No securities regulatory authority has assessed the merits of these securities or reviewed this Offering
Memorandum. Any representation to the contrary is an offence. Thisis a risky investment. See Item 8, “ Risk
Factors’.

This Offering Memorandum does not constitute an offer to sell or the solicitation of an offer to buy securities
within the United States or by residents of the United States. There shall be no sale of these securities in any
jurisdiction in which such offer, solicitation or sale would be unlawful. Prospective investors should only rely on
the information in this Offering Memorandum. No person has been authorized to give any information or make
any representation in respect of the Trust or the securities offered herein and any such information or
representation must not be relied upon. Any such information or representation that is given or received must not
be relied upon. By accepting this Offering Memorandum, recipients agree that they will not transmit, reproduce
or make available to anyone, other than their professional advisors, this Offering Memorandum or any
information contained herein.

OFFERING MEMORANDUM

Private Placement Offering Originally dated January 25, 2018, Updated August 21, 2018
A

NationWide

SELF STORAGE & AUTO WASH
NATIONWIDE SELF STORAGE & AUTO WASH TRUST

Maximum Offering of up to $13,900,000
Up to 139,000 Participating Preferred Trust Units

Class A Participating Preferred Trust Units
FUundSERV Code: CDO NW031

Class F Participating Preferred Trust Units
FundSERV Code: CDO NW032

The Issuer:

Name: NationWide Self Storage & Auto Wash Trust (the “Trust”), a trust formed under the
laws of British Columbia

Head Office: Suite 808, 609 Granville Street, Vancouver, British ColumbiaV7Y 1G5

Phone Number: (604) 684-5750; toll free 1 (866) 688-5750

E-mail Address: info@nationwideselfstorage.ca

Fax Number: (604) 684-5748

Curr:gtly listed or No. Thesecurities do not trade on any exchange or market.

quoted:

Reporting issuer: No



SEDAR filer:

The Offering:
Securities Offered:

Price per Security:

Minimum/Maximum
Offering:

Investment Objective:

Business of the Trust:

Yes, but only as required pursuant to section 2.9 of Nationa Instrument 45-106 —
Prospectus Exemptions. The Trust is not a reporting issuer and does not file continuous
disclosure documents on SEDAR that are required to be filed by reporting issuers.

Redeemable Preferred Class A trust units and Redeemable Preferred Class F trust units
(collectively, the “Participating Preferred Trust Units’).

$100 per Participating Preferred Trust Unit.

Minimum subscription of $10,000 in Participating Preferred Trust Units. Additional
subscriptions may be made in multiples of $1,000 in Participating Preferred Trust Units.

Maximum Offering: Up to $13,900,000 (139,000 Participating Preferred Trust Units).
Minimum Offering: $3,000,000 (30,000 Participating Preferred Trust Units).

The investment objective of the Trust is to provide Unitholders of Participating
Preferred Trust Units with:
1 three components to the investment return:
(@) anannualized preferred base target return of 8%;

(b) up to 70% participation in returns exceeding the 8% preferred base
target return — paid monthly in arrears; and

(c) capital appreciation on disposition of the Devel opment Property;

2. tax advantaged target monthly income distributions, as a portion of the
distributions will be taxed as areturn of capital;

3. asource of cash flow in various economic environments®; and

4, an investment backed by urban industrial real estate through the Trust’s
ownership of the Partnership.

@ See, for example, hitps:.//www.fool.com/investing/dividends-income/2015/03/31/3-reasons-sel f-storage-
reits-are-great-dividend-st.aspx accessed January 16, 2018

The Trust will invest al the Available Funds (as defined herein) in securities of the
Partnership (as defined herein), which will in turn use the proceeds to acquire a 1.33
acre (57,934 sg/ft) property located at 1485 Trans-Canada Highway in Kamloops,
British Columbia (the “Development Property”). The Partnership intends to develop
and operate a combination self storage/car wash facility on the Development Property.
The Development Property is in a high profile location bordering Highway #1, Hugh-
Allen Drive and Pacific Way, a high traffic location with a daily traffic count of
approximately 19,000 vehicles per day (source:
http://www.th.gov.bc.caltrafficData/tradas/reports/All Y ears/2016/08/DV 03/DV 035%20-
%20Site%20Pacifi c%20Way%6201 -C%2021-005E%620-%20N N %200n%2008-09-
2016.pdf, accessed on January 15, 2018).

The Sdlf Storage Building:

The self storage facility will be located on the western side of the Development Property
and will be a modern, well-lit and architecturally designed building of approximately
60,000 sg/ft with approximately 50,000 sg/ft net rentable storage space. It will offer
approximately 600 individual storage lockers each with individual security systemsin a
temperature controlled environment and will include drive up units specifically designed
to attract commercial tenants. The facility will feature commercial elevators with
security restricted floor access and video surveillance. See Item 2, Business of
NationWide Self Storage & Auto Wash Trust” for further details, and Schedules A and
B for copies of Phase| and Phase |1 Feasibility Reports, respectively, prepared in respect
of the proposed self storage facility at the Development Property.

The Auto Wash:

The Auto Wash will be located on the eastern side of the Development Property and will
be a modern 4,000 sg/ft building housing an approximate 160 foot exterior detail hybrid
tunnel touch auto wash system. The car wash will have approximately 10 automated
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Preferential & Special
Distributions:

Redemption:

application stations that will be capable of washing, waxing, sealing, tire shining and
drying up to 180 cars per hour. Users will be able to select many levels of wash options
such as the Bronze level wash offering a complete wash and dry, the Silver level wash
offering Bronze plus triple foam polish and clear coat, the Gold level wash offering
Silver plus tire shine, undercarriage wash and rust guard protectant and the Platinum
level wash offering Gold plus lava foam and waterfall rinse. As well customers may
select other extra add-ons such as Rain X and Armor All Extreme Shine both for extra
charges of approximately $3. The wash level options will be available for purchase
through automated touch screen drive through kiosks and prices will range from as low
as $7.95 to over $25 per wash. As well, the car wash will provide approximately 10
vacuum stations, detail products such as window cleaner, dash cleaner and micro fibre
towels as well as air fresheners for a small extra charge of approximately $3 each. See
Item 2, Business of NationWide Self Storage & Auto Wash Trust” for further details,
and Schedule C for a copy of a Feasibility Report prepared in respect of the proposed
car wash facility at the Development Property.

Preferential Distributions

Participating Preferred Trust Units are entitled to receive monthly preferentia cash
distributions (“Preferential Distributions’) targeting a preferred base return of 8%. The
Preferred Distribution will be paid to Unitholders on or about the last Business Day of
each month. If the target preferred base return is paid to investors in a calendar year,
investors will then be entitled to up to 70% of all incremental cash distributions over and
above the target 8% preferred base return in that year, with the remaining portion of the
cash distributions in that year payable to the General Partner pursuant to the
Performance Bonus. See Item 2.5, “Material Agreements — (&) The Partnership
Agreement — Compensation of the General Partner”. The Administrator anticipates that
distributions will commence approximately 12-24 months from the date of the final
Closing of the Offering. Cash distributions will be paid to holders of Participating
Preferred Trust Units in priority to payments to the General Partner pursuant to the
Performance Bonus.

In addition, once Unitholders have received a cumulative 8% annualized (but not
compounded) return over the life of their investment in Participating Preferred Trust
Units, the Performance Bonus will entitle the General Partner to a share of the
Partnership’s assets on dissol ution.

Special Distributions

In addition to the foregoing, the Trust may make such other distributions (“Special
Distributions”) as the Trustees may determine from time to time. The Trustees intend
to make Specia Distributions, payable in cash or by the issuance of additional
Participating Preferred Trust Units, in respect of the taxable income and net realized
capital gains, if any, of the Trust in each fiscal year to the extent necessary to ensure that
the Trust will not be liable for tax under Part | of the Tax Act in such year.

The Participating Preferred Trust Units rank in priority to the Genera Partner’s
entitlement to the Performance Bonus with respect to the payment of proceeds from the
dissolution, liquidation or winding up of the Trust.

Participating Preferred Trust Units may be surrendered by Unitholders for redemption at
any time and will be satisfied on the last day of the quarter in which the redemption
reguest has been received (a“Valuation Date”).

