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N A I L E G A C Y
OVERVIEW

NAI Legacy is a full-service real estate firm with a unique tax-efficient 
investment platform within the NAI Global Network. NAI Legacy
operates as both an investor in and a broker of real estate
investment property. Our investment division provides clients with 
tax-efficient real estate investment solutions such as Delaware
Statutory Trust offerings (DSTs), Funds, and direct investment
opportunities. Our service division provides clients with 
comprehensive investment solutions through brokerage, property 
management, and accounting services. Through our affiliation with
the NAI Global Network, we have direct access to every major 
market in the United States with over 300 office locations and over 
5,100 professionals. Our unique offerings of both properties and 
services supported by a national network, allows us to tailor 
investment services directly to a client’s unique investment criteria
across asset classes, geography, risk tolerance, and investment
preference.
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Founded:
1978

Office
300+ Worldwide

Real Estate Professionals:
5,100+

Annual Transactions:
$20B+

Management:
1.15B+ Square Feet

Statistics as of 2022

LIPSEY’S 2021 TOP 5 COMMERCIAL REAL ESTATE BRANDS

NAI Global is the largest independent broker organization in the world.
NAI Global offices are leader in their local markets and work in unison
to provide clients with exceptional solutions to their commercial real
estate needs. NAI Global has over 300 offices strategically located
throughout North America, Latin America and the Caribbean,
Europe, Africa and Asia Pacific, with local market professionals. NAI
Global professionals achieve extraordinary results for clients locally
and globally through creativity, collaboration and the consistent delivery
of exceptional knowledge and service that only market-leading firms
can provide. NAI Global provides a full range of corporate real estate
services, including brokerage and leasing, property and facilities
management, real estate investment and capital market services, due
diligence, global supply chain and logistics consulting and related
advisory services.

NAI G L O B A L
OVERVIEW

©THE LIPSEY COMPANY



DELAWARE STATUTORY TRUST (DST)

A Delaware Statutory Trust is a legal structure that can
be used to hold commercial real estate assets. The DST
structure establishes a trust under Delaware law that
holds 100% fee-simple the underlying commercial real
estate assets. Investors invest directly into the Trust,
holding beneficial interests or “shares” of the Trust. The
DST ownership structure allows for multiple investors to
own beneficial interests and provides investors with
flexibility and other benefits over traditional ownership.
NAI Legacy is a DST Sponsor, meaning our firm
identifies an investment opportunity, performs all due
diligence, arranges financing, and closes on the asset
before making it available to accredited investors. As a
Sponsor, we provide investors with quality “pre-
packed” investment opportunities.

BENEFITS
• Quality of Asset
• Passive Nature of DST Investment
• Flexibility of Ownership
• Qualifies for 1031 Tax-Deferred Exchanges
• Lower Minimum Investment
• Limited Personal Liability
• Pre-Arranged and Non-Recourse Financing
• Flexible Estate Planning
• Portfolio or Investment Diversification
• Defined Exit Strategy

ABOUT



KEY BENEFITS INCLUDE:

EASE OF CLOSE
Since DSTs are “pre-packaged” investments, the lengthy and
often complex process of closing a commercial real estate
transaction is avoiding through a DST. Since the Sponsor has
already acquired the asset and arranged financing, investors
can come into the DST in a matter of hours. Due to the time
constraints of a 1031 exchange, DST are an attractive
solution to efficiently invest in a quality offering.

The structure of a DST allows an investor to receive
beneficial interests in the Trust based on their proration of
their investment amount. The flexibility in allocating shares
allows an investor to defer 100% of their 1031-Exchange
by directly allocating the necessary amount of “shares” to
match their 1031 exchange.

The DST already has debt in place on the
offering. Since investors need to replace their
debt from their relinquished property when
executing a 1031 exchange, Investors can
allocate the debt from the DST to match the
relinquished debt requirement.

