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Disclaimer:
While every effort is made is made to post only the most accurate available information, RE/MAX Right 
Choice does not guarantee that the information posted is always current. We do not warrant or make any 
representations as to the content, accuracy or completeness of the information, text, graphics, links and 
other items contained herein. RE/MAX Right Choice makes no warranties, express or implied as to the 
fitness of the information for any purpose, or to results obtained by individuals using the information and 
is not responsible for any action taken in reliance on the information contained herein. The students 
agree not to copy or distribute any materials contained herein. All comments, suggestions, ideas, notes, 
concepts, or other information disclosed or offered shall remain the property of RE/MAX Right Choice.

Credit to Sources:
Information and terms used in this presentation were gathered from multiple sources, including; The 
National Association of Realtors and the CCIM Institute.



COURSE OVERVIEW

A 6-hour course designed to teach residential Realtors the basics of 
selling and leasing commercial real estate; opening the possibility of 
creating another income bucket for yourself.
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MY BELIEF SYSTEM

Anyone who has the burning desire to be successful selling 

residential and/or commercial real estate can be successful if they are 

willing to learn (through written materials and coaching/mentoring) 

and take the necessary, consistent actions steps to apply these 

lessons in the real world.
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WHAT WE CANNOT DO

Teach someone to be proficient at commercial real estate 

transactions in a six-hour course.
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WHAT THE COURSE WILL COVER

I) An outline of the differences between residential and commercial 
real estate.

II) Commercial real estate categories, property types, and 
classifications in addition to common commercial terms and their 
respective definitions so you can converse more confidently as a 
real estate professional.
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III) An outline of the steps involved in representing:

a) A buyer purchasing commercial real estate
b) A tenant leasing commercial real estate
c) An owner selling their commercial real estate
c) A landlord / building owner leasing their commercial real estate

IV) Search portals to locate commercial real estate with an    
overview of each portal.

V) How value is established in commercial real estate.

7



VI) How to prepare a Letter of Intent (LOI).

VII) Financing commercial real estate.

VIII) Commission calculations when you lease commercial real estate.

IX) Marketing Commercial Real Estate.

X) Timeline of commercial real estate transactions.

XI) A list of things you need to do to protect yourself.
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COURSE SCHEDULE

All classes are taught thru Zoom. The link to join can be found on our Facebook 

page : https://www.facebook.com/groups/239656613749513/Personal and 

Professional Growth Group. If you are not a member please join our group.
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Some Differences between Commercial and Residential Real Estate

A) There is no comprehensive commercial MLS. As a result active, sold, and leased data is very difficult to 
locate.

B) Without a MLS system to identify the commission being offered (and to protect that commission), an 
extra step needs to be taken to determine if a commission is being offered and to get an agreement in place.

C) There is greater depth to the education required to understand and succeed in commercial real estate. 
You must be more mathematically adept to accurately analyze property values and properly advise clients.

D) Location matters, but not nearly as much as it does for residential. Some people purchase investment 
property hours from their home as long as the numbers yield the right return.

E) Commercial valuations are primarily based on the property’s income. Residential valuations are primarily 
based on a comparative market analysis.
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Some Differences between Commercial and Residential Real Estate

F) Commercial transactions are, generally, less emotional. Clients are looking for a good Return on Investment (ROI). The 
focus is on data-driven analysis of the numbers, rent schedules, and insurance rates.

G) Commercial transactions take longer to close as the transactional process has more steps and significantly more 
paperwork.

H) There is a lower turnover rate with commercial properties as investors tend to hold on to their buildings for longer 
than people stay in their homes.

I) On average, a commercial transaction commission is larger than a residential transaction (sometimes dramatically 
larger), but they are less frequent.

J) Commercial real estate working hours are more structured. They are typically Monday - Friday and do not include 
evenings and weekends. The environment is more corporate in nature.

K) There is no universal system for scheduling commercial showings, like ShowingTime for residential showings. The 
buyer's agent should reach out to the listing agent directly.

L) Commercial real estate involves a great deal of confidential information. It is not uncommon to be asked to sign a 
confidentiality agreement.
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Some Similarities between Commercial and Residential Real Estate

A) In Connecticut, both commercial and residential Realtors have to be actively licensed to practice real 
estate.

B) Both have to follow the licensing rules, and, in particular, agency. 

C) Both must adhere to Fair Housing laws. 

D) In Connecticut, both commercial and residential Realtors have the same continuing education 
requirements
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MLS Search Instructions 

• www.ctreal.com
• Login
• Select Matrix
• Search

• Commercial
• Set your parameters

• Ex:
• Price: 600-1000

• You can leave minimum price blank and it will populate everything under your maximum price 
• City: Milford
• Property Type: Business For Sale
• Sub Property Type: Investment, Office, Residential Income, Retail 

• Results
• Select all that match criterion
• Print

• Client Full 
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LoopNet Search Instructions 

• www.loopnet.com
• Top middle of screen is the search bar

• For Sale
• Advanced Search
• Property Types & Sub Types: 

• Multi Family
• Retail
• Shopping Center
• Residential Income
• Office

• Property Use
• Vacant/ Owner User Properties
• Investment Properties

• Country
• United States

14

• States
• Connecticut

• City
• West Haven

• Price
• Min $: 600,000
• Max $: 1,000,000
• You can leave minimum price 

blank and it will populate 
everything under your maximum 
price 

• Search
• Click on each listing for details
• Print if it matches your criterion 



Join LoopNet

LoopNet offers a paid subscription product for those Customers who primarily utilize the Service to actively list and 

market commercial properties available for sale and/or for lease (“Premium Lister” or “Premium Lister subscription” or 

“Premium Subscription”). A Customer who purchases a Premium Lister subscription is a “Premium Customer.” Premium 

Subscription privileges are granted by LoopNet to individuals exclusively and extend solely to the subscribing Premium 

Customer. Premium Subscription rights cannot be assigned, sublicensed, distributed, shared, viewed, accessed, or 

otherwise transferred to anyone other than the subscribing Premium Customer. Moreover, a Premium Customer may 

not use a Premium Subscription for the benefit of any other broker, appraiser, researcher, analyst, sales person or similar 

commercial real estate professional, including, without limitation, those working for the same company or at the same 

place of business. A Premium Customer is prohibited from using Premium Lister to list properties on behalf of, or for the 

benefit of, other brokers or commercial real estate professionals working for the same company or at the same office. 

Such Customer of a Premium Lister subscription is permitted to list solely those listings for which he or she is the listing 

broker. Premium Subscription privileges are subject to change from time to time and may be subject to property listing, 

property searching, and member directory searching limitations.
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Join LoopNet (cont.)

