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EXECUTIVE
SUMMARY.

EXECUTIVE SUMMARY

STRATEGY 

AND FEASIBILITY

Long-term hold

Large equity contribution

allowing for cheaper debt

Stress-tested to ensure above a

10% cash-on-cash return even

with adverse market conditions

or increased lending rates

MEET YOU AT THE DRIVE-IN

Consisting of retail, industrial office, production
space and a one-of-a-kind tenant amenity rooftop
cinema space, the Drive-in experience
metaphorically hints to the production process with
space for collaboration, creation & illustration. Say
goodbye to one-size-fits-all creative office space
that has inundated Portland for the past five years.
The Drive-in caters to a missing niche of visionary
tenants with unprecedented design and shiny owner
returns. Take a seat and relax. 
This is the Drive-in. 

7.13%
YIELD ON COST

 

13.69%
CASH-ON-CASH 

YR 10
 

 
Total Development Costs 
$77,157,448

 
Stabilized NOI (year 2) 
$5,505,089

 
Stabilized Value (@ 6% cap) 
$91,751,490

Cash Flow After Debt
Service (year 10)  
$4,281,420

REVENUE IN PROPORTION 

TO NRA
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Industrial Office + Retail: 72%

Parking (Floors 1 & 2): 26%

The Pantry (Food Carts): 2%

17.96%
CASH-ON-CASH 

YR 20
 



PORTLAND, OR

COREY CABRERA
Architectural Design Lead

CLAYTON CROWHURST
Financial Lead

JARROD HOWARD
Financial Lead

JACOB PAVLIK
Market Research Lead

SPENCER STEGMANN
Planning Lead

WHO WE
ARE. 

MELISSA MEAGHER
Concept + Brand Lead

a values-driven urban development firm 
committed to carrying stories forward
through the art of unfolding.

unfold
DEVELOPMENT

PAGE 8 DEVELOPMENT TEAM



At Unfold Development, our approach is
reflected in the definition of unfold: "to
cause to evolve gradually; to lead or
conduct (something) through a succession of
states or changes each of which is
preparatory for the next." 
 
We treat each stage of the development
process with fierce potential and
management for our stakeholders. We
leverage our team's wide range of
experience to deliver projects that will
unfold the potential of a block, district, and
community. 
 
We aim to create lasting value while working
with both Menashe Properties and the City
of Portland to spark Central Eastside synergy
with the following development proposal of
the Drive-in.

unfold
DEVELOPMENT

UNFOLD

DEVELOPMENT

MENASHE

PROPERTIES

CITY OF

PORTLAND

CENTRAL EASTSIDE

NEIGHBORHOOD

Vision

Objectives Policies Goals

Vision

Goals

Economy

Equity

the Drive-in
Producer space for visionariesPlan
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MENASHE
PROPERTIES.

OWNER MISSION STATEMENT

 

"To enable our tenants, clients, and employees to quickly

realize their full potential in the Real Estate industry. We

provide sound business advice through innovation,

experience, creativity, and leadership. We act with

integrity and fairness with our customers, employees,

and community. Our goal being to create interesting

and engaging spaces to aid in not only our own

employees and company development, but to all of our

clients and tenants as well."

As investors, Menashe Properties is a long-

term owner. The company holds their assets in

order to ensure quality management and

tenant retention. The family’s legacy thrives on

their ability to maintain and control

assets in perpetuity.

LONG-TERM

OWNERSHIP

The Central Eastside is an iconic neighborhood

in Portland, and it is on the rise. With the Drive-

In, the firm would provide not only iconic,

industrial office space for local makers and

producers; but they would enhance a

neighborhood on the rise.

QUALITY ASSET FOR

CENTRAL EASTSIDE

Tenants are the backbone of any real estate

asset. When their businesses succeed and they

are happy in their space, everybody wins. This

is a key component of Menashe Properties’

mission. Beyond offering best in class

amenities, they respect their tenants’

autonomy and ability to succeed in business.

RESPECTING + EMPOWERING 

TENANTS
When doing business in the Portland real estate

community, Menashe Properties knows the need to

treat their fellow stakeholders and development

partners with respect. Be it a construction

contractor, broker, architect, or financial entity:

Menashe Properties maintains relationships for the

long-run.

