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After six months of  planning, Arixa launched its second 
fund on February 17, 2012. This fund focuses on providing 
joint venture equity to experienced home renovators who 
are building portfolios of  rental homes in a concentrated 
geographic area. Our first operator focuses on Fontana, 
California and nearby cities. Like Arixa Fund I, Fund II fills 
a niche that is relatively starved of  capital. 

The appeal of  this opportunity is based on the multiple lay-
ers of  returns available to the fund: (1) rental income, with 
a yield that is better than what is available from comparable 
apartments; (2) immediate equity creation based on the fact 
that our operators can purchase at wholesale prices for cash, 
and add significant value through a cost-effective renova-

tion; (3) appreciation, because home values in these areas 
are likely to rebound once the wave of  distressed sales re-
cedes in several years; and (4) the ability to enhance returns 
through the judicious use of  leverage. Because we are as-
sembling a “horizontal apartment” portfolio with strong, 
consistent cash flow, using moderate leverage is natural.

The resulting return profile includes current income which 
is a little lower than what Arixa Fund I has returned, but 
with a total return that is projected to be higher than Arixa 
Fund I. In addition, Arixa Fund II will likely receive favor-
able tax treatment since the fund actually owns property 
that can be depreciated for tax purposes, and since some of  
the returns will be treated as capital gains.

Arixa Fund II Launches, Targeting Current Cash Flow and Capital Gains

THIS NEWS ITEM IS NOT AN OFFER TO SELL SECURITIES

To Our Clients, Friends and Associates:
 
What are the best opportunities for real estate investors right now? This is the question I ask myself  every day, and the one 
that guides the development of  Arixa Capital Advisors.
 
How We Recognize Opportunities
This year is my 10th year of  being 100% focused on real estate investment.  As I look at the “big picture” that emerges from 
those 10 years, a fairly simple answer to this question is apparent. The best opportunities are those with both (1) a motivated 
seller or borrower on the other side of  the negotiating table, and (2) a trickle of  capital available from competing investors 
(as opposed to the flood of  capital that is available in many real estate markets and asset classes).
 
Our Mission and Our Method
Our mission at Arixa Capital is to recognize the niches within real estate where these two conditions co-exist as early as we 
can in any given market cycle. We typically make one or more “pilot program” investments on our own, sometimes partnering 
with experts who understand that niche very well. Once we are satisfied that our investment thesis really works, we create 
a vehicle for other investors to participate in the opportunity. The final, crucial step is to recognize when conditions have 
changed to the point that risk-adjusted returns are no longer attractive, and to act by redeploying assets into a better niche 
when the time is right.
 
In this newsletter, we highlight Arixa’s latest activities, including two important milestones. First, we completed our second 
fiscal year as managers of  Arixa Fund I, with audited financial statements demonstrating excellent, consistent results. Second, 
we launched Arixa Fund II, which provides financing for operators who purchase homes from banks and rent them out.
 
As always, I am available and would enjoy hearing from you.
 
Sincerely,

 
Jan B. Brzeski

P l e a s e  con t ac t  u s  a t   ( 310 )  846 -1754  o r  f i nd  u s  on l i ne  a t :   www.a r i x acap i t a l . com
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TO SELL SECURITIES

Our first fund specializes in lending to professional home 
rehabilitation groups who buy property from banks, renovate 
them, and then sell them for a profit. As shown on the chart 
nearby, this fund experienced it seventh consecutive quar-
ter of  profits with consistent results. Our auditors recently 
completed the audit of  the fund’s 2011 financial statements. 
Yields are declining somewhat as more competitors discover 
our niche, however the program remains profitable and we 
have been able to maintain the low risk profile that is the 
focus for this fund.

Arixa Fund I Delivers 9% Cash Flow Yield to Investors
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Annualized Yields:   11.0% 9.8% 9.5% 9.3% 9.4% 9.6% 9.0% 

Arixa Fund I has generated consistent returns since inception, in line with its goals of  
preserving capital and providing attractive income.

Two years ago, we published a white paper explaining the business oppor-
tunities and risks associated with making short-term real estate loans to in-
vestors who rehabilitate single family homes for resale. A white paper is 
intended to educate the reader about a topic, without pressing the reader to 
reach any particular conclusion. 

Now Arixa has published a new white paper explaining how the U.S. housing 
market will slowly emerge from the foreclosure crisis. We explain the size of  
the market, and how investors can participate in the profits earned as homes 
move from foreclosure to being rehabilitated and resold, or converted into 
rental homes. We explain the advantages,  disadvantages and risks of  each 
strategy, as well as the range of  ways on which investors can participate, 
from a 100% hands-on approach to making a passive investment in a fund 
pursuing one of  the strategies.

We believe that providing solid information and true education is the best 
marketing we can do for Arixa’s fund management business. If  our white papers are valuable and readers become com-
fortable with our team and our track record, then over time we hope some of  them will become clients and partners.

To receive a copy of  our latest white paper, please use the contact form on our website and write “2012 white paper” in 
the subject line, or contact Jan Brzeski at jbrzeski@arixacapital.com or Kevin Zvargulis at kzvargulis@arixacapital.com.  

Arixa Publishes a New White Paper

BIG DOG:
Opportunities and Challenges 
of Investing in Distressed Single 
Family Residential Real Estate

Sponsored ByPresented By

A R I X A  C A P I TA L  A D V I S O R S

Dog Days: 
How will tHe great real estate workout unfolD?