Under Premium Lister subscription, one (1) through ten (10) Premium Listing plans are available for purchase online; 

higher Premium Listing plans are available for purchase by calling (855) 858-3782. Any listing on which the Primary 

Contact is a Premium Lister and is within its plan will receive Silver exposure; listings above plan will receive exposure on

the Company’s www.costar.com site. Customer acknowledges that LoopNet (in addition to its other remedies) can 

cancel, not renew, and/or prohibit Premium Subscription privileges to any individual, organization, or group that does 

not abide by the terms and conditions set forth herein and/or can refuse any or all membership privileges. LoopNet also 

has the right to refuse service to any Customer or company that has delinquent charges that remain unpaid and to 

impose additional charges to reactivate Premium Subscription or other membership privileges. Premium Subscriptions 

continue to renew at the prevailing level regardless of Customer’s listing activity on LoopNet.com. Premium 

Subscriptions will automatically renew to the credit card number provided for initial payment unless the Customer 

cancels their subscription on the LoopNet website prior to the renewal date to cancel such subscription. The Company 

reserves the right to change its fees, payment frequency, or billing methods at any time. The Company will provide 

timely notice of any such changes.
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Join CTCList

Membership for CTCList is handled by request. Become a member! Tons of features, no-
nonsense pricing. Add listings, searchable across our nationwide network of commercial 
listings. Access 2x more property listings, create catalogs and saved searches. Receive 
alerts & notifications of posted needs/wants and recent activity. Create customized 
reports and brochures. Know right away when inquiries are generated for your listings. 
Access to local market statistics and export your data. JOIN CTCList today to receive all 
these benefits (and more!) of this great service. Please send membership inquiries to Gina 
Micelotta: gmicelotta@gharonline.com. Cost is $600 annually. 
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Join CREXI

CREXI has a free base membership. Leverage the power of CREXI’s essential capabilities to 
expand the reach of your property listings and connect with more buyers. All the 
Essentials- Message with qualified leads. Get basic analytics on property activity. Utilize 
marketing tools to increase visibility. 100MB of due diligence documentation
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Get GHAR Forms

If you are not a member of GHAR, you can still access their forms for $89 annually. Contact 

Zipforms and let them know you wish to add the GHAR library. 
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GHAR

• Commercial Exclusive Right to Represent Buyer/Tenant Contract (B)

• Letter of intent to Lease Commercial Real Estate (C) 

CTR

• Commercial Exclusive Right to Sell/Lease/Exchange Agreement (D)

• Commercial Open Right to Sell/Lease/Exchange Agreement (E)

RMRC

• Customized Commercial Exclusive Right to Represent Buyer/Tenant Contract (F)

• Customized Letter of intent to Lease Commercial Real Estate (G)

• Customized Letter of intent to Purchase Commercial Real Estate (H)

• Confidentiality Form (I)
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Overview of 
Commercial Real 

Estate Terms
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• Multi-Family (Apartments) Property
• Office Buildings/ Office Space
• Retail Buildings/ Retail Space
• Industrial I Flexible Space
• Shopping Centers
• Senior Housing or Long-Term Care Facilities
• Business Opportunities
• Farm and Ranch Property
• Hospitality Property
• Vacant Developable Land

Overview: Ten Broad Categories or Property Types 
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Four Primary Classifications of Commercial Property

• Industrial / Flexible Space
• Multi-Family (Apartments) Property
• Office Buildings / Office Space
• Retail Buildings/ Retail Space

Overview: Property Classifications
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Five Forms of Industrial Property

• Distribution Warehouse
• Flexible or Flex Space
• Manufacturing
• Research and Development
• Self-Storage

Overview: Property Classifications Types and Classes
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Representing A Purchaser 
For Commercial Real Estate
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Commercial Real Estate 
Terms for Purchasing



Initial return from the acquisition of a real estate asset calculated by dividing  net operating income (NOI) 
by the property sales price. For example, a property's capitalization rate (cap rate) is 10 percent if it is 
purchased for $10 million and produces $1 million in NOI during one year. The cap rate is typically 
calculated using the NOI generated in the first year of ownership, so investors can normalize and compare 
potential returns among competing investment properties.

A cap rate is used as a measure of a property's performance without considering the mortgage financing. 
If you paid all cash for the investment, how much money would it make? What's the return on you cash 
outlay? Cap rate is a standard used industry wise, and its used many different ways. For example, a high 
cap rate usually typifies a higher risk investment and a low sales price. High cap rate investments are 
usually found in  poor, low-income regions. A low cap rate usually typifies a  lower-risk investment and a 
high sales price. Low cap rates are typically found in middle class to upper income regions. Therefore, 
neighborhoods within cities have a "stamped" on them their assigned cap rates.

That said, if you  know what the NOI  is, and you  know the given cap rate, you can estimate what the sales 
price should be: sales price= NOI divided by cap rate. For example, if the NOI is $57,230 and you want to 
make an investment into 9 percent cap properties, the price will be $635,889 (57,230 divided by 9 
percent). This is a good way to come up with your first offer price--- at the very least, it's a starting point.

Cap rate = net operating income divided by sales price.
R = NOI/Sales Price

Capitalization Rate or Cap Rate
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Your annual cash flow is net operating income minus debt service. Positive cash flow is 
Icing. When purchasing an apartment building containing more than five units 
(considered commercial), a bank's basis for lending is the property's cash flow 
capabilities. Your credit score is a lower priority than the cash flow potential. An 
apartment building with poor cash flow will almost always appraise much lower than 
its comparables for the area. You can also figure monthly cash flow by dividing your 
annual cash flow by 12:

Annual Cash Flow = net operating income - debt service 
Monthly Cash Flow = annual cash flow divided by 12

Cash Flow
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To find your cash-on-cash return, divide your annual cash flow by the down payment 
amount. If your down payment were $20,000, how soon would your monthly cash 
flow add up to $20,000? If your cash flow added up to $20,000 in one year, your cash-
on-cash return would be 100 percent. If it takes two years, your cash-on-cash would 
be 50 percent. If  it takes three years, it would be 33 percent.

Cash-on-cash return= annual cash flow divided by down payment 

Cash-on-Cash Return
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Debt Coverage Ratio
The debt coverage ratio-is the ratio of the net operating income to the mortgage 
payment. If net operating income is projected to change over time, the investor 
typically reports the first year's net operating income.

39



Debt Service
Debt service is calculated by multiplying your monthly mortgage amount by 12 
months:
Debt service = monthly mortgage amount x 12

Due Diligence
The process of examining property, related documents, and procedures conducted by 
or for the potential lender or purchaser to reduce risk. Applying a consistent standard 
of inspection and investigation one can determine if the actual conditions do or do 
not reflect the information as represented
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Gross Income
Gross income is all of your income, including rents, laundry, vending  machine income, 
and late fees. It can be your monthly or annual.

Letter of Intent (LOI)
A letter of intent is an agreement(s) between two or more parties before an actual 
agreement, such as a lease, is finalized. It is similar to a term sheet or memorandum of 
understanding (MOU). While LOI’s may not be binding, provisions of them can be, e.g., 
non-disclosure and exclusivity. The intent is to protect both parties in the transaction 
until the transaction is executed.
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Net Operating Income (NOI)
The potential rental income plus other income, less vacancy, reserves, and operating 
expenses. This term is one of the most important ones when analyzing any deal. The 
net operating income is the dollar amount that's left over after you collect all your 
income and pay out your operating expenses. This amount is what's used to pay the 
mortgage with. And what's left after you pay the mortgage is what goes into your 
pocket--your cash flow.