INTEGRITY + FAIRNESS
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ECO-ROOF
STANDARDS.

IG1
General 
Industrial 
In IG1 zones, new buildings
with a net building area of
20,000 square feet or more
require an eco-roof

The eco-roofs, including required firebreaks between eco-roof areas, must
cover 100 percent of the building roof area, except that up to 40 percent of
the building roof area can be covered with a combination of the following: 

1.

The eco-roof must be approved by the Bureau of
Environmental Services as meeting the Stormwater
Management Manual’s Eco-roof Facility Design Criteria.

2. 

a. Mechanical equipment, housing for
mechanical equipment, and required
access to, or clearance from, mechanical
equipment;
b. Areas used for fire evacuation routes;
c. Stairwell and elevator enclosures;
d. Skylights;
e. Solar panels;

f. Wind turbines;
g. Equipment, such as pipes and pre‐
filtering equipment, used for capturing or
directing rainwater to a rainwater
harvesting system; or 
h. Uncovered common outdoor areas.
Common outdoor areas must be
accessible through a shared entrance.
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Portland has long been lauded as a hot
spot for domestic migration. The cost of
living, relative to Seattle, San Francisco,
and Los Angeles, is reasonable and the
quality of life easily surpasses other top
metropolitan areas. A well-educated
workforce and major tech, fashion, and
healthcare employers draws a diverse
range of people and businesses to the
area. While the region as a whole is
attractive to a variety of residents and
businesses, the Central Eastside has
historically played a dominant role in the
employment of creative and production
industries.

DEMOGRAPHICS.

 
Within 1 mile:

 
58,000 jobs 
1985: average birth year
of worker 
20,000 residents

 
SOURCE: Colliers International
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EMPLOYMENT
SYNERGY.

Tenants of the Drive-In will appreciate
the connection their building fosters
within the contemporary context of
producers and makers. With a significant
portion of the Central Eastside
businesses fitting under the umbrella of
design and knowledge-based sectors,
the district is likely to become more
popular with these users that are hoping
to create an effective community.

Knowledge-Based/Design
16%

Wholesale/Warehousing
16%

Other
16%

Entertainment/Food
12%

Utilities/Construction
11%

Health Care/Social Services
11%

Manufacturing
10%

Retail
8%

HEALTH CARE/SOCIAL SERVICES

11%

RETAIL

8%

ENTERTAINMENT

8%

MANUFACTURING

10%

KNOWLEDGE-BASED 
+ DESIGN

16%

UTILITIES/CONSTRUCTION

11%

OTHER

16%

WHOLESALE
+ WAREHOUSING

16%

 
16% Jobs in
Knowledge-Based 
+ Design
2nd Most Jobs in
Portland (after
downtown core)
1,000+ businesses
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SOURCE: Central City 2035 SE Quadrant Plan, 2015



The Portland market has been incredibly healthy since
rebounding from the Great Recession. Rents across all asset
types have grown tremendously. Absent large headquarter
offices, though, the market is missing critical mass to command
the sort of rates and absorption that Seattle and San Francisco
have experienced. At the top of all commercial real estate
minds in Portland, particularly around the close-in Eastside
is the abundance of new supply. While many older office
properties in the downtown core are repositioned with
amenities to the nines, many close-in submarkets, including
Northwest/Slabtown, N Williams Corridor, the Pearl District, and
the Central Eastside became ideal targets for building new
construction. With land prices lower than other markets and
returns continuing to climb, Portland became an attractive
investment option for national and international capital funds.

MARKET
CONDITIONS.
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The story of vacancy in the Central Eastside is developing as it catches
up to other markets in terms of supply. The stability of major tenants
leasing space for long periods of time in downtown lends itself to
relatively few major shifts in vacancy rates. On the positive side, the
Central Eastside has gone from over 15.4 percent vacancy in 2009
to 9.9 percent in 2019. This decrease outpaced both downtown and the
Pearl District’s drops in total vacancy following the Great Recession. A
geographical advantage the Central Eastside has over the Pearl District
is accessibility. One criticism of several new developments in the Pearl
District is that they are isolated from other office properties and
neighborhood amenities. Even when in the Central Eastside, which is
dotted by many desirable amenities throughout, spots across the river in
downtown are easy to get to on foot or by transit.