Participating Preferred Trust Units surrendered for redemption by a Unitholder at least
twenty (20) Business Days prior to a Valuation Date will be redeemed on such
Vauation Date and such holder will receive payment on or before the tenth Business
Day following such Valuation Date. On a redemption, Unitholders will be entitled to
receive a redemption price per share based on the Net Asset Vaue (as defined herein) of
the Participating Preferred Trust Unit as of the relevant Valuation Date. Holders of
Participating Preferred Trust Units that redeem Participating Preferred Trust Units prior
to January 1, 2022 will be subject to a 2% redemption discount from Net Asset Value.
Payment of the redemption price shall be in cash, provided that if the Participating
Preferred Trust Units tendered for redemption in the same quarter exceeds an amount
equal to 0.25% of the Gross Proceeds until January 1, 2022, and 0.625% of the Gross
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Tax Consequences:

Proposed Closing Dates:
Selling Agents:

Proceeds thereafter, then the Trustees shall only be obligated to make cash payment to
a maximum of such amount and the balance, subject to receipt of any applicable
regulatory approvals, may be paid by the Trust, in the discretion of the Administrator,
through the issuance of unsecured debt instruments issued by the Trust maturing on the
earlier of 5 years from the date of issue and the date the Trust is wound up and/or
through a distribution, in specie, of property of the Trust. See Item 4.1, “Capital —
Details of the Declaration of Trust - Redemptions”.

There are several important tax conseguences to these securities.

1. Provided the Trust is a “mutua fund trust” as defined for the purposes of the
Income Tax Act (Canada) (the “Tax Act”) a dl relevant times, the
Participating Preferred Trust Units will be quaified investments for Exempt
Plans, which include RRSPs, RRIFs, DPSPs, RESPs, RDSPs and TFSASs (as
defined herein); and

2. The Trust intends to pay preferred cash distributions to Participating Preferred
Trust Unitholders. To the extent that distributions payable by the Trust in ayear
exceed the Trust’s income for that year, the excess will be paid as a return of
capital. Any such payment made as a return of capital to a Participating
Preferred Trust Unitholder will generally not be subject to tax but will reduce
the adjusted cost base of the Participating Preferred Trust Unitholder's
Participating Preferred Trust Units and may result in a capital gain to the extent
(if any) that the adjusted cost base thereby becomes negative. Any such
payment to a Participating Preferred Trust Unitholder out of the Trust’'s income
will generally be taxable as income in the Participating Preferred Trust
Unitholder's hands. Management expects that distributions payable by the
Trust in a year will be paid partially out of income and partially as returns of
capital.

See Item 6, “Income Tax Consequences and RRSP Eligibility”.
Closings will take place on such dates as the Administrator may determine.

Yes. The Trust may engage agents and finders to assist with effecting sales of
Participating Preferred Trust Units, and pay fees and other compensation in connection
therewith. Seeltem 7, “ Compensation Paid to Sellers and Finders’.



Payment M ethods and Subscription Form Delivery | nstructions

Subscription Documents and Cheques and Bank Drafts. All original subscription documents and chegues and
bank drafts must be delivered directly to the Administrator or through an Agent or investment dealer for delivery to
the Administrator at the address provided below (electronic forms and payments may be submitted in accordance
with the instructions of your dealer):

Payment M ethods

A. Funds can be transferred via FUndSERYV from | Instruct your dealer to purchase applicable

your brokerage account at an investment Participating Preferred Trust Units:

dealer For Class A Participating Preferred Trust Units the
FundSERV Code is CDO NWO031
For Class F Participating Preferred Trust Units the
FundSERV Code is CDO NW032

B. Cheque or bank draft Payable to: NationWide Self Storage & Auto Wash
Trust

Couriered to: NationWide Self Storage & Auto Wash
Trust

Attention: Subscription Processing Department

P.O. Box 10357, Suite 808, 609 Granville St
Vancouver, BC V7Y 1G5

C. Funds can be wire transferred from your bank | Banking Institution: ScotiaBank
account Institution number: 002

Transit: 47696

Account: provided upon request to

subscriptions@nati onwidesel fstorage.ca

Questions can be sent to:

NationWide Self Storage & Auto Wash Trust
P.O. Box 10357, Suite 808, 609 Granville Street, Vancouver, British ColumbiaV7yY 1G5
Tel: (604) 684-5750, Toll Free: 1 (866) 688-5750, Fax: (604) 684-5748
subscriptions@nati onwidesel fstorage.ca

Resale Restrictions:

The Participating Preferred Trust Units are subject to restrictions on resale. There is no market for the Participating
Preferred Trust Units and none is expected to develop, and therefore it may be difficult or impossible for you to sl
them. You will be restricted from selling your securities for an indefinite period. See Item 10, “Resale
Restrictions’.

Purchaser’s Rights:

You have 2 business days to cancel your agreement to purchase these securities. If there is a misrepresentation in
this Offering Memorandum, you have the right to sue either for damages or to cancel the agreement. See Item 11.

Thisis a speculative offering. While CPDC (as defined herein) has acquired the Development Property and
intend to sell it to the Partnership, there can be no assurance that sufficient funds will be raised pursuant to
the Offering to complete the sale or that the Administrator will otherwise conclude that the Development
Property is a suitable location for operations. The purchase of Participating Preferred Trust Units involves
significant risks. Thereiscurrently no market through which the Participating Preferred Trust Units may be
sold and purchasers may not be able to resell the securities purchased under this Offering Memorandum. No
market for the Participating Preferred Trust Unitsis expected to develop. The Participating Preferred Trust
Units are only transferable in exceptional circumstances, and never to non-residents of Canada. An
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investment is appropriate only for Subscriberswho have the capacity to absorb the loss of some or all of their
investment. Thereisno guarantee that an investment in the Trust will earn a specified rate of return in the
short or long term. Participating Preferred Trust Unitholders must rely on the discretion and knowledge of
the Administrator in respect of the identification of suitable investment opportunities. If the Partnership
does not acquire the Development Property, there can be no assurance that the Administrator, on behalf of
the Trust, will be able to identify a sufficient number of Investments to permit the Trust to invest all the
Gross Proceeds. Federal, provincial or territorial income tax legislation may be amended, or its
interpretation changed, so as to alter fundamentally the tax consequences of holding or disposing of
Participating Preferred Trust Units. Other risk factors associated with an investment in the Trust include
the Administrator having only nominal assets. Prospective Subscribers should consult their own professional
advisorsto assess the income tax, legal and other aspects of their investment. An investment in Participating
Preferred Trust Unitsis subject to a number of additional risks. Seeltem 8, “ Risk Factors’.

Incor poration by Reference of Certain Marketing Materials:

Any “OM marketing materials’ (as that term is defined below) related to each distribution under this Offering
Memorandum and delivered or made reasonably available to a prospective Subscriber before the termination of the
distribution is, and is deemed to be, incorporated by reference into this Offering Memorandum. Notwithstanding the
foregoing, OM marketing materials incorporated by reference as described above are no longer incorporated by
reference, and no longer form part of this Offering Memorandum, to the extent to which such materials have been
superseded by a statement or statements contained in (i) an amendment to the Offering Memorandum, or an
amended and restated Offering Memorandum, or (ii) subsequent OM marketing materials delivered to or made
reasonably available to a prospective Subscriber.

“OM marketing materials’ means a written communication, other than an OM standard term sheet (as that termis
defined in NI 45-106), intended for prospective purchasers regarding this distribution of Participating Preferred
Trust Units under this Offering Memorandum that contains material facts relating to the Trust, the Participating
Preferred Trust Units and this Offering.
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FORWARD LOOKING STATEMENTS

Certain statements in this Offering Memorandum as they relate to the Trust and the Administrator are
“forward-looking statements’. Any statements that express or involve discussions with respect to predictions,
expectations, beliefs, plans, projections, objectives, assumptions or future events or performance (often, but not
always, using words or phrases such as “expects’, “does not expect”, “is expected”, “anticipates’, “does not
anticipate”, “plans’, “estimates’, “believes’, “does not believe” or “intends’, or stating that certain actions, events or
results “may”, “could”, “would”, “might” or “will” be taken, occur or achieved), are not statements of historical fact
and may be “forward-looking statements’. Forward-looking statements are based on expectations, estimates and
projections at the time the statements are made. The Administrator believes these expectations, estimates and
projections are reasonable and conservative based on management of the Administrator’'s past experience.
However, forward looking statements based on such expectations, estimates and projections involve a number of
risks and uncertainties which could cause actual results or events to differ materially from those presently
anticipated. Theseinclude, but are not limited to, the fact that:

) an investment in Participating Preferred Trust Units is not guaranteed to earn a specified or any rate of
return;

(b) the Administrator has no prior experience in managing a trust;

(@) there is no market for the Participating Preferred Trust Units and none is expected to develop;

(d) the Trust may not source a sufficient number or any self storage projects or facilities in which to invest;
(e fees and expenses payable by the Trust may decrease the assets available for investment by the Trust;
() there may be defectsin title to or other ownership disputes with respect to the Trust’ s assets; and

(9) the Trust competes with other entities in the self storage industry, many of whom are larger, which may
decrease the investment opportunities available to the Trust. See Item 8, “Risk Factors’.