DST 1 0 3 1  
EXCHANGE SOLUTION
IRS Revenue Ruling 2004-86 deemed DST interest to qualify as Real Property under the tax code, allowing a DST interest to be eligible for 1031 Tax-Deferred Exchanges.
DSTs are a popular solution to 1031 exchanges due to several key benefits. The 1031 DST market in the US raised approximately $3 Billion in equity in 2020.

AVOID BOOT WITH 100% DEFERRAL ASSUMABLE  NON-RECOURSE DEBT



THE FLEXIBILITY OF FRACTIONAL
OWNERSHIP
The Flexibility a DST provides is especially useful in the instance were an
investor is passing on their interests to multiple parties. In a typical real estate
transaction, it may be difficult to equally divide an asset to heirs and leaves
the heirs with additional ownership headaches. The DST model allows and
investor to divide their beneficial interest “shares” how they seem fit amongst
their heirs. Once the heirs receive their “shares” they can then make a decision
on their own whether to sell their allocation or stay in the deal, avoiding
headaches amongst heirs.

1031 TAX-DEFERRAL
Since DST share qualify as real property under the IRS, DSTs are eligible for
the benefits of 1031 exchange tax deferral. This is an effective estate planning
tool since heirs receive step-up basis on the inherited asset, effectively
deferring and then eliminating the capital gains of an investment.

QUALITY PASSIVE INVESTMENT
DST offerings are “pre-packaged” passive real estate investments. The
passive nature of the DST provides peace of mind from management-
intensive real estate investments. The DST model is effective for life
transitions when an investor wants to invest in a quality asset that is
professionally acquired and managed, providing passive cashflow without
demanding management.

DST ESTATE-PLANNING

SOLUTION
IRS Revenue Ruling 2004-86 deemed DST interest to qualify as
Real Property The DST structure is an effective Estate Planning
Solution for commercial real estate investors. The major benefits
of a DST when considering Estate Planning are the following:



NAI Legacy is a dedicated sponsor of DST offerings. Our offerings are structured around the private client and whereas some
firms syndicate their offerings with 100s of investors, our program typically includes around 1-15 investors per offering. NAI
Legacy’s DST program is available to accredited investors and typically follows the three steps below.

NAI LEGACY ACQUIRES AND PACKAGES THE
OFFERING
Our team at NAI Legacy acquires an asset or portfolio our team deems to be an investment opportunity. Our team
utilizes our combined 150-year experience in the industry to identify quality opportunities and assets in markets
across the country. Once an opportunity is identified we utilize our relationships with Lenders, Local NAI offices, and
3rd party professionals to perform all necessary due diligence, arrange financing and ultimately close on the
transaction. Our Investment is packaged in a DST offering with terms and conditions outlined in a Private Placement
Memorandum which is made available along with an Offering Memorandum to investors.
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NAI LEGACY MAKES AVAILABLE THE
“PRE-PACKAGEDOFFERING” ON OUR PORTAL
Through completion of Step 1, NAI Legacy makes available the DST offering to accredited investors. DST Offerings are
referred to as “Pre-Packaged” due to the entire acquisition and debt arrangement that is completed before an investor
enters the deal. Once our offering is ready for marketing, NAI Legacy provides the necessary documents and all deal
level files to investors through our online investor portal. This process makes the review of the offering and access to
documents as streamlined as possible by offering the entire “Digital Investor Kit” to investors through our portal.
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SUBSCRIPTION
After an Investor is able to review the appropriate documents with their legal, accounting and other team of
professionals, they’re able to make an investment decision and sign a Subscription Agreement. The process can be
completed through executing a physical copy, DocuSign, or through our investment portal with a dynamic version.
Subscribed investors will then be given a NAI Legacy Portal Account, where they will have access to all of their
documents, investment information and tax information.
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Negotiate Letter of Intent

