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DISCLAIMER

The information contained in the following Marketing Package is proprietary and strictly confidential. It is intended to be reviewed only by the party
recelving 1t from Acropolis Commercial Advisors LLC ("ACA") and should not be made avallable to any other person or entity without the written
consent of ACA. If you are not the named addressee you should not disseminate, distribute or copy this Marketing Package. Please notify the sender
Immediately if you have received this e-mall by mistake and delete this e-mail from your system. Finally, the recipient should check this emalil and any
attachments for the presence of viruses. The company accepts no liability for any damage caused by any virus transmitted by this email.

ACA is not affiliated with, sponsored by, or endorsed by any tenant or lessee identified in this Marketing Package. The presence of any corporation's
logo or name Is not intended to indicate or imply affiliation with, or sponsorship or endorsement by ACA, its affiliates or subsidiaries, or any agent,
product, service, or commercial listing of ACA, and is solely included for the purpose of providing the recipient with context as to ACA’s services.

This Marketing Package has been prepared to provide a broad overview of the services which may be offered by ACA. This Marketing Package
contains summarized, unverified information and data to recipients and is being used to establish only a preliminary level of interest in the engagement
and services of ACA, and the scope of such services, all of which may differ and may, or may not be applicable, dependent upon the nature of the
recipient’s business and any actual formal engagement with ACA. Sales, financial, and tenant and/or company information and data contained herein
was obtained using internal ACA databases and sources, as well as publicized third party materials, including, but not limited to company reports,
marketing materials, and websites. The information and data contained in this Marketing Package has been obtained from all sources we believe to
be reliable, however ACA has not verified, and will not verify, any of the information contained herein, nor has ACA conducted any investigation regarding
these matters and makes no guarantee, warranty, or representation regarding the accuracy or completeness of information provided. All prospective
clients must take appropriate measures to verify all the information set forth herein as the information is not a substitute for thorough due diligence.

RECIPIENT UNDERSTANDS AND ACKNOWLEDGES THAT ACA IS NOT QUALIFIED TO PROVIDE, AND — NOTWITHSTANDING ANY PROFESSIONAL
LICENSES ACA MAY HAVE OR POSITIONS OR AFFILIATIONS WITH COMPANIES OTHER THAN ACA MAY HOLD, ACA HAS NOT BEEN
CONTRACTED TO PROVIDE AND SHALL IN NO INSTANCE BE DEEMED TO PROVIDE, LEGAL, FINANCIAL OR TAX ADVICE TO RECIPIENT,
AND THAT ANY SUCH ADVICE MUST BE OBTAINED FROM RECIPIENT'S INDEPENDENT ATTORNEY, ACCOUNTANT OR TAX PROFESSION-
AL. ACA RECOMMENDS THAT YOU CONSULT WITH YOUR LEGAL, ACCOUNTING AND TAX ADVISOR PRIOR TO ENTERING INTO ANY
ENGAGEMENT OR AGREEMENT WITH ACA INCLUDING PROCEEDING WITH ANY SERVICES OFFERED BY ACA INCLUDING, BUT NOT
LIMITED TO, THE ACQUISITION OR LEASING OR SALE OF ANY PROPERTY. THE PARTIES HERETO ACKNOWLEDGE THAT DARROWEVERETT
LLP IS NOT REPRESENTING RECIPIENT IN CONNECTION WITH ANY SERVICES OFFERED BY ACA.



ABOUT US

Acropolis Commercial Advisors LLC (“ACA”)
IS a full-service real estate brokerage and
advisory firm focused on commercial properties
throughout the United States.
Understanding the vast differences in client
needs and the ever-changing real estate
market, ACA was founded with the goal of
providing brokerage and advisory services
to clients with the attentiveness and flexibility
of a boutique firm but with the results of a
national platform.