Forward-looking information is based (in whole or in part) upon factors that, if not as expected, may cause actual
results, performance or achievements of the Partnership, and, consequently, those of the Trugt, to differ materialy
from those contemplated or predicted (whether expressly or by implication) in the forward-looking information.
Those factors are based on information currently available to the Trust including information obtained from third-
party industry analysts and other third party sources. While we do not know what impact any of those differences
may have, our business, results of operations, financial condition and credit stability may be materially adversely
affected. Factors that could cause actual results, performance, achievements or outcomes to differ materially from
those expressed or implied by forward-looking information include, among other things, risks associated with:

. any inability to complete the acquisition and development of the Devel opment Property;

. the inability of the Trust to achieve the maximum Offering or otherwise arrange sufficient financing;

. the timing and extent of revenues generated by the Partnership’s self storage and/or car wash operations;

. tax conseguences to acquiring, holding and disposing of Participating Preferred Trust Units;

. legislative and regulatory developments that may affect costs, revenues, the speed and degree of
competition entering the market, global capital markets activity, timing and extent of changes in prevailing

interest rates; and

. impeding or adversely affecting, directly or indirectly, in whole or in part, the Partnership’s ability to
successfully purchase, construct and develop, operate, use, sell, or generate a profit from, the Investment.

We caution you that the above lists of material assumptions and risk factors are not exhaustive. There can be no
assurance that forward-looking statements will prove to be accurate, as actual results and future events could differ
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materially from those anticipated in such statements. Accordingly, prospective investors should not place undue
reliance on forward-looking statements. These forward-looking statements are made as of the date of this Offering
Memorandum, and neither the Trust nor the Administrator undertake any obligation to publicly update or revise any
forward-looking statements, whether as aresult of new information, future events or otherwise, unless required to do
so by applicable laws. The foregoing statements expressly qualify any forward-looking information contained in this
Offering Memorandum.

MARKET AND INDUSTRY DATA

Unless otherwise indicated, the market and industry data contained in this Offering Memorandum is based upon
information from independent industry and government publications. While the Administrator believes this data
to be reliable, market and industry data is subject to variation and cannot be verified due to limits on the
availability and reliability of raw data, the voluntary nature of the data gathering process and other limitations and
uncertainties inherent in any statistical survey. Neither the Trust nor the Administrator has independently verified
the accuracy or completeness of such information contained herein.



GLOSSARY

The following terms used in this Offering Memorandum have the meanings set out below:
“Administrator” means NationWide Self Storage & Auto Wash Management Corp.
“Affiliate” has the meaning ascribed to that term in the Securities Act (Ontario).

“Agents’ means, collectively, persons who introduce the Trust to potential subscribers of Participating Preferred
Trust Units pursuant to the Offering in accordance with applicable securities laws.

“Agents fees’ means the fees payable to Agents. See ltem 7, “Compensation Paid to Sellers and Finders’.
“arm’slength” has the meaning ascribed to that term in the Tax Act.

“Asset Value' means the aggregate value of the assets of the Partnership as reported in the most recently prepared
audited annual financial statements of the Trust or the Partnership, provided, however, that if any portion of the
Partnership’s assets have been appraised after the date of the most recent financial statements by an independent
qualified appraiser, the General Partner will be entitled to rely on the assessed value of the Partnership’s assets
according to such appraisal in its determination of Asset Value, provided that such Asset Value is approved by all of
the independent directors of the General Partner.

“Business Day” means a day, other than a Saturday, Sunday or holiday, when banks in the City of Vancouver,
British Columbia are generally open for the transaction of banking business.

“CADQ” means CADO Bancorp Ltd., the parent company of the Administrator.

“Capital Contribution” in respect of a Limited Partner means the aggregate of all amounts of cash contributed to
the capital of the Partnership by the Limited Partner for the issuance of LP Units.

“Class’ means either of the two classes of Participating Preferred Trust Units, and “ Classes’ means both of them.

“Class A Participating Preferred Trust Unit” means a Participating Preferred Trust Unit of the Trust with an
undivided interest in the Investments attributable to the Class A Participating Preferred Trust Units entitling the
holder of record thereof to the rights, restrictions, privileges and obligations provided in the Declaration of Trust.

“Class F Participating Preferred Trust Unit” means a Participating Preferred Trust Unit of the Trust with an
undivided interest in the Investments attributable to the Class F Participating Preferred Trust Units entitling the
holder of record thereof to the rights, restrictions, privileges and obligations provided in the Declaration of Trust.

“Closing” means the completion of the purchase and sale of any Participating Preferred Trust Units.
“Closing Date” means the date of a Closing.

“CPDC"” means CADO Property Development Corp.

“CRA" means Canada Revenue Agency.

“Declaration of Trust” means the declaration of trust dated as of January 3, 2018 among the Trustees, the
Administrator, the Initial Participating Preferred Trust Unitholder, and each person who becomes a Participating
Preferred Trust Unitholder thereafter together with all amendments, supplements, restatements and replacements
thereof from timeto time,

“Development Property” means the property located at 1485 West Trans-Canada Highway in Kamloops, British
Columbia as further described in Item 2.2 “— Our Business — Development Property”.

“Distributable Cash” of the Trust at any particular time means: (i) the amount of Cash held by the Trust at that time
less any amounts that in the opinion of the Administrator, acting reasonably and in good faith, are required in order
to finance the Trust’'s business and operations and meet its obligations; and (ii) at the time of dissolution of the
Trust, shall include the value of any assets of the Trust required to be distributed in specie.
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“Distribution Period” means the twelve-month period ending December 31 in each calendar year, or such other
periods as may be determined from time to time by the Trustees or the Administrator.

“Distribution Record Date’” means the last Business Day in a Distribution Period or such other date as may be
determined from time to time by the Trustees or the Administrator.

“Distributions’ means all amounts paid or securities or other property of the Trust distributed to a Participating
Preferred Trust Unitholder in respect of such Participating Preferred Trust Unitholder’s interest or entitlement in the
Trust in accordance with the provisions of the Declaration of Trust.

“Exempt Plan” means any registered retirement savings plan (“RRSP”), registered retirement income fund (“RRIF"),
deferred profit sharing plan (“DPSP"), registered education savings plan (“RESP”), registered disability savings plan
(“RDSP") or tax-free savings account (“TFSA"), al asdefined in the Tax Act.

“Expense Assumption Agreement” means the expense assumption agreement to be dated on or before the initial
Closing Date between the Trust and the Partnership, as amended, supplemented or amended and restated from time
to time.

“Extraordinary Resolution” in respect of the Trust and the Partnership means a resolution passed by more than
two-thirds of the votes cast, either in person or by proxy, at a duly convened meeting of the Participating Preferred
Trust Unitholders of a Class (in the case of the Trust) or of the Limited Partners (in the case of the Partnership) to
approve any item required by the Declaration of Trust or Limited Partnership Agreement, as applicable, or,
alternatively, in the case of the Trust awritten resolution signed by Participating Preferred Trust Unitholders holding
more than two-thirds of the Participating Preferred Trust Units of the Class outstanding and in the case of the
Partnership Limited Partners holding more than two-thirds of the LP Units outstanding, and in each case entitled to
vote on such resolution at a meeting.

“Financial Institution” means afinancial institution as defined in subsection 142.2(1) of the Tax Act.

“General Partner” means the genera partner appointed pursuant to the Partnership Agreement. Currently, the
Administrator has been appointed as the General Partner.

“General Partner’s Fee’” means the fee which the General Partner will receive from the Partnership pursuant to the
Partnership Agreement during the period commencing on the Closing Date and ending on the date of the dissolution
of the Trust, equal to 1/12™" of 2.0% of the Partnership’s then-current Asset Value of the Partnership for each month
of service, plus GST if applicable, calculated and paid monthly in arrears.

“Gross Proceeds’ means, in respect of the sale of Participating Preferred Trust Units pursuant to the Offering,
$100.00 multiplied by the number of Participants Preferred Trust Units sold.

“High Quality Money Market Instruments’ means money market instruments which are accorded the highest
rating category by Standard & Poor’s, a division of The McGraw-Hill Companies (A-1) or by DBRS Limited (R-
1(high)), banker’s acceptances and government guaranteed obligations all with a term of one year or less, and
interest-bearing deposits with Canadian banks, trust companies or other like institutions in the business of providing
commercial loans, operating loans or lines of credit to companies.

“Income” and “Loss’ mean, in respect of any period, the income or loss of the Trust or the Partnership, as
applicable, in respect of such period, determined in accordance with accounting principles then in effect.

“Initial Participating Preferred Trust Unitholder” means CADO.
“Investments’ means the Partnership’s assets, expected to consist primarily of a combined self storage facility/car
wash facility located on the Development Property in Kamloops, British Columbia, as further described under
Item 2, “Business of NationWide Self Storage & Auto Wash Trust”.

“Limited Partners’ means the holders of LP Units from time to time.
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“Liquidity Event” means a transaction that the Administrator may propose for the approva of the Participating
Preferred Trust Unitholders in order to provide liquidity, which could include a sale of the LP Units or the
Investments for cash, publicly-traded securities or a combination of cash and such securities.

