAL GROUP
BOB PERDUE
PARTNER, INVESTMENT SALES / DEVELOPMENT
With over 30 years in the commercial real estate business and real estate 
banking, Bob Perdue has the great depth of experience to execute local and 
multi-market transactions at all levels. With an entrepreneurial spirit, Bob 
makes sure that everyone of his transactions are innovative, creative and 

highly responsive so that all his clients / investors understand that although every investment 
is different, every real estate decision must to contribute to the highest benefit of their bottom 
line. Whether opportunity in the commercial real estate market appears abundant or few, Bob 
focuses both on the big picture and the smallest details. If Bob’s clients have specific criteria 
in mind to fulfill their business, financial and operational goals, his advisory is always tailored 
so that his clients look beyond the rental rates, terms and conditions to ensure they select only 
the most relevant and highest outcome strategic real estate solution. As a veteran of many 
market cycles Bob has repeatedly proven himself to be a hard worker, skilled negotiator and a 
market expert, proving investors, business owners, and developers with real estate solutions that 
simplify the process and improve their bottom line.

Bob Perdue operates throughout Southern California specializing in 3-20M middle market 
assets as well as being head of acquisitions for a nationwide student housing developer 
RAIL development.

KEN SCOTT 
PARTNER, INVESTMENT SALES / LEASING, SYNDICATIONS
After many successful years at Red Mountain Retail Group and 
H&R Property Group, Ken specializes in Apartments, Development, 
Acquisitions, Dispositions and Strategic Leasing Ken has his own 
company Scott Affiliated and is member of DWG Capital Group. Full 

service, real estate investment, development and advisory veteran with over 30 years, 
Ken specializes in Retail and office sales as well as direct equity investments in commercial 
real estate and non-performing debt secured by real property for his own account. His own 
group also has a retail focused portfolio of more than 100 properties in which he also runs 
acquisitions for as investment cycles require.
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A WINNING COMBINATION SOUTHERN CALIFORNIA CAPITAL GROUP

ARMAAN SILVERA 
ASSOCIATE PARTNER
Armaan Silvera is one of DWG newest team members. After his time at 
NYU and within the National Honor Society, Armaan has returned to his 
home in Southern California to join forces as President Judd Dunning’s 
assistant and DWG’s newest Associate Partner. Armaan specializes in 
office, retail, development and multifamily.

PATRICK WHITNER
ASSOCIATE PARTNER, INVESTMENT SALES  
Patrick specializes in multifamily, retail, apartment development, 
acquisitions / dispositions and leasing. Patrick is fourth generation 
in the Whitner / Dunning real estate business. Mr. Whitner was a full 
time athlete at New York University (NYU), where he graduated with 
a Bachelors of Science in Economics while also playing on the Junior 

International Tennis Circuit. He trained at the Legendary IMG Bollettieri Tennis Academy 
where he became an All American Athlete.

KENNY DEANGELIS 
PARTNER, INVESTMENT SALES, DEVELOPMENT / SYNDICATIONS
After many successful year at various firms and many years as an 
apartment and retail developer and remains an active developer 
now, DWG Capital Group Partner Kenny DeAngelis concentrate on 
sourcing unique transactions through strong local alliances. They 

are adept at recognizing niche and diamond-in-the-rough investment opportunities 
that are often overlooked due to temporary capital dislocations or perceived 
complexity. Kenny ensures his happiness by staying busy, and putting in old-fashioned 
hard work into chasing great deals. His love for real estate investment grew from the 
excitement he feels watching buildings transform from mounds of earth to a fully-
actualized project. He is motivated by the excitement of the hunt, learning from and 
working with intelligent partners, and the reward of making good on his promise to 
deliver great returns to investors. His key areas of focus are: Deal Sourcing, Acquisition 
Due Diligence, Capital Raising, Finance / Equity and Debt Structuring, Contract 
Negotiation, Development, Investor Relations, and Disposition.
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A WINNING COMBINATION SOUTHERN CALIFORNIA CAPITAL GROUP
ANDREW GI
PARTNER, INVESTMENT SALES / DEVELOPMENT / SYNDICATIONS
Andrew is a experienced investor, a CCIM / MAI certified 
appraiser and specializes in valuing highly complex properties 
in both core and transitional markets, including development 
sites, industrial sites, Mixed Use projects and Niche Assets as 

our DWG  /  MA private clients require. Andrew is also a Mitchell Asset Group as 
well as managing his own family fund. Andrew both in California and nationwide as 
assignments require. 