™1 ewasserman@acropolisca.com
¢ (305) 418-0713

] zdarrow@acropolisca.com
Q. (305) 707-0969

Eric Wasserman
President, GCo-Founder

Eric Wasserman directs the brokerage activities, client relations, capital resources,
and business operations for Acropolis Commercial Advisors LLC. Most recently,
Eric worked at a publicly traded, multi-national, real estate investment services
company where he represented private equity firms, developers, and high net
worth individuals in the acquisition and disposition of net-leased properties as
well as shopping centers across the country. Prior to that, Eric worked at a family-
owned real estate development firm where he assisted with the acquisition, leasing,
and development of big box retail centers.

Eric also serves as “of counsel” at a successful finance, private equity, and real
estate focused law firm with offices in in Rhode Island, Massachusetts, North
Carolina, South Carolina, New York, Tennessee, and Florida. He received his
Juris Doctorate from Roger Williams University (Magna Cum Laude) and is licensed
to practice in Rhode Island and Massachusetts. The combination of Eric’s legal
background and experience in the Real Estate investment community allows him
to better understand and advance his clients’ interests and goals.

Zachary Darrow
GEO, Co-Founder

Zachary Darrow founded Acropolis Commercial Advisors LLC with the goal of developing
a national platform to provide clients a full range of brokerage services. Drawing
upon more than twenty-five years of experience as a corporate real estate executive,
co-founder of a successful real estate; finance-focused law firm, and founder of
multiple other industry related businesses, Zach has developed significant expertise
In investment management, transaction structuring, and debt and equity financing
of large commercial real estate projects. Zach brings an expansive network of
relationships with high net worth individuals, executives, capital sources, and
iInvestment managers both local and national.

Zach Is a co-founder and the current Chairman of a successful finance, private
equity, and real estate focused law firm with offices in Rhode Island, Massachusetts,
North Carolina, South Carolina, New York, Tennessee, and Florida. Prior to this,
Zach was a partner at a highly regarded Boston based law firm. He served as a
senior real estate manager of a Fortune 100 company and served as President of
Real Estate for a subsidiary of a well-known New York based hedge fund. He
received his Juris Doctorate from Syracuse University College of Law (Cum
Laude) and is licensed to practice law in Massachusetts, New York, New Hampshire,
and Rhode Island. Zach is also a licensed real estate broker in New York and
Rhode Island.




ABOUT US

OUR TEAM

Kevin Huther
Vice President, Underwriting

Ally Rodriguez

Graphic Designer

Melissa Sleboda
Executive Assistant

> bmarcello@acropolisca.com
. (401) 741-9964

™) marcus@acropolisca.com
L. (305) 495-6933

] sferrell@acropolisca.com
. (305) 418-0715

Bob Marcello Director - Advisory Services

Bob Marcello leads the advisory services platform for Acropolis Commercial Advisors LLC, with a particular concentration
on front-end client roll-out strategies as well as strategic optimization of existing client leases and properties.

Prior to ACA, Mr. Marcello was a senior corporate real estate executive at a Fortune 5 company where he spent
over 25 years. In this position he was responsible for all real estate and acquisition activity including development
and execution of strategic plan, new and existing market research, acquisition evaluation, site performance analytics, site
selection criteria, real estate financing programs, surplus property disposition and lease administration. During his
tenure, Mr. Marcello was responsible for a $2.5 billion annual expense budget and executed sale-leaseback transactions
in excess of $5 billion.

Mr. Marcello was a member of the company’s real estate committee and was a key contributor in the company’s
growth from 800 location to approximately 10,000 today. In addition to organic growth, where he led an internal staff
of 90 as well as extemal partners including preferred developers, tumkey developers, and brokers, Mr. Marcello was also involved
in company M&A activity where he was responsible for leading deal and integration teams for portfolio company acquisitions.

