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CEOCFO: Mr. Minsley, what is 10 Federal?
Mr. Minsley: 10 Federal in a diversified real estate company specializing in self-storage, multi-family, and technology.

CEOCFO: Would you tell us about each of the divisions?

Mr. Minsley: Self-storage is our primary business these days. We
were early pioneers of automating self-storage facilities to run
unattended much like a Redbox renting DVDs. The automated business
model has proven to be very successful and has been a springboard for

us to become one of the top 50 self-storage operators in the country. | OreperaL
\ STORAGE

CEOCFO: What are some of the challenges with an unattended
storage facility? _
Mr. Minsley: When we started automating the operations of a self- sxoﬁ?:::;!:;:;‘;‘e-
storage facility in 2016, the challenge was a lack of technology to
accomplish the very practice of automation. We had to hire several
software developers to build much of the technology we used. Some of
these technologies we have spun off to become businesses unto
themselves like our DaVinci Lock® product.

Creating the technology was our first challenge. Having overcome that
first challenge we are now in the unique position where we have
gapped the field, and our next challenge is to successfully scale the
size of the company and portfolio.

CEOCFO: What are some of the complexities?
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Mr. Minsley: When we first started, there were various systems that you would use that were all siloed standalone
products. When I say systems, I am referring specifically to the online advertising system, the management software
system that kept the ledger of which units were rented to who, and the controlled access system that allows authorized
renters through the vehicle gate. Initially those three systems were independent of one another, and we had to build the
bridges between all of them so that someone could rent a unit online, record that new lease into the management
software and have that person become an authenticated user of the controlled access perimeter. That was the first
challenge.

An example of another challenge is there was no work order system in our industry.
If you think about a legacy model where a property manager is in the leasing
office, then a tenant will walk in and tell the manager their door is broken. That
manager receives the work order from the renter and is also going to be the person
who fixes the door and completes the work order. With that workflow, the industry
has never needed a work order system but with the automated model we still have
local technicians who might only go by the property once a week to take care of it
and clean it, turn units, but they are not in direct contact with the tenants. So, with
the automated model the tenant would submit a work order to the website or kiosk or call center and then that work
order would need to be assigned to the maintenance technician who will complete it. The system we built has cascading
work orders, so once that maintenance technician has completed the work order to fix the door, completion of that work
order creates a new work order back to the call center agent, for example, to call that tenant back and tell them that
their door has been fixed.
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“I am an aviator so I might have a little confirmation bias but one of the things I am most excited about

is the deployment of drones at our properties.” Brad Minsley

The third is the most profound solution we have created and has become a company unto itself, and it is called the
DaVinci Lock®. It solves the issue of how a delinquent tenant that has been overlocked restores access to their unit after
they pay their delinquent balance. If you are unfamiliar with what the delinquent process is in our industry or what an
overlock is, basically you have your lock on your unit and if you fail to pay your bill, the property is going to put a second
lock on your unit and that is called an overlock and you will not have P\ : "
access to your unit until you pay your delinquent balance that overlock | \ : ! ‘ ,
is removed. In a legacy format, you go in and pay the property ‘ N / |
manager your delinquent balance, and the property manager will go
out to your unit and remove that overlock. In the automated model
there is no manager to remove that overlock and the tenant certainly
does not want to wait for up to a week for the maintenance technician
to come by and remove it. The DaVinci Lock® is an overlock that the
maintenance technician puts on the delinquent units, but it has a menu
of self-service options for that tenant to be able to remove that
overlock on their own. It is just a mechanical combination lock, there
are no electronics in it but when that tenant pays their delinquent
balance at the kiosk, call center or on the website, the DaVinci Lock®
software knows that has happened and immediately texts or emails
that tenant the unlock code. If the tenant is at the lock itself and has
maybe misplaced the code, they can retrieve it through a text
messaging system by texting to a phone number that is engraved on
the lock, or they can go to a specific website and retrieve the code.
There are many options for them to self-serve. This product has
become so popular that it is now used at 10% of all storage facilities
and that does not include the addition of Public Storage as a customer
of DaVinci Lock. Public Storage just signed up to deploy the DaVinci
Lock system on all the stores in their entire portfolio, which will almost
double the size of DaVinci Locks usage in our industry.
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CEOCFO: Is that an outright sale and are you selling software that goes into the lock?

