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STEWART: Welcome to another 
edition of the Insurance AUM Journal 
podcast. My name is Stewart Foley, 
and I'll be your host standing with 
you at the corner of insurance and 
asset management with David Roth. 
Welcome, David.

DAVID: Thanks, Stewart. Nice to see you.

STEWART: David is a partner and the 
head of U.S. real estate, private equity 
at Ares Real Estate Group. David, I 
don't know of another asset class that 
has been talked more about in terms 
of COVID impact than real estate, 
right? It's been a tumultuous year. It's 
likely to have a lasting impact on this 
market, but I think there's probably 
more hysteria than truth out there. 
What's your view on this market?

DAVID: Well, look, I think when you 
think about real estate, we're impacted 
by the economy and of course the 
economy is being impacted by COVID, 
but perhaps more than a lot of 
other sectors we create, we own, we 
develop space that people use for the 
most part. And so in a world where 
we are worried about being closer 
than six feet to each other, clearly 
there are going to be impacts across 
the real estate sector. So, the thing to 
remember is that there are a lot of 
different types of real estate.
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And this downturn, if you will, this 
inflection point, this moment in time 
that we're in, it's not characterized 
by negative impacts across the real 
estate sector. There are certain 
sectors that are being helped in 
certain sectors that are clearly being 
challenged. It's worth noting that 
we're, we're talking today when Pfizer 
has announced that they think that 
there's a 90% efficacy rate on their 
vaccine, obviously to the extent that 
this COVID crisis extends longer, 
as opposed to being shortened by 
something like the introduction of a 
vaccine that will have more impact 
on the psychology of consumers and 
businesses. So today's announcement 
is actually a critical piece in the 
puzzle and something we've all been 
wondering when it might occur.

STEWART: It is amazing of all of the 
non-economic or the exogenous 
things that are going on in the market. 
And it's your job, and thankfully not 
mine, to discern all of that into a view 
on by sector. And you talked about 
sector just a minute ago. Can you go 
into some of those sectors and how 
you think they're going to be impacted? 
Because I think I'm reading into this, 
but clearly not all equally, right?

DAVID: Yeah. Look so start by giving 
a little bit of my background. I've been 
investing in real estate for about 30 
years now. I started out when I was in 

college. The reason I mentioned this 
is that a lot of our businesses about 
pattern recognition. And so this is now 
my fourth inflection point, if you will, 
going back to the late eighties, and 
you're always trying to think, "How is 
this the same? How's it different? How 
did the different sectors respond to 
different impacts from the economy 
or from other exogenous shocks", and 
the last downturn, frankly, during the 
GFC, there was sort of a widespread 
decrease in value as all parts of the 
real estate sector really were being 
hit at the same time. What's been 
different this time is that there are 
certain sectors here that have actually 
been helped.

And so you can go through the 
different, what we would call main 
food groups, and then some of the, 
what I would call more niche sectors. 
And you could think about how they've 
each been impacted. Some have been 
winners, some have been losers, and 
some are sort of in between, and 
time will tell. So if you think about 
the winners, I mean, obviously one 
thing that's happened with COVID 
is historical trends towards the use 
of e-commerce has accelerated. 
So, that has made a big, big winner 
out of industrial assets. The need 
for industrial assets has gone up as 
e-commerce has really accelerated 
into this. And now there's a view here 
that the pace of acceleration is going 
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to continue, even if we have a vaccine. 
I think people who were perhaps not 
inclined to use e-commerce through 
this COVID crisis have really learned 
of what it's like.

I know that my wife has, although she 
knew going into it. So the industrial 
sector is something that we've spent 
a ton of time in over the years, we've 
owned 111 million square feet or so 
of industrial assets over the years. 
And we've only accelerated our pace 
of both buying and developing into 
this strength. Another area that we 
think will continue to show resilience 
and has done remarkably well, are 
residential real estate in particular 
markets and particular types. So 
we think longterm the residential 
sector, which is an area that we've 
spent lots of time in, in the past, we'll 
continue to do well. There are some 
geographic differences. The cities like 
New York, San Francisco are being 
hurt right now, as people think about 
dedensification and have moved in 
many cases home with their parents. 
Obviously, if we have a vaccine that 
will reverse somewhat the longer 
this takes, the more likely that people 
will continue to migrate out of those 
kinds of places.