Marcus Christensen Director - Investments

Marcus Christensen focuses his concentration on assisting franchisees, tenants, and private equity firms in the implementation
and execution of thelr real estate strategies, in addition to representing other clients in more traditional investment sales
transactional structures. Most recently Marcus founded a leading boutique brokerage firm which provided nationwide investment
advisory and sales, transaction services, and research. Prior fo real estate, Marcus worked at a New York investment bank where
he worked In institutional equity sales and trading.

Marcus has been involved in over $1B of transactions throughout his career working with institutional and private investors, public
and pnvate REITs, hedge funds, national and local lenders, special servicers on REO and note sales, insurance companies and
commercial equity and debt restructuring firms. He has successiully developed and implemented comprehensive real estate
strategies that support and are in alignment with the clients’ overall business strategy across a variety of asset classes and services,
including retail, multi-family, student housing, land, affordable housing, mixed-use, residential and development. In addition,
leveraging his professional and personal background, Marcus has developed a strong intemational client network of high
net-worth investors, family office and fund managers, and third party-advisors. He has extensive experience in navigating the
nuisances, hurdles, and restrictions which foreign investors often encounter.

Marcus was bom and raised in Oslo, Norway and graduated from Southem Methodist University with a degree in Finance. He
lives in Dallas with his wife Jace and thelir three children, and still manages to play scratch goff.

Sebastian Ferrell Associate, Transaction Coordinator

Sebastian Ferrell is an associate at Acropolis Commercial Advisors LLC and is responsible for faciitating the coordination and flow
of all ACA assignments and transactions. Sebastian is involved from initial client intake to completion to further ensure that strategies
are implemented and that there is communication between all parties, including various third-party professionals and vendors.

Prior to ACA, Sebastian was a quality improvement data analyst for one of the top pediatric hospitals in the country where he was
responsible for working directly with doctors, trainees and residents to provide data analysis for numerous quality improvement
projects involving patient and traineeffellow data. In December 2022, Sebastian achieved publication in the Joumal of Graduate
Medical Education for his data analysis contributions for the QI project, “A Model for Work Intensity in a Pediatric Training
Program.” As well, Sebastian led all data collection, analysis, and security efforts for the hospital's Department of Education.

Sebastian was bom and raised in Providence, Rl and graduated from Colby College with a degree in Mathematical Sciences and
a concentration in Statistics, he was also a member of the Football Team. He enjoys following professional and college football
and basketball, specifically the Boston Celtics, Providence College Friars, and Los Angeles Chargers.




WE GET IT

ACA is uniquely positioned to assist clients, across various sectors, in furthering their respective business plans and long-term
goals by strategically formulating and advising on client real estate programs. Having worked in various industries, and in both

brokerage and non-brokerage capacities, ACA team members leverage and combine this “hoots on the ground” experience and
understanding to deliver unparalleled results. -
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Operating a local multi-unit quick-service
restaurant, before and during the Covid-19

pandemic, which included brick & mortar, food
truck, and catering services

® ACA Team
AA
or Member s
Serving as senior real estate executive for a publicly _ $ S
traded Fortune 5 company, which included managing Experl ence l 9 )
a $2.5 billion annual budget and responsibility for all 3 ?

new acquisitions, roll-out strategy, store consolidation, I ne I U d es

and store optimization

Directing the real estate program for a hedge
fund subsidiary invested in multi-unit concepts
including roll-out and existing location re-structuring

.
ae

Serving as dedicated outside real estate @
counsel for various multi-unit clients @

Managing broker networks, site selection,
development, construction for a third-party
build-to-suit developer
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THE ACA ADVANTAGE -

Relationship Driven

We understand the complexities and competition amongst brokerage firms. With no managerial
oversight or approval needed, we favor the long-term working relationship over the quick paycheck.

Access to Investors, Capital, Partners

Unlike larger firms solely focused on traditional “ready-to-sell” investment sales, ACA is also able
to assist clients with developing and implementing tailored solutions. Through ACA’s relationships
with investors and capital/equity partners, client goals may be achieved regardless of where they
are in the process.