JUNE SEEFELDT
SENIOR ART DIRECTOR 
June is a 20+ year graphics, marketing and web design veteran, 
and is the full time head of marketing design for DWG Capital 
Group. June designs all the team’s investment sale, joint venture 
and syndication E-Teasers, Offering Memorandums, Market 

Surveys, Website and Team / Firm Packages. Special time and consideration is taken 
to assess the highest brand standard of all the top 10 CRE Institutional Firms and 
then deliver superior packaging on every DWG Capital Assignment that June executes 
on behalf the team and their valued private clients.

BRYAN GORTIKOV
PRESIDENT, GORTIKOV CAPITAL  
DEBT / EQUITY PARTNER — DWG CAPITAL GROUP
Bryan Gortikov services all of DWG Capital Group’s loan requests 
for our partners via his company. Bryan has been an active 
investor in commercial real estate industry for over a decade, 

with a specific expertise in deal structuring and financing. In addition to his 
acquisition and consulting experience, Bryan has originated and closed over $1.5 
billion of commercial real estate debt through his new venture, Gortikov Capital, as 
well as through George Elkins Mortgage Banking Company, where he served as the 
youngest Partner in the firms 93-year history. Bryan’s previous endeavors include 
materials research & development at an early-stage biomedical startup as well as 
structuring and modeling of bespoke asset-backed securities at JP Morgan Chase. 
Bryan holds a B.S. in Materials Science and Engineering from the Massachusetts 
Institute of Technology in Cambridge, MA.



SELECT 
TRANSACTIONS
Case Studies and 
Representative Closings
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Orchard Heights 
Sale Price: JV / Recap $22,750,000
Type: Multifamily
RSF: 265,279 / 347 Units
Seller: BlackRock
Buyer: Griffin 

Vista Springs (Sold/JV 2x)
Sale Price: Undisclosed/$40M
Type: Multifamily
RSF: 174,360 / 212 Units
Seller: RAIT/Private Seller
Buyer: TCG/Crystal Asset Mgt.
*Also funded $25M programmatic 
equity 12/2019

CBT Portfolio 
TN, OK, FL, TX
Sale Price: Various
Type: Multifamily
RSF: 953 Units / 4 Sites
Seller: CBT
Buyer: Various 

CNB Portfolio 
PA, TX, FL, GA, KS
Sale Price: Various
Type: Multifamily
RSF: 616 Units / 6 Sites
Seller: CNB
Buyer: Various Buyers

Garden Grove Sarasota, Florida 
Sale Price: $7,200,000
Type: Multifamily
RSF: 269,120 / 200 Units
Seller: 1st Bank Puerto Rico
Buyer: Adria / Zellkravinsky

SELECTED TRANSACTIONS — MULTIFAMILY

Legends at Rancho Belago
Sale Price: $23,500,000
Type: Multifamily
RSF: 216,476 / 206 Units
Seller: Private
Buyer: Reliant

Rancho Las Brisas
Sale Price: $20,000,000
Type: Multifamily
RSF: 154,960 / 200 Units
Seller: LNR
Buyer: Reliant

Eagles Ridge / Grand Terrace
Sale Price: $44,650,000
Type: Multifamily
RSF: 325,000 / 352 Units
Seller: RAIT
Buyer: Fowler Property Acquisitions
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Hollywood Larchmont Apartment 
Development Site
Sale Price: $4,300,000
Type: Apartment Development Site
RSF: 20,350 SF / 34 Units
Seller: Private
Buyer: Listed

Santa Cruz Mixed Use
Sale Price: $56,000,000 / $9,300,000
Type: Retail and Apartment
RSF: 148,000 SF
Seller: Private
Buyer: CEP