But in terms of multifamily, we 
continue to develop assets into 
that sector. We spend a lot of time 
historically in the Sunbelt which 
are markets that benefit from 
dedensification. The losers, if you will, 
are obviously the hotel sector which 
went from, and this was never really 
happened in history went from being 
well occupied to being 0% occupied. 
And the hotel assets actually cost 
money when they're under occupied. 
So, that sector is being hurt in ways 
that we've not seen before. And really 
almost every asset today is distressed. 
Now, long-term we think there's going 
to be opportunity because we think 
the hotel sector is going to recover 
over time, certainly for certain assets 
and certain markets, but that is a 
sector that's certainly being hit right 

hard right now, the other obvious 
answer is retail.

And the difference between retail and 
hospitality is that we were somewhat 
oversupplied in retail, in this country 
going into this crisis. And as a result 
we've had acceleration to e-commerce 
that has continued to hurt retail, 
but even when we recover, we don't 
necessarily think it will be as fast or 
as stronger recovery as hospitality, 
let's say. This is all generalizations. 
Every asset is a specific asset. Every 
situation has idiosyncrasies and 
you have to analyze the market and 
the assets specifically, but these are 
generalizations. And then in between 
those winners and losers, you have 
the office sector, which is harder to 
figure out because the use of office 
space, time will tell how quickly we all 
go back to the office. I would say at 
Ares, and my personal belief is that 
the office sector is not going away.

We've found great success through 
Zoom, and we can talk about that 
aspect of how we all do business 
if we want, but long-term, it's hard 
to maintain a culture onboard new 
people have a collaborative culture 
and be productive, I think if you're 
working from home. So, we think 
that long-term, there's clearly going 
to be a need for office, but in the 
short intermediate, and even in the 
longterm there's dedensification, 
which potentially helps in terms of 
the number of square feet that you 
need to manage the same number of 
people, but opposing that is remote 
working. And so there's a push and 
pull here and we'll see over time, how 
that plays out.

STEWART: It's interesting. You 
mentioned, you just kind of touched 
on your background. You've been at 
this awhile, right. You've been at Ares 
not as long. So can you just kind of give 
a little sense of your background? And 
I mean, I know that you're steeped in 
the real estate, but maybe everybody 
else doesn't know.

DAVID: Yeah. Happy to give you a 
little bit of background and you try 
not to take our entire time because 
I certainly can just talking about 
myself. I've been in real estate now for 
upwards of 30 years, I started buying 
apartments in college back when you 
could do things, sort of no money 
down if you recall those days.

STEWART: I do.

DAVID: And I ended up in a 
partnership that when the first 
downturn in the market occurred, 
which was the late eighties, early 
nineties, resulted in me selling my 
interest to one of my partners and 
going to be an attorney. And I went 
to NYU Law School and ultimately I 
became a corporate M&A attorney at 
Wachtell, Lipton, Rosen, & Katz, never 
wanting to be an attorney. I'd never 
really planned on being an attorney. 
And I did it for about a year and a half 
and promptly left. I did a move that 
very few people I think have done 
before, or since. I left Wachtell to go 
move to Santa Fe New Mexico and 
joined a real estate startup and went 
back into the real estate industry in 
1993, I was with a company called 
security capital group where, which 
was basically, it was a private equity 
firm focused on real estate operating 
companies. I was with them for a 
number of years in Santa Fe, opened 
up an office in Chicago, ultimately 
moved to London and became CIO of 
Europe for them.