Return on Investment (ROI)
A measure of the value created by a real estate investment. It is the difference 
between net gains from investing in the property and less the net cost from investing 
in the property divided by the purchase price of the property. Usually, it is reported as 
a percentage.
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U.S. Internal Revenue Code Section 1031 permits the deferral of capital gains 
taxes on the sale of property held for investment or productive use in a trade or 
a business. With a 1031 exchange, property owners can sell their real estate 
and then reinvest the proceeds in ownership of a like of a like-kind property or 
several like-kind properties, thus deferring the capital gains taxes. The like kind  
exchange under section 1031 is tax-deferred, not tax free. When the 
replacement property is ultimately sold (not as part of another exchange), the 
original deferred gain, plus any additional gain realized since the purchase of 
the replacement property is subject to tax.

1031 Exchange or Like-kind Exchange
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A) Client identifies a want. An office building purchase between $2M-$3M with an 8% 
return, or greater, prior to debt service (mortgage) within a 45- minute drive from his 
home in Trumbull.

B)  Sign an Exclusive Buyer Representation Agreement. Ask if the purchaser is willing to 
pay your fee if you locate something that would be great for them when a commission 
is not being offered by the selling agent or the property is not on the market.

C)  Search CoStar, LoopNet, CREXI, CTC List (GHAR), SmartMLS, etc.

D)  Send an email to commercial practitioners relaying the need you have to see if they 
have any properties or off-market properties that fit the criteria.

E) If there is an area in a given town that is of specific interest to my client, drive the area 
to look for "For Sale“ signs by realtors or by owners to identify properties that look like 
they might fit the criteria.

Representing a Purchaser, Buying Commercial Real Estate Sequence

44

A



F) Assemble properties and review what has been sent to me to see if they fit the criteria 
or if there is something else that may be of interest.

G) If there is anything of interest, and it is not offered thru the MLS, I ask for written 
confirmation of the commission being offered.

H) Request information on the property for my client. Ideally, I want a rent roll, a current 
P& L, and a site plan along with any marketing materials they have prepared. If I do 
not already have it, I again request written confirmation of the commission being 
offered. A signed co-broker agreement may be requested at this time.

I) You may be asked to sign a Non-Disclosure (NOA) or confidentiality agreement, along 
with your client, prior to receiving any of the information mentioned above.

Representing a Purchaser, Buying Commercial Real Estate Sequence  (contd.)
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J)   Pull the field card and the tax data card to see what can be learned about the property. 

K) Search the CONNCOMP database to see what properties have sold in the area in order     
to begin to start to understand comparable sales value. 

L)  Tour the property with the client to determine how the client feels about the property. 
If there is interest, I then need to make sure I have an accurate rent roll. At a minimum, 
this will identify all tenants, lease dates, rent payments (including who is responsible 
for utilities, etc.), and if there are built-in increases in each lease. 

M) Prepare a current market value based on the existing income and expenses and a 
future value if there are vacancies based on a cap rate that is determined based on my 
understanding of the market. 

Representing a Purchaser, Buying Commercial Real Estate Sequence  (contd.)
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N)  If there is interest prepare a Letter of Intent (LOI) and submit it to the listing broker or 
owner. This  depends on whether a listing broker is representing the seller. 

O) If the LOI gets accepted, we then go to a contract.

P)  Due diligence and the financing process start once the contract is fully executed.

Q) During the due diligence period, physical inspections of the property occur, as well as, 
financial due diligence of the lease documents and tax returns on the property along 
with reviewing any environmental reports, etc

R)  If the buyer receives a financing commitment it will be subject to the appraisal which 
gets ordered once the lender has approved the Buyer’s finances. This happens at this 
stage because commercial appraisals can be on average $3,500-$7,000 depending on 
the complexity of the sale.

Representing a Purchaser, Buying Commercial Real Estate Sequence  (contd.)
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S) A typical commercial appraisal takes 3-4 weeks.

T) The closing occurs approximately 15 business days from the time the appraisal is 
returned and accepted by the lender.

U) You get paid!

Representing a Purchaser, Buying Commercial Real Estate Sequence  (contd.)
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Assignment

A) Client identifies a want. An office building between $2-3M with an 8% 
return, or greater, prior to debt service (mortgage) within a 45- minute 
drive from his home in Trumbull.
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Search

C)  Search MLS, CTCList, ConnComp, LoopNet, CREXI, CoStar, etc.
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ConnComp: Commercial Real Estate $1M+ - Sold Properties – 1/01/19+
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ConnComp: Commercial Real Estate $1M+ - Sold Properties – 1/01/19+
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ConnComp: Commercial Real Estate $1M+  - Sold Properties 1/01/19+
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LoopNet: Commercial Real Estate $1M+ - Active
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LoopNet: Commercial Real Estate $1M+ - Active
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LoopNet: Commercial Real Estate $1M+ - Active
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I have a buyer who is looking to make an immediate purchase of up to 
$3M in either Fairfield or New Haven County. Any type of use works as 
long as there is strong tenancy in place. 

Jeff 

Jeff Wright Broker Owner RE/MAX 
Right Choice Class of 1979, West Point 
105 Technology Drive 
Trumbull, CT 06611 
Office: 203.268.1118 Ext. 303 
Cell: 203-913-8836 
Licensed to practice real estate in the State of Connecticut and NY

Constant Contact 63

To: Commercial Brokers
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Rent Roll
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Expenses



1. This agreement between                                 (hereinafter referred to as "Listing Broker") and RE/MAX Right Choice (hereinafter 
referred to as "Cooperating Broker'') constitutes an agreement to share the real estate brokerage commission to be paid by the 
Owner to Listing Broker for the sale of_____________________, (the "Property'') if and only if said Property is sold 
to______________________, or any entity or individual controlled by them or affiliated with them (hereinafter referred to as 
"Prospective Buyer").

2. Listing Broker agrees to pay Cooperating Broker, and Cooperating Broker agrees to accept as its full and only compensation 
from Owner in connection with the sale or proposed sale to Prospective Buyer, a fee of 1 % as a result of a sale transaction of 
the Property to the above-mentioned Prospective Buyer.

3. Cooperating Broker agrees that in no event shall Listing Broker be under any obligation or have any liability for the payment to
Cooperating Broker of any commission or part thereof earned pursuant to this agreement unless and until Listing Broker has 
received the commission or any portion thereof from the Owner, pursuant to the Listing Agreement between Owner and 
Listing Broker and Listing Broker shall pay the Cooperating Broker any amounts due hereunder as and when received from 
Owner.

4. No commission shall be due if the contract of sale is not executed or subsequent to contract execution the seller willfully 
defaults, and a closing does not take place.

Prospective Buyer:

Listing Address

BROKER COOPERATION AGREEMENT
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5. In the event Owner. shall fail to pay Listing Broker the commission due Cooperating Broker hereunder then 
nothing contained herein shall be deemed a waiver of Cooperating Broker's right to proceed against Owner to 
collect same.

6. Cooperating Broker represents and warrants that it is duly licensed as a real estate broker in the State of New 
York and  agrees:
a. To conduct all negotiations regarding the Property through Listing Broker-and to not contact the Owner 

of the property except through Listing Broker;
b. To show the Property to said Prospective Buyer only be prearranged appointment with and in the  

presence of Listing Broker and to refrain from advertising the subject Property;
c. To conform to state law and real estate regulations;
d. To present to Prospective Buyer the full and complete marketing package as provided and to not make 

any misrepresentation of a material fact to anyone with respect to the transaction contemplated 
hereunder. Cooperating Broker -agrees to indemnify and hold Listing Broker harmless from all claims, 
disputes, litigation or judgments arising out of any misrepresentation made by Cooperating Broker. 