VACANCY.
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The flip-side of the building boom and consistently high
ranking for cranes in the sky is oversupply. Absorption has
not kept pace with new supply. With an annual average of
79,000 SF of new supply across the river in downtown since
2009 but only 6,000 SF of net absorption over the same
period annually. There is significant space on the market
that will require significant out of market investment to
stabilize. To the benefit of all properties in the Central
Eastside, it outperforms other close-in submarkets. Over
the same period, the average annual net absorption was
44,000 SF after 49,000 SF of new supply. With the net
absorption is still negative, this area of the market is
comparatively much healthier.

NET
ABSORPTION.
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Because of the unique nature of how the Central Eastside
developed, the typical distinction between Class A and Class B
properties is not commonly referenced. Rather, new construction
and adaptive reuse are the de facto property classes. Product built
new is more efficient and has the luxury of being designed
contemporaneously with industry trends. The upside to adaptive
reuse is the creative energy that certain companies appreciate
providing their employees. However, the historical draw of these
properties does not show to be valued as much as the flexibility
and quality of new construction properties.

RENT.
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IG1 WITH
OFFICE

72,000

1. 2.



IG1 WITH
OFFICE

80,000

3. 4.



EX 120,000

5.

46,000

6.

IG1 WITH
OFFICE



46,000

8.

IG1 WITH
OFFICE

7.

IG1 WITH
OFFICE











Consisting of retail, industrial office, and production space, the
Drive-in experience metaphorically hints to the production process
with space for collaboration, creation and illustration. Visionary
tenants step onto 7th Avenue to pick up a latte from the local
coffee roaster that blends with other producer tenants in the
newly activated retail corridor. Parking (194 stalls) serves the
property and community, alleviating considerable burden placed
against on-street parking. 
 
Entering the Drive-in, tenants on the third floor have smaller
options to make costs manageable with flexible lease terms.
Floors 1-3 boast "collaboration" floors with industrial office as well
as production space that serves as both an amenity and source of
revenue with its shared equipment "PLAYGROUND" studios and
membership. More established companies that require more
space will be drawn to the upper "creation" floors, where visions
start to truly become realities. 
 
Views of Mt. Hood are abundant on all east-facing suites.
Downtown is clearly visible starting on the third floor from the
north-facing and northwest-corner units. South waterfront views
are visible starting on the third floor from the south-facing and
southwest-corner units. The fifth and seventh floors both have
eco-roofs and the seventh floor has a one-of-a-kind tenant
amenity in the form of a rooftop cinema viewing space. 
 
Adaptable to the season, the space can hold a film screen, a
stage for musicians, or an exhibition space for artists and
photographers. In sum, fruits of labor are celebrated in the form
of "illustration." Tenants and community members come together
to support and cheers to the production process with the Drive-
in's eighth floor rooftop bar and outdoor space with 360 degree
views of Mt. Hood, downtown, and South Waterfront. Be a part of
the spark that ignites The Vision District. Bring your idea. Bring
your drive. 
 
The Drive-in produces the visions of your life.
 

"THE DRIVE-IN"
The "Drive-in" in its full form

produces the visions of your life,
your company, and your future. 

the Drive-in
collaborate.

Create.

illustrate.

the visions of your life.
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the Drive-in

The pantry

 

next to the Drive-in
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FLOOR 8

FLOOR 7

FLOOR 6

FLOOR 5

FLOOR 4

FLOOR 3

FLOORS 1-2

9,000 SF
1,000 SF
RETAIL

 P
R

O
G

R
A

M
.

