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STATEMENT OF INTENT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

The Continuum Company is pleased to submit this proposal to the City of North Miami to lease the
approximately 183.85 acres known as the Biscayne Landing site in order to lead the successful redevelopment of the

property.

Excited by the opportunity to design and develop a premiere muiti-use destination for residents, business
interests and year round visitors, motivated by the prospect to promote economic growth for the City of North Miami and
members of its community through small business participation and job opportunities, and inspired to lead a
redevelopment which will reflect the multicultural aspects of the surrounding community and which will redefine the
Biscayne Landing site as a pioneer in green construction and a model for large-scale developments, we respectfully

submit this proposal for your consideration.

The Continuum Company distinguishes itself by at least two key factors which we believe will be essential to

the successful redevelopment of the property we refer to under the working title of Continuum @ NoMi.

Firstly, our 30-year successful track record of finding innovative solutions to complex problems which has led
to the development of a successful portfolio of hospitality, residential and retail properties in major metropolitan centers.
One of the many exemplary examples of our attention to excellence which is a part of each of our developments is our
world class development - The Continuum on South Beach. The Continuum on South Beach evidences our
capabilities to develop large scale projects of quality and catalytic impact. Our history further demonstrates our ability
to be creative both in design and planning, and to ultimately, navigate the many inevitable challenges and intricacies of

a project like Continuum @ NoMi.

Secondly, we believe our ability to identify, assemble and then lead the best of the best in terms of experts and
consultants will be vital fo the success of Continuum @ NoMi. Early in this process, we recognized the need tc identify
and resolve key issues related to this development, to highlight and to implement the concepts which are valued by the
City of North Miami and its residents, and to include talented, diverse team members who will make a valuable

contribution to the success of Continuum @ NoMi and the larger North Miami community.

Indeed, these bompelling considerations were paramount in our decision to bring HDR Engineering, inc. on as
an integral part of our team. HDR Engineering Inc. has extensive experience dealing with this site and possesses a

singutar knowledge and expertise of its environmental issues and their successful resolution.

More recently, in noting the dual goals of developing a medical pavilion on site and integrating professional
1



STATEMENT OF INTENT

THE CONTINUUM COMPANY, LLC
990 Madison Avenue
New York, NY 10022

members of the local community into the development process, we recently brought Dr. Smith Joseph of the Universal
Medical Centre of North Miami to our team to lead the healthcare development.

To insure the most creative, futuristic and effective design and implementation of a LEED-ND Transit
Oriented Development (TOD), we have added a distinguished expert in this field, and tenured Professor at FIU - Dr.
Sylvan Jofibois of JHS & Associates of North Miami.

Finally, The Continuum Company has over the years, placed a premium on identifying the appropriate
financing partners, retail partners, architects, engineers and other essential experts. Our thirty years of success
evidence our keen ability to select team members. We have no less of an expectation that we will continue fo bring

together a team that will result in bringing to life our vision of Continuum @ NoMi.

Again, we thank you for the opportunity to submit this proposal and we look forward to discussing it in further

detail.
If you have any questions regarding the proposal, please direct them to;

Michae! J. Merola
General Counsel
The Continuum Company
590 Madison Avenus
New York, NY 10022
(212) 554-3700



PRELIMINARY PROGRAM CONCEPT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

Continuum @ NoMi intends to be a LEED-ND certified, master planned, mixed use community developed by the
Continuum Company, one of South Florida's most experienced and successful developers. Continuum’s master

development plan will achieve the following goals:

(i) to make the Continuum @ Nomi & premiere year round destination in South
Florida for residents, visitors and business interests alike by offering a unique
and diverse setting for retail, residential, hospitality, business, entertainment and

public use;

(i) to make Continuum @ NoMi a pioneer in green construction and to create one of
the most energy self-sufficient transit oriented developments in Miami Dade

County,

(i) to create a community which reflects the vibrant character of the local
community; and

(iv} to promote long lasting economic growth by providing tangible and immediate
business and employment opportunities to its residents and the residents of its
surrounding communities as well as yielding significant financial retums to the

City of North Miami.

Key types of tenants or users

Continuum @ NoMi intends to develop a thriving community which will include, but not be fimited to, the following

potential uses:
(A) Retail Sales and Service — Big Box Users; Luxury Outlet; Restaurants, Boutique

Shops; Community Based Franchises

(B) Residential — Assisted Living Facilities: Student Dormitories; Luxury Rentals (with
conversion to ownership based on market conditions) ; Long Term Corporate Lease

Residences;

(C) Hospitality - One or more 150+ room 3 or 4 Star Hotels to be developed by a TBD
Local Business hotel developer with facilities for public { private meetings and forums
(We would be quite receptive to including any local, minority or small business hotel

developers),

(D) Office — State of the Art Outpatient Medical Pavilion; Office space for tenants that can
establish working relationships with institufions of higher education in the City of
North Miami (i.e. FIU, Johnson & Wales, Barry University and Miami Dade College);
Movie and/for Film Production facilities; Bio-medicalftechnological research offices;



PRELIMINARY PROGRAM CONCEPT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

(E) Public Uses - Passive and active park facilities, bike paths and parking — Continuum
@ NoMi will provide active and passive open space/ recreation areas within the site
and a maximum of 5 acres for a water booster pump station and storage facility;

(F) Entertainment - Identification and development of a catalytic entertainment showcase
similar to a Cirque du Soleil / Blue Man Las Vegas feature/ possible Gaming (if
desired by the residents of North Miami) ; Fountain Water feature at entrance to

Continuum @ NoMi
Anticipated Phasing

We anticipate the first stage of the development to be the construction of the retail component of approximately
750,000 — 1,000,000 square feet. Because we have a big box retail tenant void analysis complete and because of
the initial interest that has been expressed to us by potential retail cccupants, we intend to initiate this portion of the
development immediately after the receipt of design and permitting approvals. Depending on the speed of CNM
approvals, existing market conditions and the absorption rate of retail operations, we expect the retail component to
be complete after 3 to 4 years. This first phase of Continuum @ NoMi will be developed in conjunction with a to be

determined retail developer/ retail REIT.

Concurrently with the retail development, Continuum @ NoMi will initiate the development of the hospitality
component as well as the development of a Medical Pavilion which will include an Assisted Living Residence to be

operated in conjunction with a top quality outpatient health care facility for our community residents.

Our Hospitality efforts will be spearheaded by a TBD local, minority or small business hotel developer. We anticipate
the construction of one or more 150+ room 3 or 4 Star hotels of approximately 150,000 — 250,000 square feet. To be

built as expeditiously as market conditions allow.

The health care efforts will be spearheaded by Dr. Smith Joseph, (a prominent North Miami physician) who will head
a consortium of outstanding health care professionals to facilitate the development of the Medical Pavilion,

After the completion of the retail component, we expect to begin construction on the residential component.

Continuum @ NoMi's Community Impact

Continuum @ NoMi is strongly committed to ensuring the maximum participation of qualified local businesses as

defined in the City of North Miami’s Local Business Program.