Mr. Minsley: We sell the physical DaVinci Locks to facility owners. Facility owners can just buy the lock and have a
limited-use version of the software for free, or what most do is sign up for one of our three tiers of subscription-level
software. The highest tier is the most automated where a tenant can retrieve unlock codes on their own which saves the
facility time and money and is the most convenient level of service for the customer.

CEOCFO: Are people in general looking for self-service in storage and do they realize they should be
looking for it?

Mr. Minsley: The whole world has evolved to cater to on-demand gratification for our customers. If you go to the
grocery store or the movies, you have all these options to self-serve at your speed. Today's generation seems to be so
tech forward that they can move through a tech-enabled self-service process extremely quickly. That model gives them
the highest level of customer satisfaction and that is what our automated model delivers to our customer base, which I
believe gives us a competitive edge.

CEOCFO: How important is the look of the storage facility?

Mr. Minsley: I wish I could tell you that appearance made the biggest difference, but it just does not. The reason for
that is that most of our leasing activity comes through the internet. What that tenant is most focused on is going to be
price, proximity, and reviews. After all, a self-storage unit is a highly substitutable product. My 10x10 unit is going to look
a lot like a Public Storage’s 10x10 unit, so price becomes the largest determining factor and proximity is second to that.
And it goes without saying that you must score well on reviews to even be in the game.

CEOCFO: Where are you geographically; what do you look for in your
properties and how have you developed the network you have as far as
storage facilities?

Mr. Minsley: 10 Federal operates four million square feet across 75 facilities primarily FEDERAL
across the Southeast and Texas. In general, we prefer the Southeast and Texas on a STORAGE
macro level because those state economies are growing, and I believe they will
continue to grow into the future. It is the concept that the rising tide lifts all boats. I
favor markets with tailwinds like those.

Existing Customers

As far as our acquisition strategy we are typically looking to buy properties that are
underperforming their potential. They need to be nice, clean, and well-built properties

but most of the facilities in our industry are still owned by what our industry defines as Q E
"mom-and-pop" operators. A mom-and-pop operator might own and operate one or PAYMENTS ACCESS
two facilities and the facility may not even be their primary line of work. Often, they do
not have all the tools, equipment, and automation that 10 Federal has and as a result, =

they can't quite achieve the same level of customer experience as a 10 Federal- RENT A SPACE
operated store, so their rents tend to be below what we can accomplish.

+*
We have a pretty sophisticated data science system that allows us to evaluate how big Movi?om
of an impact 10 Federal’s model can have on a facility. For example, a facility that

rents at $60 a month might be able to achieve $100 a month rent on our platform.
That is the difference that our automated platform can make, and our data science 0
system helps us find the facilities that we can operate to $100 rents but are currently
achieving $60 rents. Those facilities have become our acquisition targets.

CEOCFO: What led you to focus on storage?

Mr. Minsley: We got into it a little bit by chance. My brother Cliff and I, he is the co-founder of 10 Federal with me,
were focused on multi-family since we started the company in 2010. In 2015 we decided that we wanted to vertically
integrate through the construction process. A multi-family property is very complex to build because you have over 30
subcontractors to coordinate. Therefore, we felt we should start by building something simpler, so we decided to build a
self-storage facility. Before a bank would even give us a loan to build one, they wanted to see us operate one, so we
bought our first self-storage facility in March of 2015. That facility had cameras that you could watch over the internet
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which was kind of a new technology at that time. I put a monitor up in my office and started to watch what happened
from day to day in the self-storage facility.

It did not take long for me to realize that the property manager was not being used efficiently. They spent most of their
time sitting idly at the desk and I did not see that as a good return on our investment. We asked ourselves why that self-
storage was not automated. If you rewind thirty or forty years ago, a bank teller at a bank has now been replaced by
ATMs, if you take the corner car wash that used to hand wash a car and that has been replaced by a sophisticated car
wash that can automatically wash everything from a Suburban to a Prius in the same wash bin.

Then you have self-storage that is just renting a box and that is not automated. It seemed like a tech lagging industry
that technology could disrupt. Within a year of buying that first facility, we cobbled together enough technology to rent a
unit through the Internet, move the tenant in, and provide them access to their unit all on an automated basis. The
impact was immediate. We had owned that facility for a year at that point and the best month of leasing it had resulted in
33 move-ins. The very first month we put the automated system in place, we leased forty-eight units. It was at that
moment that we realized we were on to something.