San Vicente Inn / Klean Rehab 
Center West Hollywood
Sale Price: $11,300,000
Type: Mixed Use Hotel / Rehab 
RSF: 8 Parcels / 1 Acre / 50 Keys
Seller: Terry Snyman
Buyer: Mana, LLC

Laguna 10-Lot Development Site
Sale Price: $20,000,000
Type: Development Site
RSF: 41,050 SF
Seller: Private
Buyer: Chinese Funds

Western Washington University 
Student Housing Development
Sale Price: Private 
Type: Student Housing
RSF: 475 Beds
Seller: Private 
Buyer: Private 

SELECTED TRANSACTIONS — DEVELOPMENT SITE

Westridge Acres Apartment 
Development
Sale Price: Listed $12,500,000
Type:  RV Park / Apartment
RSF: 47.6 Acres 300 to 480 Units
Seller: Private
Buyer: Listed

University of Mississippi 
Student Housing Development
Sale Price: Private 
Type: Student Housing
RSF: 372 Beds
Seller: Private 
Buyer: Private 

DTLA 75 Unit Apartment 
Development Site
Sale Price: $7,700,000
Type: Apartment Development Site
RSF: 75 Units 55,000 GSF
Seller: Private Family Fund
Buyer: Listed/In Escrow
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SELECTED TRANSACTIONS — DEVELOPMENT SITE
Costa Mesa Apartment 
Development 
Sale Price: Confidential (IN ESCROW)
Type: Apartment Development Site
RSF: 106 Units
Seller: Various 
Buyer: Olson Company

2468 Glendale Apartment 
Development
Sale Price: Listed $5,700,000
Type:  Apartment (Some Retail)
RSF: 38–50 Units
Seller: Private
Buyer: Listed

Camerford Apartment 
Development 
Sale Price: $5,200,000
Type:  Apartment Development Site
RSF: 34 Units
Seller: Various 
Buyer: Empire Property Group 

WLA 4971 Centinela
Sale Price: $3,500,000
Type: Apartment Development Site
RSF: 20 Units
Seller: Private
Buyer: Proper Development 

Sunset Junction 118 Unit 
Development Sale
Sale Price: Confidential
Type: Apartment Development Site 
RSF: 118 Units / 90,860
Seller: Private
Buyer: Private 

3682 Motor Avenue
Sale Price:  $3,555,000
Type: Office to New Apt. Development
RSF: 17,600 SF Lot / 46 Units
Seller: Private 
Buyer: Urban Blox

1417 North Bronson
Sale Price: $5,250,000
Type: Apt. Re-Development Site
RSF: 23,520 SF / 48 Units
Seller: Private NPO
Buyer: Laramar Group

Eastern Carolina University 
Student Housing Development
Sale Price: $2,000,000
Type: Student Housing
RSF: 325 Beds
Seller: Private 
Buyer: Private
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Los Angeles Retail /  
Mixed Malibu Development
Sale Price: JV $130,000,000
Type: Retail and Office 
RSF: 132,000 SF
Seller: Private 
Buyer / Dev:  Pacific Equity Properties
*Equity Closed/Debt Closing 2/2020

2 Wendy’s Portfolio Sales
Sale Price: $39,000,000
Type: Retail 
RSF: 14 Sites
Seller: Private 
Buyer: Broadstone Net Lease
                      & Realty Income

Starbucks Plaza Price 
Los Angeles 
Sale Price: $6,300,000
Type:  Retail / Creative 

Office / Mixed Use
Seller: Progressive RE
Buyer: Balour & Associates

KFC Portfolio Sale  
Florida
Sale Price: $15,000,000
Type: Retail
RSF: 7 Sites
Seller: Gymarthy Enterprises
Buyer: Sandstone

Home Depot
Sale Price: $9,300,000
Type: Retail
RSF: 148,000 SF
Seller: DDR
Buyer: Musca Properties

Bank Site Development Portfolio
Sale Price: $30,000,000
Type: Retail
RSF: 10 Sites
Seller: Private
Buyer: NADG

Walgreens Portfolio 
Florida, California, Texas
Sale Price: $17,600,000
Type: Retail
RSF: 4 Sites
Seller: Private
Buyer: Various