PRELIMINARY PROGRAM CONCEPT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

Local Businesses

After initial conversations with the leadership of the Greater North Miami Chamber of Commerce and city leaders, it is
critical that this project provide meaningful business opportunities for businesses in the City of North Miami and its

surrounding communities. Therefore,

(A) Continuum 2 NoMi will be in full compliance with the provisions of local business participation of
qualified local businesses as defined by the City of North Miami's Local Business Program;

(B) We will make all commercially reasonable efforts to achieve at least 25% Local Business Participation
in pre- construction, construction and post- construction phases of the project;

(C) We will conduct Quarterly community forums in partnership with the Greater North Miami Chamber of
Commerce of Commerce & other community groups to discuss and identify potential business &
employment opportunities for North Miami residents;

(D) We will seek to maximize the inclusion of community based franchises in retail tenant operations at
Continuum @ NoMi

Business and Employment Opportunities

One of the paramount goals of our development is to create business and job opportunities for members of the local
community. Through the multitude of job openings which will be created during both the development phase and
after the completion of the development, we not only hope to provide a job to local community members, but more
significantly, we hope to be able to allow these members to learn new skills and identify new career opportunities.
From learning about our green construction practices to the training which will be offered by hospitality, retail and
healthcare employers, potential employees will be given unique opportunities. We expect the development of the
retail component alone to result in over hundreds of retail related employment opportunities for the residents of the
CNM and our surrounding communities. These employment opportunities should range from entry level sales

associate positions to top level management positions.

Through the development of Community Based Franchises, we will enable new, talented entrepreneurs to become a
part of this vibrant commercial development. Working in conjunction with the Greater North Miami Chamber of
Commerce and the North Miami Community Development Agency, we will identify bright, promising future business
leaders that can meaningfully participate in the economic benefits of this development by combining their business

expertise with the tested experience of well established commercial tenants.



PRELIMINARY PROGRAM CONCEPT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

Green Construction Practices and Public Space

Continuum @ NoMi will be designed to be one of the most energy self-sufficient developments in Miami Dade
County. In addition to utilizing all modern, energy saving and cost efficient technology available to obtain an LEED-
ND designation, Continuum @ NoMi will utilize a grey water reclamation system that will recycle approximately 90-
95% of the water used at our development. Being sensitive to the particularly challenging water usage issues facing
the City of North Miami, Continuum @ NoMi will have a nominal impact on this precious resource despite the scope

and magnitude of our development.

As a “green" symbol of futuristic, intelligent and environmentally friendly water rectamation development in the City of
North Miami, Continuum @ NoMi intends to utilize the existing lake on site to develop a significant water fountain

feature to serve as a centerpiece at the 151%t Street entrance to our community.

This public element would serve as a defining destination showpiece for the City of North Miami while simultaneously
serving as an exemplary mode! of green construction. Additionally, Continuum @ NoMi will be designed as a Transit
Oriented Development (TOD). Thus, it will be designed to reduce auto dependence and encourage alternative modes
of transportation such as biking, car pooling, Miami Dade County Transit buses and the NoMi Shuttle. NoMi Shuttle
bus stops for local residents employed at or wishing to shop our community, bike paths and bicycle parking will

encourage an environmentally friendly and community inclusive development.

Continuum @ NoMi will provide active and passive open space/ recreation areas within the site and a maximum of

acres for a water booster pump station and storage facility.

Continuum @ Nomi as a “Year Round Destination”

The attraction of a multi-generational, economically representative spectrum of residents and shoppers, actuated by
a retail center composed of a diverse mix of product type, will play a seminal role in creating a year round consumer
base that will spawn additional redevelopment at Continuum @ NoMi and the surrounding North Miami community.
The vibrancy of the public use spaces, the meaningful business opportunities for local residents and entertainment

opportunities will drive year round people traffic to Continuum @ Nomi.



1. PROPOSER'S EXPERIENCE STATEMENT P[ASE SEE AT HMENT

a) Describe, in detail, the duration and extent of your business experience, with
special emphasis upon experience, if any, with large scale multi-use, public-
private and contaminated site development projects.

b) Also state, in detail, the names and pertinent experience of the persons who
will be directly involved in development and management of the operation.
List the names and locations of currently owned commercial real estate and
Proposer's percentage ownership, and any such facilities currently managed

by Proposer.

c¢) In addition, please provide photographs or other illustrative material depicting
projects that will demonstrate your ability to complete a quality project, also
describing the built environment surrounding any such developments.

The name and address should be given for each project identified, as well as
person’s familiar with the development who may respond to inquiries from the
City. Proposers should also identify their specific role and their individual

team members' role in each project.
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1. PROPOSER’S EXPERIENCE STATEMENT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

a) Describe, in detail, the duration and extent of your business experience with special emphasis
upon experience, if any with large scale, multi-use public-private and contaminated site

development projects.

The Continuum Company (“TCC') is a privately held real estate development firm based in New York City. TCC's
core business is the acquisition of development of residential (both for sale and rental housing), office, hospitality and
retail space in New York, Miami and Las Vegas. To date, TCC has developed more than 12 million square feet

totaling over $6.0 billion.

Under the direction of lan Bruce Eichner, the company's founder and chief executive officer, TCC's feam of real
estate professionals has a successful track record of developing complex, multi-phased projects from inception to
occupancy. The company is involved in all aspects of development, including acquisition and finance, design and

construction, sales and marketing, and project management.

TCC's team of real estate professionals has conceived of and implemented unique approaches to different types of
development opportunities in select markets. The company's overall approach takes into consideration all aspects of
each property. The development plan is always designed with a profound understanding of the marketplace in which

the property will be developed, sold or leased.

Under Mr. Eichner's guidance, TGCC has become skilled at establishing realistic and achievable development and
operating budgets as well as determining price points for sale, lease or rental that are realistic, achievable and
profitable to ownership. A world-class network of specialists in construction, engineering, design and marketing
complements TCC's in-house capabilities. Working with these practitioners, the TCC team makes sure that each
development achieves the highest performing results. In-house involvement in all phases of development ensures
that projects are carefully selected, planned and executed, that costs are controlled and the quality of the product is

delivered.

The Continuum on South Beach, The Cosmopolitan in Las Vegas and the Manhattan Club are exemplary of the type
of multi-use and complex projects have defined The Continuum Company. {Further descriptions of each project are
attached in the pages following the response to Section 1). These projects highlight the creativity of The Continuum



1. PROPOSER’S EXPERIENCE STATEMENT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

Company to think outside the box to develop multi-use projects which appeal to residents and business interests.
These projects further illustrate The Continuum Company's ability to (i) engage public officials fo create a
development that enhances the surrounding community; {ii) to identify and resolve complex development problems,
including, but not limited to, potential envircnmental problems, and {if} to engage the best of the best in terms of
consultants and experts to help determine from the onset the most appropriate development ideas and to help
navigate the project to completion. While these projects ultimately required no environmental contamination cleanup,
gach project as well as other projects in The Continuum Company's portfolio involved environmental due diligence
and action. The Continuum Company approach is to understand the issue and then engage top tier environmental
consultants, As such, HDR Engineering, Inc. has agreed to join The Confinuum Company team to address
environmental issues. HOR Engineering, Inc. has unparalleled experience dealing with this environmentally
challenged site and enjoys strong relationships with the relevant regulatory and governmental environmental

agencies including the CNIM's Public Works department.

b) Also state, in detail, the names and pertinent experience of the persons who will be directly
involved in development and management of the operation. List the names and locations of
currently owned commercial real estate and Proposer’s percentage ownership, and any such

facilities currently managed by Proposer.