7.  Cooperating Broker agrees to indemnify and hold ________________, and the Owner, their successors and 
assigns, harmless from and against any and all liability, loss, cost, damage, or expense, including reasonable 
attorney's fees, arising directly or indirectly, in whole or in part, out of any claim, demand or proceeding for a 
real estate brokerage commission, :finder's fee or other compensation made by any broker claiming to have 
dealt with Cooperating Broker or Prospective Buyer involving the sale of the Property, Cooperating Broker's 
liability pursuant to this paragraph shall be limited to the amount of commission actually received.
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8. This agreement shall become effective upon its execution by both parties and shall continue until 2/27/2015. 
In the event that a contract of sale has been executed by Owner an9 Prospective Buyer on or before said 
date, this agreement shall continue in full force and effect until the closing of the sale to the Prospective 
Buyer.

9. Listing Broker represents and warrants that it is duly licensed as a real estate broker in the state of New York 
and that it has full authority from Owner to enter into this agreement.

10. This agreement constitutes the entire agreement between Listing Broker and Cooperating Broker and  
supersedes all prior discussions, negotiations and agreements, whether oral or written. No amendment, 
alteration, or withdrawal of this agreement shall be valid or binding unless made in writing and signed by 
both Listing Broker and Cooperating Broker, This agreement shall be binding upon the heirs, successors and 
assignees of the parties.
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CONFIDENTIALITY AGREEMENT

Seller/Landlord: ________________________________________________

Purchaser/Tenant:_______________________________________________

Subject Matter: _________________________________________________

In consideration of a disclosure of information relating to the above subject matter to be made by Seller/Landlord to 
Purchaser/Tenant, Purchaser/Tenant hereby agrees that the information is proprietary to Seller/Landlord, that such 
disclosure will be confidential, and that the disclosed information shall not be used nor duplicated nor disclosed to 
others, other than Purchasers/Tenant’s attorney and/or accountant, without first obtaining Sellers/Landlord's written 
permission. Seller/Landlord may enforce this agreement by injunction or by an action for damages resulting from the 
breach of this agreement in any court of competent jurisdiction.

Purchaser/Tenant Seller/Landlord

_______________________________ _______________________________
Print Name                                                                                                         Print Name

By: ____________________________ By: ____________________________
Signature            Signature
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80 Ferry Boulevard, Stratford, CT
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Conn-Comp
Stratford I Office Building Sales I January 1, 2019-May 13, 2020
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My Email to the Listing Agent

__________ has authorized me to provide you with the following Letter of Intent. 

His offer is based on the following: 

A) The current NOI with an adjustment for the HVAC/Electric increasing the NOI by $15k

B) Assuming the electric bill will drop 50% and that the lender will underwrite the loan with $35k as an expense bs $70k

C)  Two vacancies are in place ..... I do believe the win-win for both parties is for the seller to sign two five-year leases so 
the NOI will increase and the appraisal and loan amount will increase, and the buyer can and would be willing to pay a 
higher price.

If the seller provided owner financing in lieu of signing two five year leases the purchaser has to pay back the seller the 
amount borrowed in a much shorter period of time as the lender will not typically refinance after a short period of time 
and if they did it would require the buyer to incur another round of closing costs.
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D) Based on a $2.4M purchase price and a 5.25% over 25 years with 25% down the cash flow after paying the 2nd 
mortgage and assuming the electric drops to $35k is a little over $3200 a month which also makes the purchaser 
nervous as we all know buildings surprise us.

The purchaser prefers a 20 yr. amortization, but the increased payment would lower the monthly cash flow to $1907 
dollars which again concerns him. 

E) I know there is depreciation associated with the 2nd mortgage, but the lender does not use that in underwriting 
and for the buyer it does not directly impact his building cash flow which is his first focus.

I would be happy to present other thoughts or options to ________ all with the hope that we can find a price and 
terms that work for both of you. 

Thanks, 

Jeff

Jeff Wright Broker Owner 
RE/MAX Right Choice Class of 1979, West Point 
105 Technology Drive 
Trumbull, CT 06611
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Dear 

RE: 

I have been authorized to present the following Letter of Intent to purchase the above referenced property. This letter outlines the 
terms under which Buyer will work toward executing a Purchase and Sale Agreement with Seller. 

Both parties agree lo use good faith efforts to expeditiously execute a Purchase and Sale Agreement by March 1, 2017. If a Purchase 
and Sale Agreement is not executed by March 1, 2017 this proposal and all negotiations may be terminated by either party by notice 
to the other. The Purchase and Sale Agreement will, among other things, contain the following terms and conditions: 

1. BUYER:
____________________________ and his/her assigns

2. PURCHASE PRICE:

The total Purchase Price for the Property will be two million four hundred thousand (2,400,000) US Dollars 

3. GOOD FAITH DEPOSIT:

At the execution of the Purchase Agreement by both parties, Buyer will deposit with the Escrow Holder the sum of fifty thousand 
Dollars ($50,000) as a good faith deposit. 

The Buyer's liability will be limited to loss of Deposit, but the Deposit will be refunded if the Contract is terminated,

(a)during the "due diligence period"; (b) because of defect in the Seller's title; or c) because of the occurrence of an adverse event 
(such as casually, condemnation, or a discharge of hazardous substances on, onto or from the Property) before closing.

Letter of Intent – To Purchase Proposal
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4. DUE DILIGENCE:
Buyer's due diligence will end 21 business days after contract signing, Buyer shall have the right to terminate the Purchase 
Agreement within this due diligence period for any reason whatsoever. If Buyer terminates the Purchase Agreement within 
the due diligence period, the deposit shall be returned to the Buyer.

The Contract will contain representations by the Seller, which representations will be true as of closing and will survive 
closing, as to a) the Seller having no reports regarding environmental or structural conditions at the Property that were not
delivered by the Seller as part of its due diligence materials; (b) the Seller having received no notices of violation of 
planning, zoning, environmental or building laws that remain uncured as of closing; (c) the Seller being unaware of pending 
litigation that could affect the Seller's contract obligations or the Property; d) the Seller being unaware of any storage or
discharge on, onto or from the Property of hazardous materials, solid waste or petroleum products, except as disclosed in 
the Seller's due diligence materials; e) the Seller being unaware of underground storage tanks at the Property, except as 
disclosed in the Seller's due diligence materials; and (f) the absence of tenants or persons having rights of possession in the 
Properly except as permitted by the Contract. 

5. MORTGAGE INFORMATION:
A) Mortgage: $1,800,000 
B) Term: 25 years 
C) Commitment Dale: 45 days from contract execution (Simultaneous with Due Diligence) 
D) Appraisal Contingency: 28 days from the issuance of a loan commitment

Letter of Intent – To Purchase Proposal (cont’d.)
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6. BALANCE OF PURCHASE PRICE:
The balance of the Purchase Price will be paid to Seller in cash at closing. 