LOGISTICS & REGISTRATION:

Wednesday, February 8th, 2012
The UCLA Anderson School of Management

Korn Hall

6:30 pm to 7:30 pm - Reception
7:30 pm to 8:30 pm - Round Table Discussion

8:30 pm to 9:00 pm - Audience Q&A

Beer, wine and hors d’oeuvres are included

Cost for registration is $15 in advance,
$20 at the door
Space is limited

Arixa Capital Advisors 
proudly presents a spirted discussion among 

five established real estate investors.

$107 Billion 
Commercial Real Estate 

Loans in Default

$1.1 Trillion
Home Loans in Default

Panelists

Moderator

Samuel K. Freshman  |  President and Founder  |  Standard Management Company
William R. Lindsay  |  Founding Partner  |  PCCP, LLC
Michael B. Nagin  |  Senior Vice President  |  Wells Fargo Bank, Commercial Real Estate
Jonathan P. Roth  |  Principal  |  Canyon Capital Realty Advisors
Jan B. Brzeski  |  Fund Manager  |  Arixa Capital Advisors, LLC

Jesse Sharf  |  Partner & Co-Chair of the Real Estate Department  |  Gibson, Dunn & Crutcher

* Source: Source:  Mortgage Bankers Association, 
Commercial/Multi-family Press Release 9/12/2011

* Source: U.S. Controller of the Currency, NR 2011-124. 

TO REGISTER, PLEASE VISIT:
www.arixacapital.com/conference

A White Paper by

Jan B. Brzeski, M.A.,

California Dept. of Real Estate Broker Lic. #01408081

February 2012

Presented y

Arixa Capital Advisors, LLC
6151 W. Century Blvd., Suite 300

Los Angeles, CA 90045
(310) 846-1754

www.arixacapital.com

In January, Arixa added Dan Revich as our newest associate.  Dan is a graduate of  the University of  
Toronto and California Western School of  Law, and he was recently admitted to the California Bar. 
Dan’s responsibilities include compliance, fund operations, managing work with the company’s joint 
venture partners and clients, drafting and reviewing agreements, and managing the company’s receiver-
ship activities.

The Arixa Capital Team is Growing
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On February 8th Arixa Capital Advisors hosted the 7th Annual Real Estate Round Table Discussion at the UCLA Anderson 
School of  Management.  This was the best-attended event in the series to date, with more than 250 people pre-registered and 
in attendance.  This event has developed a following with increased attendance every year because it covers a broad range of  
topics from the investor’s viewpoint.  We encourage panelists to be unusually forthright in sharing their experience from the 
past year and their strategies going forward.

Panelists generally expected an increased volume of  investments in 2012 vs. 2011. Panelists also discussed the high level of  
competition and high prices for larger, better-quality properties and the reduction in borrowing costs for good borrowers 
and low-leverage loans.

Photos of  the event are shown below and a video of  the event will be posted on Arixa’s blog (www.arixacapital.com/blog)  
in the coming weeks. 

Arixa/UCLA Ziman Center Event Draws 250 Attendees

Thank you to our panelists and sponsors.
PANELISTS
Samuel K. Freshman  |  President and Founder  |  Standard Management Company
William R. Lindsay  |  Founding Partner  |  PCCP, LLC
Michael B. Nagin  |  Senior Vice President  |  Wells Fargo Bank, Commercial Real Estate
Jonathan P. Roth  |  Principal  |  Canyon Capital Realty Advisors
Jan B. Brzeski  |  Fund Manager  |  Arixa Capital Advisors, LLC

MODERATOR
Jesse Sharf   |  Partner & Co-Chair of  the Real Estate Department  |  Gibson, Dunn & Crutcher 

SPONSORS
UCLA Ziman Center  |  Globe Street  |  Gibson, Dunn & Crutcher, LLP  |  
Stanford Professionals in Real Estate  |  UCLA Ziman REAG  |  Los Angeles Venture Association  |  
Dartmouth Club of  Los Angeles  |  Anderson Real Estate Assocation
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RECENT ARIXA FUND INVESTMENTS

Location*

Loan Amount

Purchase Price

Appraised Value

Loan to Cost

Loan to Value

Rate

Origination Fee

Harding Street, Long Beach

$  202,000

$  252,500

$  350,000

80%

58%

12.99%

1 Point

Location**

Purchase Price

Total Cost (Inc. Rehab)

Estimated Value*** 

Est. Rent

Est. NOI

Miller Avenue, Fontana

$  102,000

$  134,195

$  190,000

$      1,595

$    12,001

Location**

Purchase Price

Total Cost (Inc. Rehab)

Estimated Value 

Est. Rent

Est. NOI

16th Street, San Bernardino

$    74,100

$    83,950

$  105,000

$      1,045

$      7,863

* This loan was funded by Arixa Fund 
I, LLC.  All interest and origination 
fees are collected by the Fund and 

distributed to investors according to 
the Fund’s operating agreement. 

Arixa Capital was appointed the receiver on a shopping center 
in Phoenix, Arizona that is anchored by a Ross discount depart-
ment store. Ross has only one year left on their lease and must 
decide later this year whether to vacate the location or exercise a 
lease extension option.  The lender would like for Arixa to list the 
property for sale in the coming months. In order to maximize the 
chance that the Ross store will succeed at the location and show 
increasing year-to-year sales, we hired a Santa Claus to greet fam-
ilies over the holidays.  While there is no guarantee that Ross will 
remain in this location, we feel that working closely with store 
management and supporting the store during the critical holiday 
season maximizes the value of  the property for the lender, owner 
and other stakeholders.

Arixa Brings Creative Ideas to Receivership Assignment

** These investments were made by Arixa Fund II, LLC.

*** Multiple offers of  $190,000 have been received but the property is 
being rented rather than sold.