A. lan Bruce Eichner
Chief Executive Officer lan Bruce Eichner, a seasoned developer of urban mixed-use propeties, has a proven track

record in real estate spanning more than three decades. His vast portfolio of projects in New York, Miami and Las
Vegas include City Spire, One Broadway Place, The Manhattan Club, The Royale and Montague Street built in
Brooklyn Heights. Outside of New York he has developed the Continuum, a 2-tower gated condominium community
in South Beach, and the Cosmopolitan, a 3,000 room resort and casino on the Las Vegas strip.

Mr. Eichner's acute business sense has produced a series of visionary real estate developments that have been
characterized by a creative mix of distinctive purpose-built properties. Each of these properties illustrates his
extensive real estate expertise and ability to take situations which others may find unachievable and off-putting, and
design and execute solutions which realize value for the developer. Mr. Eichner's notable development achievements

that were the first in their class include:



1. PROPOSER'S EXPERIENCE STATEMENT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

o First high-rise built in Brooklyn Heights since landmarks height legislation was passed in 1965 (Montague

Street, 1998)
« First urban timeshare in New York, with a new concept of being able to book stays one day at a time (The

Manhattan Club, 1996)

First and only beachfront gated community in South Beach (The Continuum, 2003-2008)

First development on the Las Vegas strip to employ an urban development mode!, maximizing a small (8.5
acre) site to its full square footage potential (6 %2 million square feef).

Mr. Eichner's career in real estate follows almost a decade in the criminal justice system, including terms as an
assistant District Attorney and program development chief of a gubernatorial agency during Nelson Rockefelier's

tenure.

B. William Wallace IV
William Wallace IV served as the Vice President of Development for Biscayne Landing, a 200 acre, master planned

community in South Florida. In addition to these development duties, he was also responsible for the development of
offsite projects, which included, but were not limited to an estimated 6,000 units of newly constructed or renovated
workforce housing; four brand new schools (2 High Schools; 1 Middle School & 1 Elementary School)
accommodating in excess of 5,000 students; an Olympic Training facility housing the combative sports of the

Olympic National Govering Boards; and a new, technologically modem public library.

Prior to that, Mr. Wallace was a Vice President of Forest City Ratner Companies, one of the premier real estate
development firms in the country. At Forest City, Mr. Wallace was responsible for the pre-development and
development of major real estate projects and the supervision of acquisitions, leasing, financing, construction and
operation of projects. Mr. Wallace assisted in developing a massive casino/hoteliretail center in Atlantic City; a
convention hotel in Miami Beach (Loews Miami Beach Hotel)(see attached brochure) ; a several acre power retail
center in the Bronx known as Fordham Plaza, and a Biotechnology Center on Manhattan's east side. He also
supervised the development of moderate income New York City Partnership housing at Atlantic Terminal (now known

as Barclay's Center)

Mr. Wallace previously served as the Chief Executive Officer of Latimer-Woods Economic Development Association,
Inc. where he was instrumental in the development of the first high technology business incubator for entrepreneurs

of color in the history of New York State at Metrotech Center in Brooklyn.



1. PROPOSER’S EXPERIENCE STATEMENT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022
Upon leaving -law school, he was a Law Clerk in Brooklyn Supreme Court, and served briefly as an associate

counsel in the Appellate Division of the Legal Aid Society.

C. Heinrich von Hanau
With over thirty years of experience overseeing more than $2.0 billion in development projects, Heinrich von Hanau

brings the powerful combinafion of capital market knowledge and real estate development background to The
Continuum Company. Since 1998, Von Hanau has served as Chief Development Officer for The Continuum
Company, providing expert oversight of the entire development process. Von Hanau is especially adept at securing
financing and successfully guiding the growth and sales operations of large-scale, mixed use residential projects.
Under his guidance, Von Hanau and the Continuum sales team achieved recordbreaking sales in terms of sales
volume and price per square foot for the North and South towers of The Continuum on South Beach.

D. Scott Aaron
Since 1996, Scott has been involved with and directed the development of over $450 million worth of residential

rental, condominium and hospitality projects in New York and Miami. His brief departure from The Continuum
Company from 2006 to 2009 was highlighted by his development of 100 West 18th Street, Chelsea's most successful

boutique residential development.

Mr. Aaron has returned as Chief Executive Officer of Acquisitions of The Continuum Company, the firm that launched
his career in the mid 90's. He is responsible for the Firm's strategic oversight of acquisitions and development.

In 2009, Mr. Aaron was named as one of New York's “Developers on the Rise” by Globe Street Magazine.

E. Leslie Eichner
Leslie is a seasoned real estate professional specializing in design and marketing. She has served as both President

of The Manhattan Club and Chief Creative Officer for the Cosmopolitan Resott in Las Vegas. With a professional
career focused on real estate product design and development as well as sales and marketing, Mrs. Eichner is a

critical part of the team that shapes each TCC development.

As President of The Manhattan Club, Mrs. Eichner was responsible for the conceptualization, design and
development of The Manhattan Club, New York City's first urban timeshare, and to date, the largest urban timeshare
development in the world. Mrs. Eichner also served as Chief Creative Officer for The Cosmopolitan Resort and

4



1. PROPOSER’S EXPERIENCE STATEMENT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022
Casino in Las Vegas, Nevada. In this capacity, she oversaw the design/development of the 6.5 million square foot

resort, including architecture and interior design of hotel rooms, condo-hotel suites, casino suites, casino, retail
atrium, meeting rooms, beach club, night club, pool decks spa, theater, restaurant spaces, signage, and all other
related spaces. In addition, she was responsible for the conceptualization and development of the overall branding
strategy and positioning of the property and was instrumental in the successful marketing of the condo-hote! product.

Mrs. Eichner's career has spanned three decades with both corporate and entrepreneurial experiences. Prior to her
work in real estate, she headed a consulting practice which specialized in creative problem solving and the design of
strategic sales and marketing initiatives for financial institutions and smali business owners. Her 30-year career also

includes 17 years as an executive at a major financial institution.

F. Seth Goldman
Seth Goldman joined The Continuum Company LLC in 2004 and is currently the Development Director. With over 10

years of experience completing over $200 million in hospitality, residential condominium, student housing,
commercial retail and parking garage development projects, Mr. Goldman is valued for his wide range of expertise
and proven track record in the field. Over the course of his career, Mr. Goldman has been involved in all aspects of

the development process including analysis, acquisition, planning, approval, implementation, delivery, and

management.

Since joining The Continuum Company, Mr. Goldman has completed a renovation conversion of The Manhattan
Club, New York City's first timeshare property, and development of the Continuum Il on South Beach, a 37-story

residential condominium mixed-use building.

Mr. Goldman holds a Master's Degree in Real Estate Finance from New York University and a Bachelor's of Arts

Degree from Ithaca College.