Negotiate Purchase Agreement

Perform Due Diligence

Order Inspections

Arrange Financing

Successfully Close Escrow on Property

Negotiate or Evaluate Lease

Expertly Structure Deal

Secure Asset Management

Source and Evaluate Opportunities

Negotiate Letter of Intent

Negotiate Purchase Agreement

Perform Due Diligence

Order Inspections

Arrange Financing

Step Into Turn-Key Investment Solution

Negotiate or Evaluate Lease

Expertly Structure Deal

Secure Asset Management

Source and Evaluate Opportunities

Traditional Acquisition Process 
From Investor’s Perspective

NAI Legacy Private Client 
Full-Service Acquisition Process

NAI Legacy’s Private Client DST Program is designed to give investors a tailored turn-key investment solution with a more
personalization deal structure than our standard Sponsor offerings. Our Private Client Program allows an investor to
customize their investment criteria by property type, location (state and city), tenant and debt structure (loan-to-value). 
Once the criteria is defined, our NAI Legacy team will complete the entire sourcing and acquisition process on behalf of the
Client. Our experienced team utilizes our national network of local offices and expertise to deliver turn-key investment
solutions. NAI Legacy provides full-service acquisition, financing, management and leasing solutions.



PRIVATE CLIENT DST PROGRAM
T I E R  1
SOLE OWNERSHIP DST SOLUTION:
The Tier 1 Private Client Program is designed for investors that want sole-
ownership (100%) of the real estate with a full-service investment solution.
After understanding an investor’s current situation and desired investment
goals, our team will create and execute a plan on behalf of the investor. Our
team will do everything from sourcing the opportunity, structuring the deal, 
negotiating leases and purchase agreements, financing, due diligence, 
closing, and property management. Investors in our full-service program
enjoy the flexibility of choosing their investment type and location, while 
avoiding the time commitment and nuances of acquiring, financing and 
managing a commercial real estate investment. The Tier 1 program is ideal
for investment groups that consist of multiple family members and/or existing
partners that want to remain exclusive owners.

T I E R  2
MAJORITY OWNERSHIP DST SOLUTION:

The Tier 2 Private Client Program is similar to our Tier 1 Program, in that it
delivers a turn-key investment solution, but also offers a platform for
investors that want to maintain a majority ownership position in a specific 
asset or portfolio. Once the investment objectives of the majority owner 
are defined, we make the balance of the DST ownership available to 
investors with similar goals and objectives.

T I E R  3
DEAL SOURCING SOLUTION:
For investors who are looking solely for investment properties for sale, but 
prefer to perform all acquisition, financing and management functions, we
provide a unique deal sourcing solution. Our national network of over 
5,100 real estate professionals will provide private clients with a list of both 
on and off market real estate deals for your review and consideration.



R E C E N T
TRANSACTIONS

Units Location Price
300 Mankato, MN $11,400,000

18 Champlin, MN $  2,500,000

39 Texarkana, TX $  1,785,000

4 Minneapolis, MN $   700,000

272 Houston, TX $24,500,000

47 Rockport, TX $  2,300,000

5 Dallas Fort Worth, TX $   928,000

64 Atlanta, GA $  3,009,000

62 Atlanta, GA $  5,812,943

76 Atlanta, GA $  5,910,800

400 Tampa, FL $42,511,588

88 Twin Cities, MN $54,199,301

54 4555 Minnehaha Ave, 
Minneapolis, MN 55406

$12,120,000

142 Corpus Christi, TX $11,644,000

NATIONAL TRANSACTION EXPERIENCE
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The Brokerage Team Will Provide You With the Following Competitive Advantage:
• Extensive Client Database
• Aggressive, Proactive Agents
• Periodic Activity Reports
• Chicago, Denver, Minneapolis & Scottsdale Offices
• Property Sales Specialists
• Strong Broker Relationships
• In-House Marketing
• “Boots on the Ground”
• Superior Market Knowledge
• In-House Research Services
• National Referral Network
• Local and Regional Connections

We are constantly in the deal flow pipeline of potential buyers and lodging tenants. We pride ourselves on our
ownership mentality, and always strive to evaluate every transaction as if it were our own. As well, we have
tenaciously and diligently cultivated a reputation within the community as being excellent ambassadors on
behalf of our clients. Cooperative brokers have a tremendous degree of comfort when bringing their prospects
to our listings as they know they will be treated well and that we will always go the extra mile to ensure their
success and satisfaction.
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An effective brokerage program stretches beyond traditional marketing activities. For complete effectiveness,
knowledge must act as its foundation. Knowledge of the property, the market, and the competition is a critical first-
step in devising a marketing plan that reaches the most desirable buyers. Much of this knowledge already exists
through the experience of the Team. Additional Minnesota market knowledge will be gained through utilization of
our Team’s vast support services and through internal communications.

