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IN DECEMBER, REXFORD INDUSTRIAL CLOSED ON THE
$13.2-million purchase of five properties throughout Southern
California comprising 120,000 sf. In many respects that deal—in which
the Los Angeles-based industrial real estate investment firm acquired
properties in Santa Ana, Anaheim, Palm Desert and Temecula—exem-
plities Rexford's approach to the competitive business of real estate,

For ane thing, it offers Rexford significant value-add opportunities.
The firm actively seeks out properties that require a deep commit-
ment and a high level of expertise. For that, the company can draw
upon the more than 30 years of experience of its principals.

“These properties represent highly sought-after, high-quality infill
industrial real estate assets that are targeted by Rexford's aggressive
growth strategy throughout Southern California,” said Rexford's co-

STRIAL

Ph etite

founder and managing partner Howard Schwimmer when the deal was
announced. “We see great upside potential, particularly in the Orange
County assets, to upgrade them to our institutional standards and rent
the value-enhanced space.”

Secondly, the company acquired the package from the Clifford L.
Shinn family trust, the type of seller that Rexford is increasingly seeking
out and developing relationships with.

DEEP EXPERIENCE, DEEP POCKETS
Rexford recently closed on the purchase of a group of buildings in
South Bay. The seller, a private family trust, had been in the process of
working with brokers to prepare and market the property.

Having been one of the first firms to be approached by the brokers—

Among the properties Rexford Industrial has recently acquired are this 42,500-sf industrial office/warehouse building in Burbank (left)
and a five-property portfolio (right) from the Clifford L. Shinn Trust.

28 Real Estate SOUTHERN CALIFORNIA | February 2008

www.resocal.com