G. Michael Merola
Michael Merola joined The Continuum Company LLC in 2010 as General Counsel. With more than a decade of legal

experience at major Manhattan law firms including Weil Gotshal & Manges and Cahill Gordon & Reindel, Mr. Merola
has structured, negotiated and managed a variety of acquisition and finance transactions. Additionally, he has
served as the outside general counsel to companies from their nascent stages through their development into more
mature companies. In this capacity, he has become intimately involved in the business affairs of these companies

5



1. PROPOSER’S EXPERIENCE STATEMENT

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022
and provided counsel on an array of legal matters.  Most recently, Mr. Merola served in a business capacity in the

institutional wealth management group of a major financial institution.

Mr. Merola holds a J.D. degree with honors from Harvard Law School and a Bachelor's degree from Frankliin &

Marshall College.

Below please find a list of commercially owned real estate currently owned and managed by the Proposer.

The Proposer owns one hundred (100%) of the below properties.

1. Commercial retail space at The Continuum on South Beach (Miami, FL)
Address: South Pointe Drive, Miami Beach FL 33139
2. Additionally, at The Continuum on South Beach, the Proposer owns and manages 28 rental condominiums

of approximately 52,000 square feet
3. The Manhattan Club (New York, NY)

Address: 200 West 561 Street, New York, NY 10019
4. Commercial retail space in East Hampton, New York

Address: 87 Main Street, East Hampton, NY 11937
5. A number of brownstones in Brooklyn, NY

¢) In addition, please provide photographs or other illustrative material depicting projects that will
demonstrate your ability to complete a quality project, also describing the built environment
surrounding any such developments.

The name and address should be given for each project identified, as well as person’s familiar with
the development who may respond to inquiries from the City. Proposers should identify their
specific role and their individual team members’ role in each project.

Attached find an illustrative photograph and details about each significant development of The Continuum Company.
For each development, lan Bruce Eichner served as the developer and members of his team noted eariter were
instrumental in the development of the project. For further information about any of these projects, the City is
welcome to contact Michael Merola, lan Bruce Eichner or Scott Aaron of The Continuum Company at (212) 554-

3700.
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CONTINUUM COMPANY
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NDEVELOPMENT TIMELINE
PROPERTY GALLERY
PROPERTY PORTFOLIO
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BUSINESS APPROAGH

KEY EXEGUTIVES
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THE CONTINUUM

YEAR COMPLETED: (PHASE 1) 2002
AND (PHASE 2) 2008

THE FACTS:

+ COST: $440 M

- COST PHASE 1: $250 M

- COST PHASE 2: $190 M

« TOTAL GROSS SQUARE FEET:
1,400,000

+ MIXED-USE:

+ TWO LUXURY CONDOMINIUM TOW-
ERS:

* PHASE 1 SOUTH TOWER
44 STORIES, 317 CONDOMINIUMS
(INCLUDING 14 TOWNHOUSES)
AND 14 CABANAS

* PHASE 2 NORTH TOWER
40 STORIES, 213 CONDOMINIUMS
(INCLUDING 7 TOWNHOUSES AND
7 LOFTS) AND 14 CABANAS

- 12,000 SF OF RETAIL

+ 12,000 SF OF RESTAURANT

« AMENITIES:12-ACRE, GATED,
BEACHFRONT PROPERTY WITH
2 LAGOON POOLS, A 20,000 SF
FULL SERVICE SPA AND FITNESS
CENTER WITH LAP POOL, 1000
LINEAR FEET OF BEACH FRONT-
AGE WITH PRIVATE BEACH CLUB,
RESTAURANT, 3 CLAY TENNIS
COURTS, AND PRO SHOP

The Continuum on South Beach
Miami, Florida

Opportunity: . )

o 12 acres in South Beach, Miami representing the last and largest parcel of
oceanfront property available in the "South of Fifth" neighborhood of Miari
Beach

Challenge:

o At the time of the acquisition, the City of Miami enacted a law limiting prop-
erty heights in South Beach to 100 feet or 10 stories. This law would have
reduced the scope of the proposed development rendering it economically
unfeasible.

o Although the site encompassed the southernmost acreage on the beach, the
“South of Fifth” neighborhood was not considered a prime residential location.

o Strict environmental laws governing endangered species, beach erosion and
aquatic life posed design and construction challenges for the proposed devel-
opment.

Solution:

o Used the government re-zoning process to gain approval to develop [.4 million
square feet.

o Worked with government/ conservation officials to ensure protected svildlite,
habitat and aquatic life were not disturbed during the development process.

A sanctuary for sea turtle nesting was created ensuring that the nesting sites
would not be endangered.

o Property master plan was designed to create the only gated oceantront com-
munity on South Beach. The development included two high-rise towers, each
with a dedicated pool and parking garage, as well as a spa and fitness center
with lap pool, tennis courts and a private beach club. The exclusivity and de-
sign concept achieved the highest sales per square toot in South Beach.

o Utilized a phased development approach, which allocated costs for the over-
all property amenities (spa/ fitness center/tennis courts/beach pavilion) into
Phase 1. This increased the marketability of Phase 1 and hase 2. More impor-
tantly, it decreased the costs associated with Phase 2, reducing the exposure and
significantly increasing the profitability.



The Cosmopolitan Resort & Casino
Las Vegas, Nevada

Continuum Comp

CONTINUUM COMPANY
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THE COSMOPOLITAN

CONSTRUCTION START: 2005,

ESTIMATED COMPLETION DATE: 2010

THE FACTS:

- COST: $3.8 BILLION

- 8.5 ACRES

+ TOTAL GROSS SQUARE FEET:
6,500,000

* MIXED USE-
- 2,200 CONDOMINIUM-HOTEL
UNITS, 800 HOTEL ROOMS
- 100,000 SF OF CASINO
- 250,000 SF OF RETAILAND
RESTAURANT SPACE
- 160,000 SF OF
MEETING/CONVENTION SPACE
- 40,000 SF SPA AND FITNESS
FACILITY
- 1,800 SEAT THEATER
- 5-LEVEL UNDERGROUND PARKING
GARAGE (4,000 SPACES)

Thero is ne better placo to ke

Opportunity:

» Availability of an 8.5 acre parcel of land on the Las Vegas strip.

o Parcel ideally situatec between the Bellagio and City Center, with more than
70,000 visitors passing by the property each day.

Challenge:

o Size of site was 1/3 of that typically developed for a Las Vegas strip resort, which
was usually more than 25 acres.

o The property wrapped around The Jockey Club, a timeshare properly that could
not be acquired, and was being used as an outdoor parking facility for the own-
ers.

o Development solution had to address the permanent existence of The Jockey
Club.

o Development solution had to include an approach to the relocate the Jockey Clul
parking facility on an interim basis as well as the creation of an incentive package
which would allow for the ongoing construction of The Cosmopolitan site while
The Jockey Club rernained operational.

