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Beyond Wall Street Webinar Series  
Alternative Income Strategies for Accredited Investors 

INTERVIEW WITH PHILIP BARTOW, DECEMBER 14, 2016 

NEW WAYS TO PARTICIPATE IN MARKETPLACE LENDING 

INTRODUCTION 

Dana: 0:02 

Welcome and thank you for taking the time to attend the fourth 

installment of our webinar series, Beyond Wall Street, 

Alternative Income Strategies for Accredited Investors.  The 

call today will last 30 minutes.   

Today Jan Brzeski, Managing Director and Chief Investment 

Officer of Arixa Capital and Philip Bartow, Portfolio Manager 

at RiverNorth will discuss, “New Ways to Participate In 

Marketplace Lending”.  Please refer to the PDF presentation 

that was emailed earlier this morning.  It is also available on 

our website at arixacapital.com/events 

For now, I will hand over the microphone to Jan Brzeski. 

Jan Brzeski: 0:06 

Okay. So, we're going to get started. Phillip, are you still with 

us? 

Philip Bartow: 0:11 

I can hear you, can you guys hear me? 

Jan Brzeski: 0:13 

Yes, we can hear you just fine. 

Philip Bartow: 0:14 

Perfect. Great. 

Jan Brzeski: 0:16 

With that, let's start with your background Phillip, and also 

River North's background. What kinds of investments have 

you and the firm been making before you launch this most 

recent fund that we're going to be talking about? 

Philip Bartow: 0:29 

Sure. First of all, thanks again for having us. It's a great 

opportunity, and I just wanted to thank Allen Webb on my 

side. He helped pull everything together and coordinate. So, 

thanks to you guys. My background quickly is on the asset 

backside of the fixed income landscape. I started my career in 

the asset back business at Lehman Brothers in New York for 

six years. After Lehman, I went to business school. After 

business school, again, I worked for a firm in the investment 

managements side that was focused on trading 

opportunistically, investing in structured credit. CLO 
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tranches, as well as commercial mortgages, or CMBS bonds. 

River North is a firm that's been around since 2000. We 

manage today somewhere right around $3.6 billion. We have 

a few different strategies between open-ended mutual funds, 

closed-end funds, and private partnerships. The theme across 

those vehicles is opportunistically trading closed-end funds, 

BDCs and a handful of other assets that are similar in nature. 

I think River North has done a great job growing their 

business around managing less liquid "nichey" asset classes, 

when we think about market place lending today. I think it 

fits well within your series, thinking about different asset 

classes that are less main stream that are emerging. I think 

market place lending certainly fits the mandate and the 

definition of where you guys are looking at, but I think it also 

fits really well for what River North does in their specialties. 

Jan Brzeski: 2:07 

Okay. Terrific. Also, I want to let everybody know, we would 

like to get questions throughout today's webinar. Which is 

going to be about a 30-minute total webinar, including Q&A. 

The best way to get me a question is to text me. My text 

number is 310-428-9109. 310-428-9109, and I'm going to ask 

you at various times to help us steer this in a direction that's 

most valuable for the audience that's on today by texting me. 

Let's go right into this current vehicle that you launched 

recently. Is investing in loans that were originated on market 

place lending platforms, can you walk us through a typical 

investment? Maybe a recent investment that you put into the 

portfolio. 

Philip Bartow: 2:54 

Sure. Absolutely. What we focus on is the whole loan that is 

generated on one of these platforms. These are online lenders. 

I think their approach to lending isn't wildly too different than 

what banks used to do. I think that they just do it online, and 

they have technologies and interfaces which hopefully pain 

points for borrows. I think we've seen that. We buy the whole 

loan into the fund. We don't buy pieces of the loan. We do that 

again, there are some legal nuances there between buying the 

whole loan and having that asset. Our view is we want to have 

the asset in the fund. We don't have want to have a 

participation of the asset. That's what we're doing. We're 

buying whole loans into the fund. Today we are buying from 

some number between, I'll call it, four to seven originators. 

We buy consumer loans and small business loans that are 

originated in this online channel. 

Some examples of that would be on the whole loan side. We'll 

buy a ... Essentially, we create a pool. So, we buy them in each 

individual loan, but we will buy consumer loans with a 

weighted average, principal balance of about $15,000, so 

they're very small loans. The weighted average coupon on 

those loans today is somewhere between 13, 13 and a half, to 

14%, and then the weighted average FICO score, so the range 

of the FICO scores is, the bottom is 640, and then the top is 

800, or 850. Then that the weighted average is in that low 700. 