“LP Distributable Cash” of the Partnership at any particular time means. (i) the amount of cash held by the
Partnership at that time, less all amounts that in the opinion of the General Partner, acting reasonably and in good
faith, are required in order to finance the Partnership’s business and operations (including the acquisition of
Investments) and meet its obligations (including the payment of fees to the General Partner pursuant to the
Partnership Agreement); and (ii) at the time of dissolution of the Partnership, shall include the value of any assets of
the Partnership required to be distributed in specie.

“L P Units’ meansthe limited partnership units of the Partnership.
“Manager” means StorageV ault Management Services, adivision of StorageVault Canada Inc.

“Net Asset Value” means the Asset Value less the aggregate value of the Partnership's liahilities (other than any
liabilities owing to the Trust) as reported in the most recently prepared financial statements of the Trust or the
Partnership.

“NI 45-106" means National Instrument 45-106 — Prospectus Exemptions.

“Offering” means the offering of Participating Preferred Trust Units by the Trust pursuant to this Offering
Memorandum.

“Operating Reserve” means the funds set aside by the Trust from the Gross Proceeds to pay the ongoing operating
and administrative costs of the Trust.

“Ordinary Resolution” means in respect of the Trust and the Partnership a resolution passed by more than 50% of
the votes cast, either in person or by proxy, a a duly convened meeting of the Participating Preferred Trust
Unitholders of a Class (in the case of the Trust) or of the Limited Partners (in the case of the Partnership) to approve
any item required by the Declaration of Trust or Limited Partnership Agreement, as applicable, or, aternatively, in
the case of the Trust awritten resolution signed by Participating Preferred Trust Unitholders holding more than 50%
of the Participating Preferred Trust Units of the Class outstanding and in the case of the Partnership Limited Partners
holding more than 50% of the LP Units outstanding, and in each case entitled to vote on such resolution a a
meeting.

“Participating Preferred Trust Unitholder” or “Holder” means each person who holds one or more Participating
Preferred Trust Units from time to time.

“Participating Preferred Trust Units’ means the Class A Participating Preferred Trust Units and the Class F
Participating Preferred Trust Units.

“Partnership” means NationWide Self Storage & Auto Wash Limited Partnership.

“Partnership Agreement” means the limited partnership agreement governing the Partnership and dated
January 3, 2018 among NationWide Self Storage & Auto Wash Management Corp., as general partner, NationWide
Self Storage & Auto Wash Trust, as the founding limited partner, and such other persons who become Limited
Partners in accordance with the terms of such agreement, as the same may be amended, supplemented or amended
and restated from time to time.

“Performance Bonus’ means the General Partner’s entittement to receive from the Partnership (a) once
Participating Preferred Trust Unitholders have received 8% cash return on their investment in Participating Preferred
Trust Unitsin any calendar year commencing December 31, a share of any further LP Distributable Cash distributed
in respect of the remainder of that calendar year equal to the LP Distributable Cash being distributed multiplied by
the Performance Bonus Formula calculated at the time of distribution, and/or (b) once Participating Preferred Trust
Unithol ders have received a cumulative 8% annualized (but not compounded) return over the life of their investment
in Participating Preferred Trust Units, a share of al assets of the Partnership distributable in connection with the
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dissolution or winding up of the Partnership or the sale of all or substantially all of its assets or similar transaction
(collectively for the purposes of this definition, the “Assets’) equal to the total value of the Assets multiplied by the
Performance Bonus Formula calculated at such time.

“Performance Bonus Formula” means at any particular time the percentage amount derived from the following
formula: 1 — (a x (0.70/b)), where a = the number of Participating Preferred Trust Units then outstanding, and b
equals the total number of Participating Preferred Trust Units issued pursuant to the Offering.

“Promoter” means the Administrator.

“Redemption Notes’ means promissory notes issued in series, or otherwise, by the Trust pursuant to a note
indenture or otherwise and issued to a redeeming Unitholder as described in Item 4.1, “Capital - Summary of the
Declaration of Trust - Redemptions’ and having the following terms and conditions:

€) unsecured and bearing interest from and including the issue date of each such note at a market rate
determined at the time of issuance, based on the advice of an independent financial advisor, by the
Administrator and payable annualy in arrears (with interest after as well as before maturity,
default and judgement, and interest on overdue interest at such rate);

(b) subordinated and postponed to all senior indebtedness and which may be subject to specific
subordination and postponement agreements to be entered into by the Trust pursuant to the note
indenture with holders of senior indebtedness;

(© subject to earlier prepayment, being due and payable on the earlier of the fifth anniversary of the
date of issuance and the date the Trust is wound up; and

(d) subject to such other standard terms and conditions as would be included in a note indenture for
promissory notes of this kind, as may be approved by the Administrator.

“Recor dkeeper” means the recordkeeper of the Trust appointed by the Administrator to keep track of the owners of
Participating Preferred Trust Units and process purchase and redemption orders, the recordkeeper being Investment
Administration Solutions Inc.

“Subscriber” means a person who subscribes for Participating Preferred Trust Units.

“Subscription Agreement” means the subscription agreement to be completed by all subscribers for Participating
Preferred Trust Units pursuant to the Offering, in the form prescribed by the Administrator.

“Tax Act” means the Income Tax Act (Canada), as amended from time to time.

“Tax Income” and “Tax Loss” mean, in respect of any period, the income or loss of the Trust or the Partnership, as
applicable, determined in accordance with the Tax Act.

“Termination Date’” means December 31, 2024, unless the Trust’s operations are continued in accordance with the
Declaration of Trust. See Item 4.1, “Details of the Declaration of Trust — Term of the Trust and Distribution on
Wind-Up".

“Trust” means NationWide Self Storage & Auto Wash Trust.

“Trust Property” at any time, means all of the money, properties and other assets of any nature or kind whatsoever
as are, at such time, held by the Trust or by the Trustees on behalf of the Trust, including the LP Units.

“$” means Canadian dollars.
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[tem 1 USE OF AVAILABLE FUNDS

11

Funds.

The Gross Proceeds will be $13,900,000 if the maximum Offering is completed, and $3,000,000 if the minimum
Offering is completed. The following table sets out the funds that will be available for investment in connection
with each of the maximum and minimum Offering.

Maximum Minimum
Offering Offering
Gross Proceeds to the Trust: $13,900,000 $3,000,000
Agents feeSW ... $(1,112,000) $(240,000)
Estimated offering expensesd@ . ................. $(486,500) $(108,000)
Operating RESEIVE ......cocovveveverirrieeieeeeeneenans $(378,000) $(50,000)
Available FUNdS®.........cooeveeeieereieeeireeees $11,923,500 $2,602,000
Additional Sources of Funding Required® .. Nil Nil
Current Working Capital (or Working
Capital Deficiency) as at August 21, 2018. Nil Nil
TOtAD e $11,923,500 $2,602,000

®

@

®
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While the Trust will incur expenses in connection with the Offering, including paying Agents' fees to Agents or, where
permitted, non-registrants of up to 8.0% of the subscription proceeds obtained by such persons or from subscribers for Class
A Participating Preferred Trust Units introduced to the Trust by such persons, the Partnership has agreed to either directly
pay, or reimburse, the Trust for all costs and expenses to be incurred by the Trust in connection with obtaining financing for
investment in the Partnership. See Item 2.7, “Material Agreements - The Expense Assumption Agreement”. Accordingly,
unless otherwise agreed between the Trust and the Partnership, the Trust will not directly bear the cost of the Agents' fees or
other expenses of the Offering (but will do so indirectly through its investment in the Partnership). See Item 7,
“Compensation Paid to Sellers and Finders'.

Assumes only Class A Participating Preferred Trust Units are sold. Expenses of the Offering include, but are not limited to,
legal, accounting and audit, travel, marketing and sales expenses. If only Class F Participating Preferred Trust Units were
sold, the Available Funds and Total would both be $13,035,500 in the case of the maximum Offering of Participating
Preferred Trust Units and $2,842,000 in the case of the minimum Offering of Participating Preferred Trust Units.

The Trust and/or the Partnership may also borrow funds in the course of their business activities, subject to a maximum 0.65
to 1 debt to equity ratio. See also Item 1.2, “Use of Available Funds’ below.

Use of Available Funds.

The Trust will invest all the Gross Proceeds in the Partnership by acquiring up to 139,000 LP Units at a price equal
to the proceeds from the sale of the Participating Preferred Trust Units. The Partnership will in turn use these funds
to finance its business operations, including sourcing and acquiring Investments, and to satisfy its obligations under
the Expense Assumption Agreement. See ltem 2, “Business of NationWide Self Storage & Auto Wash Trust”.