Solution:

o Used an urban development model to maximize site potential which resulted in
the ability to build 6.5 million square feet on the 8.5 acre paccel..

e Devised a plan to excavate 62 feet below grade to provide the required number of
parking spaces for the resort.

o Through the government approval process, acquired dense entitlement approval
including a variance on FAA building height restrictions, a variance which re-
duced the parking requirement, and a variance on the set back requirement relat-
ing to The Jockey Club line which granted approval for a 0 feet set back instead of
the standard 30 feet set back.

e The developmeat model included 2200 condo-hotel rooms that would be sold at
an estimated value to the project of $1.8 B,

» When the capital markets experienced significant contraction in 2007, while Cos-
mopolitan was under construction, a settlement was negotiated with Deutsche
Bank, which, by mutual agreement, ultimately transferred ownership to the bank,
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THE MANHATTAN CLUB

200 WEST 56TH STREET,
NEW YORK, NEW YORK
YEAR COMPLETED" 2006

THE FACTS:

. COST- $141 M {IN FIVE PHASES
1995 — 2006)

- TOTAL: 26 STORIES, 286 SUITES
(REPRESENTING 14,872 SALEABLE
WEEKS)

- TOTAL GROSS SQUARE FEET

215,000

- AMENITIES: 4,000 SF PRIVATE
LOUNGE AND BAR, 2 MEETING
ROOMS, BUSINESS CENTER, STATE-
OF-THE-ART FITNESS FACILITY,

2 SUN TERRACES

The Manhattan Club
Midtown West, New York

B R e e

]
oA
H
s
]
4
’
]
v
H
’
i
Kl
-
s
H
:
i
“
d
H
H

Opportunity:

oBankrupt hotel property located on 7tth Avenue, between 55th Street and 56tth
Street.

Challenge:

o Existing cash flow did not support curcent mortgage and required a creative ap-
proach to development and financing,

» Property was in considerable dlisrepair and was in need of renovation so that the
asset could be repositioned in order to generate higher room rates.

o The possibility of unforeseen conditions was high since the building was con-
structed in the 1920’s and structural and architectural plans were not available.

o The existing hotel would have to remain operational during construction.

» Proposed redevelopment plan was consiclered speculative and therefore, trad-

tional financing was unavailable.

Solution:
o Designed a uniquely structured financing vehicle with seller by using a combi-

nation of Continuum equity, existing cash flow and construction financing for
re-development.

» Applied timeshare concept to property redevelopment. limeshare presales and
untapped urban market demand provided an alternative approach to the reposi-
tioning of the asset.

» Adapted notion of traditional timeshate to a0 urban environment allowing buy-
ers to purchase 7-day intervals for use in single-day inccements.

» An extensive amount of due diligence, structural probing and planning was
required in order to properly layout timeshare units.

» Development was completed in stages, four floocs at a time. Construction took
place while building was fully operational, requiring an unprecedented amount

of coordination between operations, development and construction personnel
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THE RICHMOND

THE FACTS:

- COST: $40 M

- TOTAL: 25 STORIES, 101 UNITS

- TOTAL GROSS SQUARE FEET:
250,000

* MIXED USE:
- 210,000 SF OF LUXURY
CONDOMINIUMS
- 15,000 SF OF RETAIL
- 15,000 SF OF PROFESSIONAL
OFFICES
- 10,000 SF OF STORAGE

+ AMENITIES: 4,000 SF RECRA-
TIONAL TERRACE ON THE 18TH
FLOOR, SMALLER SUNDECK ON
THE THIRD FLOOR, STORAGE

The Richmond
Upper East Side, New York

Opportunity:
s Foreclosed warehouse property on 3rd Avenue and East 80th Street, a prime
Upper East Side location

Challenge:
o Configuration of the existing footprint was not conducive to the construction of

residential housing and required an innovative solution for the development to
work.

o Existing facility alveady had more square footage than was allowable under the
current zoning.

o Real estate development market was non-existent following the crash of the

early 90’s.

Solution:

o Divided property into 2 sections, creating a separate residential and a separate
retail condominium. .

s Sold the retail condominium (basement, ground floor and second floor medical
space), which represented 10% of total square footage to Fortune 500 Company
for 50%, of total acquisition cost.

o Addressed issues relating to the property’s design configuration by creating an
atrium in the center space that provided the necessary light and air for interior
apartments. Relocated the 40,000 square fect that was derived from creating
the center atrium to the top of the building, creating 8 penthouse units.

o Worked within the existing building code to re-use the existing non-compliant
development rights by leaving 20% of the building intact during construction.

s Condominiums were 100% sold during construction.
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THE BOULEVARD

THE FACTS:

+ COST: $120 M

- 20 STORIES, 355 UNITS

+ TOTAL GROSS SQUARE FEET:
480,000

+ MIXED-USE:
- 415,000 SF OF LUXURY
"COND- OP" APARTMENTS
- 25,000 SF OF RETAIL
- 40,000 SF OF PARKING
BELOW GRADE

- AMENITIES: GARAGE, HEALTH
CLUB AND POOL, SUNDECK,
RACQUETBALL AND SQUASH
FACILITIES, SUPERMARKET BUILT
BELOW GRADE AND A SUBWAY
STATION AT THE CORNER

The Boulevard
Upper West Side, New York

The Opportunity:
e Desirable site on Upper West Side available for acquisition at low cost basis.

Challenge:

» Assemblage required acquisition of an adjacent lot encumbered by a 20-year
lease to a garage operator. The garage buyout would increase the cost basis of
the development.

o Plan had to account for the higher cost basis, leaving the residential develop-
ment rights intact and produce an additional revenue stream utilizing the exist-
ing building envelope.

o Market research indicated that the size of the down payment was an issue for

potential buyers.

Solution:

o Completed assemblage by creating an incentive package for the garage owner
that compensated him for lost parking revenue and ultimately relocating him
into a new, larger garage.

e Utilized a “Cond-Op” legal structure that created two separate condominiums
and allowed the developer to structure two separate financing packages. The
residential condominium was converted into a cooperative by placing a first
mortgage on the building. The resulting “Cond-Op” had the financial advan-
tage of a Co-operative structure but functioned operationally in the same way
as a condominium. This structure enabled the purchaser to be able to deduct
his mortgage interest payment and reduce the down payment by 25%.

o Created additional revenue streams by locating the supermarket and park-
ing garage below grade. This approach maximized the assemblage’s available

development rights.
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CITY SPIRE

150 WEST 56TH STREET,
NEW YORK. NEW YORK
YEAR COMPLETED. 1987

THE FACTS:

- COST. 5225 M

- 72 STORIES, 340 UNITS

- TOTAL GROSS SQUARE FEET
850,000

+ MIXED-USE"
- 494,500 SF OF LUXURY
CONDOMINIUMS
- 310,000 SF OF OFFICE SPACE
(24 FLOORS)
- 10,500 SF OF RETAIL
- 35,000 SF OF PARKING ON
TWO LEVELS BELOW GRADE
» AMENITIES: HEALTH CLUB,
POOL AND PARKING

City Spire
Midtown West, New York

Opportunity:

o A parking garage adjacent to City Center Theater available for acquisition,

s City Center Theater had 500,000 square feet of unused development rights.

o The renovation of City Center Theater svould potentially produce significant

bonus development rights for the project.