7 Retail Strip Centers 
Walgreens / Bonefish / Outback
Sale Price: $53,000,000
Type: Retail / Multifamily
RSF: 7 Sites
Seller: CCD
Buyer: Various (Private Equity)

SELECTED TRANSACTIONS — RETAIL / MIXED USE
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Carrier Center
Sale Price: $73,000,000
Type: Office to Data Center
RSF: 500,000+ SF
Seller: Private / Telecom
Buyer: 360 Networks

The Foundry @ Berkeley
Sale Price: $15,000,000+
Type: Industrial / Office Flex
RSF: 132,595 SF
Seller: Private
Buyer: Listed

Telecom Center
Sale Price: Private
Type: Office to Data Center
RSF: 130,000 SF
Seller: Private
Buyer: Digital Realty

SELECTED TRANSACTIONS — OFFICE / INDUSTRIAL

Office Portfolio 
Sale Price: $53,000,000
Type: Office 
RSF: 6 Sites
Seller: MVP REIT 
Buyer: Listed

Valley View Office and 
Industrial Park
Sale Price: JV $17,000,000
Type: Industrial / Office / Flex 
RSF: 196,500 SF
Seller: Whitner Family Trust
Buyer: Madison (Debt / Equity)

Guardian Building Products
Sale Price: $17,000,000+
Type: Industrial
RSF: 3 Building / 320,852 SF
Seller:  PACP
Buyer:  Private Buyer 

*Equity Placement

US Armor HQ 
Sale Price: $5,500,000
Type: Industrial / Office
RSF: 72,000 SF
Seller: Private 
Buyer: US Armor Lease + Sale

Costa Mesa Storage /  
Industrial Portfolio
Sale Price: $7,000,000
Type: Development / Industrial
RSF: 63,450 SF / 3 Parcels
Seller: Private / 2 Sellers
Buyer: In PSA / Listed
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5681 West Jefferson Boulevard
Sale Price:  $6,300,000 (Part of 

Portfolio Sale)
Type: Retail Office / Creative Office
RSF: 7,1115 SF
Seller: Private
Buyer: Balour and Associates

3242 West Cahuenga Boulevard 
Sale Price: $10,000,000
Type: Retail Strip
RSF: 13,488 / 36,520 SF
Seller: Private 
Buyer: H & R Retail

2818 S La Cienega Avenue
Sale Price:  $3,850,000 
Type: Office to Creative Office
RSF: 8,500 SF
Seller: Private
Buyer: Private

Retail STNL Sale 
18725 Sherman Way
Sale Price: $3,000,000
Type: Retail / Office
RSF: 23,000 SF
Seller: DDR, LLC 
Buyer: Private

2108 Pico Boulevard
Sale Price: $4,500,000
Type: Office to Creative Office
RSF: 148,000 SF
Seller: Private
Buyer: Vista Investment Group

3760 Motor Boulevard 
Sale Price: $4,000,000
Type: Office to Creative Office
RSF: 9,900 SF
Seller: Private 
Buyer: HQ Retail

6023 Bristol Parkway
Sale Price: Listed $3,850,000
Type: Office to Creative Office
RSF: 8,156 SF
Seller: Private
Buyer: Listed

SELECTED TRANSACTIONS — MIDDLE MARKETS

Cambridge Court Apartments
Sale Price:  $8,550,000 
Type: Multifamily
RSF: 132 Units
Seller: TMBRS Dodge, LLC
Buyer: Stein Company
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1336 Toberman
Sale Price: $3,250,000
Type: Opp Zone Multifamily 
RSF: 13 Units
Seller: MAG
Buyer: Pico Union Housing Corp.