For illustrative purposes, the following table sets out the Administrators expectations of the acquisition and
development costs of the combination self-storage/car wash facility at the Development Property:

Purchase land $3,200,000
Develop self storage building $5,740,000
Develop auto wash facility $3,480,000
Total Capital Requirement $12,420,000
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In the case of the maximum Offering, the difference between the total development costs and the Available Funds
would be funded, if necessary, through the use of borrowing. If only the minimum Offering is completed, then the
Partnership would use the first $1,000,000 towards the purchase of the Development Property, and the balance of
the proceeds plus borrowings will be used to finance the development of the auto wash facility. The Partnership
would then operate the auto wash on a stand-alone basis and use the revenues from operations to finance the
development of the self storage facility. The remainder of the purchase price for the Development Property would
be payable over 20 years on standard commercia loan terms, bearing interest at a rate of 5% per annum, with
principal and interest paid monthly. The debt will be secured by a charge over the Development Property and will
be convertible into Participating Preferred Trust Units or LP Units at the option of the lender at the lesser of $100
per unit or the fair market value of a Participating Preferred Trust Unit at the time of conversion.

The Gross Proceeds from the issue of the Participating Preferred Trust Units will be paid to the Trust at Closing and
deposited in its bank account and managed on behalf of the Trust by the Administrator. Pending the investment of
the Gross Proceeds in LP Units, all such funds will be invested in High Quality Money Market Instruments. Interest
earned by the Trust from time to time will accrue to the benefit of the Trust.

The Trust will hold Participating Preferred Trust Unit subscription proceeds received from Subscribers prior to the
Closing until subscriptions for the minimum Offering are received and other Closing conditions of the Offering have
been satisfied.

13 Reallocation.

We intend to spend the available funds as stated above. We will reallocate funds to another purpose only with the
approval of Participating Preferred Trust Unitholders by Ordinary Resolution.

The exact use of available funds may vary dependent upon several factors including the timing of raising the equity
and or any required debt and the timing of any payments required for the Development Property including auto wash
components and self storage lockers and other ancillary equipment. As well, the funds may be reallocated based on
any terms or condition imposed by any lenders or municipalities (such as a requirement for commercial retail clients
on the main level or a certain percentage of floor space designated as office facilities).
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Iltem 2 BUSINESS OF NATIONWIDE SELF STORAGE & AUTO WASH TRUST
2.1 Structure.

The Trust has been formed for the purpose of indirectly investing in the acquisition, development and management
of acombination self storage/car wash facility in Kamloops, British Columbia. It intends to do so by raising capital
and investing that capital in LP Units issued by the Partnership, which will in turn use those funds to carry on the
business of acquiring, developing and operating the combined self storage/car wash facility at the Development
Property, as further described under Item 2, “Business of NationWide Self Storage & Auto Wash Trust”. The
following diagram shows the relationship between the Participating Preferred Trust Unitholders, the Trust and the
Partnership and the anticipated flow of funds. This diagram is provided for illustrative purposes, is intentionally
non-technical in nature and is qualified in its entirety by the detailed information found elsewhere in this Offering
Memorandum.
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@ The Trust
The Trust was formed under the laws of the Province of British Columbia on January 3, 2018 under the name
“NationWide Self Storage & Auto Wash Trust” pursuant to the Declaration of Trust. Certain provisions of the
Declaration of Trust are summarized in this Offering Memorandum. See Item 4.1, “Capital Structure”.

The Trust has been established to invest the Gross Proceeds generated from the sale of its Participating Preferred
Trust Unitsin LP Unitsissued by the Partnership. See*“- The Partnership” below.

The investment objective of the Trust is to provide Holders of Participating Preferred Trust Units with:
1 three components to the investment return:
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(8 anannualized preferred base target return of 8%;

(b) up to 70% participation in returns exceeding the 8% preferred base target return — paid
monthly in arrears; and

(c) capital appreciation on disposition of the Devel opment Property;

2. tax advantaged target monthly income distributions, as a portion of the distributions will be taxed
asareturn of capital;

3. asource of cash flow in various economic environments®; and

4, an investment backed by urban industrial real estate through the Trust’s ownership of the
Partnership.

@ See, for example, https//www.fool .com/investing/dividends-income/2015/03/31/3-reasons-sel f-storage-reits-are-great-dividend-
st.aspx accessed January 16, 2018

After the target preferred base return is paid to investors, investors will be entitled to up to 70% of al incremental
cash distributions over and above the target 8% preferred base return in that year.

The Trust has two classes of Participating Preferred Trust Units — the Class A Participating Preferred Trust Units
and the Class F Participating Preferred Trust Units. The Class A and Class F Participating Preferred Trust Units are
identical to each other, except the selling expenses applicable to each Class. See Item 7, “Compensation Paid to
Sellersand Finders”.

The Trust is not considered a mutual fund under applicable Canadian securities legislation. Provided that the Trust
qualifies as amutual fund trust under the Tax Act before April 1, 2018 and €elects pursuant to subsection 132(6.1) of
the Tax Act initstax return for its 2017 taxation year, the Trust will qualify as a mutual fund trust under the Tax Act
from the beginning of its 2017 taxation year.

The registered office of the Trust is 1200 Waterfront Centre, 200 Burrard Street, VVancouver, British Columbia, V7X
1T2. The head office of the Trust is Suite 808 - 609 Granville Street, Vancouver, British Columbia, V7Y 1G5.

(b) The Partner ship

The Partnership was formed under the laws of the Province of British Columbia under the name “NationWide Self
Storage & Auto Wash Limited Partnership” pursuant to the Partnership Agreement, and became a limited
partnership effective January 17, 2018, the date of filing of its Certificate of Limited Partnership. Certain provisions
of the Partnership Agreement are summarized in this Offering Memorandum. See Item 2.5, “Material Agreements —
(8) The Partnership Agreement”.

The Partnership has been established to carry on a combined self storage/car wash business by investing in the
acquisition, development and management of a self storage/car wash facility at the Development Property in
Kamloops, British Columbia. Seeltem 2.2, “Our Business’.

The registered office of the Partnership is 1200 Waterfront Centre, 200 Burrard Street, Vancouver, British
Columbia, V7X 1T2. The head office of the Partnership is Suite 808 - 609 Granville Street, VVancouver, British
Columbia, V7Y 1G5.

(c) The Administrator
The Administrator was incorporated under the provisions of the Canada Business Corporations Act on
October 20, 2017. The Administrator is awholly owned subsidiary of CADO Bancorp Ltd. The registered office of
the Administrator is 1200 Waterfront Centre, 200 Burrard Street, Vancouver, British Columbia, V7X 1T2. The head
office of the Administrator is Suite 808 - 609 Granville Street, Vancouver, British Columbia, V7Y 1G5.

During the existence of the Trust, the Administrator’s sole business activity will be acting as administrator of the
Trust and acting as general partner of the Partnership.
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The Administrator has co-ordinated the formation, organization and registration of the Trust and the Partnership.
The Administrator will: (i) act as general partner of the Partnership; (ii) be involved in selecting, negotiating and
managing the Investments; (iii) work with the Agents in developing and implementing all aspects of the Trust's
communications, marketing and distribution strategies; and (iv) manage the ongoing business and administrative
affairs of the Trust and, in its capacity as General Partner of the Partnership, the Partnership.

The Administrator has exclusive authority, responsibility and obligation to administer, manage, conduct, control and
operate the business and affairs of the Trust and has al power and authority, for and on behalf of and in the name of
the Trust, to do any act, take any proceeding, make any decision and execute and deliver any instrument, deed,
agreement or document necessary or appropriate for or incidental to carrying on the business of the Trust. The
authority and power so vested in the Administrator is broad and includes all authority necessary or incidental to
carry out the objects, purposes and business of the Trust. The Administrator may contract with any third party to
carry out the duties of the Administrator under the Declaration of Trust and may delegate to such third party any
power and authority of the Administrator under the Declaration of Trust where in the discretion of the Administrator
it would be in the best interests of the Trust to do so, but no such contract or delegation will relieve the
Administrator of any of its obligations under the Declaration of Trust.

In addition to the services provided by the Manager, the Administrator will engage third party consultants and
service providers (which may, subject to the approval of the independent directors of the Administrator, include
CPDC), including realtors, architects, engineers and specialist self storage industry experts, where the Administrator
considers it appropriate to assist it with the evaluation of potential Investments and the development of Investments
after their acquisition.

(d) The Manager

The Administrator, on behalf of the Partnership, has engaged the Manager to manage the day to day operations of
the Partnership’s self storage business at the Development Property. The Manager is a division of StorageVault
Canada Inc. (collectively, “StorageVault”). StorageVault has been in storage business for over 17 years and
currently owns, controls and manages over 140 stores representing over 8 million square feet of space, making
StorageVault Canada’ s largest self storage company.