Challenge:

s The proposed 72-stoty building drew strong opposition from preservation groups
concerned that the development would be architecturally inconsistent with the
neighboring 6-story theater, an important NYC landmark.

o Existing zoning restricted the height of a new building to 400 feet, severely im-
pacting the economic feasibility of the proposed project.

o Development required the approval of the Landmarks Preservation Commission.

o Property owner operated a garage tvithin the building and would only sell if the
new building included a parking facility, which he could operate and was at least
as large as the existing one.

o The significant amount of existing street level noise was a marketing issue for the
proposed residential component of the development.

s The tempered glass, required by the zoning code for office buildings, was only
available in green, gray and black, which distorted the views. Because of the office
component, the tempered glass also had to be used for the residential component,
which severely limited the spectacular views of the condominiums.

Solution:

o Through the government approval process, zoning variances were granted,
resulting in approvals for a 72-story mixed-use high-rise, the tallest residential
building in NYC at thal time.

o Created incentive package for City Center to support the proposed develol-
ment that allowed them to expand their existing stage into the new development
(existing stage was too narrow). The expanded stage was designated as a separate
condominium, wholly-owned by City Center.

o Procured additional air rights by making a contribution of $3 M to New York City
Opera and $3 M to NYC Ballet which produced an additional 26 stories
(297,300 SF) and by spending $5.5 M to renovate the City Center Theater which
produced another 12 stories, ultimately doubling the original building envelope.

o Located office space and resiclential amenities on floors 1 through 25. Located the
residential section on floors 26 through 72, maximizing the value of unobstructed
views and minimizing noise issues at the street level.

o Developed the first mixed-use building in NYC with clear glass by commission-
ing a glass manufacturer to create clear, tempered glass that allowed occupants to
enjoy the great views.

o Created incentive package for the garage owner which included the construction
of a larger garage for his company to manage in the new building.
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180 MONTAGUE

BROOKLYN HEIGHTS, NEW YORK

YEAR COMPLETED: 1998

THE FACTS:
+ COST: $54 M
- 33 STORIES. 192 UNITS

- TOTAL GROSS SQUARE FEET

212,000

+ MIXED-USE:
- 190,000 SF OF LUXURY
RENTALAPARTMENTS
- 10,000 SF OF RETAIL
- 12,000 SF OF PARKING
BELOW GRADE

+ AMENITIES: FITNESS CENTER,
QUTDOOR ROOF DECK, LOUNGE

180 Montague Street
Brooklyn Heights, New York

G ITIIIASLIPP2,

‘\.\.\\\'\\\\;\\\\;\\
R RO

RGN

A
’l
’l
/
Y
/

Opportunity:

o A two-story retail property located on the main shopping street in Brooklyn
Fleights

o Property located on the only block in the neighborhood excluded from Land-
marks Historic District designation, passed in 1965

o Lack of new residential development in the area due to challenging zoning re-
strictions and vocal community board opposition

Challenge:
o lixisting development rights from the parcel were not large enough to create the

critical mass and the views that would set the building apart from existing market
inventory.

o Property development required relocating a group of retail tenants led by Off
Track Betting, a quasi-public entity that occupied much of the ground floor of the
building. Tenants would not consider relocation unless it could be accomplished
without interrupting their business.

o There was opposition from community groups because the proposed 33-story
building was in sharp contrast to the existing low scale development.

o A subway tunnel was located just a few feet from the proposed foundation, pos-
ing significant construction challenges and requiting government agency design
and engineering approvals in order to proceed with development.

Solution:
o Successfully relocated Off Track Betting and the other retail tenants.

e Procured air rights from 8 adjoining buildings resulting in an additional 27 floors
and 360 degree unobstructed views of Manhattan, Queens, Staten [sland and
New Jersey.

o Development qualified for outer-borough 20-year tax exemption from increases
due to property improvements.

» Managed community opposition by meeting with neighborhood associations and
community board members throughout the development process.

o Rather than traditional excavation and foundation construction, a slurry wall
foundation process was used. The system allowed the tunnel to remain “pressur-
ized” and intact during excavation and foundation work.
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THE AMERICA

300 EAST 85TH STREET,
NEW YORK, NEW YORK
YEAR COMPLETED: 1986

THE FACTS:

- COST $60 M

- 36 STORIES, 200 UNITS

- TOTAL GROSS SQUARE FEET.
228,000

+ MIXED-USE:
- 215,000 SF OF LUXURY
“COND-OP" APARTMENTS
- 5,000 SF OF RETAIL
- 8,000 SF OF PARKING
BELOW GRADE

- AMENITIES: PLAZA AT BUILDING

ENTRANCE. HEALTH CLUB, POOL,

AND GARAGE

The America
Upper East Side, New York

1
g
4
b
&

r

e A
[ o %

Opportunity:
s Distressed property in a very good location which became available for sale after
a failed assemblage.

Challenge:
o Market research indicated that the size of the down payment was an issue for
condominium buyers in that area.

Solution:

o Separated the retail and resideatial portions of the property.

o Maintained ownership of the retail condominium.

o Utilized a “Cond-Op” legal structure that created twvo separate condominiums
and allowed the developer to structure two separate financing packages. The resi-
dential condominium was converted into a cooperative by placing a first mort-
gage on the building. The resulting “Cond-Op” had the financial advantage of a
Co-operative structure but functioned operationally in the same way as a condo-
minium. This structure enabled the purchaser to be able to deduct his mortgage
interest payment and reduce the down payment by 25%..
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THE ROYALE Opportunity:
o Availability of entire block front in a very desirable neighborhood on the Upper
188 EAST 64TH STREET, fiast Side of Manhattan.
NEW YORK, NEW YORK
YEAR COMPLETED: 1985 Challenge:
s Property encumbered by half-vacant tenement buildings.
THEFAGTS: o To proceed with the development, 62 existing tenants had to be relocated and the
«COST J00 existing building vacated.
42 STORIES, 205 UNITS o The economic feasibility depended on the ability to identify additional sources of
» TOTAL GROSS SQUARE FEET income beyond the residential sales.
257,000
Solution:
* MIXED-USE: e Successfully vacated the buildings within four months of the acquisition through
~215000 SF OF LURURY. negotiated buyouts and relocations of existing tenants.
CONDOMINIUMS . o Created additional revenue streams by locating a major food retailer below grade
- 25,000 SF OF RETAIL SPACE and negotiating a long-term lease with a bank for the second floor retail space.
- 17,000 SF OF PARKING Both original tenants are still there today.

» Condominiums sold out at record prices.
« AMENITIES: GARDEN COURTYARD
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THE KINGSLEY

400 EAST 70TH STREET,
NEW YORK, NEW YORK
YEAR COMPLETED: 1984

THE FACTS:

+COST: 340 M

+ 40 STORIES, 210 UNITS

+ TOTAL GROSS SQUARE FEET:
216,000

+ MIXED-USE:
- 197,000 SF OF LUXURY
CONDOMINIUMS
- 8,000 SF OF RETAIL SPACE
- 11,000 SF OF PARKING
BELOW GRADE

+ AMENITIES: ROOF-TOP LOUNGE,
PARKING GARAGE

The Kingsley
Upper East Side, New York

Opportunity:
e Availability of a 20,000 square foot site on First Avenue and
70th street resulting from an incomplete assemblage and a

failed partnership.