In our fund, it's about 720 or 722. Thinking about that quality 

of that borrower and that FICO score, with that combination 

of that coupon and thinking that it's a fully amortizing loan. 

Meaning the loan pays every month, not like more traditional 

corporate credit products which pay you the semi-annual 

coupon and then all your principal ends up at the end in a very 

short duration asset. The weighted average in our fund is just 

over a year. I think it's 1.1 years in duration at the end of 

November. We really like that, we like that combination of 

that high coupon and short duration. 

Jan Brzeski: 5:19 

High yield and short duration is certainly a nice combination. 

Is somebody picking each loan individually? Do you have 

automated systems for finding loans that meet your criteria? 

Are these loans that actually make it onto the platform if it's 

Prosper or Lending Club or whoever it is? Do these loans 

appear on the platform and then you buy them? Or do you have 

a deal with these platforms, where if it meets your criteria you 

get it automatically first?

Philip Bartow: 5:50 

Yeah. It's a great question. What we do is, we do a lot of 

underwriting on the front end. Before we agree to buy, we look 

many data sets. Every loan that has been made, and then not 

only just every loan, but the payment associated with every 

loan. Each loan has 36 payments associated with it. That helps 

us underwrite the entire platform. We've looked at, you know, 

let's just talk about it. In this industry, there's probably 

somewhere between, on the low end, maybe 75, or maybe on 

the higher end 100 or 125 platforms that are originating 

different loans. Whether they be real estate loans, or personal 

loans, or student loans online. We talk to the majority of those 

and then based upon that, we do a lot of underwriting, and then 

we get comfortable with the groups that we want to move 

forward on based upon that. 

When it comes to answering your exact question, I underwrite 

risk across the entire platform. I need to be comfortable with 

that in order to proceed. If I'm buying from a Lending Club or 

Prosper as an example, I buy their grade A loans, their Bs, 

their Cs and their Ds, in proportionate which they totally 

originate. Thinking about it another way, I buy a slice of what 

they originate, even though I'm buying in the whole loan form, 

if that makes sense. I know- 
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Jan Brzeski: 7:16 

You have an agreement with them, where they agree to give 

you "X"% of all the new loans the originate until they've filled 

up your request for how much you want to invest. As long as 

it meets your criteria. These are not actually appearing on the 

Lending Club platform, because they've pre-sold the loan to 

you and others based on certain criteria’s. Is that right? 

Philip Bartow: 7:39 

That's right. I wouldn't call it pre-sold, I would say we come 

to them with an order that we would like to see them originate 

into. I think about it we come to them and we say "Were 

comfortable with buying these loans from you. They have a 

variety of different credit characters, please originate them in 

this amount for us." Then that's typically how it works, and in 

some days, you can get that filled in a handful of days, or 

maybe it's a handful of weeks. There's some variance there. 

Generally speaking, that's how the process works. Yes, I agree 

with you, these loans to not make it up onto their retail 

platform. These loans end up in their institutional pool. 

Jan Brzeski: 8:21 

Okay. I'm looking at one of the slides that you sent out, and 

we sent to everybody that's on this call. I see that in three of 

these categories, you're looking at a historical growth coupon 

in the 13 to 15 range. You've got some real-life losses 

historically and you've got a net yield in the nine to 10 range. 

Are those numbers about right? 

Philip Bartow: 8:45 

Yeah. I think just to frame the context, and make sure it's 

crystal clear. These returns and coupons, servicing fees and 

losses, these are from inception numbers for every loan that 

was originated on these platforms. We're not sort of 

representing some credit grade over another. I think that's 

interesting. What we look at that return data, and run that, yes 

this is what the historical returns would have been if you 

bought every loan on Lending Club, as an example.  

Jan Brzeski: 9:20 

What are the net returns for investors if somebody invested in 

the fund over the past month or so? Can you give a range of 

approximately what kind of… Are there monthly 

distributions, or quarterly distributions on this? 

Philip Bartow: 9:37 

Yeah. We have quarterly distributions. In October, our 30-day 

SCC yield was eight spot 83. We just got the November 

number, I'm not sure it's out there quite yet. I'll say it's a bit 

higher than that. We will either have that in our marketing 

materials and we can get that along to folks either ... I know 

the number, but I just need to make sure we're-

Jan Brzeski: 10:00 

No, I understand. 