7. INSPECTIONS:
During the 21-day due diligence period, the Purchaser shall have an opportunity to conduct or cause to be conducted 
whatever tests or inspections of the Property it wishes, all at the buyer's expense. 

8. CLOSING:
To occur within 15 business days from final mortgage commitment which is triggered by the Lenders acceptance of the 
appraised value 

9. SELLER COVENANT:
Without the prior written consent of Buyer (which shall not be unreasonably withheld) after the Purchase Agreement 
execution, Seller will not, except as required by law: (i) enter into any new lease agreement, extension, expansion, 
renewal, or any material modification, or any other form of commitment that will bind Buyer other than lease extensions, 
expansions or renewals that are required pursuant to the existing leases; (li)enter into any vendor or service agreement 
not cancelable as of the Closing; or (iii) allow any interest in the Property to be liened, encumbered or transferred.

10. COSTS AND EXPENSES:
Buyer will pay costs of all due diligence.

Letter of Intent – To Purchase Proposal (cont’d.)
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11. CONFIDENTIALITY:
Buyer and Seller agree that the terms of this transaction are confidential, and neither will disclose, or permit 
employees or agents to disclose, the terms of this letter the Purchase Agreement except as reasonably necessary to 
complete the transaction or as required by law. All Property documents and information are, and shall be treated by 
Buyer, Its agents, employees and consultants as, confidential, and the Purchase Agreement will contain appropriate 
provisions relating thereto.  

12. BROKER:
__________ Is the listing broker in this transaction and ______ is the buyer's broker. Buyer and Seller represent and 
warrant that neither has employed or deal! with any other broker or finder in connection with this transaction and 
each party will indemnify the other from and against all brokerage commissions and finders fees arising or resulting 
from acts or omissions of the Indemnifying party. 

This letter is non-binding. It Is submitted in the interest of initiating exclusive negotiations with Buyer for the 
execution of a definitive, binding Purchase Agreement. Nothing contained in this letter Is intended to constitute an 
offer or be binding upon Buyer or Seller. 

If the above is acceptable, please execute below. 

Sincerely yours, 

Jeff Wright Broker Owner
RE/MAX Right Choice 

Letter of Intent – To Purchase Proposal (cont’d.)
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AGREED AND ACCEPTED: 

Letter of Intent – To Purchase Proposal (cont’d.)
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My Email to the Purchaser's Attorney and Mortgage Broker

From: jeffwright@att.net 
Date: February 16, 2017 at 7:20:48 AM EST 
To: 

Subject: 80 Ferry Blvd

Good morning,

Our client reached an agreement last night with the seller1s of 80 Ferry Blvd, Stratford to purchase their building. 
Attached is the LOI we initially submitted. The details that have changed are as follows:

A) Purchase Price: $2.7M
B) The seller will master lease the two vacant spaces for $9 sf for a term of 3 years. The rate is a discounted market 
rate to incent ldilio to find tenants to replace the master lease. The seller's agent is in discussion with some potential 
tenants currently.
C) The sellers are __________(who I know well) and __________________.
D) The seller's attorney is ________________who I also know well.
E) The seller’s agent is __________________and I know ________________ also. 
F) Two additional things to be aware of: 
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The seller very recently installed solar and LED lights thru a special tax credit program and _________ will 
assume the 10-year 2nd mortgage of $400k plus .... Alissa is already aware of this and the current lender 
Peoples United of Massachusetts is very interested in providing the building financing for ldilio as they know 
the building well and they are aware of the seller signing a 3-year master lease ..... __________ is aware of 
this also.

I am about to board a plane and will be back in the office Monday ..... I am available by email, text or cell if 
necessary.

Have a good day,

Jeff 

Jeff Wright Broker Owner 
RE/MAX Right Choice Class of 1979, West Point 
105 Technology Drive Trumbull, CT 06611 
Office: 203.268.1118 Ext. 303 
Licensed to practice real estate in the State of Connecticut and NY
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Commercial Real 
Estate Contract
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1. Premises
2. Consideration
3. Deed
4. Closing
5. Fixtures; Leases
6. Title
7. Condition of Premises; Inspection Contingency
8. Mortgage Contingency
9. Time

Representative Sections of a Commercial Real Estate Contract
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10. Broker(s)
11. Apportionment 
12. Risk of Loss
13A. Seller’s Deliveries 
13B. Buyer’s Deliveries 
14. Maintenance and Operations Until Closing
15. Delivery of Premises 
16. Default
17. Master Leasing of Premises 

Representative Sections of a Commercial Real Estate Contract
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18. Intentionally Omitted 
19. Notices
20. Right to Withdraw
21. Assignment
22. IRS Reporting Compliance
23. Acceptance of Deed
24. Seller’s Representations
25. Representations
26. Effect

Representative Sections of a Commercial Real Estate Contract
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27. Costs of Enforcement
28. Counterparts/ Facsimile/ Electronic Mail
29. Entire Agreement
30. Captions
31. Severability 
32. No Prohibited Parties 
33. Confidentiality 
34. No Recording

Representative Sections of a Commercial Real Estate Contract
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Sample Due Diligence Checklist

1. Most recent title policy 

2. Building blueprints

3. All building service contracts

4. Building warranties and guarantees

5. Certificates of occupancies, licenses and building permits 

6. Maintenance schedule for property and property equipment 

7. ALTA survey

8. Environmental reports

9. All leases

10. Tax returns for the last 3 years
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Sample Due Diligence Checklist

11. Current insurance policy

12. List of all security deposits

13. List of all outstanding commissions due

14. Certified rent roll by unit number, tenant, original occupancy date, square    
footage, current monthly rent, current rent per square foot, expiration date, rent 
increases, renewal options

15. Declaration of covenants, conditions, restrictions, reservations and easements 

16. Last 3 years of tax bills and any special assessments or incentives

17. Last 2 years of utility bills  

18. Vacancy list over the last 3 years

19. Tenant Estoppel letters 
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Sample Due Diligence Checklist

20. Last 3 years profit and loss statements

21. Historic and pending litigation

22. Employee wages and benefits

23. Property Management Agreement
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Environmental Assessments

A phase I ESA inspection is often required by lending institutions and is an integral 
part to many industrial and commercial real estate transactions. Put in simple 
terms, a Phase I ESA consists of document research and review, along with a site 
visit to determine if further investigation is advised from an environmental stand 
point. Local government documents are reviewed to determine prior use of the 
land as well as surrounding areas. It also entails a very detailed site visit and 
analysis by a qualified professional. Finally a report is generated documenting the 
results of the research and site visit.
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Environmental Assessments

There are two other aspects to a Phase 1 that may come into play depending on 
what is found during the Phase 1 inspection and research. These are Phase 2 and 
Phase 3. As you might assume Phase 2 and Phase 3 are the more involved aspects 
of the environmental field. Phase 2 involves testing of the site such as coring into 
the earth and taking samples of the soil along with testing it to determine what is in 
the soil. The information during a Phase 2 will determine if the site warrants further 
investigation and/or to be remediated. If remediation is needed this is Phase 3.
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From:
Subject: 80 Ferry Boulevard – Environmental Questionnaire
Date: May 16, 2017, 5:07 PM
To: jeffwright@att.net

Hello Jeff,

Can you please assist in having this questionnaire completed?