San Fernando Valley Portfolio
Sale Price: $7,000,000
Type: Multifamily
RSF: 3 Complexes
Seller: Private Trust
Buyer: Rio Properties / Others

LA Face Portfolio
Sale Price: $3,800,000
Type: Office / Retail Flex 
RSF: 5 Sites
Seller: Private
Buyer: Various

6222 North Manchester 
Sale Price: $3,000,000
Type: Medical Office
RSF: 5270 SF
Seller: Private 
Buyer: Private 

1019 San Vicente
Sale Price: $2,350,000
Type: 10 Apartment Development Site
RSF: 7,800 SF
Seller: Private Trust
Buyer:  David Tauban /  

Jade Enterprises

18431 Beach Boulevard
Sale Price: Listed $4,250,000
Type: Apartment Development Site
RSF: 33,813 SF / 20 Units
Seller: Progressive RE
Buyer: Listed

Legacy and Northstar Portfolio
Sale Price: Unpriced Bid
Type: Multifamily / Residential
RSF: 134 Units
Seller: Private
Buyer: Listed

SELECTED TRANSACTIONS — MIDDLE MARKETS

2326 / 2630 Glendale Blvd.  
Silverlake
Sale Price: $3,575,000
Type: Apartment Development Site
RSF: 14,750 SF / 28 Units
Seller: Urban Blox
Buyer: Next Level Apparel
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NEW PROJECTS &  
DWG CAPITAL PARTNERS

West LA Office Campus
Sale Price: $160,000,000+
Type: Office / Creative Office
RSF: 200,000 SF
Seller: Confidential
Buyer:  In Escrow/Privately Listed

DWG CAPITAL GROUP / DWG CAPITAL PARTNERS
Beyond our superior ongoing Brokerage/Capital Markets Services our DWG 
Capital Group also provides select private equity investment opportunities for 
clients and personal community to partner and invest. DWG Capital Partners 
targets and invests in various higher yielding CRE local and nationwide STNL 
retail/office or industrial sale leasebacks, creative office/retail or apartment add 
value reposition projects. Call for further information.

New JV Funding Seeking Additional Assets
Equity Funded: $25,000,000
Equity Deployed: $9,000,000
Equity Remaining: $14,000,000
Type: IE Add Value Multifamily 
Price Range Sought: $20M-$60M 
Timeline Sought: 2/2020 Contracts

Malibu Retail Office Development
Sale Price: $130,000,000
Type:  Retail/Office 
RSF: 130,000 SF
Seller: Private
Buyer: Equity Closed/Loan Closing             



INVESTMENT SALES AND DEBT / EQUITY PROCESS
Why DWG Capital Group? Our motivated team of experienced professionals 
actively engaged in every aspect of execution

 » Entrepreneurial ex-institutional team without layers of management to 
impede success
 » Client-focused real estate advisory services through world-class intellectual 
capital and robust resources and closing track records
 » Trusted capital markets information gained from DWG professionals working 
in the field and throughout every aspect of transactions



DWG Capital Group mission statement and service objective for its clients is 
simple: To deliver the very highest real estate yield on every assignment. Real 
Estate is a major capital investment, and all investment decisions should be made 
with an end goal in mind, “Maximizing client returns on that capital.”

With a highly select bench of talent, DWG CAPITAL GROUP was formed to 
optimize the seasoned advisory talents of its core team members, (brokers who 
have been institutional brokers, developers and investors themselves and continue 
to be so) to assist our valued DWG private clients in always making the smartest, 
highest yielding and best advised decisions possible for all their real estate based 
portfolio endeavors.

Unlike the largest 5 firms (that all our members have worked for prior), driven by 
high splits, large teams and a hard press for creating revenue driven Wall Street 

outcomes, DWG CAPITAL GROUP carefully selects fewer assignments per year to 
ensure that each and every assignment is given the highest attention to attain a 
successful outcome.

With an extensive team background of success closing a myriad of Apartments, 
Retail, Office, Industrial, Development and Joint Ventures — DWG Capital Group 
is client driven capital markets firm specializing in standard mid-level sales / joint 
ventures to the most complex largest of transactions. Starting with the very best 
premarket analysis, our firm develops a well thought-out, asset-specific strategy 
hand in hand with our clients to ensure each phase of the process is properly 
delivered. Sophisticated internal and external marketing plans help our clients 
reach the widest possible buyer and no stone is left unturned in our marketing.

