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SLOGANS CAN BE
FAKED. NUMBERS
CAN’T.

HERE ARE OUR
NUMBERS.
72 PROPERTIES OVER THE
LAST 9 YEARS, HERE’S OUR
TRACK RECORD:
1

We RECOVERED AN AVERAGE 6% of our bid price through our
due diligence process. We perform an extensive underwriting

and analysis using both in-house and third party capabilities to find every
dollar of value we can.

2

We’ve REDUCED OPERATIONAL COSTS BY 11% on average. Upon
taking ownership of the property, we renegotiate contracts, make

smart capital investments in lighting, HVAC, elevators and technology, and
bring property management in-house. Our team is trained to think like asset
managers as much as property managers – they know the difference
between running a property and making it perform financially.

3

We’ve INCREASED OCCUPANCY BY OVER 16% on average within
the first 15 months of ownership. Our smart capital investments

improve the look and feel, desirability, and marketability of our properties.
We also use the best leasing brokers in the market and manage them
tightly, reviewing progress several times a week.

4

Of the properties we’ve sold, OUR IRR HAS EXCEEDED 30%.
The beauty of high-performing income-producing property is you

sell when you want to, not when you need to. We sell our properties when
the timing is right.
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BUSINESS
BOILS DOWN
TO THE
FUNDAMENTALS

To us “executing on a business plan” means MAKING THE THINGS YOU PLAN ON
HAPPENING ACTUALLY HAPPEN. Fundamentals like:

• Finding and buying property with huge potential on favorable terms.
• Turning a building around and filling it full of high-paying, stable, long-term tenants.
• M ake the building highly profitable and desirable, then selling for an attractive
IRR when the market and the timing is right.

DOING THIS WELL, CONSISTENTLY, AND REPEATEDLY MEANS BEING GREAT
AT THE “BASICS.”

The basics aren’t “basic” because they’re easy, but because they’re fundamental.
They require serious hands-on work, as in “get in house and get third party analysts
involved, hold each other accountable, triple check your work, make progress every
day, and review every building’s status on a weekly basis.” Paradoxically, being focused
on executing on the plan actually GIVES US GREATER AGILITY TO TAKE ADVANTAGE
OF UNIQUE OPPORTUNITIES when they do arrive:

• We’re hands on, so we take advantage of unique opportunities when they
become available.
• We remain focused on creating high internal rates of return and have a consistent
way to evaluate those opportunities.
• We focus on getting things done. We have the in-house know how and operational
“muscle” to move on opportunities in a timely manner.

SO WHILE ANYONE CAN HAVE FANCY SLOGANS, WE HAVE THE NUMBERS.
We’re inviting you to look at our numbers for proof of our ability to execute. And
to look at our business capabilities and partnerships that enable us to consistently
produce those numbers. THEN INVEST WITH US, KNOWING THAT OUR INVESTMENTS
PERFORM, AND WE HAVE YOUR BEST INTEREST IN MIND.
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OF ALL THE BUILDINGS WE’VE BOUGHT WE HAVE RECOVERED AN AVERAGE
OF 6% OF OUR BID PRICE THROUGH DUE DILIGENCE.

Obviously, we bid competitively, just like everyone else. But not everyone
scrupulously searches for and finds every dollar of value in a building. We do,
and that gives us a lot more flexibility in negotiating with sellers. That can mean
we find creative ways to structure a deal, or increase the cap rate on a building,
or ask for reasonable concessions when called for.

IN OTHER WORDS,

WE ACTUALLY DO
WHAT YOU’D EXPECT
EVERYONE TO DO.
In commercial real estate the buying opportunities are endless but we only
choose properties where we can have an impact. Properties with both incredibly
sound fundamentals and awesome potential. Because greater impact equals
greater control over value creation, profits, and IRR.
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WE BUY FOR
POTENTIAL
AND SELL ON
PERFORMANCE
7

AT NIGHTINGALE,
WE HAVE ASSET
MANAGEMENT
IN OUR BLOOD.

NO
SUPERINTENDENTS
HERE, JUST TRAINED
ASSET MANAGERS.
You can’t reduce building operational costs by 11% while improving the buildings
overall financial performance without making smart management decisions.