Soon, at some point I came back and 
I joined a group called Walton Street 
Capital. This is condensing a much 
longer story. I was with Walton Street 
Capital in Chicago. It's an opportunity 
fund that's run by Neil Bluhm who's 
the B of J&B. I was there for about 
four years. And then I got a call from 
a head hunter and ended up joining 
Blackstone in late 2005. And I went 
to Blackstone and was a partner 
there ultimately was there for about 
a dozen years. Ultimately, I ran Latin 
America and at some point had a 

THE INTERVIEW: David Roth, CFA 
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desire to come back to the US and an 
opportunity came up to, to join Ares, 
to head the US business. And I took 
that opportunity and I haven't looked 
back since.

STEWART: Yeah, that's where I was 
headed, right? Is like those sound like 
very interesting roles aside from the 
attorney part. I'm with you. I'm not 
sure I would've made it a year and a 
half. I'll be honest with you. But why 
Ares? Why did you make the move? 
That's not their largest block of assets. 
It takes some courage to make that 
move.

DAVID: No, obviously I haven't 
had problems in the past changing 
roles and always had a pretty 
entrepreneurial background. And 
when I wanted to come back from 
Latin America the opportunity to 
help this. And I think there are things 
about Ares that are unique and 
attractive for me. And when I try to 
hire people, I explain this to them. 
And frankly, when we talk to investors, 
I try to explain it as well. Ares is a 
tremendous corporate platform, 
right? And the benefits of that from 
information flow to relationships, to 
deal flow, to ability to raise capital. 
These are all things that I knew about 
from my experience at Blackstone. 
The difference, though, is that we 
were investing in, we are investing 
much smaller pools of capital a billion 
to $2 billion pools of capital. And so I 
was excited about going back to that 
part of the marketplace.

DAVID: I also thought that that 
would be an interesting place to be 
during what I thought would be a 
coming inflection point, which we've 
now experienced. Nobody had any 
idea COVID was coming, but we 
were long in the tooth on a long 
dated economic cycle. And so I liked 
the idea of being in a smaller, more 
nimble place and having the ability to 
bring the experience that I've had to 
bear, create the culture that I wanted 
to create to help grow this business. 

So super excited about it. And I think 
our, really, approach, which we have 
three different offices around the 
country. So we're always very close to 
on the ground. We have to know our 
markets and our assets very well and 
be nimble investors is something that 
really appealed to me.

STEWART: Yeah. It's interesting you 
say that because it just seems like in 
that smaller market, you can create 
more value from applying more of 
your experience maybe than you can 
in the megas. And it makes sense to 
me. What areas, this sounds so weird, 
it's an odd question, but do you see 
growth anywhere out there in the real 
estate space? Where's the growth side?

DAVID: Yeah, for sure. Look, there are 
real winners coming out of this post 
COVID environment, obviously what's 
happened from a personal standpoint. 
I was very sick in March, by the way. So 
I've actually experienced it.

STEWART: Oh, I'm so sorry.

DAVID: And so I feel for everybody 
who's involved, but I mean, there are 
certain sectors that are being helped. 
As I mentioned in the industrial 
sector, some of the sectors like the 
single family to rent market that has 
benefited from dedensification and 
people wanting to have their own space 
and have a place to work as they're 
having to work from home. Obviously 
life science is something that has 
benefited from and their geographies 
that are benefiting, right? So, some of 
the less dense markets around the 
country are going to benefit whether 
it's Atlanta or Nashville or Charlotte, 
or Austin or Phoenix or Denver, they 
seem to be benefiting from a migration 
from the denser larger cities to the less 
dense environments. So there clearly 
are areas that are doing well, that are, 
you would call that our growth areas 
for sure.

STEWART: And we talked a little 
bit about the real estate equity, 
real estate debt. Do the two teams 
collaborate, how are they on the 
capital stack? Can you talk a little bit 
about that?