INDUSTRIAL 

OFFICE
MISC. ECO-ROOF

= OUTDOOR COMMON AREA

TOTAL (SF)

20,0007,000 SF

16,000 SF

21,000 SF

25,000 SF 7,000 SF

30,000 SF

19,000 SF

68,000 SF

PARKING

4,000 SF

RETAIL

30,000

30,000

40,000

40,000

40,000

80,000

7,000 SF

15,000 SF
PRODUCTION

the Drive-in
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1,000 SF
2,000 SF

COMMON

AREA

4,000 SF

9,000 SF

5,000 SF

10,000 SF

6,000 SF

8,000 SF

3,000 SF

3,000 SF



CARTS

PARKING

SPACES

COMMON USE

COMMON AREA

12 4,808 SF

STALLS SF

8

1

1

22 STALLS 10,000 SF

The pantry

 

next to the Drive-in

3,000 SF

1,000 SF

1,392 SF

FOOD POD/NRA: 4,608 SF

COMMON/PARKING: 5,392 SF
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The Drive-in Floor 3 Visual Aesthetic Concepts

collaborate.
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The Drive-in Floor 3 Visual Aesthetic Concepts

collaborate.
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The Drive-in Floor 5 Visual Aesthetic Concepts

Create.
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Rendering of Mt. Hood Views and Rooftop Experience
(Render: Sarut Choothian)



The Drive-in Floor 7 Community Rooftop 
Cinema Visual Aesthetic Concepts

Illustrate.

PAGE 54 DEVELOPMENT PROPOSAL



the D
rive-

in

Producer space fo
r visionaries

Rendering of Bird's Eye View of The Drive-in with the Portland
skyline behind it (Render: Sarut Choothian)







The Drive-in Floor 8 Rooftop Bar 
Visual Aesthetic Concepts

Illustrate.
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The pantry

 

next to the Drive-in
The Pantry food cart pod on the quarter block
site located at the corner of 7th & Madison is a
true amenity to the project as well as the
general public. The recent decline in foodcart
space in the central eastside and across
Portland in general, and the accompanying
public outcry at the loss of these spaces, has
illustrated a real need for this use. Not only
would the 12 food carts on this site serve the
workers and other daytime users of the Drive-in
but they would provide a great lunch and dinner
spot for an area that is relatively devoid of other
eateries, especially for folks waiting to see a
movie at our rooftop cinema. Not only will this
site be an excellent amenity for the project
currently it will fit in with the longer term
greenloop plan for 7th Avenue, with an increase
in pedestrian and bike traffic bringing customers
in at increasing rates. Additionally, for the low
cost per square feet and minimal site work this
use creates excellent revenue and pays for itself
in 5 years or less.
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The Pantry Food Cart Pod 
 "Concessions " on 
adjacent quarter block 

The pantry

 

next to the Drive-in
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TENANT
PROFILE.

FLOOR 1: RETAIL

Brew Dr. Kombucha

Labrewatory

Division Wines

Underwood Wines

Coava Coffee Roasters

This retail space is 4,000 SF and
could be used by up to two
different tenants. In order to
activate the ground floor, the
hope is to attract a food or
beverage tenant.

FLOOR 2: NONE (MEZZANINE) 

FLOOR 3: INDUSTRIAL OFFICE

AO Productions

Aberdeen Row

Productions

4G Clinical: Med Tech

 

[small-scale photographers,

videographers, ad agencies,

music producers]

This floor has a collaborative
layout with 15,000 SF of common
area that can be utilized by
members for production space
with a coworking-style structure.
The suites will be approximately
700 SF and leased on flexible
terms to allow for active growth
and assure maximum possible
occupancy.

FLOOR 4: INDUSTRIAL OFFICE

This floor will be for more
established companies that
require slightly larger space. This
floor is also a good fit for tenants
on floor 3 that expand and
require more room to flourish.

Uncorked Production

Agency

Murmur Creative

Rooftop Cinema Club
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TENANT
PROFILE.

FLOOR 5: INDUSTRIAL OFFICE

Dot Dot Dash

Mathis Potenio

Laika

This floor will mirror the 4th.

Fish Marketing     

Watson Creative     

Marmoset     

Roundhouse

This floor will be for more
exclusive tenants who want to
have easier access to the rooftop
amenities and Willamette River.

FLOOR 8: INDUSTRIAL OFFICE

One tenant will occupy this
quarter block-sized section of the
building and have nearly
unobstructed 360-degree views.