Challenge:
o The existing owners’ significant partnership issues added to the complexity of the

negotiations.

o An urban plaza bonus was available if the existing tenement buildings were
demolished on the south side of the site. These buildings were occupied by rent
controlled tenants who would be difficult to vacate, making the ability to develop
the south plaza highly unlikely.

o [n-depth knowledge of the market was needed in order to develop a plan that
would maximize the potential of the site.

s Traclitional residential construction aligned bathrooms and kitchens vertically
throughout the building. A creative approach to the design of the building was
required to obtain premium pricing for the creative layouts of the individual units
and the uniqueness of the unit mix.

Solution:

o Acquired unused air rights from the three adjacent tenement buildings to increase
the buildable square footage.

o Utilized the government process to gain approval for an alternative plan to build
the City’s only north facing urban plaza. This approach enabled the existing ten-
ants to remain in their homes, at the same time creating a new urban plaza tor the
neighborhood and scale to the new development.

» Pioneered the use of consumer-based marketing techniques to determine the ap-
propriate unit mix, amenities package, and the kitchens and bathrooms designs
preferred by the Upper East Side condominium buyer. The rescarch also indi-
cated that a significant market existed for a more upscale product than historically
had been offered in that neighborhood.

s Results of the research were translated into a development that had a larger num-
ber of smaller units for price-conscious buyers on the lower floors and a smaller
number of larger units for affluent buyers on the higher floors.

» Critical elements of the development approach included:

- [Locating studios and one bedroom units on floors 1- 19

- Locating two and three-bedroom units on floors 20 - 36.

- Designing six floors of “Penthouse” units which commanded premium pricing
due to their location in the building, the unique design, numerous balconies, and
luxury amenities

- Constructing the lobby out of sequence, prior to the completion of the rest of
building, and therefore, gave the pre-construction purchaser an actual sample
of the quality of the product being developed. This marketing technique had not
been previously used in New York City.

- Six model units were constructed on the 20th floor showcasing the views, luxury
finishes and unit options.

» The development was in contrast to the traditional approach that merely rep-
licated what had previously been built in the area. The previously untested
marketing approach, non-traditional layout of the building and distinct unit mix
accelerated sales and produced premium prices, which, in turn, oftset the higher
construction costs dictated by the development plan and building design.
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ONE BROADWAY PLACE

1540 BROADWAY, NEW YORK, NY
YEAR COMPLETED: 1990

THE FACTS:

- COST: $280 MILLION

+ 44 STORIES

+ TOTAL GROSS SQUARE
FEET: 1,100,000

* MIXED-USE:

- 900,000 SF OF OFFICE SPACE

- 150,000 SF OF RETAIL SPACE
INCLUDING MOVIE THEATERS

- 50,000 SF OF PARKING
BELOW GRADE

- 15,000 SF OF EXTERIOR
SIGNAGE

« AMENITIES: PARKING GARAGE,
5- LEVEL RETAIL SPACE

One Broadway Place
Midtwon West, New York

Opportunity:

e Potential assemblage in the middle ot Times Square.

o Site offered scale and 24-hour pedestrian traffic.

s Existing zoning law allowed 18 FAR - the highest density permitted in the city.

s Existing zoning permitted the ability to put large scale billboard signage on the
building.

Challenge:

o Existing zoning was to expire in 1988 (density would decrease from 18 to 15
after the expiration). Therefore acquisition, financing and foundation construc-
tion had a limited time frame.

o A group of both office and retail tenants needed to be vacated from the existing
building in otder to proceed with the demolition.

» Existing zoning required a certain percentage of billboard-style signage be
placed on the exterior of the building

s Development concept included 5 levels of retail, a portion of which was below
grade.

o The concept of an indoor, vertical, retail space, partially below grade, was
considered extremely speculative. Banks were unwilling to finance this type
of project without a tenant in place and, in addition, were extremely skeptical
about the viability of a below grade vertical mall.

» Competition for office space from Midtown East buildings made the proposed
$40 psf questionable.

Solution:

s Accelerated the pre-development and permitting schedule in order to take
advantage of the existing higher density.

» Implemented existing demolition clause in existing office and retail tenant
leases in order to vacate the building.

s Developed incentive package for one restaurant tenant, not subject to the de-
molition clause, and agreed to put them back into the new development.

> Negotiated net lease with a national retail REIT for vertical retail space in order
to shift leasing risk and make the project financeable.

e Added 300,000 square feet to the development by procuring unused develop-
ment rights from an adjoining landmarked theater and building five levels
below grade.

» Succeeded in securing an amendment to the existing zoning law, significantly in-
creasing the scope of large-scale exterior signage to be placed on the exterior of the
building. This significantly increased advertising revenue of the development.

» The additional income from the below grade retail and the exterior signage
tade it possible to offer below-market leases to attract office tenants.



2. PROPOSER'S FINANCIAL DATA
a) Financial Statement PJEASE SEE ATTACHEY LETTEK.

Proposer, owner-corporations of Proposer, Principals and any person or
business entity guaranteeing the performance of the Proposer must attach
audited financial statements for the recent Fiscal Year end, if available and
prepared in accordance with generally accepted accounting principles, or such
other proof of financial capability, reasonably acceptable to the City, and showing
the financial ability of the Proposer to build the project.

b) Surety Information

Has any surety or bonding company ever been required to perform upon
Proposer's default or any entity previously owned or controlled by Proposer or

any Principals? Yes( ) No (X)

If yes, attach a statement naming the surety or bonding company, date, amount
of bond, and the circumstances surrounding said default and performance.

¢) Bankruptcy Information

Has Proposer, Principals or any entity previously owned or controlled by
Proposer ever been declared bankrupt or reorganized under Chapter 11 or put

into receivership? | i b/)
vesi) No( ) PLEBE SEE ATTALBEL

If yes, state date, court jurisdiction, amount of liabilities and amount of assets.

d) Pending and Past Litigations

Provide detailed information regarding pending and past litigations, liens, or
claims involving any principal, participant in the proposal or any entity previously
owned or controlled by Proposer working with the proposed project. This would
include any pending or past bankruptcies; insolvency; judgments; dissolutions
(voluntary or involuntary); failure to complete or abandonment of project; and any

incidents of default on financing of project.

PLEASE SEE ATTAHEY

RFP No. 43-10-11 (A)
Biscayne Landing Development Project - Stage | Page 27



COOPER-HOROWITZ, Inc.

REAL ESTATE FINANGCING

51 East 42nd Street, New York, N.Y. 10017 ¢ (212) 986-8400
Fax (212) 983-0512

June 29, 2011

The City of North Miami
Office of the City Clerk
776 NE 125t Street
North Miami, FL 33161

Re: RFP 43-10-11 Biscayne Landing Redevelopment Project
Dear City of North Miami:

Cooper-Horowitz, Inc. has been engaged in the real estate mortgage
brokerage business since 1964. Cooper-Horowitz, Inc. has been
instrumental in placing over $60 billion of mortgage loans with respect to

over 7,000 real estate properties.