CEOCFO: Would you tell us about the funding you announced |
recently? '
Mr. Minsley: We have had the good fortune to succeed in raising
investment dollars. We are on our fourth investment vehicle now with
the target of raising $100 million. We just passed $80 million raised as
of October 1st. I expect we will achieve the $100 million goal by the
end of the year, and we may even exercise an accordion that will allow
us to take the offering up to a maximum of $150 million. We are
making plans to raise $350 million next year with a hard cap of $500
million.

With the success our first two investment vehicles achieved, we
registered on the radar of some of the nation's largest institutions and
now we have the good fortune of several college endowments, a state
treasurer's office, and several investment banks all looking to possibly
make investments in our next offering.

CEOCFO: What are you on the outlook for as you grow?
Mr. Minsley: As I have gained experience fund raising from these institutions, I have learned that 10 Federal is at the
intersection of two large paradigm shifts in our industry that these big investors are interested in. First is the theme of
technology replacing labor, which in our case our automated platform is replacing labor. We no longer have property
managers at the site, and as a result we have a more efficient operating expense profile, and that benefit goes straight to
the bottom line.

Secondly, there is this concept called prop tech which is how technology can be used to enhance performance of real
estate. Everything we are doing through automation and our data science system that lets us evaluate which facilities we
should buy and estimates to what degree we can improve the performance has proven to be a tremendous value-added
component.

We check two boxes off at the same time and either one or the other would be generally very appealing to the larger
investment community. By aligning with those two themes and demonstrating a proven track record through the
successful sale of our first and second offerings we are achieving success in the capital raising world.

CEOCFO: Where does the human element come in?

Mr. Minsley: At the simplest form we still have a local maintenance technician that goes by once a week at a minimum.
We have cameras that our property managers here and in Raleigh can view at any moment. That is just the tip of the
iceberg. What we want to do in all aspects of our business is leverage technology to do our tasks as efficiently as
possible. The cameras that we use have artificial intelligence. We run Al in the camera that can recognize exceptions like
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the vehicle gate being stuck open. They can run Internet of Things devices such as temperature and humidity sensors
that can detect if the air conditioner may have malfunctioned at a property.

All these technologies together go from being passive tools where we are just passively viewing a camera, to becoming
active tools that are actively informing us of exceptions to our operating tolerances. If a temperature is too high, if a gate
is stuck open, our team is actively notified of these exceptions which just makes them capable of handling so many more
facilities.

CEOCFO: What else is going on at 10 Federal that our readers should know about?

Mr. Minsley: I am an aviator so I might have a little confirmation bias but one of the things I am most excited about is
the deployment of drones at our properties. We currently have drones at three properties that we can fly remotely from
our headquarters in Raleigh North Carolina. The drone is equipped with Al capabilities that allow it to recognize a human
for example and it communicates with the cameras on the property, so it becomes a 24/7 365 days-a-year watchman
where if a person comes onto the site and a camera sees the person, it will launch the drone and the drone will follow
that person. I know that feels a little bit sky-net scary, but it is certainly a deterrent to any bad actors.

CEOCFO: It sounds like you are having a lot of fun with this’!
Mr. Minsley: I am having way more fun than anybody should be permitted to at a job, but I will count my blessings
while I have them.

CEOCFO: Your site features a section about corporate sustainability; what is important for 10 Federal in
that area?

Mr. Minsley: That hits close to home for my brother Cliff and me. Cliff was an environmental minor in his undergraduate
degree, and I have gone through North Carolina State University’s certificate in renewable energy management program.
We feel it is important to be great stewards of our environment for our current generation and future generations. We are
committed to doing our part to try to advance those goals. We currently are installing solar panels at facility after facility
to lessen the impact or draw upon carbon fuel sources. We invest in various techniques at the property to limit the need
for irrigation and the use of water.

We have done studies that have demonstrated that just the automated model itself reduces the amount of driving an
employee would have to do to and from the facility just due to less frequent trips and that lessens the impact on the
environment. Those might be small things, but we know every bit counts and we are hopeful that the success that we
have with 10 Federal and DaVinci can hopefully act as a springboard for us to invest, donate, and participate in future
green technologies.
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