Philip Bartow: 10:01 

Yeah. 

Jan Brzeski: 10:01 

Net return recently has been in the eight and change, if you 

will. 

Philip Bartow: 10:06 

Yup. 

Jan Brzeski: 10:06 

Net to investors. That does not include any change in the value 

of the investment. This is where I think what you're doing is 

extremely interesting. Hopefully for the audience it's 

interesting too. I'd like to know more about the structure, 

because it's very interesting how people can get liquidity, and 

yet the net asset value can change. Right? The value, the 

redemption dollars, net asset value can change, but it doesn't 

change because of emotional factors in the stock market, or 

bond market. 

Philip Bartow: 10:40 

Yup. 

Jan Brzeski: 10:41 

It only changes if the value of the underlying investments only 

change, right? Can you walk us through the vehicle structure 

and how that works? 

Philip Bartow: 10:49 

Yeah. Let's talk about valuation in the NAV, because I think 

you hit on a really important point. With these loans, we get 

an extraordinary amount of data, and we get that data very 

quickly. Meaning, I get a loan tape each morning with data on 

every single loan that I own. What I then do, is feed that data 

in, "Did that borrower make their payments?" "Did they not?" 

"Has their FICO score changed?" "Has it not?" into the 

valuation model. The valuation model is looking at the 

expected probability of default and prepayment, based on that 

loan's specific credit detail. To your point, it's not a function 

of what happened to high yield spreads yesterday or what's 

happening to the price of crude oil which was a big driver of 
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price activity and credit markets earlier this year. It's, "What's 

actually going on with the underlying loans?" I think it's an 

important point to say, "Look, what you're really getting here 

with our portfolio is a pure play on consumer fundamentals," 

right? So, our fundamentals or the fundamentals of our 

borrowers continue to be very solid. 

As the market gyrates, it's not as though their fundamentals 

are changing on a day in, day out basis. Which I think over 

time I think you'll see that reflected in the price action in our 

NAV relative to tradeable markets. Which, as you said, are 

subject to fear and greed of market technicals. In terms of 

structure, we have an interval fund. An interval fund, for folks 

that haven't spent time with that structure before, is a structure 

that is underneath the heading of a '40 Act fund. It's a SCC 

registered '40 Act fund. The majority of '40 Act funds are 

listed, closed-end funds. This is actually a non-listed interval 

fund. Which means, we have a ticker, we have a CUSIP, we 

strike a daily NAV. It feels very much like an open-ended 

mutual fund when you're buying the shares. Then we offer 

quarterly liquidity, and that liquidity comes through a tender 

offer to repurchase shares on a quarterly basis. 

This structure is one that is sort of defined by the SCC in terms 

of liquidity. That range of how much of fund assets we offer 

liquidity on a quarterly basis is at a minimum 5% of fund 

assets, not the investor. The fund asset maximum of 25% of 

fund assets. It takes a very illiquid asset, so these are very 

small loans with no secondary trading market, and it puts them 

in a vehicle that gives you daily NAV. Gives you a lot of 

transparency into what's in the fund because like all '40 Act 

funds- 

Jan Brzeski: 13:41 

NAV is Net Asset Value, and that basically means, if you put 

in X dollars, and let's say the economy improves, and your 

defaults get lower, maybe because of that your net asset value 

goes up a little from what you've invested. Or it could go down 

a little if interest rates move a certain way. It's not going to 

move because of emotional factors. Is that right? 

Philip Bartow: 14:05 

Yeah, that's right. The NAV also, you'll see activity or price 

movement of the NAV. It's accruing for that income. We 

talked about that nice coupon. 

Jan Brzeski: 14:15 

Yup. 

Philip Bartow: 14:16 

Each day, we're accruing for that. If the NAV or the valuation 

of the underlying loans isn't moving that much, even in that 

environment, you're still hopefully doing well, because you're 

collecting that accrued income from those nice coupons every 

day. 

Jan Brzeski: 14:30 

Okay. I'm going to have to ... We've got our first questions 

coming through. Also, this is subtle topic, but again I've been 

studying how to best offer these short maturity, high yielding 

non-liquid investments to investors for a long time. I do think 

this is an important call because it's an innovative structure. I 

think it addresses a lot of good things, but we're not going to 

be able to go into as much detail in half an hour as I'd like, 

unfortunately. Let me get to the first question we have. I'd like 

you to, Phillip, to just answer rapid fire, if you can. Keep your 

answers short. 