Goal is to send in advance of Friday AM inspection. 

Please complete through No 19 

I will provide Rent Roll 

If you have any Municipal Documents on last page, please let me know. 

Note, it is a Word Document, so can be completed within the document.

Let me know if you have any questions.

Best,
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Please fill out and sign this questionnaire to the best of your knowledge for the Scientist's site visit. Email to ________at 
_____________________ or fax to     , for our report files, and keep the original to provide to the Scientist. 
7. 
Subject Property Name: 80 Ferry Blvd
Address: 80 Ferry Blvd Stratford CT 
Subject Property Owner: __________________ Purchase Date : _________________________
On-Site Property Contact: ___________ Telephone: ___________________________________
FAX: ____________________________________ Email:________________________________
_________________________________________________________________________________________________
Your Name and Title                                                  Signature                                               Date

Additional plans and documentation (see page 4) must be forwarded to the site for the Scientist during the survey. For 
questions not applicable please respond "NIA." Attach additional pages if necessary. This questionnaire and your 
responses will be Included as an exhibit in the Environmental report. Accurate and full completion is critical to a timely 
completion of our reports, and timely Joan closing. 
LOCAL JURISDICTIONAL INFORMATION 
1. What is the property ID#, Lot and Block, or Township/Range ID#? __________________________________
2. What is the legal Municipality or County that has jurisdiction over the property? Fairfield
3. What is the assessors file ID number and tax file JD number if available? _____________________________
PROPER TY INFORMATION 
4. What is the size of the subject property lot or lots, in acres? 1.25 acres
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5. How many buildings comprise the subject property-? One building._____________________________________
a. If the property is a mall or large retail center, please confirm and list ownership of each building. _____________
1. What is the gross and net rentable square footage of the building(s)? Gross 42,572 Rentable 37,100

6.  What is the date of construction of the building(s)? When was the building(s) first occupied? ________________

7.  How many tenant spaces or apartments are at the Subject Property? 15_________________________________

8. Please list, to the best of your knowledge, any structural, water infiltration, mold, roof, plumbing, HVAC, Fire Alarm 
or electrical deficiencies or problems. ______________________________________________________________

9.  Please list any deficiencies noted during any Building, Fire or Health Department inspections in the last three  
years._________________________________________________________________________________________

10. Please list the following utility providers: Electricity:______________________________
Water: _______________________________ Storm Drainage: _________________________
Sanitary Sewer:________________________ Natural Gas or Oil: _______________________
Trash Hauler:__________________________                              and, Frequency of Pick-ups:______________________

11.  Please attach a brief history of the property.
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Environmental Site Assessment Pre-Survey Questionnaire

4. (Y) (N) Has a subsurface investigation (Phase II) ever been conducted on the property, including soil sampling, 
groundwater sampling, or installation of groundwater monitoring wells? If yes, for what reason? What were the 
results? Can ____ have a copy of the report? Are there any groundwater monitoring wells currently located on 
the property? ________________________________________________________________________________

5. (Y) (N) Has contamination been Identified at the Subject Property? Describe the nature of the contamination(i.e., 
source, media impacted, location, sampling, cleanup activities, regulatory status, etc.). Can ______ have copies of 
related documentation? ________________________________________________________________________

6. (Y) (N) Has a spill or surficial release occurred at the Subject Property? Describe the nature of the spill/surficial 
release (i.e., source, location, response/cleanup actions, regulatory status, etc.). Can ______ have copies of related 
documentation?_______________________________________________________________________________

7. (Y) (N) Is the Subject Property listed with the USEPA and/or the state environmental regulatory agency as a 
contaminated site? If yes, please describe. Can ______ have copies of related documentation? _______________

8. (Y) (N) Has there ever been previous sampling for Asbestos, Lead-Based Paint, Lead in Water, or Radon? If yes, 
please describe. Can _____ have copies of related documentation? _____________________________________

1. Describe the current uses of the property noting tenant names and oil/chemical usage. _____________________

2. Describe the past uses of1he property noting tenant names and oil/chemical usage. ________________________

3. (Y) (N) Has a previous environmental site assessment report been prepared for the property? If yes, for what 
reason? Can ____ have a copy? ____________________________________________________________________
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9. (Y) (N) Has there been any Asbestos or Lead-Based Paint abatement or Radon mitigation conducted at the Subject 
Property? Are there Asbestos and/or Lead-Based Paint Operations and Maintenance Plans for the Subject Property? 
If yes, please describe. Can ______ have copies of related documentation? __________________________

10. (Y) (N) Any known environmental liens, deed restrictions, or use limitations for the Property? If yes, please 
describe.________________Can ______I have copies of related documentation? ___________________________

11. (Y) (N) Any permitted or regulated activities (Hazardous waste generator, air) on the Property? If yes, please 
describe.______________________________________________________________________________________

12. (Y) (N) Are there any transformers or other electrical equipment, which may contain PCBs? If yes, please describe. 
Where are they? Who owns the transformer(s)? Who services them? _____________________________________

13. (Y) (N) Has an industrial or manufacturing operation, gas station, motor repair facility, commercial printing facility, 
dry cleaners, photo-developing laboratory, junk yard, landfill or waste, treatment, storage, disposal processing or 
recycling facility ever been located at or adjacent to the property? If yes, please describe". ____________________

14. (Y) (N) Are there any discarded drums, barrels or containers, construction debris, damaged or discarded automobile 
or industrial batteries, or pesticides, paints or other chemicals in Individual containers or drums of greater than five 
gallons or fifty gallons in aggregate located on the property? If yes, please describe. _________________________

15. (Y) (N) Have there ever been any waste storage or treatment lagoons, pits, ponds, or surface impoundments on the 
property? If yes, please describe___________________________________________________________________
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18. Are you aware of any information to indicate that the Subject Property was sold for substantially below its fair 
market value? If so, please provide an explanation: _________________________________________________

19. Additional comments and/or pertinent information relevant to this Phase I ESA: __________________________

16. (Y) (N) Does the property have floor drains not discharging to a sewer? Septic System? If yes, please 
describe.___________________________________________________________________________________

17.   (Y) (N) Are there currently aboveground or underground storage tanks as the property? If yes, complete table.
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Environmental Site Assessment Pre-Survey Questionnaire

DOCUMENT AND INFORMATION CHECKLIST 
Please provide the following information(as much as possible in electronic format) so the Scientist can proceed with 
the survey of the property. 

___________ACCESS REQUIREMENTS 
At the time of the site visit the Consultant is required to gain access to all areas of the property. This Includes:

• All building interiors, including as applicable, common areas, lobbies, a representative sampling of 
offices, retail spaces, manufacturing or assembly areas, or apartments, community rooms, exercise 
rooms, pool areas, storage rooms, attics and basements, garages.

• All building perimeters
• All site amenities
• All building roofs, unless pitched asphalt shingles. This may require you to obtain and provide a ladder.
• All mechanical, electric, sprinkler, HVAC, utility, service, elevator, storage and equipment rooms
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Subject: RE: Notice for Request for Extension of Due Diligence Period

Yes, through the close of business on Monday April 10.