DAVID: Yeah. First of all, give you a 
sense of Ares, which we really didn't 
talk about, and probably we should. 
We are part of $165 billion in assets, 
alternative asset manager, publicly 
traded company. The company 
started as a middle market lenders. 
So it has a very large credit business, 
probably the largest direct lender 
to businesses. That's where a lot of 
the information flow comes from 
other parts of the firm, in terms of 
understanding markets and industries 
and tenants. It's very helpful for us, 
but there's over 110 billion of assets 
under management and credit. 
There's about 25 to 30 billion in assets, 
under management in a private equity 
business that has been very successful 
for a long time and real estate's about 
14 and a half billion. And in our real 
estate business about a third of that is 
in mortgage debt.

DAVID: So we have an origination 
platform. We have a publicly traded 
mortgage rate that we manage, and 
then we have a number of SMAs that 
we manage. And then the balance 
of the equity is split pretty evenly 
between the US and Europe with 
in each region, currently we have 
two strategies closed end funds 
that manage in the case of one 
opportunistic capital, where we're 
looking to generate a high teen type 
returns and then a mid-teen type 
capital source for what we call value 
add. So we in the US have about 53 
or 54 investment professionals now 
between the equity and the debt 
business. We have offices where 
we all sit where we have individuals 
from both sides of the house, both 
debt and equity in New York, LA and 
Atlanta. And then within the debt 
business, we have additional offices 
in San Francisco and Chicago.

THE INTERVIEW: David Roth, CFA 
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And so we have people pretty well 
situated in most of the major markets 
that we operate. We operate I don't 
know what the right phrase is, but 
hand in hand with our partners, we're 
sitting on investment committee, I'm 
on the debt investment committee. 
The partner who runs our debt 
business, Brian Donahoe sits on 
my equity committee and we are 
within the same offices sitting next to 
each other. And so we're very much 
LinkedIn, and this has tremendous 
benefits from us, from everything 
from information floated, direct deal 
flow. So I'll give you an example. We 
have a deal that we just put under 
contract to buy a student housing 
deal, and I'm in a kind of a large 
student housing market. And that 
student housing market is one where 
we, on the debt side, have made loans 
to several other properties in the 
neighborhood, right in the same area, 
same school.

That's an example of one way that 
we, on the equity side benefit from 
our debt business. On the debt side, 
giving an example of a deal where we 
were selling the asset that we owned, 
the property that we developed in 
Chicago, and that resulted in an 
opportunity for our debt business to 
provide a loan to the buyer. And since 
we obviously knew the property well, 
and we knew the situation, we didn't 
control who the lender was going to 
be, but they had the opportunity to 
pitch and win the business. So there's 
a lot of synergies between the two 
sides, I would say.

STEWART: So, David, if we turn just 
for a minute to our specific audience, 
why do you think real estate should 
be a part of an insurance company 
portfolio? What type of an insurer 
talk about the liquidity aspects, 
whatever you want to talk about, but 
the insurance industry is screaming, 
crying, for yield. And how does this 
asset class, and based on your 
experience work in this industry?

DAVID: Well, look, obviously, real 
estate has been an important asset 
class for insurers for a long time, 
particularly life insurers. The idea of 
match funding with their liabilities 
requires cashflow streams that are 
long dated, that are secure. And in 
the best case scenario that grow at 
some inflationary or better growth 
rates, so lots of different types of 
real estate. And of course the real 
estate industry is not one size fits all. 
There are certain industries that are 
a 20 year lease to an Amazon is one 
thing, and then there's assets that 
are like hotels, right? And so the type 
of collateral matters quite a bit. And 
I think one of the things that I think 
the insurance industry is grappling 
with today is that perhaps in the 
past, there was a focus on CMBS for 
CMBS sake, but not as much focused 
on the underlying collateral and in a 
world where the collateral types are 
sort of dramatically performing in a 
differential way, I think this is going to 
be increasingly important to them.

But again, going back to the main 
points insurers have invested 
in longer duration, fixed rate, 
commercial mortgages and core type 
real estate for a long time. As insurers 
are thinking about how to match 
their liabilities, match their funding 
needs in the future in a close to 0% 
interest rate environment, I think 
they're increasingly focused on that 
five or 7% bucket of alternatives of 
which real estate is part of. And I think 
we can provide incremental yield in 
a really what I think of as a good risk 
adjusted way compared to some of 
the other alternatives for insurers.