We will provide market information to you including competitive property availabilities and comparable industrial
property data. Additionally, the team will draw upon the Team’s significant research resources for market analysis
and statistics. We gather, track and interpret up-to-date market data for all relative Twin Cities Metropolitan area
“hot spots.” We will employ an innovative team concept that allows incentives to share listings, leads and
information.

In addition to other methods of marketing the property, we will also ensure the property is listed and kept up-
to-date on all pertinent internet-based marketing sites, Team members will attend relevant City, County and
Chamber of Commerce meetings, rub shoulders with developers, contractors, attorneys, CPAs, Title workers,
and other industry experts to implement “boots on the ground” sale and marketing strategies.

The following summarizes our marketing strategy for our listed properties.
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M a r k e t i n g M a t e r i a l s

We employ an in-house marketing team that will design and prepare custom marketing materials for the
property at no charge. These materials will include multi-page color brochures, a double-sided informational
hand-out for canvassing, and a quarter-page postcard for direct mailing. Digital versions of these materials
can be sent via email to prospective buyers and tenants and cooperating brokers.

P r o s p e c t i n g t o B r o k e r s a n d B u y e r s

We will canvas the Minneapolis-Saint Paul Metropolitan areas (and other markets including Duluth, Saint
Cloud, Mankato and Rochester) to make prospective developers, brokers and buyers aware of the property.
We have developed a “warm-calling” database of companies and potential brokers and buyers and tenants
that we target. From this database our Team will conduct phone calls, direct mailings, electronic
communiqué, and periodic visits to promote your asset. In addition, we will network extensively with
brokers, and others, who specialize in the immediate and surrounding markets. Our reach for investors of
this property type is world-wide and takes advantage of “tried and true“ technology-based marketing
initiatives.

A S t e p A b o v e S e r v i c e : L e g e n d a r y S e r v i c e

• Treating potential brokers, buyers, tenants and developers as our guests is built into our culture.
• Extend appreciation; create enthusiasm for prospects.
• Make the co-brokers job easy; we make them look good to their clients.
• Tenaciously pursue all prospects.
• Establish an owner approved set of sale or leasing parameters to facilitate our reputation as the most

responsive team in the Twin Cities.
• Enhance our ability to close deals by going the extra mile, by which no other team will commit the

necessary time and energy.
• Fight for deals on behalf of ownership. Our “ownership mentality” provides the groundwork for the

appropriate alignment of interests.

Te a m A p p r o a c h

• A focused strategy will be developed between the Multifamily Team and ownership on how to present
your property's’ meaningful attributes, as well as the marketability and appeal. As a team, we will be able
to present better alternatives to prospects in the market. Creating better deals for the property will be a
result of our unified approach to marketing.
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C o n t i n u o u s  M a r k e t  U p d a t e s

Comprehensive market surveys as well as competitive property comparable data will be provided as they are 
uncovered. It is our goal to keep our clients continuously in step with the market, so that as a team we can exploit 
any opportunity to increase the value of each asset. 

F i r s t  3 0  D a y s

• Develop short-term and long-term goals and strategies
• Develop marketing materials for mailings and showings (Finance & Commerce, Star Tribune, Costar, Crexi, Biz 

Journals, etc.)
• Continue canvassing and warm-calling multifamily service and related businesses in the surrounding area and 

from feeder cities, and beyond, reaching into our national netwoek
• Issue follow-up correspondence to prospective tenants, buyers and brokers
• Send initial mailer on the property to the brokerage community and targeted prospects
• Develop and broadcast email Internet brochure to brokerage community
• Contact brokerage representatives in the nearby and towns, including our personal national network and NAI 