Philip Bartow: 15:09 

Sure. 

Jan Brzeski: 15:09 

Let's just kind of get through the questions and make sure we 

get cover as much as we can. 

Who do you source your loans from? I think you on the slide, 

you've got Lending Club, Prosper MarketPlace, Funding 

Circle as representative ones. Can you just elaborate briefly? 

How many different market place lending platforms are you 

sourcing from, roughly? 

Philip Bartow: 15:27 

Yeah. I think by the end of this month, we will have five. We 

have currently in that neighborhood right now today. By 

prospectus, we listed our prospectus, SoFi, we list Lending 

Club, we list Prosper, and then we have some small business 

originators too. I think in 2017, we'll add a few more. I think 

this number probably gets to six, seven but I don't think it's 

going to get significantly much higher from there. 

Jan Brzeski: 15:53 

You don't need 100. 

Philip Bartow: 15:53 

Yeah.  



 
 

│
 

Jan Brzeski: 15:57 

You don't need 100 places to get loans. You just- 

Philip Bartow: 15:57 

Yup.  

Jan Brzeski: 15:59 

Okay. I have another question, which is "What happens-" This 

is something I was wondering too. "What happens if there are 

more redemptions than you have liquidity?" In practice, I 

invest $100,000 or a million, or whatever it is. I want to 

redeem out. I'm not guaranteed to get redeemed out at the next 

quarterly liquidity point. It might take a few quarters, right? 

Philip Bartow: 16:20 

Yeah- 

Jan Brzeski: 16:22 

How does that work? 

Philip Bartow: 16:22 

Yeah, so what we'll do is we add up all the, essentially, we 

think of them as redemptions, so they're taking us up on our 

offer to tender shares. Think of those as redemptions. We add 

up that number, if we're offering 5% and the number is 5% 

that want out, everyone gets out in that quarter. If that number 

is more than 5%, let's say it's 10%, everyone would get half of 

their principal back in that quarter. Then if they let us know 

they still want to redeem the balance, then we would address 

that in the following quarter. 

Jan Brzeski: 16:54 

In practice, when you have redemption requests, I'm guessing 

you have pay offs every month. You could choose to 

essentially let the loans pay off and accrue some cash, rather 

than reinvesting the money, if you know you have redemption 

requests or whatever they're call in your world. Is that right? 

Is that how you manage it? 

Philip Bartow: 17:13 

Yup, that's why the structure fits so well. The underlying loans 

throw off so much cash. Again, it's a 1.1 year duration. Just 

through principal alone, we kind of get anywhere from 10 to 

12 to 15% in principal every quarter, in addition to that income 

element. As an investor, in our fund, you're going to get that 

income component, and then you know that the underlying 

assets are just throwing off so much principal. It's a really nice 

structure for that very reason. That's an excellent point. 

Jan Brzeski: 17:45 

Okay. The questions are coming in now. By the way, if you 

don't have a cell phone, and can't text me, you can also go to 

our website and use the contact form on our website to send 

me a message that way. Our website ... Our company is Arixa 

Capital. The website is arixacapital.com. By the way, this is a 

good point for me to point out, "Why are we sponsoring this 

webinar series." The reason is we hope that by partnering with 

innovative and successful alternative income providers, we 

can expand the pool of people who know about our fund, 

which has a completely different strategy, is a different 

structure. But also, aims to accomplish many of the same 

things. Then, this is a case where half the people on this call 

are people are in our network. Half the people on this call are 

people that are in River North's network. I think it expands the 

universe of people that know about both of us. That's our 

rationale for doing this. 

The next question I have is, "The 5% to 25% that you 

mentioned, can you just very briefly restate, what exactly are 

those numbers and what do they govern?" "What's the 5%, 

what's the 25?" "Is that like a min/max that you've committed 

to redeem out in a given quarter? Remind me how that works." 

Philip Bartow: 19:14 

Yeah, so that number again is sort of statutorily defined by the 

SCC. That's not something that River North came up with. 

When you operate under a interval fund, those are the terms, 

right? We looked at it. We looked at a variety of different 

structures because as a large closed-end fund investor, we 

own, as shareholders, many different types of investors. I think 

we have a lot of insight from the shareholder side of what are 

good structures for different assets. We looked at that, and we 

said "Hey, 5% minimum, you have to perform to that, that's 

by prospectus. With a maximum of 25%. That fits really well 

with the underlying cash flows of the loans," right? I think 

that's the key- 

Jan Brzeski: 19:57 

You're getting approximately 8% of the loans are paying off 

every month. Roughly, I would say, right? 