On the debt side, obviously there's 
been a historical focus on longer term, 
either CMBS or RMBS shorter term 
floating rate loans to like transitional 
properties that can offer like sector 
diversification, additional yield for life 
insurers, but really requires, I think, 
high quality managers. And that's one 
of the things we're trying to provide 

for insurers. And then our other 
strategies, which are on the equity 
side value add and opportunistic 
real estate. This also allows insurers 
in insurance investors to seek you 
additional return through property 
improvement. And again, the choice 
of who you pick as managers really 
matters on that.

STEWART: And I know that you 
being Ares, partner with insurance 
companies, can you get into any 
specifics on any of those mandates?

DAVID: Well, I've been told that I'm 
not supposed to talk specifically 
about each of our funds and either 
how they've performed. And there's 
like lots of requirements around 
that, but I would say this, insurance 
clients have invested across the 
Ares real estate platform, debt and 
equity in both the us and Europe. 
And given this need to enhance 
income, given the low interest rate 
environment on investment grade, 
fixed income portfolios we've noticed 
a heightened interest in strategies 
that both distributed income, but 
also have some growth attached to 
them. Certainly for debt investors, 
including life insurance companies we 
have been a provider of sourcing of 
shorter duration, transitional lending, 
which obviously can create different 
exposures and provide incremental 
yield over time. We've worked with 
separately managed account clients 
to make sure that our loans are like 
pleasurable to FHLB, which I know 
is important to insurers. And if they 
participate in the lending program, 
which I assume many do.

STEWART: That's a no brain deal. 
Absolutely. I think that's a really big 
deal for them.

DAVID: Yeah. And most, I think, do. 
And we offer transparency on our 
co-mingled vehicles to facilitate the 
best possible capital treatment. So by 
partnering with somebody like Ares, 

THE INTERVIEW: David Roth, CFA 
Real Estate Investing in the Wake of COVID-19 (cont.)



 Q4 2020 Insurance AUM Journal 15 insuranceaum.com

we think insure investors can gain 
exposure to high quality, well managed 
portfolios of shorter term floating rate 
loans, loans on transitional assets, 
and basically incrementally help with 
yield. And then for the insurers that 
are comfortable with value ed real 
estate returns are opportunistic as 
a small component of what they do. 
We think we provide strategies that 
have a proven long-term track record 
and can really help meet the return 
requirements that they're looking for.

STEWART: The question I have is you 
are walking across the stage of your 
college graduation at the ripe old 
age of 21, and you take your mortar 
board off, you give it a fling and you 
meet yourself today. What would 
you tell that 21 year old David Roth, 
given the current environment for 
opportunities and internships and 
full-time job?

DAVID: Yeah. I mean, look, I think 
that, that's a great question. I get 
asked these kinds of questions all the 
time. And what's interesting, I mean, 
of course this environment I'm sure is 
more difficult than some and cyclically 
we have these moments where it's 

more difficult to find the right job 
and to find any job. And those are 
always tough times. The answers I 
tend to give are more generalized in 
this specific moment, which is find 
something you do that you like. That's 
the most important thing. If you like, 
what you do, you will do it better and 
you will enjoy it over time. So I give 
people that advice for when they 
actually find a job, my advice is be a 
learner, be a learner, be the person 
who says I will do that.

I will try that. I will expand myself and 
take risks. Find ways to make yourself 
indispensable to the person you work 
for. That's how you will get ahead. 
Take on more responsibility than you 
think you, and even you think you can 
handle. Put yourself at risk. That's what 
I think is the best thing that young 
people can be doing when they're in 
the work environment. As for other 
advice that I would give somebody in 
this particular time period I think you 
just have to make a job, if you're out 
of work, of getting a job. You just have 
to talk to as many people as possible. 
Because in my experience, oftentimes 
people don't even know they need you 
as an employee until you've spoken to 
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them. So find a way to talk to as many 
people as you can. Not in a way that 
makes it look like you're begging for 
a job, but just in informational ways. 
And I'll put myself at risk saying this, 
but somebody reaches out to me 
and says, they want to talk to me, I 
generally say, I'll talk.