And businesses don’t make decisions, people do. We want our property
The property managers receive special financial training. They’re
trained to move beyond running a building to managing an asset for

managers on the ground to have the capability, mindset, and training to make
those smart decisions.

maximum financial performance. They set the building’s budget, manage
and report on variances, and ensure the building is meeting our targets
for financial performance and operational efficiency.

Since 2009 Nightingale has only acquired properties big enough to support
on-site management. Because we don’t believe in management by proxy and
we don’t have building superintendents – we only have trained on-site asset

And while we’re training our managers, we’re overhauling the building

managers here.

with an eye towards two things: Increasing operational efficiency, and
improving the marketability of the building.

Operational efficiency means everything from improving the efficiency
of the lighting to HVAC to elevators to the automation of staffing
functions.

When you know you’re going to hold onto an income-producing property
for 5 or 10 years, you think differently about capital improvements.
Those improvements make the building more marketable and valuable
when we do sell.
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ADDING PRESTIGE AND GLAMOUR TO A PROPERTY STOPS BEING
“WINDOW DRESSING” WHEN OCCUPANCY RATES SOAR.

HERE’S HOW
WE INCREASED
OCCUPANCY
BY 16% IN UNDER
15 MONTHS:

THIS IS A KEY
REASON WHY
WE INVEST
EXCLUSIVELY IN
CASH FLOWING
PROPERTY.

Increasing the building’s curb appeal and marketability is Elie’s magic.
Perfecting lobby design, lighting, technology upgrades, unique signage,
landscaping, improved décor and more.

The cash flow on day one alleviates the burden of capital investment
and allows us to focus on increasing marketability and occupancy.
Renovation of lobbies and buildings takes talent. You need to have

Adding the right kinds of ambiance, design, and visual appeal works because
businesses don’t make decisions, people do – and people like meticulously

a feel for what will move a prospective tenant to choose your building
over another.

maintained buildings, responsive management, fast elevators, great lighting,
and modern lobbies. They like having their business in properties that gives
them a level of prestige.

Once a building is renovated, filling it full of quality tenants means
doing the work to fully partner with the right leasing broker. Leasing
brokers pay the most attention to their most engaged clients, especially
those clients with appealing buildings. At Nightingale, besides each
property manager’s open dialogue with the leasing broker, we have
a dedicated leasing team in the corporate office engaging with
our leasing brokers daily and ensuring our buildings increase their
occupancy quickly.

And our “hands-on” management team constantly reviews all property
performance indicators -- including occupancy rates.
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WE DON’T HOLD ON TO THE PROPERTIES FOREVER BECAUSE WE’RE
IN THE MONEY MAKING BUSINESS, NOT JUST THE REAL ESTATE BUSINESS.

We sell when the market value is through the roof and the particular property
is filled with stable, high-paying tenants.

HERE’S HOW WE’VE MANAGED
TO SELL PROPERTIES WHILE
ACHIEVING AN AVERAGE IRR
OF 30.73%:
Buying and creating value in the properties is largely Elie’s domain, and he not
only has skill and experience for evaluating buildings by the numbers, but great
vision for seeing a building’s potential for improvement.

And selling the buildings is Simon’s domain. Simon’s question when he sees
a profitable, income-producing property isn’t: is it making us money? Simon’s
question is: could the money it brings from a sale make us more money at less
risk somewhere else?

So we sell at the perfect balance of maximum building and market value,
which typically happens between 4 and 7 years after purchase.
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SELL
WHEN
IT FEELS
WRONG
13

GOOGLE SAYS “DON’T BE EVIL”. WE SAY

“B
BE A MENSCH;
IT’S BETTER
BUSINESS
IN THE LONG
RUN.”
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Because making happen what you planned to happen takes skilled work
from talented, experienced people. Those kind of people can work with
anyone. They prefer working with people who treat them right, shoot
them straight, and do what they say they’re going to do.

When we find talented people we make them part of our team. The fact
is that most of our key people have been with us since the beginning.
These are the employees and strategic partners who give us the ability
to reliably execute on a business plan at scale.

Magic techniques and secret sauces are great, we’ve got ours too,
but our business always boils down to the fundamentals:

•

W E BUY WELL

•

W E RENOVATE WELL

•

W E INCREASE OCCUPANCY WELL

•

W E TIME OUR EXIT WELL

That’s what Nightingale does. Every single day.
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“MAKING
MONEY STARTS
WITH VALUE
CREATION.”