Over the past decade the storage industry has experienced an evolution in technology, marketing, facility design and
customer expectations. StorageVault is a market leader in the storage business and is widely viewed as one of the
top operators in the country. Now more than ever, scale is critical in the storage industry with the internet requiring
increased sophistication and significant investment. This allows large operators to take a disproportionate share of
customers and StorageVault isin agreat position to capitalize on this trend.

StorageVault’'s commitment is to operate their business with the best possible customer service, marketing, training
and development and store design. With senior management having over 100 years of direct storage experience,
their overall focusisto:

. Increase cash flow and profitability by utilizing expertise in operations and revenue management;

. Increase the value of assets to maximize the return on investment;

. Execute on the fundamental s of the business to improve customer service, closing percentages,
economic occupancy and operational efficiency;

. Reduce overall costs through economies of scale;

. Minimize lease up time;

. Increase customer retention by implementing techniques designed to promote longer term rentals;

. Recruit, train and continuously develop the best team to work at the stores;

. Develop strong working relationships with local competitors; and

. Network and actively participate within local community to improve visibility.

Theinformation provided above was provided to the Administrator by StorageV ault.
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2.2 Our Business.

The Trust was formed for the purpose of indirectly investing in the acquisition, development and management of a
combination self storage/car wash facility in Kamloops, British Columbia. The Trust will raise capital and invest
the Gross Proceeds in LP Units issued by the Partnership, and the Partnership will in turn use those funds to acquire
the Development Property from CPDC and carry on the business of developing and operating the combined self
storage/car wash facility at the site, as further described below under “- The Targeted Devel opment Property”.

In the event the acquisition by the Partnership of the Development Property does not proceed for any reason,
management of the Partnership will look at aternative Investment opportunities. In these circumstances, the
General Partner will attempt to secure an aternative site or sites in Canada (and in particular British Columbia) for
combined self storage/car wash operations, either through the development of new facilities or acquiring and, if need
be, retrofitting an existing facility. The acquisition of any site other than the Development Property using the Gross
Proceeds will require approval of holders of Participating Preferred Trust Units by Ordinary Resolution.

If the Partnership pursues aternative investment opportunities, other than the Investment, then depending on the
properties selected, the timeline for commerciaization will vary. The Partnership aims to provide standard self
storage locker units in sizes ranging from 25 square feet of storage space to 200 square feet. The Partnership has
developed a detailed timeline that indicates the commercidization of the facility or facilities under each
development option. For aretrofit facility, the renovations to make a facility operational would take approximately
eight to twelve months. For purchasing areadily available self storage building, the transaction, hiring and training
of staff to ready the facility for operations would take approximately one or two months to prepare after completing
the acquisition. Lastly, for a constructed facility, such as the expected facility at the Development Property, the
construction process would take approximately 18-22 months to compl ete.

Self Storage Business - General
Industry Overview

Self storage facilities are designed to provide customers with easily accessible and secure storage locker units for
personal and business use on an economical basis. From both the customer and operator’ s perspective, self storage
facilities are simple to understand. Self storage facilities provide secure storage locker units of varying sizes on a
rental basis to various types of customers including, residential customers, commercial businesses, military
personnel, and college or university students. For residential customers, self storage units act as a secure extension
of the home to store personal belongings such as household items, paperwork, vehicles and boats. For commercial
businesses, self storage units may act as a storage extension unit for the business' extra inventory or, in certain
cases, the self storage operator may even act as a receiver for the business when items are delivered to the storage
unit.

Modern self storage facilities generally consist of large industrial/office/warehouse-like facilities that inside, have
identical rooms or locker units of varying sizes, and often, mobile storage containers for customers to safely store
their belongings. Certain self storage facilities offer storage options for vehicles and boats, which often require the
facilities to be climate controlled. The cost of providing climate-controlled facilities is usually passed on to the
customer and available to the customer in heated and non-heated options. In addition, self storage facilities may
offer outdoor parking lots for the secure storage of vehicles and boats however thisis more typically associated with
rural or suburban storage facilities rather than urban facilities.

Many self storage facilities rent storage space to customers on a monthly basis, while other facilities require
customers sign leases for extended periods of time. This allows for flexibility for both tenants and operators because
the operators can easily raise rents to boost revenues and evict tenants that are not profitable to the facility, while
tenants can limit their rental periods. Self storage tenants tend to be less price-sensitive because the rent paid
towards storage units comprises a relatively small percentage of their disposable income. Colliers International
Property Consultants, Inc. (“Colliers’), a commercia real estate agency, indicates that it is rare for self storage
tenants to compare their rental rates to others, thus alowing the storage facility operators to increase rents
individually (See “Investing in Sef Storage: Why the Information is Bright” at http://knowledge-
leader.colliers.com/editor/investing-in-self storage-why-the-outlook-is-bright/, accessed on January 8, 2018). In
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addition, overhead and management expenses for self storage facilities are relatively low. Such expenses include
basic utilities and keeping the facilities well-lit with easy and secure access for 24 hours a day.

Self storage facilities provide an important service through the typical stages of life. Life stagesincluding, attending
college, first-time home buying, adult children leaving the nest, and death, each bring with it a need of additional
space to store extra belongings. Based on these typica stages of life, there is a constant demand from the
community for self storage options and facilities. In addition, both strong and weak economic times benefit the self
storage industry. For example, in weak economic times, many people downsize from large expensive homes and
adult children may return to live with parents to save money; this moving activity equates to excessive accumulation
of items and a need for storage space. In contrast, in strong economic times, the overall population has more
disposable income to spend on goods and durables, which also requires sufficient space for storage.

Canadian Market Overview

The self storage market has remained a relatively small component of the overall real estate investment market, but
its revenue generating abilities and returns are significant. Data generated in 2015 by the US-based Self Storage
Association (the  “SSA") (See http://www.selfstorage.org/L inkClick.aspx?fil eticket=fJY Aow6_AUQ
%3D& portalid=0, accessed on January 8, 2018) reveals that the self storage industry in the US generated revenues
of US$27.2 billion in 2014. According to the SSA, the US market currently has approximately 25 million storage
locker units, which trandates to 0.078 lockers per capita. In contrast, the Canadian sdlf storage market is
comparatively in an infancy stage and industry experts expect the market in Canada to match the US market based
on the number of lockers and square footage per capita. According to the SSA, there are currently 3,000 self storage
facilities in Canada, and based on estimations of the numbers of storage locker units per facility in the US, this
would equate to 1.64 million locker units currently in Canada. In order for Canada to reach an equivalent market
size as the US, the self storage locker unit supply in Canada would have to increase an estimated 1.14 million units
to 2.78 million storage locker units. This shortfall of available locker unitsin Canadaillustrates the potential thereis
for growth in the Canadian market.

British Columbia Market Opportunity

The demand for self storage facilities in British Columbia is pronounced due to the consistent rise in real estate
prices. A January 12, 2018 News Release from the British Columbia Real Estate Association (the “BCREA”)
indicates that the province of British Columbia has surpassed residential unit sales of 100,000 units for the third
consecutive year but also saw a dight decline of 7.5% from a record of 112,211 residential unit sales in 2016 to
103,763 residential unit sales in 2017. During this same period, 2017 residential home prices have increased by
27% from the previous year (source: http://www.bcreabc.calnews-and-publications/news-room/news-
releases/2017-12-statistical-release, accessed January 17, 2018).

With the continuous rise in home prices, homeowners have been attracted by the appreciation in value of their
homes and in turn, many have chosen to sell their homes in order to downsize from detached homes into
condominiums or rental space. When transitioning from a larger to a smaller home, dislocated homeowners must
find a place for their personal belongings. Personal items generally hold a sentimental value and therefore, there
may be a reluctance to sell personal items during a transition into a smaller home. This requirement of additional
space provides an opportunity for the self storage business to grow.

NationWide will face competition from existing self storage facility providersin its target markets. For example, in
an April 23, 2015 report prepared for the SSA, consultants identified the following significant self storage facility
business then operating in the lower mainland of British Columbia:

Portfolio Name # of Facilities Estimated Square Feet of Space
1. PUBLIC STORAGE 14 961,785
2. MAPLELEAF 10 886,566
3. U-HAUL 11 585,690
4. SELF STORAGE DEPOT 6 382,270
5. ADVANCED STORAGE 4 302,897
6. STORAGE FOR YOUR LIFE 4 292,930
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7. SENTINEL SELF STORAGE 3 179,370

In total, these seven operators held a total of 3,591,508 square feet of storage inventory, or approximately 55% of
the lower mainland’ stotal inventory of space.

The majority of the 3,000 self storage facilities in Canada are located in Ontario to serve the Greater Toronto Area
residents. Approximately 24% of the facilities are located in British Columbia. Several self storage facilities are
located in the interior of British Columbia and some facilities are operated by small, local operators. This landscape
of the current self storage facilities located in British Columbia illustrates a fragmented market for self storage units
in British Columbia. Seethe January 2014 issue of “Inside Self Storage — Trends in Canadian Self Storage 2014”.