Global Network
• Update all web-based property listing services (see the Marketing Strategies)
• Utilize our extensive national and international company and organization databases 
• Develop and utilize social media outlets (LinkedIn, Facebook, Instagram and Twitter) to market the property

F o l l o w i n g  3 0  D a y s

• Continuation of monthly mailing on property availability
• Continuation of monthly broadcast email to the brokerage community 
• Continuation of canvassing and follow-up
• Continuation of web-based property listing and marketing
• Continuation of use of social media outlets to market the property
• Send a Press Release to local and regional outlets
• Discuss and implement other pertinent marketing strategies and other pertinent marketing strategies 
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CHRIS MISSLING
SENIOR VICE PRESIDENT – MULTIFAMILY & INVESTMENTS

Chris Missling is the Senior Vice President of Multi-Family & Investments for NAI Legacy (NAI
Global). His expertise is in multi-family, new developments, and value-add syndications, but he
also has vast experience in senior living, tax-advantaged investments, self-storage, and retail asset
classes. In addition to his sales experience, Missling has worked to source properties, in
underwriting, property management, public speaking and has syndicated millions of dollars on
several commercial projects. Missling started as an analyst in 2012 for the first SFR REIT where he
contributed to 400+ transactions in Tampa. In 2015 Chris, worked as an aggregator for GBC who
acquired 2,700 properties throughout Atlanta's MSA, starting with a portfolio of 18-rentals. In
2020, Chris advised on the launch of a Minneapolis boutique brokerage firm's first four
acquisitions of apartments.

Mr. Missling grew up in Richfield, MN and is a proud resident of Minneapolis, a member the
National Association of Realtors (NAR) and the Minneapolis Area of Realtors (MAR). Currently, he
is an owner of 500-units of multifamily and commercial properties across the US. He began his
career in Commercial Real Estate 12 years ago by renovating and stabilizing 40-single family
rentals, and a 64-unit distressed apartment. Chris spends his free time with his wife and two
daughters enjoying outdoor activities. His family is an active member of Eagle Brook Church
Community.
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MEET THE 
THE NAI TEAM

c.missling@nailegacy.com
(612) 812-1317
License: MN #40756935

mailto:c.missling@nailegacy.com


CAM HILL
VICE PRESIDENT – MULTIFAMILY & INVESTMENTS
As a former chef, Cam loves the hustle and bustle of real estate, but he takes pride in being able to
change what can feel like a stressful process into one that is enjoyed and delivered with ease. Having
had been in real estate since 2016 starting on the residential side and gradually making his way over to
commercial with sales doubling YOY since, he takes pride in delivering customer service and results at
once. At the end of the day, for Cam, he believes relationships take precedent over transactions.

Kurt Pauley is Vice President of Multifamily and Investments at NAI Legacy. Kurt is an experienced agent 
with a focus on seller representation of multifamily apartment buildings and mixed-use buildings. Kurt 
has an ability to find unique investment opportunities for his clients and is an expert in 1031 
exchanges. Kurt is also an owner operator himself and has also acted as a syndicator of multifamily 
apartments in the past. Kurt has a knack for finding off market investment properties to meet his clients' 
need. Customer service is of utmost importance to the experience garnered when working with Kurt.

Prior to joining NAI legacy, Kurt worked as a realtor at a boutique brokerage in South Minneapolis. He is 
originally from Iowa but moved to Minnesota in 2013 from New York City where he went to work directly 
after college. Kurt attended Creighton University and graduated with a degree in Business Administration 
with a focus in Marketing. Kurt met his wife Caila in college, and they now live in Minneapolis with their 
son Oliver and two dogs.
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MEET THE 
THE NAI TEAM

c.hill@nailegacy.com
(612) 747-0504
MN #40463399

KURT PAULEY
VICE PRESIDENT – MULTIFAMILY & INVESTMENTS

k.pauley@nailegacy.com
(612) 547-8465
MN #407927711

mailto:c.hill@nailegacy.com
mailto:k.pauley@nailegacy.com