Gensler     

Yessler

FLOOR 6: INDUSTRIAL OFFICE

RGA     

R/West     

Swift Agency     

This floor will mirror the 4th.

FLOOR 8: ROOFTOP

One tenant will occupy this 1,000
square foot rooftop retail space
that has views of Mt. Hood.

Shine Distillery

FLOOR 7: INDUSTRIAL OFFICE

FLOOR 7: COMMON AREA

Outdoor common area on floor 7
will be used for events hosted by
tenants, like Rooftop Cinema Club.
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TENANT
HIGHLIGHT .

As a company, Rooftop Cinema Club stands for social
cinema. When Unfold Development approached the
company, the Community Manager, Maria, stated "We
currently have five locations across the US, three of them are
partnerships with hotel venues and two are entirely operated
by us; [we're looking] to expand our brand." Since they hope
to express their brand in test markets before choosing a final
venue after a couple of years, the company was interested in
a potential partnership. Rooftop Cinema Club would occupy
one of the third floor 700 SF office spaces and assist with
rooftop cinema experiences at the Drive-in's community
rooftop for a tenant concession. They'd provide headphones,
deck chairs, cozy blankets, iconic movies, and snacks.
Tenants and friends could enjoy the experience and also
request to illustrate their own visions that have become
reality at the Drive-in -- all on screen.  As Rooftop Cinema 
 Club says: Join the Movement!

Watch Rooftop Cinema
Club's Reel

HERE
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FINANCIAL
SUMMARY.

The redevelopment financing plan described
herein is driven by several considerations, including
the Menashe family’s long-term vision for the
property as well as the reality of the current
market for office assets located in the close-in
Southeast submarket. The development plan was
formulated to balance the family’s desire to create
a truly unique project with the necessity of a
conservative capitalization due to the overall
project size, amount of new industrial office supply
being delivered in the close-in Southeast market,
and the cyclicality of the regional economy.
 
The following financial plan covers the basic inputs
and outputs of the Drive-in project. One of the key
differences for this model is the creation of
sufficient returns, not through a quick stabilization
period and reversion to another owner, but a long-
term hold of the project. The share of uses is
almost evenly divided between debt and equity as
is typical of projects undertaken by the family.
While this rather large equity stake may limit short
term returns it significantly reduces overall risk,
maximizes net cash flow after debt service and
increases the risk-adjusted returns over the lifetime
of the project.

PAGE 70 FINANCIAL PLAN



Lease rates are assumed
highest for the industrial office
tenants based on comparable
projects discussed in this report.
These rates start at $26 triple-
net for small scale office
tenants on the 3rd floor. These
will be three-year leases and
tenants will share many common
elements. Tenants on upper
floors are expected to occupy
larger floor plates with rates
ranging from $30 to $36 triple-
net five-year leases in space
which generally has attractive
view corridors to the north, east
and south.

INDUSTRIAL OFFICE

Three main tenant classes are modeled for this
project, with lease rates detailed below. Leases
will include a 3% annual rate increase across all
tenants, with lease rates readjusted to market
at tenant turnover.

All tenants will have access to
the shared production spaces
on the 3rd floor through a
monthly membership fee of
$500. This membership fee
will allow reservable access
privileges to these spaces as
well as use of the media
production equipment
provided therein.

PAY-PER-MEMBERSHIP

PRODUCTION SPACE:

"THE PLAYGROUND"

Four retail tenants on the
ground floor and one
rooftop retail tenant will pay
$28 triple-net.

RETAIL

Parking will be a large revenue
generator for this project with a
 monthly rate of  $200 for
reserved  stalls, with daytime
parking priority given to
tenants. Additionally, daily,
weekend, and hourly parking
will be available to the public in
the structure. The “Pantry” food
cart pod located on the
adjacent quarter block will also
receive revenue from food cart
tenants at $600 per month/per
stall.

OTHER INCOME

FINANCIAL PLAN PAGE 71

 
INCOME.

*NNN rates based on location in building (amenity space/floor)
^ = per-month membership rate



EXPENSES.
Expense data was generated from comparable
larger scale industrial office projects and is
projected at $9.25 per net rentable SF totaling
to $1,238,967 in year one, upon stabilization.