Car Wash Business — General

The information in this section, except the parts entitled “- The Targeted Development Property” and, except where
indicated, “- Demographic Profile’, is derived from the Evans & Evans, Inc. feasibility report attached hereto as
Schedule C.

Industry Overview

Rising Canadian per capita disposable income has fueled demand for discretionary consumer services like car
washes. Further as the Canadian population becomes increasingly more affluent, more people shift to the do-it-for
me model as opposed to home car washing.

Demand for car washes has also increased as Consumers are more educated with regards to how driveway car
washing is bad for the environment. The International Carwash Association reports that in 2015 28.4% of consumers
washed their cars at home — down from 47.6% in 1996. The average household carwash uses 140 gallons of water,
compared to 45 gallons or less used at professiona carwashes. Further many newer car washes use water
reclamation systems to minimize environmental impact.

According to data from I1BIS World, a leading market research firm, the Canadian car wash market is estimated at
$465 million, growing at arate of 2% to 3% per annum. The Canadian market is dominated by independent retailers
with no major national chains. Research has shown that there is little seasonality in the car wash market, with
average daily car volumes not changing significantly from month to month. The market is expected to see continued
growth through 2020 (see Section 4.1, Evans & Evans Feasibly Study.)

22



As can be seen from the following chart, conveyor car washes like that proposed by the Partnership dominated the
market in 2017, according to a 2017 study from IBIS World (see Section 1.2, Evans & Evans Feasibly Study).

Car Wash Operators

The business model in the car wash market has changed in recent years, from labour intensive to capital intensive.
As aresult the minimal labor, high volume and quick return on investment business models have attracted increased
investor interest.

Technology enables locations to wash more cars per hour with faster service times, better and safer cleaning, more
complete drying, and an overall better customer experience.
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In addition to increased automation, there has been development in the types of cleaning and detailing products used
in thisindustry, which have increased industry revenue.

Vehicle Ownership, Use and Drivers

Demand for car washing services positively correlates with the growth in the number of motor vehicles in the area,
the number of drivers and how often those drivers are on the road, driving past the car wash. As the number of
vehicles increases, so does the demand for after-market services, such as car washes. According to data from
Desrosiers Automotive Consultants Inc. (“DACI™), 2015 was a record year for the automotive industry in Canada,
reaching all new highs across multiple sectors (See Section 3.3, Evans & Evans Feasibly Study).

DACI aso reports that Canadians' ownership levels continue to grow. According to DACI’s data, Canadians are
embracing personal use vehicles faster than any developed country in the world.
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Competition

The distribution of car wash establishments is highly correlated to population density, income dispersion and
weather patterns, as warmer regions in Canada have a greater concentration of car washing and auto detailing
service centres.

Alberta (17.0%) and British Columbia (9.6%) account for the third- and fourth largest shares of establishments in
2017. Both regions have high business concentrations as well as per capita disposable income and popul ation levels.

The car was industry is considered to be highly competitive given the number of small businesses that operate on a
local or regional basis. Competition is mainly driven by price, and as such promotions, coupons and discounts are
often used to attract new customers. Offerings of loyalty wash cards, offering rewards and/or volume-based
discounts, have increased over the past five years (see Section 5.1, Evans & Evans Feasibly Study).

Environmental Impact of a Professional Car Wash

According to the Canadian Carwash Association Professional carwashes use on average about a third of the water
used when washing a car at home. Industry numbers indicate that a typical car washed by a consumer in a driveway
takes as much as 120 gallons (450 litres), while the industry WaterSavers™ program target is 40 gallons (150 litres)
per wash (or about the same as an average bath or an eight minute shower with a standard shower head).

Studies show that letting any type of chemical or soap run into storm sewers can be environmentally harmful.
Typical storm sewers hooked up to street grates that take water runoff from rain directly to lakes and rivers, and the
sanitary sewer system which takes industrial and household waste water to a processing plant.

Professional carwashes are environmentally friendly aternative to driveway washing. Computer controlled metering
delivers the precise volume of water to ensure optimal cleaning with no waste (source:
www.canadiancarwash.ca/Carwash Myths.aspx accessed January 15, 2018).
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The Targeted Development Property

CPDC has acquired a property located at 1485 West Trans-Canada Highway in Kamloops, British Columbia (the
“Development Property”) pursuant to an agreement dated August 16, 2017. The purchase price for the
Development Property was $1,650,000. Hugh Cartwright and Shane Doyle, the shareholders of CPDC and CADO
and Trustees of the Trust and Directors of the Administrator, established CPDC to acquire the Development
Property with the intention of transferring it to the Partnership at the fair market value of the Development Property
once CPDC advanced the property as set out below and the Trust secured financing pursuant to this Offering.

CPDC, at its own expense and with CADO, have since acquired the Development Property and have added
considerable value to the Development Property by progressing it from an unused vacant industrial lot to a property
that is now ready for commercia development with a full development plan and ready for construction and
subsequent operation. The following advancements in sourcing, evaluating, acquiring and in the design and
development readiness of a suitable property, being the Devel opment Property, are now completed:

e after a thorough market review of a variety of land acquisition opportunities in a variety of municipalities,
CPDC identified the Development Property as a suitable property for devel opment;

e researched the various business and development opportunities available (based on zoning restriction and

municipal acceptance of proposed development) to maximize the returns on an investment in the Development

Property, including conceiving of the combination car wash/self storage facility;

negotiated acceptance of and favourable development terms with the City of Kamloops;

engaged BTY Group as the project manager;

engaged the Manager;

completed environmental and geotechnical surveying of the Development Property;

held a competitive bidding process and awarded an architectural contract to CTA Design Group;

architecturally designed and sourced both the self storage and car wash look to fit within zoning requirements,

as well as the suppliers of al of the necessary components to develop both the car wash and the self storage

facility;

completed three feasibility studies, two for the self storage component of the project and one for the car wash;

completed the acquisition of the Development Property; and

e obtained an independent 3 party valuation for the Development Property from Avison Y oung (Canada) Inc., as
at November 10", 2017.

The Trust has obtained the independent valuation of the Development Property from Avison Y oung (Canada) Inc.,
after the value added by CPDC, and Avison Young (Canada) Inc. indicates the fair market value, as at November
10%, 2017, of the development property ranges between $3,200,000 and $3,400,000.
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The Partnership has entered into an agreement to acquire the Development Property from CPDC for the lowest fair
market value, being $3,200,000, and intends to develop the combination self storage/car wash facility at the site.

Demographic Profile

Kamloops is a city in south central British Columbia at the confluence of Thompson River's north and south
branches near Kamloops Lake. It is the largest community in the Thompson-Nicola Regional District and the
location of the regional district's offices. It is ranked 36th on the list of the 100 largest metropolitan areas in Canada
and represents the 44th largest census agglomeration nationwide, with 103,811 residents in 2016 (source:
http://www12.statcan.gc.cal/census-recensement/2016/dp-pd/hit-fst/pd--

[/Table.cfm?L ang=Eng& T=201& SR=26& S=3& O=D& RPP=25& PR=0& CMA=0& CSD=0, accessed January 16,
2018).

The following charts and maps provide additional information on the demographics of the Kamloops market in
graphic form.
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Cushman Wakefield Environics Analytics, sourced October 27, 2017
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Cushman Wakefield Environics Analytics, sourced October 27, 2017
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Cushman Wakefield Environics Analytics, sourced October 27, 2017
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The growth rate in the Kamloops Metropolitan area has been steady over the past 5 years, growing 5.4% between
2011 and 2016 (source: City of Kamloops, 2016 Annual Report

https.//www.kaml oops.ca/sites/defaul t/fil es/docs/homes-busi nesses/ 16-annual report-v3-web.pdf accessed January
15, 2018)

The primary employers in Kamloops are involved in primary resource processing and include such operations as the
Domtar Kamloops Pulp Mill, Tolko-Heffley Creek Plywood and Veneer, Lafarge Cement, and Highland Valley
Copper Mine (in Logan Lake), etc. The largest employer in Kamloops is the Royal Inland Hospital. Kamloops is
also home to Thompson Rivers University (“TRU”) with a student body of 10,000 including a diverse international
contingent mainly from Asian countries. TRU’s Open Learning centre is the largest distance education provider in
British Columbia and one of the biggest in Canada. (See Section 2.2, Evans & Evans Feasibility Study).
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The Development Property is approximately 57,934 sg/ft (1.33 acres) in size and is currently zoned C-4, with
storage as an allowable use under “Mini Warehousing”. The area surrounding the Development Property is of
commercial nature with the Aberdeen Mall and Costco a short distance away. The areas to the south are commercial
and residential in nature with some new residential housing development taking place. The Development Property is
located off the Trans-Canada Highway, which is the major arterial route for the City of Kamloops, on the corner of
Pacific Way and Hugh Allan Drive, which are heavily travelled streets in the west of Kamloops. Accordingly,
access is excellent, and as an added benefit a self storage fecility at the Development Property would be visible from
the Trans-Canada Highway, providing valuable advertising potential though strategically placed signage.