Detail Oriented

When representing clients in the market, our goal is to make the process smooth and efficient
as most often the client is (or will be) under a time constraint. We accomplish this by providing
updated status and property reports as well as coordinating with third-party service providers
such as mortgage brokers, environmental consultants, and surveyors.

casily Accessible

No matter the facet, real estate is an inherently “service-based” business. We

understand this and pride ourselves as to our accessibility regardless of the day or
time.



SERVICGES OVERVIEW

O

Site Selection & Leasing

Represent developers, landlords, and clients with the site selection and leasing, including re-structuring,
of new and existing spaces.

Investment Sales

Traditional investment sales with a focus on net-lease properties.

@ 1031 Buyer Representation

Exclusively represent clients in the 1031 exchange process.

In-House Brokerage Services
Provide “in-house” consulting and brokerage services for fund and family office real estate

platforms and venhicles.

Advisory and Gonsulting

Advise and consult clients, developers, and property owners on various real

O O
AATAA estate matters.



NATIONWIDE EXPERIENCE

ACA team members regularly engage in transactions across the entire U.S., thereby providing clients
with a vertically integrated platform for all of their real estate needs*

|

*For those tasks requiring local licensing not held by ACA, ACA has partnerships with local licensees in accordance with applicable
laws and regulations
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EXISTING PORTFOLIO SERVICES

Gommon Scenarios

M Change in specific unit or company performance

=23 Advise and represent clients with respect to existing
. leases and company owned real estate to maximize
=[nf] performance and operational efficiencies

Services

W Portfolio Analysis
- Analyze, evaluate, and offer solutions for existing company
real estate portfolio and performance as it relates to
company objectives
[ | ease Re-structuring
- Existing base-term
- Upcoming renewals
- Future renewals
- Bankruptcy re-structuring
- Client improvement & capital contributions
- Sub-leasing
m Company Owned Real Estate
- Sale-leasebacks
- EXcess property
- Bankruptcy liguidation

M Store closure or relocation

M Expiring lease term with substantial rent
Increase or no options remaining

M Optimize balance sheet for potential business
recapitalization or sale

M Generate company savings and enhance
unit-level performance

M Reduce and control operating and overhead
expenses

W Secure long-term stability

W Help to determine need and feasibility of a
relocation
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ROLL-OUT DEVELOPMENT
AND IMPLEMENTATION

Advise and represent clients in the analysis,

development, and implementation of expansion and
roll-out strategies

GCommon Scenarios

M Determine location and performance trends

Services

M Formulate site selection criteria

M Source and manage local site selection and leasing
brokerage networks

W Assist in lease negotiation process

M Consult on capital and development resources
M Analyze and evaluate existing locations and performance

W |Increase company efficiencies through
programmatic structuring and processes

M Execute on growth strategy, including any
franchise agreement requirements

C— .‘ﬁ
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' W | everage ACA’s relationships and third-party

e RN I service provider network

. [ Understand, access, and execute on opportunities
g IN new markets
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M Strategically and consciously grow in conjunction
with long-term business plan
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FORWARD COMMITMENT AND

FORWARD FUNDING

— g Assist clients with sourcing potential 3rd party investors
o to provide forward commitments or funding for future
N company real estate

Services

m Work with client and client’s advisors to determine scope of
request and develop marketing materials

m [ everage ACA’s network to source investors experienced in
similar transactional structures

W Create a competitive “bid-like process” to provide the
client with the best terms

W Advise and consult clients on proposals in
conjunction with broader business plan and
strategy

Gommon Scenarios

M Project out and strategically allocate company
resources

[§] Preserve available capital and equity for operations
[m Retain control the development process

M Enhanced ability to expand and/or meet franchise
agreement requirements

re— .