From:

Subject: Notice for Request for Extension of Due Diligence Period 

This is a Notice sent in accordance with paragraph 19 of the Purchase and Sales Agreement by and between 
__________ (as 11Seller") ___________(as 11Buyer"), dated as of March 10, 2017 (the  "Contract"). Defined Terms in 
the Contract have the same meanings when used herein.  Buyer hereby requests an extension of the Due Diligence 
Period to 5pm on Monday, April 10, 2017. Buyer is completing its mechanical inspections next  week. 1 am advised that 
both the Due Diligence and the mortgage application(s) are -going full guns.

Naturally, I am required to advise that if this extension request is not acceptable, then Buyer hereby terminates the 
Contract and is to be refunded the Deposit. 

In accordance with paragraph 19 of the Contract, I ask that you confirm your receipt of this Notice. 

Sincerely, 
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Due Diligence Resolution

To:
Subject: Re: 80 Ferry Blvd. 

Email is an accurate depiction of our agreement. 
Thanks, Jeff 

On Apr 19, 2017, at 3:58 PM, 

I understand that our clients have reached a resolution of all outstanding inspections issues. The agreement is as 
follows: 
a. Seller to give Buyer a $35,000 credit at closing to cover (1) window seal failure, (2) replacement of first floor air 

conditioning units, and (3) Dryvit repair.
b. Prior to closing, Seller to repair a leak where the skylight meets the roof in the rear of the building. The roof is 

new1 and this item will be covered under the existing roof warranty. However, the Seller will ensure that this 
work gets done prior to closing. 

c. This resolution terminates Buyer's rights under the 11 Due Diligence Period as articulated in paragraph 7 (b) of 
the Purchase and Sale Agreement between the parties dated March 10, 2017.

Please confirm the terms of this agreement let me know how you would like to document it. 
Thank you. 
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COMMERCIAL REAL ESTATE FINANCE TRAINING

Definition of Commercial property: MF 5+ units, Mixed-Use, Office, Retail, Hospitality, Industrial, Special Purpose 

Property types most favored by Lenders:

• Multi-family: most favored asset class. Considered safest and most recession proof
• Less favored by lenders - retail, office, hospitality, special purpose

Difference in qualification for commercial loan vs. residential loan:
• Commercial real estate loans underwritten based on property cash flow. Borrower income considered 2nd

•   Borrower's liquidity is important
• DSCR: Net Operating Income I Debt Service (P&I)
• Residential loans underwritten based on Borrower Income and Debt
• Loan-to-Value LTV must be at or below the maximum requirement. Multi-family is usually 70-75%. Retail  

and Office are usually 60-65% LTV

Typical down payment requirements; Loan-to-Value explanation:

• 20-25%; Conservative Lenders require 30%; also, dependent on property type (multifamily, being the safest 
asset, is lowest at 20-25% down payment)

• A 20% down payment would be the same as a loan with 80% Loan-to-Value (LTV) based on the appraised value

How to Underwrite Commercial Loan - calculation of NOI based on actual "in place" income and expenses:
• Based on current income & expenses. Does not consider future rent projections
• Break down operating expenses (taxes, utilities, repairs and maintenance)
• Apply market vacancy rate and management fee
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• DSCR: Minimum 1.25x for multi-family. More conservative for other asset types 1.30-1.35x. Hotels can be 1.50x

Required Debt Service Coverage Ratios (DSCR) - explain formulas and meaning:

Net Operating Income (including vacancy % and management fee) 
Divided by: 
Mortgage Payment (Principal & Interest) 

Preparation of Financing Package present to potential Lenders:

• Summary of property, business plan, and loan request
• Property income & expenses
• Current property rent roll; explanation of tenant(s) in occupancy
• Borrower track record owning Real Estate
• Borrower Schedule of Real Estate Owned (SREO)

Loans are analyzed specific for the transaction, not always to standard lending program:

• Many moving parts, including Owner's experience, property history, location, lease expirations (rollover), etc.
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1) Prepare Financing Package
2) Submit to potential Lenders
3) Lender issue Term Sheet/Letter of Interest (non-binding)
4) Review with Owner to select 1 Lender based on loan terms
5) Borrower signs Term Sheet, together with Good Faith Deposit to order 3rd party reports
6) Banker submits to in-house Underwriter to prepare internal presentation
7) Banker/Underwriter obtain approval from Loan Committee, subject to favorable 3rd party reports or   

obtain after receipt of 3rd reports
8) Lender issues Commitment Letter (binding)
9) Borrower/Owner signs
10) Process moves to closing; lender's attorney issues Closing Checklist to Borrower Attorney
11) Closing scheduled after receipt of all documentation

Timetable for closing:
Typically, 45-60 days from request to closing. Can be accelerated if Purchase & Sale Agreement (PSA) requires 
earlier closing date. Borrower must have all documentation available. 
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Preliminary Questions to ask Perspective Commercial Clients

1. Property Owner
a. Name_______________________________________________
b. Telephone Number____________________________________
c. Property Address______________________________________ 

2. Type of Property
a. Multi-Family___________________________________________
b. Mixed Use_____________________________________________
c. Commercial

▪ Retail, Office, Other ______________________________

3. Investment:

4. Owner Occupied:

Yes / No _______________

Yes / No _______________

a. If so, describe Owner’s business ________________________

5. Purchase: Yes / No _______________

a. Purchase Price:_______________________

6. Refinance: Yes / No _______________

a. Principal Balance:_____________________
b. Rate:_________________________________

7. Property Income and expense 112



LOAN SUBMISSION CHECKLIST

PROPERTY
1. Description of building
2. Land Area
3. Parking
4. Pictures, include the property and immediate surrounding area.

BORROWING ENTITY
1.  Name of the entity that will own the property
2. Partners with ownership of 20% or more, provide

• Personal Financial Statement - provide own OR form attached
• 2 yrs. Personal Tax returns
• Background of each partner describing business and real estate experience

PROPERTY FINANCIAL INFORMATION
1. Rent Roll - provide own OR form attached
2. Operating Expenses for the Property

a. Real Estate Taxes
b. Insurance
c. Utilities, detailed breakdown
d. Other expenses

OWNER OCCUPIED PROPERTY
1.  2 yrs. Business Tax Returns

LEGAL
1 . Purchase and Sale Contract 113



Comparison of Loan Proposals
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Mortgage Changes

Loan Date Interest Rate Payment Payment Change

• 11/6/2007 6.625% $19,125.08

• 11/6/2012 3.76% $14,406.88 ↓ $4,718.20

• 11/6/2017 4.41% $15,424.03 ↑$1,017.15



Bank Loan Proposal

April 12, 2017
Mr. ______________
RE: LLC to be determined - $2,025,000 Commercial Mortgage Loan

Dear Sirs:

Bank (the "Bank") is pleased to provide you with the following summary of terms and conditions for a [loan type] 
to the Borrower, as defined below. The proposed terms and conditions contained herein are provided for 
discussion purposes only and in no way constitute an offer, agreement, or legally binding commitment to lend. The 
actual terms and conditions upon which the Bank might extend credit are subject to the satisfactory completion of 
underwriting due diligence, credit committee approval, satisfactory review of documentation, and other such 
terms and conditions as are determined by the Bank or its counsel in their sole discretion. 