LEASING
ASSUMPTIONS.

Given market conditions and industry standards, we have
utilized the following assumption for Tenant Improvements
(TI's), Leasing Commissions (LC's), free rent, and expected
down time. With access to Argus, we were able to calculate
these turnover costs and plug them directly into our cashflow
report. Initial TI’s are assumed to be $80-$90 per square
foot for industrial office tenants; new and renewal leases on
second generation space are between $10-$30 per square
foot.  Leasing commissions for retail space are 6 percent per
lease year for new leases and 3 percent per lease year for
renewal leases. Industrial Office space leasing commissions
are 7.5 percent for new leases and 3.75 percent for renew.
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*Soft costs assigned by % of SF by NRA
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FINANCING.

The long-term hold strategy of the
owners significantly reduces one of
the primary risk factors associated
with almost all new development
projects – a near term construction
loan maturity.  Rather than procure
the construction loan from a
traditional bank, which typically
provide loan terms of less than five
years, the construction loan will be
provided by a life insurance
company. At the conclusion of
construction, the lender will
automatically convert the
construction loan to a long term,
fixed-rate permanent loan (thereby
avoiding the risk inherent in a
construction loan maturity
refinancing if/when market
conditions soften). This loan product
is attainable due to the amount of
upfront equity put into the project by
the ownership, which has created a
relatively low leverage loan amount
[51% loan-to-cost]. This loan will also
allow for cash-out of any surplus
equity at perm conversion.

The Menashe family will often
utilize a line of credit to
supplement their equity in order to
complete construction and elect
not to take out a construction loan.
However, it was decided that this is
not a realistic assumption for
calculating market-based returns,
and we elected to model taking out
a construction-to-permanent loan
provided by a life company. A safe
spread for construction debt
currently would be at 300bps over
LIBOR (approximately 5.25% all-in).
This is a relatively conservative
assumption given the large amount
of equity contributed by the
ownership, sponsorship experience
and strength of the property
location. This construction-to-
permanent loan conversion feature
eliminates near term repayment risk
in the event office market
conditions soften.

Also, this loan type would allow for
periodic re-sizing if market conditions
or development expectations change
throughout the course of the project.
The permanent loan is sized off half the
value of the project at a 6% cap rate
valuation using the year two NOI. To
account for the future uncertainty of
interest rates and the debt markets, our
base case model assumes a slightly
higher index (10 yr UST) that the current
spot rate and a slightly higher spread
than what would be available in the
market today (resulting in a 4.1% fixed
rate).  This interest rate assumption
results in a 1.75 DSCR. In order to stress
test our base case assumption for the
permanent loan interest rate we
calculated a payment based on a 5.0%
interest rate, resulting in a 1.8 DSCR
and cash-on-cash returns above 17%.

CONSTRUCTION TO 

PERMANENT LOAN 

CONVERSION

LONG-TERM HOLD
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The unpredictability of construction costs and escalation of those costs has stymied many
projects in the Portland Metro area over the last 5-7 years. Bearing this in mind the Drive-in
development team has worked with LMC and Turner Construction, builders with extensive
commercial experience in the Portland metro area, to develop accurate cost assumptions.
Our cost model anticipates a 5 percent hard cost escalation between now and construction
start in one year, as well as carrying a 5 percent contingency. Returns have been calculated
using our assumed hard costs but an increase to hard costs of 5 percent still returns a
6.55 percent yield-on-cost, which is sufficient to continue with the project.

CONSTRUCTION COSTS
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CONSTRUCTION COSTS

The four large warehouse structures that
currently sit on the full block site are
slated for full tear down (with some
timbers and brick to be saved for accents
and furniture in the new development).
Demolition costs are also accompanied
with extensive allowances for
Environmental remediation and 
haz-mat abatement.

Aside from the lobby/common and retail
areas on the ground floor facing SE 7th
Avenue these two floors will be composed
entirely of parking with heavy concrete
construction. Costs for these two floors
have been increased from standard
structure parking to cover glazing and
architectural sheet metal skin to conform
with the overall aesthetic of the building.

