
CHALLENGE
The property featured a tenant that was not the most desirable to the market due to history of poor business performance and nearing bankruptcy. The 
ownership recognized this, but they also had requirements to meet for their investors. This meant that the property would need to sell at a price that was 
at least 15 percent higher compared to where they were trading in the market at that time.

ACTION
To sell this property at the price required by the ownership, Darin and his team needed to get creative. The property was situated on about two acres with 
signif icant frontage on a heavily traff icked road. This would be a strong selling point to buyers to be able to show them the value of the land alone from 
the property. The value of the land was over 80 percent of the of the list price. This would be an attractive point of the deal, as a buyer could see the upside 
value in the property if it were ever to be redeveloped in the future or the ability to increase rents after the current lease expired.

RESULT
After creating a story behind the value and upside of the deal, Darin and his team were confident they would achieve the price required by their client. 
The property received multiple offers within the f irst few weeks of marketing, ultimately reaching the pricing and terms desired by the client. Once under 
contract, the Covid-19 Pandemic began, and the tenant gave notice that they would be leaving the property and no longer paying rent. Since the buyer 
was purchasing the deal in part to the upside value pitched by Darin and his team, the price was only reduced by 4.77 percent of the contract price and 
closed at a value that was still above seller’s expectations.

TESTIMONIAL
“The property had some challenges due to perception of the tenant, but Darin was able to display how we would market the asset to achieve our  
desired results. In addition, the Covid-19 pandemic began and impacted the tenant even further where we faced more hurdles than originally  
anticipated. Nonetheless, Darin and his team were able to keep the deal on track to a successful close.” 
- Angie Moreno - Director Asset Management, EPR Properties (Seller)
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