STEWART: Yeah, I think it's sort of one 
of these deals where we need to pay 
it forward. And it's an interesting time. 

Thank you for being on. You've been a 
great guest. We've really enjoyed you 
being on.

DAVID: It's a pleasure. It's really the 
most important thing for us at Ares 
is our clients. And a lot of them are 
insurance providers. And so it's great 
to have this opportunity to talk to 
them directly.

STEWART: Thanks to our audience 
for joining us. If you like us, please 
follow us on all the major platforms. 
We'd love to hear your suggestions 
for future podcasts. You can reach us 
at podcast@insuranceaum.com. My 
name is Stewart Foley, and this is the 
Insurance AUM Journal Podcast.
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THE INTERVIEW: David Roth, CFA 
Real Estate Investing in the Wake of COVID-19 (cont.)
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The success or achievement of various results and objectives is dependent upon a multitude of factors, many of which are beyond the control of Ares. No 
representations are made as to the accuracy of such estimates or projections or that such projections will be realized. Actual events or conditions are unlikely 
to be consistent with, and may differ materially from, those assumed. Prospective investors should not view the past performance of Ares as indicative of future 
results. Ares does not undertake any obligation to publicly update or review any forward-looking information, whether as a result of new information, future 
developments or otherwise.

Some funds managed by Ares or its affiliates may be unregistered private investment partnerships, funds or pools that may invest and trade in many different 
markets, strategies and instruments and are not subject to the same regulatory requirements as mutual funds, including mutual fund requirements to provide 
certain periodic and standardized pricing and valuation information to investors.  Fees vary and may potentially be high.

These materials also contain information about Ares and certain of its personnel and affiliates whose portfolios are managed by Ares or its affiliates. This 
information has been supplied by Ares to provide prospective investors with information as to its general portfolio management experience. Information of 
a particular fund or investment strategy is not and should not be interpreted as a guaranty of future performance. Moreover, no assurance can be given that 
unrealized, targeted or projected valuations or returns will be achieved. Future results are subject to any number of risks and factors, many of which are beyond 
the control of Ares. In addition, an investment in one Ares Fund will be discrete from an investment in any other Ares Fund and will not be an investment in Ares 
Corp. As such, neither the realized returns nor the unrealized values attributable to one Ares Fund are directly applicable to an investment in any other Ares 
Fund. An investment in an Ares Fund (other than in publicly traded securities) is illiquid and its value is volatile and can suffer from adverse or unexpected market 
moves or other adverse events. Funds may engage in speculative investment practices such as leverage, short-selling, arbitrage, hedging, derivatives, and other 
strategies that may increase investment loss.  Investors may suffer the loss of their entire investment. In addition, in light of the various investment strategies 
of such other investment partnerships, funds and/or pools, it is noted that such other investment programs may have portfolio investments inconsistent with 
those of the strategy or investment vehicle proposed herein. 

This may contain information obtained from third parties, including ratings from credit ratings agencies such as Standard & Poor’s.  Reproduction and 
distribution of third party content in any form is prohibited except with the prior written permission of the related third party.  Third party content providers do 
not guarantee the accuracy, completeness, timeliness or availability of any information, including ratings, and are not responsible for any errors or omissions 
(negligent or otherwise), regardless of the cause, or for the results obtained from the use of such content.  THIRD PARTY CONTENT PROVIDERS GIVE NO 
EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR 
USE. THIRD PARTY CONTENT PROVIDERS SHALL NOT BE LIABLE FOR ANY DIRECT, INDIRECT, INCIDENTAL, EXEMPLARY, COMPENSATORY, PUNITIVE, SPECIAL 
OR CONSEQUENTIAL DAMAGES, COSTS, EXPENSES, LEGAL FEES, OR LOSSES (INCLUDING LOST INCOME OR PROFITS AND OPPORTUNITY COSTS OR LOSSES 
CAUSED BY NEGLIGENCE) IN CONNECTION WITH ANY USE OF THEIR CONTENT, INCLUDING RATINGS. Credit ratings are statements of opinions and are not 
statements of fact or recommendations to purchase, hold or sell securities. They do not address the suitability of securities or the suitability of securities for 
investment purposes, and should not be relied on as investment advice.