PARKING GARAGE

FLOORS 1-2

EXISTING STRUCTURES

These floors will be constructed with a
shared creative office/production space
minded end user. On floors three and four
spaces will be built out more extensively
prior to lease-up, limiting TI allowances.
While on the upper floors with larger
office spaces TI allowances and options
increase. These floors will be built with
cast-in-place concrete with two separate
elevator shafts, extensive exterior glazing,
and increased roof spaces allowing
tenant access and conforming to the
city’s ecoroof standards.

The Pantry space is composed of the 10,000
SF quarter block adjacent to the full block site
and is slated to be converted into a food cart
pod with parking and a small, permanent
common use building containing restrooms
and larger prep space. This site will need to
have new water, sewer, and electrical taps
installed for each of the 12 food cart stalls;
additionally, the Pantry will require a trash
enclosure and covered seating area. Eight
parking spaces will also be created on the site
to allow for deliveries and customer parking.

PANTRY FOOD CARTS

INDUSTRIAL OFFICE

FLOORS 3-8

INDUSTRIAL OFFICE

61%

PARKING GARAGE

34%

RETAIL3%

PARKING GARAGE
34%

INDUSTRIAL
OFFICE

61%

RETAIL
3%

PANTRY
2%

Construction Costs as % of NRA
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PRE-DEVELOPMENT

SITE ANALYSIS

DESIGN: SD

DESIGN: DD

DESIGN: CD

Tasks Aug-19 Mar-20 Sep-20 April-21 Oct-21 May-22 Dec-22

DESIGN REVIEW

PERMITTING

FUNDING

CLOSING

CONSTRUCTION

SITE WORK

FOUNDATIONS/ELEVATOR
SHAFTS

PARKING

PT DECKS

CORE & SHELL

CORE BUILDOUT

PANTRY

CofO

LEASE-UP/OCCUPANCY

TI'S

LEASE-UP

D
E

V
E
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P

M
E
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M

E
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N
E

.
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ALTERNATIVE
SCENARIOS.

Currently, the full block site is
home to four different
businesses that either sell or
build furniture, ranging from
discount office furniture to
custom bamboo pieces. The
adjacent ¼ block is home to a
drive-through coffee stand,
parking, and a billboard. The
property has been owned by the
Menashe’s since 1993 and has
produced minimal but consistent
returns throughout its ownership.
While continuing to use the sites
in their current use is a viable
option, the amount of growth in
this area as well as other
successful projects indicates this
area could support a
denser/larger use.

1.
Continue in 
Existing Use. 
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While increasing building size was contemplated there were several factors that
drove the decision to stay at eight stories and not build higher and increase net
rentable area. The key determining factor driving this decision was that the
building changes that would be needed to achieve the FAR bonus to go from the
current 3:1 industrial office FAR to a 4:1. These changes would include
dedicating most of the ground floor to industrial production or similar uses,
providing freight access/facilities, and increasing ground floor height. While
returns are within acceptable ranges, the variety of users in this building would
be difficult to blend into one cohesive space. Additionally, the purpose-built
ground floor could prove difficult to reengineer if market demand or zoning
changed.

2.
Larger 
Industrial
Office.

Due to the overall lack of parking in this area of town a large above-ground
parking garage was considered as a placeholder for future site development
when construction costs come down or zoning changes. In analyzing this
scenario, a 3 story parking garage with 297 stalls was assumed. Income would be
generated from monthly permit holders, day, and hourly users. While this use
would be in high demand the moment construction was complete, overall costs
would be high in comparison to revenue and the structure could prove difficult to
convert to other uses depending on market demand.