ELIE SCHWARTZ

“WE NEVER
FORGET
THAT PEOPLE
TRUST US
WITH THEIR
MONEY.”

SIMON SINGER

For each of our assets, we craft a unique business plan with a goal and vision

As much effort, talent, and skill as we put into acquiring, improving, leasing,

towards maximizing value. Then our talented team of professionals turn that

recapitalizing and selling commercial real estate, the most important question we

vision into a reality. And that reality ensures we meet or exceed our financial

are asked is: did we make money? And our real business answer to that question

goals for each investment.

is a resounding Yes. Because we keep that focus, we’re happy to say,

THAT’S HOW WE MAKE MONEY
IN THE REAL ESTATE BUSINESS.

ONCE AN INVESTOR WITH US,
ALWAYS AN INVESTOR WITH US.

16

17

OUR STORY

ABOUT NIGHTINGALE

Growing up as children in Brooklyn, New York, Simon Singer and Elie Schwartz both attended

The Nightingale Group, LLC is a privately held vertically integrated commercial real estate

the same summer camp. Although they had some mutual friends, their paths never really

investment firm.

crossed. Neither of them had any idea that later they would team up and build a successful
real estate business together.

Founded in 2005 by Elie Schwartz and Simon Singer, Nightingale deploys capital
on behalf of itself and its partners through specific and nonspecific investments.

Not long thereafter, as they started their careers, they chose different paths. Simon attended

Primarily, Nightingale seeks value-oriented investments with repositioning or

Fordham Law School and was working as in-house counsel for a real estate development company.

redevelopment opportunities in core and non-core markets across the United States.

Elie, the constant entrepreneur, was running an IT consulting firm specializing in the setup

By leveraging off a proprietary network, Nightingale is able to source unique

and installation of Cisco network products and Microsoft servers. Destiny finally had its day

opportunities. Once an opportunity is identified, an investment specific strategy

when Simon’s company hired Elie’s company to set-up a network in their Manhattan office.

is then conceived, designed to maximize value at all levels.

Elie, while being successful in the IT business, had been brokering real estate deals as a side

Headquartered in New York City, Nightingale’s portfolio holdings currently span across

business. And as it turned out, Simon liked real estate and was looking to make a change from

22 states with over 11 million square feet of office and retail commercial space under

his legal career. Two weeks later, on September 7th 2005, Nightingale was born.

management. Nightingale’s strongest asset is its ability to move quickly and efficiently
through the access of readily available capital and strong in-place teams consisting of

The decision to partner wasn’t primarily about putting deals together or how well their skillsets

legal, leasing and asset management making it a strong player in the industry.

meshed. For both founders, it was knowing that the other guy was someone they could count on.
Since their first acquisition, Nightingale’s size, and scale of operations has increased
That next year was the year of the midnight oil. Every night, after their day jobs, Elie and Simon

dramatically but certain fundamentals have never changed:

would get together and work long hours putting deals together and building up their partnership.

• T hey work the fundamentals of commercial real estate harder than anyone
else in the business.

They are asked all the time, why “Nightingale”?

• They look after investor money like it was their own.
• They treat everyone with respect.

The meaning behind Nightingale is derived from a play on words of our founders’ names.
In Yiddish, Elie’s last name, Schwartz, means black, as in night. And Simon’s last name means,

• E lie, and Simon still work long hours to ensure the success of their deals,
and to ensure that their investments remain highly profitable.

well, singer. When you combine Schwartz + Singer, you get Nightingale.
It was those fundamentals that helped them grow even during the financial crisis of
How’d Simon and Elie convince investors to trust them with their money when they were a brand

2008, and build Nightingale into the well-respected, successful company it is today.

new real estate company with no track record? As one investor put it, “THEY HAD TOTAL FAITH
THAT SIMON AND ELIE WOULD LOOK AFTER THEIR INVESTMENT AS IF IT WAS THEIR OWN. THAT
THEY’D WORK THE FUNDAMENTALS HARDER THAN ANYONE ELSE IN THE BUSINESS, AND THAT
THEY’D NEVER LOSE RESPECT FOR THE FACT THAT THE INVESTORS’ MONEY MADE IT ALL POSSIBLE”.
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