Coronavirus and Public Health Emergency Risks

As of March 17, 2020, there is an outbreak of a novel and highly contagious form of coronavirus (“COVID-19”), which the World Health Organization has declared 
to constitute a pandemic.  The outbreak of COVID-19 has resulted in numerous deaths, adversely impacted global commercial activity, and contributed to 
significant volatility in certain equity and debt markets.  The global impact of the outbreak is rapidly evolving, and many countries have reacted by instituting 
quarantines, prohibitions on travel and the closure of offices, businesses, schools, retail stores, and other public venues.  Businesses are also implementing 
similar precautionary measures.  Such measures, as well as the general uncertainty surrounding the dangers and impact of COVID-19, are creating significant 
disruption in supply chains and economic activity and are having a particularly adverse impact on transportation, hospitality, tourism, entertainment and other 
industries. The impact of COVID-19 has led to significant volatility and declines in the global public equity markets and it is uncertain how long this volatility will 
continue.  As COVID-19 continues to spread, the potential impacts, including a global, regional or other economic recession, are increasingly uncertain and 
difficult to assess.
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Any public health emergency, including any outbreak of COVID-19 or other existing or new epidemic diseases, or the threat thereof, and the resulting financial 
and economic market uncertainty could have a significant adverse impact on the Fund, the pricing and fair value of its investments and real estate assets and 
its subsidiaries, and could adversely affect the Fund’s ability to fulfill its investment objectives.

The extent of the impact of any public health emergency on the Fund’s and its subsidiaries’ operational and financial performance will depend on many factors, 
including the duration and scope of such public health emergency, the extent of any related travel advisories and restrictions implemented, the impact of such 
public health emergency on overall supply and demand, goods and services, investor liquidity, consumer confidence and levels of economic activity and the 
extent of its disruption to important global, regional and local supply chains and economic markets, all of which are highly uncertain and cannot be predicted.  
The effects of a public health emergency may materially and adversely impact (i) the value and performance of the Fund and its investments, (ii) the ability of 
the Fund and/or its subsidiaries to continue to meet loan covenants or repay loans on a timely basis or at all, (iii) the ability of the Fund and/or its subsidiaries 
to repay their debt obligations, on a timely basis or at all or (iv) the Fund’s ability to source, manage and divest investments and the Fund’s ability to achieve its 
investment objectives, all of which could result in significant losses to the Fund.  

All unrealized performance information, investment strategy, and targeted returns presented throughout this presentation were prepared as of the dates 
indicated.  Such information was prepared at such times in good faith based on a number of fundamental assumptions as of such dates, including assumptions 
relating to the broader economy, macro and applicable micro economic conditions, the geopolitical landscape, interest rates, availability and pricing of credit, 
liquidity and depth of transactional markets, health, population, and the environment, etc.  With the unprecedented (and to date uncurable) advancement of 
COVID-19, most of those assumptions at the current time appear to be materially off or in a state of suspension.  Consequently, all unrealized performance 
information, the portions of the investment strategy which related to targeted returns, and valuations of current investments held within or warehoused for 
the Fund are at the time of this writing indeterminate, but presumed to be materially lower than those last presented.  While in the medium to longer term 
the Manager believes the Fund should see attractive opportunities consistent with its larger investment themes and strategy, it will likely take some time for 
the markets to recover.

In addition, the operations of the Fund, its subsidiaries and investments, the General Partner and the Manager may be significantly impacted, or even 
temporarily or permanently halted, as a result of government quarantine measures, voluntary and precautionary restrictions on travel or meetings and other 
factors related to a public health emergency, including its potential adverse impact on the health of any such entity’s personnel.
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