W Ability to customize and dictate exact level of
funding needed on each project

M Greater flexibility compared to working with banks
and other financial institutions

W Ability to create both one-off and programmatic
relationships

=| i . s MW Potential to negotiate “profit-share” in the event
URDER '* L o
ONLINE gy = = of a future sale
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D ———
DEVELOPER PARTNERSHIP PROGRAMS

Gommon Scenarios

W Preserve available capital and equity for operations

Assist clients with new location development through
5 the implementation of development programs with
I‘ I third-party developers

Services

W Work with client and client’s advisors to determine scope of
request and develop marketing materials

W | everage ACA’s developer network to source developers
by experience in asset type, client, geographic location,
and similar programmatic relationships

M Create a competitive “bid-like process” to provide the
client with the best terms

W Advise and consult clients on proposals in
conjunction with broader business plan and
strategy

m Keep personnel and resources focused on
business operations, as opposed to real estate

M Enhanced ability to expand and/or meet franchise
agreement requirements

Fee for Service , - M Allow fully dedicated and experienced real
Consult and advise clients regarding ' estate professionals to navigate the various
fee-for-service structures where the i S stages and complexities of development i.e. site
client intends to own the real estate R o J selection, purchase negotiation, permitting,

Third-Party Development approvals, bidding, construction, etc

Consult and advise clients B . m Open more locations with greater speed
regarding build-to-suit program —_—

r g - . .
structures where the client B Ability to customize each program — examples:

- Locations: Determine which locations utilize
a third-party developer i.e. by location/territory;
unit-level projections; development costs; brand
(for multi-brand companies); etc

does not want to own their
real estate

- Delivery Conditions: Determine how the
location Is delivered I.e. ground lease / "PAD”
ready; vanilla box; FF&E Iincluded, etc

-
vvvvv
--------

......

- Upside Potential: Negotiate a profit-sharing
mechanism in the event of sale by third-party
developer i.e. one-time success fee; profit
sharing based on predetermined sliding scale
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SIMULTANEQUS REAL ESTATE & BUSINESS

ACQUISITION (CONCURRENT SALE-LEASEBACK)

Gommon Scenarios

73 Assist clients with sourcing potential investors to acquire the S—
? real estate component of a future, or pending, acquisition Motivations
= © simultaneously with the client's acquisition of the business

: [§ Preserve capital and equity
Services

W Work with client and client’s advisors to determine scope of
request including locations and proposed lease terms

m [ everage ACA’s network to source investors experienced in
similar transactional structures

W Create a competitive “bid-like process” to provide the
client with the best terms

W Advise and consult clients on proposals in

conjunction with broader business plan and

strategy

m “Control” real estate terms without ever taking title

W Ability to submit a more refined and competitive
bid on the transaction knowing the exact value
of the real estate created by the real estate

W Ability to negotiate assignment fees and/or
potential upside should an investor sell
post-closing

- | Ability to offer on larger transactions without the
need for additional funds

M Reduce cost basis in a particular transaction
l.e. via assignment fee

M Retain access to equity which would otherwise
be tied up in real estate

M Save on transaction costs and time when
compared to closing on the real estate and
then selling



SALE-LEASEBACK

Gommon Scenarios

M Uncertainty with a particular brand or location

Advise and consult clients regarding proposed lease
structure and resulting property valuation, followed hy
the sale to investors

Services

W Reduce exposure to a particular brand and/or sector

M Work with client and client’s advisors to determine proposed
lease terms and structure

M Development and implement a national marketing campaign
to source potential investors

W Create a competitive “bid-like process” to provide the
client with the best terms and valuation

W Work with client and client’s advisors in managing

the transaction process

W Need to free up equity and capital for operations
or business acquisitions

W Estate planning & other tax consideration

W The value multiples of a transaction which includes
the sale of both the business and the real estate
Is often outweighed by the value of selling both
components separately

M Ability to dictate terms of the lease and control
operating expenses

M Extract maximum property value when compared
to selling vacant or refinancing and being
required to maintain equity

[m Potential to improve company financials by
selling and using proceeds to reduce existing debt

M Re-deploy equity and capital at a higher rate
of return than potential property appreciation
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