Philip Bartow: 20:05 

It's a little higher in our case, but even in a stressed 

environment, it's in that context. Yes, it's a bit higher than that. 

 

Jan Brzeski: 20:13 

Okay. There's a natural amount. If you stopped investing, if 

you had everybody that asked to redeem at once. 
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Philip Bartow: 20:19 

Yup. 

Jan Brzeski: 20:19 

Then as fast as they could, you would probably accrue, you 

said it's a little more, maybe 25% of the portfolio would burn 

off in a 90-day period. You're not obliged to redeem 

everybody out right then as soon as possible, right? Remind 

me, when are you actually obliged to redeem them out? 

Philip Bartow: 20:39 

Yes. The mechanism here that's important to think about is 

that we have a board, an independent board sitting on behalf 

of shareholders, right? The amount of liquidity that the fund 

offers is subject to the approval by the board. In your scenario, 

we're everyone redeems, I think would be very likely that the 

board would likely look around, "Look, we're here on behalf 

of shareholders, you have a very short duration asset that's 

throws off a lot of cash, and there's an enormous amount of 

redemptions," I think the outcome there is to take a strong look 

at just unwinding the fund or putting it into run off. It doesn't 

make new investments. The good news here, again, is that 

after three or four quarters, you're going to have the 

overwhelming majority of your principle back.  

Jan Brzeski: 21:28 

Okay. Okay. 

Philip Bartow: 21:28 

The longest loan stay out there a little bit outstanding, but you 

would get the overwhelming majority of your principle back 

in that runoff scenario. 

Jan Brzeski: 21:37 

In three or four quarters. All right. We've got more questions, 

so we're going to keep the rapid fire going here. "Is there any 

leverage on the fund, and if so, how much leverage?" I'll have 

a follow-on question too, so if you could just answer that to 

start. 

Philip Bartow: 21:51 

Yup. There is no leverage on the fund today. We are working 

to find the right leverage provider for us. We've been in talks 

with all the active parties in the space on the financing side. I 

think we will have that in place, I would guess end of January 

or early February is my guess. By the rule of the '40 Act, the 

full amount of leverage you could have on the fund is 33 and 

a third % advance rate. So, for every dollar of assets, $.50 of 

debt, which I think is important. When we do get financing, 

you know that it's a modest amount of financing. I think that 

amount of regular way outstanding financing that we would 

use would be more like 15, maybe a little bit higher, 20% 

advance rate and keeping the difference or the remainder, 

allowing us to be opportunistic. We can deliver, and we have 

delivered since the fund's been up on our expected return 

targets on an unlevered basis. 

Jan Brzeski: 22:57 

Okay, so- 

Philip Bartow: 23:05 

Hello? 

Jan Brzeski: 23:06 

Your target is about 15% leverage for the fund, did I get that 

right? 

Philip Bartow: 23:11 

Yeah. I think that's the expected target once we get it in place. 

That is a little bit of a working target based upon what the 

market opportunities are. 

Jan Brzeski: 23:18 

Sure. 

Philip Bartow: 23:29 

Yes. Generally speaking. 

Jan Brzeski: 23:21 

That'll enhance your returns a little bit under the great 

majority of scenarios. 

Philip Bartow: 23:26 

Yes. 

Jan Brzeski: 23:26 

You'll be borrowing in the threes or the fours I'm guessing and 

then lending that out again in the net return in the nines? 

Philip Bartow: 23:35 

I think that's right. 

Jan Brzeski: 23:35 

Something like that? Okay. 
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Philip Bartow: 23:36 

I think that's right. 

Jan Brzeski: 23:37 

Okay. We started five minutes late, so I'm going to go ahead 

and end five minutes late as well. We can keep going with a 

few more questions. Why did you choose this structure versus 

all of the other ways that you could do this? 

For example, you could have done a Reg D offering, a private 

fund- 

Philip Bartow: 24:01 

Yup. 

Jan Brzeski: 24:04 

You could be buying the same types of loans. You could be 

levering. You could be ... You could do a lot of the same 

things. You could redeem people out. Why did you choose to 

do it this way? Is it because ... Your fund is open to both 

accredited and non-accredited investors, correct? 