Borrower:  TBD 

Guarantor(s) _______ and _________, joint and severally 

Loan Amount: $2,025,000 based upon the lesser of 75% of the appraised value or cost of the property and an 
amount sufficient to provide a minimum 1.25x Debt Service Coverage Ratio ("DSCR"). 

Term: 10 years with three five-year renewal options. 
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Float to Close: The Rate will be fixed three (3) days prior to loan closing at a rate equal to a spread of 240 basis 
points added to weekly average yield on United States Treasury securities adjusted to a 
constant maturity of 5-years, the ("TCMI Index") as made available by the Federal Reserve 
Board, subject to a floor of 4.40% (if applicable). The TCMI Index can be found at the following 
URL: (https://www.federalreserve.gov/releases/h 15/) 

Fixed: Fixed at 4.50%. The Bank may adjust the fixed rate as a result of a significant change in 
the interest rate market. A significant change is defined as movement, up or down, of at least 
15 basis points as measured by the weekly average yield on United States Treasury securities 
adjusted to a constant maturity of 5-years, the {"TCMI "Index") used in this transaction, as 
made available by the Federal Reserve Board. If, 3-days prior to loan closing, the TCMI Index 
plus the defined spread is either up or down by 15 basis points or more from the initial fixed 
rate quote, the interest rate will be reset to the then current TCMI Index plus the spread. The 
TCMI Index can be found at the following URL: (https://www.federalreserve.gov/releases/h15/) 
If the 5-year renewal options are exercised the Interest Rate will reset for the applicable reset 
period 5-years at 250 basis points over the then 5- Year TCMI Index available 30-days prior to 
the renewal option. At no time will the interest rate be lower than 4.45%, the Floor Interest 
Rate. 

Amortization: 25 years

Commitment Fee: .5% ($10.125 based upon the proposed Loan Amount) 
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Collateral: First mortgage on a 31,064 office building located at 80 Ferry Blvd, Stratford, CT and a UCC 
Lien on the building fixtures. 

Loan Type: Commercial Mortgage 

Purpose of Loan: To finance the purchase of the collateral property 

Prepayment Fee: 5% in year 1, 4% in year 2, 3% in year 3, 2% in year 4 and 1 % thereafter including renewal 
period. No fee will be charged for prepayment 90 days prior to any rate renewal period. 

Tax Service Fee: $100 - This fee will cover the cost of the Bank's outside firm to track the payment of real 
property taxes for the life of the loan. 

Covenants: 1) Loan to Value not to exceed 75%, at closing
2)  Maintenance of a debt service coverage ratio ("DSCR") of at least 1.25x during the 

term of the Loan, to be tested annually.

Appraisal: Appraised value of the property "as is" in an amount of not less than that required for a 75% 
Loan to Value. The appraisal shall be ordered and completed by a firm approved by the Bank 
with such costs to be paid for by the Borrower. 

Environmental: The Loan will be subject to a review of a current environmental Phase I report and/or an 
updated environmental database search/transaction screen, the cost of which will be paid for 
by the Borrower. 
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Property Condition
Assessment:

The Loan will be subject to a review of a current Property Condition Assessment ("PCA") 
by a bank-approved consultant, the cost of which will be paid for by the Borrower. 

Flood Notice: If a Flood Determination concludes that the Premises are located in a Special Flood 
Hazard Area, Borrower must provide satisfactory evidence of acceptable flood insurance 
prior to closing. 

Financial Statements: The Borrower shall provide the Bank with annual audited financial statements within 120 
days of fiscal year-end, and tax returns within 30 days of filing. The Guarantors shall provide 
personal tax returns within 30 days of filing, and annually within 120 days of fiscal year-end 
signed and dated personal financial statements including any contingent liabilities. All 
financial statements shall be in form and substance satisfactory to the Bank. 

Operating Accounts:   The Borrower's operating accounts are to be maintained with the Bank during the Loan term.

Secondary Financing: No secondary financing permitted without Bank's prior written consent. 

Due on Sale: The Loan shall become due and payable In the event of any sale, conveyance, transfer or 
further encumbrance of the Borrower's property, or change in the Borrower's ownership 
structure without the Bank's prior written consent. 

Closing Date: The Loan shall close on or before June 30, 2017. 
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Other: Borrower shall provide the Bank with the following information:

•  A copy of Borrower's articles of incorporation, operating agreement
• copies of all leases
• copies of any previous appraisal, environmental or physical inspection reports
• Such other financial and property information as may be reasonably requested by the Bank.

This term sheet and proposed financing arrangements described herein are delivered to you with the 
understanding that neither this letter, nor the substance of this letter, shall be disclosed to anyone outside your 
organization, except those who are in a confidential relationship to you. 

If you are in agreement with the terms of the transaction as described in this letter, please sign and return a 
copy of this letter by April 21, 2017 along with a check in the amount of $15,000 ("Good Faith Deposit") to 
indicate your desire to proceed with the application for credit. 

The Good Faith Deposit will be applied toward the Bank's third party reports, and if your request for a loan is 
not approved, any amounts remaining will be refunded. If the Loan is approved, the Good Faith Deposit will be 
applied as a credit towards the commitment fee and other closing costs upon acceptance by the Borrower. In 
the event that a Loan is approved substantially in accordance with the above referenced terms and conditions, 
and not accepted by the Borrower within the required time period, then the Good Faith Deposit shall be 
retained by the Bank as liquidated damages. 
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THIS APPLICATION IS NOT A COMMITMENT OR AN OFFER TO MAKE A LOAN BY ____________________. The terms 
and conditions outlined in this letter are presented for a limited time only and shall expire on April 21, 2017 if not 
confirmed by the Borrower and returned to ________________with all required fees and information by that date. 

Disclosure of Rights: If your application for business credit is denied by the Bank, you have a right to a written 
statement of the specific reasons for the denial. To obtain this statement, please contact 
_______________________________, within SO-days from the date you are notified of our decision. We will send 
you a written statement of reasons for the denial within 30_days of receiving your request for the statement. 

I look forward to working with you on this matter. Please do not hesitate to contact me at ____________if you have 
any questions.

Sincerely, 

Vice President
Notice: The Federal Equal Credit Opportunity Act prohibits creditors from discriminating against credit applicants on the basis of race, color, religion, 
national origin, sex, marital status, age (provided that the applicant has the capacity to enter into a binding contract), because all or part of the 
applicant's income derives from any public assistance program, or because the applicant has in good faith exercised any right under the Consumer 
Credit Protection Act. The Federal Agency that administers compliance with this law concerning this creditor is: FDIC Consumer Response Center, 1100 
Walnut Street, Box #11, Kansas City, MO 64106. 

I/We grant to ________________permission to obtain a credit report or other information on any or all of the undersigned. I/We acknowledge receipt 
of a photocopy of this application including the Disclosure of Rights listed above. 
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The foregoing is accepted by: 

BORROWER NAME

___________________________ ____________________________
By: Date:

___________________________ ____________________________
By: Date:

Each of the undersigned accepts the terms of this application and agrees to the joint/several guarantors in the 
event that a loan is extended pursuant hereto: 

GUARANTOR(S):

By: Date:

___________________________ ____________________________
By: Date:
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