3.
Parking 
Only.
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THE VISION
DISTRICT.

the Drive-inAT  T H E  V I S I O N  D I S T R I C T

The Drive-in is a spark ready to
ignite a more coherent brand
for the Central Eastside.
Portland is full of unique
neighborhoods that fit each
community within it. What is
missing is a district full of
visionaries who wake up with
the drive to collaborate, create,
and illustrate. The Drive-in's  
 purposeful push toward
"visionary" tenants, its ease of
access, its rooftop cinema, as
well its iconic full city block will
be the start of a new
movement. 
Meet: The Vision District.
Where ideas become realities.
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GROUND LEASE
SUMMARY.
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GROUND LESSOR:  A SPECIAL PURPOSE, BANKRUPTCY REMOTE DELAWARE LLC FORMED EXCLUSIVELY FOR THE PURPOSE OF OWNING
THE LAND UNDERLYING THE PROPERTY AND LEASING THE LAND DESCRIBED HEREIN TO GROUND LESSEE UNDER A 99-YEAR GROUND
LEASE.  THE GROUND LESSOR S.P.E. WILL BE OWNED BY THE HAWTHORNE LAND FOUNDATION TRUST, A TRUST ESTABLISHED BY
MORRISON STREET CAPITAL TO PROVIDE INCOME TO 501(C)(3) CHARITABLE ORGANIZATIONS SUPPORTED BY THE MENASHE FAMILY
FOUNDATION.  THE TRUSTS ARE ADMINISTERED BY AN INDEPENDENT TRUSTEE WHO HAS FIDUCIARY RESPONSIBILITY AND FULL
AUTHORITY TO MANAGE AND CONTROL THE TRUST ASSETS AND ENSURE DISTRIBUTION OF TRUST INCOME TO ITS INCOME
BENEFICIARIES. 
 
GROUND LESSEE: THE DRIVE-IN LLC, A SPECIAL PURPOSE, BANKRUPTCY-REMOTE DELAWARE LIMITED LIABILITY COMPANY FORMED TO
OWN THE IMPROVEMENTS LOCATED ON THE PROPERTY AND LEASING THE UNDERLYING LAND UNDER A 99 YEAR GROUND LEASE AS
DESCRIBED HEREIN.
 
LEASE PROPERTY:  APPROXIMATELY 1.25 ACRES / 50,000 SQ. FT. (THE “LAND”) UNDERLYING THE DRIVE-IN DEVELOPMENT, CONTAINING
124,500 SQ. FT. OF NET RENTABLE AREA LOCATED AT SE 7TH & SE HAWTHORNE (EXACT LOCATION TO BE CONFIRMED BY SURVEYOR
WITH LEGAL DESCRIPTION).
 
FORM OF GROUND LEASE:  THE GROUND LEASE IS AN ABSOLUTE TRIPLE NET LEASE WITH THE GROUND LESSEE RESPONSIBLE FOR ALL
EXPENSES RELATED TO THE PROPERTY AND THE LAND.  THE GROUND LEASE WILL BE STRUCTURED TO COMPLY WITH THE GROUND
LEASE STANDARDS RECOMMENDED BY THE COMMERCIAL REAL ESTATE FINANCE COUNCIL.  
 
GROUND LEASE TERMS:  
COMMENCEMENT DATE – JANUARY 1, 2023
TERM – 99 YEARS
ANNUAL RENT – YEAR 1-10 $316,989; THEREAFTER INCREASE 3% EVERY 10 YEARS.
MORTGAGING – THE GROUND LESSEE HAS THE RIGHT TO MORTGAGE ITS INTEREST IN THE PROPERTY WITHOUT CONSENT (BUT WITH
PRIOR WRITTEN NOTICE) OF THE GROUND LESSOR.  THE GROUND LESSEE’S INTEREST IN THE PROPERTY IS ASSIGNABLE TO THE
MORTGAGEE, ITS S&A, WITHOUT CONSENT (BUT WITH PRIOR WRITTEN NOTICE) OF THE GROUND LESSOR. THE GROUND LEASE
CONTAINS MORTGAGEE PROTECTIONS AND MEETS TERMS RECOMMENDED BY THE COMMERCIAL REAL ESTATE FINANCE COUNCIL.  
PURCHASE OPTION – THE GROUND LESSEE HAS THE OPTION TO PURCHASE THE LAND AT THE END OF THE TERM FOR 95% OF FAIR
MARKET VALUE AS DETERMINED BY AN OBJECTIVE APPRAISAL MECHANISM.
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PRO FORMA.
APPENDIX PAGE 91 - 99
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