MARKETING MISSION / PROCESS

20 Investment Sales, Capital Markets. DONE.
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PRICING / DETAILED BOV
Developing a comprehensive pricing 
and marketing strategy is the most 
critical step in the disposition or 
equity raise process:

Broker Opinion of Value: A 
comprehensive analysis of the asset 
which includes the following: 

 » As-Is Valuation / Stabilized Valuation
 » High level overview of General 
Market Conditions

 » Detailed Analysis of 
Submarket Conditions

 » Comprehensive Argus /  
Financial Analysis

 » Historic and Real Time Rental and 
Sales Comparables

 » Highest and Best Use for the Asset
 » Most likely Buyer or Partner of 
the Asset

 » Comprehensive Marketing Strategy

MARKETING 
STRATEGY / TOOLS
The main marketing tools used 
to promote the asset to potential 
purchasers: 

 » E-Teaser: Accomplished through 
email and online listing, investors 
are provided the first introduction 
to the offering.

 » Investment Memorandum: 
A carefully crafted brochure that 
will include a full description of 
the asset, color photographs, and 
market analysis.

 » Online Document Center: 
Investors will be looking for 
all asset information available. 
Through experience we like 
Investors to complete as much 
due diligence as possible before 
bidding. To that end, we will 
provide whatever we can to the 
Online Document Center in order 
to facilitate the process. 

 » Dedicated Auction / Website: We 
have the in-house capabilities to 
create a custom, dedicated website 
for your marketing campaign.

COMMUNICATE INFORMATION
Communicating information consists 
of more than listing the property for 
sale on the various MLS services and 
blasting out emails to prospective 
buyers and brokers. We make direct 
calls to the best targeted candidates.

We prioritize the information based 
on Who and How and have unique 
capabilities and technologies that 
provide us a significant competitive 
advantage.

GENERATE MULTIPLE 
OFFERS AND CLOSE
We have the proven ability to 
orchestrate and control the marketing 
process ensuring the maximum price 
is secured, a capable buyer completes 
due diligence promptly and the client’s 
interests are protected at all times in 
the transaction. 

 » Analyze bids and interview 
buyers / partners or lenders

 » Evaluate from both a quantitative 
and qualitative perspective

 » Select the appropriate, qualified 
buyers / partners or lenders

 » Arrange and maintain back-up 
buyers / partners or lenders

 » Negotiate the Sale or Joint Venture 
Agreement terms

 » Facilitate and monitor the 
purchaser’s / investors due 
diligence process

 » Verify purchaser’s or partners 
experience, capital sources, 
and terms

 » Advise the owner and legal counsel 
throughout the contract process

DWG INVESTMENT SALES OR EQUITY RAISE PROCESS
At DWG CAPITAL GROUP, we employ a detailed, multi-step sales or equity raise process that has repeatedly been proven successful in the marketplace. We define success as 
obtaining the optimum sales price, from qualified buyers, who close the transactions in a timely manner. It is our goal on each and every assignment to achieve success. 

GETTING THE OPTIMUM SALES PRICE OR JV TERMS AND SURETY OF CLOSE
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MARKETING PLAN / TOOLS
Marketing Strategy / Plan
Identifying prospects and implementing the marketing sale or joint venture plan is a matter of 
developing a targeted list of prospective buyers / partners, launching the marketing program, 
controlling the process, and managing relationships with prospects from the first expression 
of interest through the closing of the sale. 

With the information obtained, a comprehensive set of marketing materials will be assembled 
with sufficient detail for a buyer or new partner to make an informed investment decision. The 
following marketing tools will be developed for the marketing of the Property or Joint Venture.

 » Offering memorandum package
 » Electronic flyer and website
 » Uploads
 » Confidential offering memorandum

 » Confidentiality agreements
 » Argus financial analysis
 » Preparation of marketing package

An offering memorandum for the property will be created and will contain detailed descriptive 
information including property or JV description, photographs, competitive market data, area 
and location information, site plan, and all other relevant materials and information necessary 
to properly present the property to the marketplace. Potential investors will also be required 
to sign a confidentiality agreement. The key objective of the full color offering memorandum 
is to induce the most aggressive capital prospects to pay a premium price for the property 
or partnership. The offering memorandum package will include the following and will also be 
available via a secure website created for the property and offering.

