Matthew Shatz, 33
Director in the Capital Advisory
Division at B6 Real Estate Advisors

“I'm probably more productive and busier
than I've ever been in my career,” Matthew
Shatz told CO. “I've been working out of my
apartment in Hudson Yards where 1 reside
with my wife and dog, though our office —
which I'm looking forward to going back to
— has now reopened on a limited capacity
basis”

The early days of the pandemic brought
the industry to a screeching halt, as atten-
tions turned to asset management and
damage control, but green shoots of deal
activity started to emerge during the summer
months, Shatz said. “There was a real uptick
in both liquidity and deal activity for multi-
family, mixed-use, industrial, adaptive re-use
and self-storage assets at all points in the deal
life cycle. Our team has closed a handful of
transactions in the last go days, with several
more scheduled closings before the upcom-
ing election”

Indeed, one whopper that B6 has in the
pipeline is $1.2 billion in debt and equity
financing for the three-phase development
of a 1.550-key resort hotel and 800 residential
condominiums in Orlando, Fla.

“The deal is still in the pre-development
stage, but preliminary conversations we've
had with capital providers have been very
positive,” Shatz said. "With first occupancy of
the hotel portion anticipated to beabout three
years from the initial construction financ-
ing, we believe the deal's compelling funda-
mentals and demand drivers remain largely
unchanged in a post-COVID [shutdown]
world”

Even before the pandemic, capital provid-
ers were starting to be more selective in their
transaction participation, advance rate and
last dollar basis, Shatz said, which the pan-
demic has only amplified.

“That being said, lenders by nature of their
business model have to put out capital in
order to make money,” he said. "While they're
continuing to be judicious and picking their
spots, we're seeing that more lenders can
confidently quote and close deals as they've
had six months to refine their underwrit-
ing, determine the appropriate leverage, and
calculate the associated yield premiums for
COVID-19-related risks™

A graduate of the Kelley School of Business
at Indiana University, Shatz held positions
at JPMorgan Chase, Related Companies and
Meridian Capital Group before landing at B6
last October.

“In speaking with Paul Massey, Joe
Tufariello and the rest of the team, I realized
that what they were building at B6 was going
to be something very special,” Shatz said. "1
jumped at the opportunity and looked at it
as a chance to help build the business from
the ground up, alongside very well-respected
and highly successful industry veterans. The
ethos of the company is all about collabora-
tion, and that was something that I was abso-
lutely on board with*

His favorite part of the job is his ability to
work on highly structured finance deals with
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some of the industry’s top names. “Every day
is a new challenge, and 1 enjoy being able to
figure that out — it keeps me on my toes.” he
said. *I'm also very competitive, and I think
there’s nothing more competitive than New
York City real estate”

Fun fact: Brian Shatz, co-founder of
Madison Realty Capital, is his first cousin.
“He was one of the people that really inspired
me to make the move into real estate,” Shatz
said. “It's been great having the opportunity
to work with him as both a client and as a
lender” — C.Cunningham

Eric Siegel, 33
Assistant vice president at Basis
Investment Group

Eric Siegel’s rise in the real estate industry
was anything but typical.

Born in Bogota, Colombia, Siegel was
adopted and grew up on Long Island. After
enrolling in the University of Rochester to
study psychology, he had a realization that

changed the trajectory of hislife.

“Irealized that Iwas the only person I knew
paying for their own education,” Siegel said. "1
started thinking about the fact that I was tak-
ingon loans, and started thinking about what
my obligations were and what my earning
potential would be. I became so interested in
personal finance that 1 decided to move back
to New York to network.*

After completing an undergraduate busi-
ness degree at Baruch College in finance
and investment during the Great Recession,
he said that he struggled to find work that
matched his ambition and interests.

“It was pretty tough at the time” he
recalled. “But, one day. 1 heard someone
talking at a restaurant about their investment
banking job. So T approached them and said,
‘Hey, look, I'm really interested in what you
do. Could we talk further?™

Thanks to that conversation, Siegel spent
most of the next four years as an invest-
ment banking analyst and strategic adviser at
Seidman and Co., a small valuation-oriented

nt bank. His longtime i in
real estate eventually led him to Arbor Realty
Trust, where he did structured finance for
Class B and C multifamily properties.

“I got interested in real estate because,
during college, Isaw how the world could melt
down, how a country like Greece could have

s, because a few people in Arizona
and Florida didnt pay their mortgages,” he
said. "I was fascinated by that”

After essentially restarting his career at
Arbor Realty, Siegel was able to leverage his
expertise for Basis Investment Group, where
he now works on all types of asset classes.

“The diversified portfolio that we have at
Basis [Investment] means that I can workon a
more sophisticated variety of property types,
from ground-up developments to hotels and
self-storage," he said. “Ilove that challenge.”

In June, Siegel worked on a $22 million
structured equity investment for a 996-unit
multifamily property in Indianapolis. The
investment was part of a $124 million capital-
ization that involved backing a $97.25 million
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