For its clients and developers, Cooper-Horowitz, Inc. has arranged a
variety of financing vehicles, including, but not limited to, construction
loans, permanent mortgages, standby commitments, sale-leasebacks,
equity financing, secondary and wrap financing, land mortgages and tax
exempt loans. Loans are placed with international and domestic lenders,
insurance companies, pension funds and credit companies.

Cooper-Horowitz, Inc. has arranged for Mr. Bruce Eichner in excess of $2
billion of construction financing over the last 10 years.

We have arranged for Mr. Eichner and his Continuum Company
financing on the following projects (among others):

- Continuum on South Beach
- Park Central Hotel

- 80th Street/3rd Avenue

- Montegue Street

- Las Vegas Casino
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After review and analysis of the materials provided by Mr. Eichner,
Cooper-Horowitz, Inc. has discussed his proposal to various institutions,
regarding the necessary financing for the above referenced project.

It is my opinion, based upon discussions with our lender/institutions,
that the necessary commitments to provide the required financing will be

available to Mr. Eichner.

If you should have any questions, or if I can be of assistance to you,
please call me at your convenience.

Best regards,

COOPER-HOROWITZ, INC-

Robert B. Horowiiz

RBH:sb



2. PROPOSER’S FINANCIAL DATA
(d) Pending and Past Litigations

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

2, Proposer’s Financial Data

¢) Bankruptcy Information

Has Proposer, Principals or any entity previously owned or controlled by Proposer ever been declared
bankrupt or reorganized under Chapter 11 or put into receivership?

Yes

Chapter 11 Bankruptcy with respect to the following developments

1540 Broadway $260.0 million 1992
150 West 56% St. $90.0 million 1992
Broadway & 86" St.  $75.0 miliion 1992
Park Central $225 million 1999

d) Pending and Past Litigations

Provide detailed information regarding pending and past litigations, liens or claims involving any
principal, participant in the proposal or any entity previously owned or controlied by Proposer working
the proposed project. This would include any pending or past bankruptcies; insolvency; judgments;
dissolutions (voluntary or involuntary); failure to complete or abandonment of project; and any incidents

of default on financing of project.

South Beach Ocean Parcel, Ltd.
Various lawsuits related to construction and association claims in relation to the Continuum on South Beach,

South Tower. All lawsuits have been settled, and there are no pending matters in relation to this project
against South Beach Ocean Parcel, Ltd. or any of its principals

South Beach Ocean Parcel i, Ltd.
Various liens and lawsuits between South Beach Ocean Parcel Il Ltd. its general contractor and certain

sub-contractors. The lawsuit with the General Contractor remains active as well as two remaining lawsuits
with sub-contractors which have been consolidated into one case. Trialis set for 4% quarter of 2011 in

Miami-Dade.

In addition to these litigations, we are involved in ordinary course business liigations including with subcontractors
and contractors which we do not believe are of a material amount.



3. PROPSER’S PAST PERFORMANCE
a) Criminal Convictions

Has Proposer, Principals or any entity previously owned or controlled by
Proposer been convicted by a Federal, State, County or Municipal Court of any
violation of law, other than traffic violations. This information should include all

stockholders over ten percent (10%).

Yes () No(X)

If yes, list and explain any convictions on a separate sheet.

b) Past Performance

Have any similar agreements held by Proposer or Principals for a similar
projects to the proposed ever been canceled?

Yes( ) No (X)
If yes, give details on a separate sheet.

c) Has the Proposer or any Principals of the applicant organization failed to
qualify as a responsible Bidder, refused to enter into a contract after an award
has been made, failed to complete a contract during the past five (5) years, or
been declared to be in default in any contract in the last five (5) years? N 0

If yes, please explain:

w
e —————
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4. PROPOSER'S REFERENCES PLEASE  SEE ATTACHEY

List four (4) persons or firms with whom the Proposer has conducted business
transactions during the past three years. At least two (2) of the references named
are to have knowledge of Proposer's debt payment history. At least one (1)
reference must be a financial institution.

Reference No. 1
Name:

Firm:

Title:

Address:

Telephone: ( )
Nature and magnitude of purchase, sale, loan, business association, etc.:

Reference No. 2
Name:

Firm:

Title:

Address:

Telephone: ()
Nature and magnitude of purchase, sale, loan, business association, etc.:

Reference No. 3
Name:

Firm:

Title:

Address:

Telephone: ( )
Nature and magnitude of purchase, sale, loan, business association, etc.:

Reference No. 4
Name:

Firm:

Title:

Address:

Telephone: ()
Nature and magnitude of purchase, sale, loan, business association, etc.:

T e
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4. PROPOSER’S REFERENCE

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

List four (4) persons or firms with whom the Proposer has conducted business transactions during the past three
years. Atleast two (2) of the references named are to have knowledge of the Proposer's debt payment history. At

least one (1) reference must be a financial institution.

Reference No, 1
Name: Ben Michelson
Firm:  Fortress Investment Group
Title:  Managing Director
Address: 1345 Avenue of the Americas
46 Fioor
New York, NY 10105

Tel:  (212) 479-5297

Nature and magnitude of purchase, sale, loan, business association, etc:
In the 4" quarter of 2004 a mezzanine loan in the amount of $35 million plus interest, was provided by Fortress

Credit Opportunities | & I LP to South Beach Ocean Parce! il, Ltd. (a subsidiary of TCC) in relation to the Continuum
It on South Beach development. This loan was re-paid back in full in the 2% quarter of 2008.

Reference No. 2
Name: Daniel Neidich
Firm:  Dune Capital Managemsnt LP
Tite:  Co-CEO
Address:623 5% Avenue #30,
New York, NY 10022
Tel: (212) 301-8320

Nature and magnitude of purchase, sale, loan, business association, etc:
In the 2@ quarter of 2004 a mezzanine loan in the amount of $40 million plus interest was provided by Dune Capital

Management to 3700 Associates, LLC (& subsidiary of TCC} in relation to the Cosmopolitan Resort & Casino. This
loan was re-paid in full in the 3 quarter of 2006.



4. PROPQSER’S REFERENCE

THE CONTINUUM COMPANY, LLC
590 Madison Avenue
New York, NY 10022

Reference No. 3
Name: Steve Stuart
Firm;  Garrison Investment Group
Tite:  Managing Director
Address: 1350 Avenue of the Americas
9% Floor
New York, NY 10019
Tel: (212} 372-9510

Nature and magnitude of purchase, sale, loan, business associafion, etc:
The Continuum Company, LLC maintains a relationship with Garrison investment Group as a potential lender in

future projects.

Reference #4

Name: Gary Saul

Firm:  Greenberg Traurig LLP

Title;  Parner

Address: 1221 Brickell Avenue, Miami, FL 33131
Tel: (305) 579-0846

Nature and magnitude of purchase, sale, loan, business association, etc.
Since 1999 Gary Saul and Greenberg Traurig has and continues to provide legal services to South Beach Ocean

Parcel | & I1, Ltd. (subsidiaries of TCC) in relation to the Continuum on South Beach project.



5. PARTNERSHIP STATEMENT