Philip Bartow: 24:20 

Yes. That's correct. Another thing that's nice about the '40 Act 

is that we don't have those eligibility requirements around 

qualified purchaser, qualified buy language. Things of that 

nature. Why did we select '40 Act, and why did we want to get 

this asset class into registered fund land? The long and short 

answer is, that was the strong feedback that we got from 

investors. We at River North have investors in our other funds 

that are invested in the market place lending asset class. They 

are invested in private funds, and they just said to many times 

through these conversations, "Look, these private funds in this 

asset class, the returns are pretty good but there's very high 

minimums. I don't have any ... I have very little transparency 

into what's into the portfolio. The fees are very high." As a '40 

Act, we have a flat management fee. No performance fee. We 

have a much tighter prospectus around what we're doing, 

right? 

We have to make it very clear as to what loans we're buying. 

We only buy loans in the US. Right, so I think one other fear 

that folks had in private fund land is that they could think 

they're buying prime loans in the US today, and something 

else further down the line, right? 

Jan Brzeski: 25:34 

Right. Right. On that note, one of the questions that we had 

had was about "How do you mark to market?" Don't you have 

a third part involved in that? Can you spend maybe 30 seconds 

talking about how you determine NAV, how often, and who's 

involved in that? 

Philip Bartow: 25:49 

Yup. It's a daily NAV product. As we talked about, we get 

those data sets each morning on every loan. RiverNorth has a 

internal valuation model. Then we also utilize Duff & Phelps 

as our third-party valuation provider. Both River North and 

Duff & Phelps utilize a discounted cash flow methodology. 

Again, we look at the data of the loans, we come up with 

expected defaults and prepayment probabilities. Then we 

adjust that remaining cash flow by a discount rate. Duff & 

Phelps utilizes the same process, but they do it independently 

of us. Meaning, we have the same process, but we're not 

necessarily trying to tie out on every loan or saying, "Hey, tell 

us what you did here." Right? We want to have it be ... Have 

two sources for valuation. That process happens every single 

day. It is a mark to model, so not a mark to market approach. 

Given that when I own the whole loan by definition, it's not as 

though there's another piece of that loan trading out there. 

Jan Brzeski: 26:52 

It sounds like you're saying transparency was one reason you 

wanted to have sort of a robust third party involvement in 

letting everybody know that it's a straight up deal. Also, I 

believe there's a ticker symbol for your vehicle which means 

that the distribution is automatically a very wide distribution. 

It's available almost anywhere that you can buy mutual funds. 

Is that right? Also, can you just tell people, what is the ticker 

symbol of it? 

Philip Bartow: 27:21 

Sure. So, it's RMPLX. R for River North, MPL as in Market 

Place Lending, and then X. That's the ticker. To your point, it 

is up on the overwhelming majority of sort of mutual fund 

platforms. 

 

Jan Brzeski: 27:39 

For people that operate their own ... Like some of our past 

guests on this webinar series are on the call now, this is vehicle 

that does automatically put you in almost any registered 

investment advisor, almost anybody who's got a brokerage 

account can buy this. And get the income and not have to 

worry about, some global political event happens, and now all 

of sudden everything is trading off by 10% the next day. So 

the value of your investments drop by 10%. That's one of the 

things that I found most interesting about this. 
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Philip Bartow: 28:12 

Yeah. We agree with that. I think November is a nice little 

mini case study about thinking about what's gone on in the 

rates market and longer duration fixed income. The Barclays 

Ad was somewhere down, I think 220 or 230 basis points in 

November. High yield was off, somewhere, 670, 75 perhaps. 

We were up 67, 68, something like that in November. To your 

point, right, as those markets move and gyrate around, and the 

consumer fundamentals stay steady, we perform really well. 

Jan Brzeski: 28:43 

Okay. Great. With that, we're going to wrap it up. I want to 

announce our next webinar, which is Wednesday, January 

11th. We're going to be speaking with Realty Mogul, 

Elizabeth Braman, who is their Chief Production Officer about 

another new vehicle out in the market, which is called an E-

REIT. Electronic REIT. It is a non-traded REIT that invests in 

both real estate ownership and lending on real estate assets. 

She will be walking us through that on Wednesday, January 

11th. 

With that, I want to thank everybody for participating. We 

look forward to having you on the next call. 

Thank you very much Phillip, we appreciate it. And 

congratulations on your new baby that was born yesterday. 

Philip Bartow: 29:28 

Thank you very much. 

End of Call: 29:31 
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