 » Executive summary
 » Photographs, charts, and maps
 » Suggested proforma analysis
 » Competitive market data
 » Property description and details

 » Site plan and floor plans
 » Operating statements
 » Area / location information
 » Actual and proforma yield projections 
Communicating Information 

We commit to providing a full breadth of services and consistently 
develop new resources in response to client needs and the evolving 
landscape of our industry.
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COMMUNICATING INFORMATION 
Description of the Confirmation of Interest Process
Initial Property Exposure 
A digital “teaser piece,” including a confidentiality agreement, will be 
emailed to qualified buyers. Upon receipt by DWG Capital Group of signed 
confidentiality agreements, the Offering Memorandum (OM) and ARGUS 
model will be sent to prospective buyers. 

Process to Identify and Screen Potential Buyers
Identifying Prospects
The resources available to DWG Capital Group make the process of 
identifying qualified prospects easier. Our Capital Market Group maintains 
a proprietary database of several thousand local, national, and international 
investors developed over years of involvement in the Texas, national, and 
international real estate markets. Through our parent company BGC and 
Cantor Fitzgerald we have unique exposure and insight in to capital that 
would be interested in the opportunity. In addition, the DWG team may 
utilize the services of Real Capital Markets to ensure the widest number of 
potential prospects is aware of the property sale opportunity.

Communication / Marketing Materials
Initial Property Exposure
A digital “teaser piece,” including a confidentiality agreement, will be 
emailed to qualified buyers. Upon receipt by DWG Capital Group of the 
signed confidentiality agreements, the OM and ARGUS model will be sent to 
prospective buyers.

Ongoing Property Exposure
The DWG Capital Group team will develop a listing website which will host the 
property. Once approved, the marketing flyer and brochure will be uploaded 
to this website. Potential investors will have the ability to view the property 
website, see the current marketing status of the property to determine if 
they would like to pursue it for possible inquiry. Each property-specific secure 
website contains the property marketing flyer and the offering memorandum. 
Via the property website, we create a restricted access, secure virtual “war 
room” to provide easy access to documents for due diligence.

OBTAINING OFFERS AND CLOSING
Process to Schedule, Document, and Provide Feedback for Tours
Property and market tours will be conducted by a member of the disposition team by prearranged 
appointment, in person, to control information presented to potential investors, gauge true investor 
response, and immediately address any issues raised by the investors. Investors are educated about 
the advantages and disadvantages of each competitive property and the overall marketplace.

Evaluation Methodology for the Best and Final Offers
This is an ongoing process that incorporates past experience, firsthand experience, reputation, 
credit reports, and references. Extensive investigation will be made in this area, as well as 
interviewing individual buyers to determine the credibility of each offer and each buyer’s ability 
to close the transaction in a timely manner.

Once the property has been thoroughly marketed, the process for selecting the most logical 
buyer will commence. We will review all investors who are most qualified and have demonstrated 
the most interest in completing the acquisition process. They will be qualified by the following 
factors: source of equity, timing, expectations and requirements, market knowledge, and overall 
ability to close. This mix of objective and subjective criteria allows our team to select the highest 
probability investor that best matches our client’s goals and objectives. 

Process for Managing the Buyers After the Best and Final Offers
All investor contacts will be responded to in an aggressive time frame and all subsequent 
negotiations will occur simultaneously. If appropriate, a “controlled bid” process will be utilized 
to produce the most aggressive proposals by a certain date. A second, and possibly a third, bidding 
round might then be utilized to bring pricing to heated levels. 

Process to Provide Feedback to Seller 
We will provide weekly reports on all marketing activities, including evaluations of investor 
response to the marketing program and our expectations of pricing and the number of offers or 
bids we expect to receive.

Other Activities to Improve Value
The DWG team will work jointly with the seller to complete and compile due diligence materials 
for pre-qualified investors. Once an investor has been selected, they will coordinate, as directed, 
all business and legal matters required to document and close the transaction. Our team will help 
facilitate the process and communicate information between parties, including title companies, 
attorneys, other third parties to ensure a timely closing. 
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