The Administrator believes the Kamloops business area can support a self-storage facility of approximately 60,000
square feet. A facility of this size will leave a significant portion of the Development Property open for further use.
The Administrator has investigated synergistic business opportunities to combine with the intended self storage
facility, and believes that there are operational and financia efficiencies that can be gained by combining the self
storage facility with a car wash business, a model that has been used by certain of the Partnership’s competitors with
success.

The Administrator believes that using the excess area of the Development Property to develop a car wash business
will offer operating and financia efficiencies, including: (1) shared management and administrative overhead; (2)
shared property taxes; and, (3) shared operational staff. In addition, and importantly, car washes generally begin
generated revenues very early in their lifecycle as they are high volume businesses. Comparatively, storage facilities
take time to reach target occupancy levels. Accordingly, a car wash operation at the Development Property can
potentially offset short-term losses from the storage facility. However, there is no assurance that the car wash to be
developed on the Development Property will generate revenues early in its lifecycle or as contemplated by the
Administrator. See Item 8, “Risk Factors’.

The self storage facility will be located on the western side of the Development Property and will be a modern, well-
lit and architecturally designed building of approximately 60,000 sg/ft with 50,000 sg/ft net rentable storage space.
It will offer approximately 700 individual storage lockers each with individual security systems in a temperature
controlled environment and will include drive up units specifically designed to attract commercial tenants. The
facility will feature commercial elevators with security restricted floor access and video surveillance.

The contemplated car wash will be located on the eastern side of the Development Property and will be a modern
4,000 sg/ft building housing an approximate 160 foot exterior detail hybrid tunnel touch auto wash system. The car
wash will have approximately 10 automated application stations that will be capable of washing, waxing, sealing,
tire shining and drying up to 180 cars per hour. Users will be able to select many levels of wash options such as the
Bronze level wash offering a complete wash and dry, the Silver level wash offering Bronze plus triple foam polish
and clear coat, the Gold level wash offering Silver plus tire shine, undercarriage wash and rust guard protectant and
the Platinum level wash offering Gold plus lava foam and waterfall rinse. As well customers may select other extra
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add-ons such as Rain X and Armor All Extreme Shine both for extra charges of approximately $3. The wash level
options will be available for purchase through automated touch screen drive through kiosks and the Administrator
anticipates prices will range from as low as $7.95 to over $25 per wash. As well, the car wash will provide
approximately 10 vacuum stations, detail products such as window cleaner, dash cleaner and micro fibre towels as
well as air fresheners for asmall extra charge of approximately $3 each.

The Partnership proposes to operate an “Express Tunnel” car wash model whereby customers pay at an automated
pay station and drive onto a conveyor under the guidance of an attendant. Labour costs are therefore minimized.
The Development Property itself isin a high-traffic area. Successful car wash companies are often located near other
automotive care service providers. Industry operators are generally more successful when they are located in high-

traffic count areas, particularly on a street corner (such as the location of the Development Property), which has a
high visibility to passing cars.
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Engineering specifications for the car wash are anticipated to be provided by Sonny’s the Car Wash Factory
(“Sonny’s"), the manufacturer of the car wash technology, and the facility will be put to competitive tender for
construction. Sonny’s will also train management regarding the operation of the car wash and maintenance will be
contracted out to athird party car wash maintenance firm.

Sonny’s, in operation since 1949, sells more conveyorized car wash equipment than anyone in the world and has
over 850 years of automatic car wash eguipment operations in its network. Repeatedly recognized by Dun &
Bradstreet for stability and financia strength, Sonny’s offers car wash operators and investors a 900+ page car wash
parts catalog that is supported with over $10 million in inventory and 12,000 stockable items. Along with
educational tools, CarWash College courses, software, and egquipment, Sonny’s also offers up-to-date technology
through their CarWash Controls Division which includes the industry’s first cloud-based POS system offering
affordable business and management information solutions that impacts profitability. (Source:
www.sonnysdirect.com, accessed on January 8, 2018.) The Administrator selected Sonny’s due to its prominence
within the industry and its broad suite of product and training offerings.

Currently the Development Property is occupied by an old restaurant which is currently not operating and is boarded
up. The Administrator anticipates that if it acquires the Development Property it would demolish the existing
structures to build a new facility. See Item 1.3, “- Use of Available Funds’ for a description of the anticipated costs
of developing the facility.

While due diligence remains ongoing, CADO has received Phase | and Phase I feasibility studies dated August 29,
2017 and August 31, 2017, respectively, prepared by Canadian Self Storage Valuation Services Inc., a third party
valuation firm, in respect of the self storage portion of the proposed development and attached hereto as Schedules
A and B. The Phase| feasibility study analyzed the feasibility of a self storage facility at the Development Property
based on current supply and demand characteristics in the trade area, and involved among other things a site visit by
the appraiser and the collection and review of loca market data. The Phase Il feasibility study analyzed the
financial feasibility of the proposed self storage development and involved the collection of more detailed market
and financial data. Both feasibility studies suggest that the market conditions are conducive to the construction of a
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self storage facility at the Development Property. Below are excerpts from Canadian Self Storage Valuation
Services Inc.’s summaries of each feasibility study.

Self Storage Business— Phase | Feasibility Study

e The most positive demographic factor with respect to the [ Kamloops] trade area is the age composition of
the population; there is a small proportion of pre-retirees as well as a large proportion of the middle age
and younger cohorts. The trade area has a pre-retirement age group along with a large group that is at the
edge of entering the prime age group for self storage. This should keep the demand for storage increasing
in the short to mid-term as these groups grow into storage users.

»  With respect to housing, the combined trade area reflects a high level of single detached housing and of
multi-family units, particularly apartment units. It also shows a large number of owner occupied housing.
This is generally considered a positive factor with respect to self storage demand as it correlates with
lower mobility of the population and thus longer average stays in self storage and a higher per capita
demand for storage.

* Inour opinion, the supply of self storage in the trade area as a whole is supportable and indicates that
additional self storage space could be absorbed readily.

e The current population is under supplied by the offerings of self storage leaving an opportunity for a new
facility to service this demand. In addition, it has been indicated that customers have shown a preference of
higher quality storage at a higher price as opposed to low quality storage at a low price. This should be
further examined so that a new facility can maximize on these users, thus gaining a better facility average
for rental rates.

Self Storage Business— Phase || Feasibility Study

In summary, it is our opinion that a properly constructed, managed and marketed self storage facility would be a
profitable investment situated on the subject property. It isimportant to understand that the key factors of supply and
rental rates are monitored as any development plan progresses to the construction phase. This is important as the
excess demand in the trade area is large but additions to supply could lengthen the lease up period of a newly
constructed facility. It is also imperative that current rents in the trade area do not decline to insure a good return on
any investment made in a new facility. As with any new business, it will be necessary to properly market the new
facility to ensure a lease up is as short as possible. This will alow the facility to reach profitability sooner and
therefore show areturn to the investorsin atimely manner.

Auto Wash Business - Feasihility Study

In addition, CADO commissioned a feasibility study dated September 27, 2017 prepared by Evans & Evans, Inc., a
leading Canadian boutique investment banking and business advisory firm, on the planned car wash business. A
copy of the Evans & Evans, Inc. feasibility study is attached as Schedule C. The conclusions set out in the Evans &
Evans, Inc. study are set out below.

In the five yearsto 2022, the car wash and auto detailing research supports that industry operators will benefit from
rising per capita disposable income, fuelling an increase in demand for discretionary consumer services, such as
car washes. Furthermore, the total number of vehiclesin use in Canada is projected to rise steadily during the next
five years, expanding the industry’ s potential customer base. As a result, industry revenue is expected to increase at
an annualized rate of 1.4% to $499.6 million in the five years to 2022, including growth of 1.6% in 2018.

The car wash and auto detailing industry has low market share concentration. The industry has only one major
player, Petro-Canada, which operates more than 240 SuperWash and Glide auto wash establishments. Otherwise,
the industry is characterized by a large number of small-scale operators, with the majority of companies operating
on alocal basis and owning just one establishment.
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Kamloops represents an attractive market as the populations skews younger, the median disposable income is high,
there are no established chains, and a high percentage of workforce is employed and drives to work. Further,
Kamloops offers access to land at prices which enhance returns.

Evans & Evans found in its research that industry operators with the most up-to date technology will attract more
customers and can charge higher prices. Such trends bode well for the NW Car Wash as it will be newly-built using
state-of-the-art technology.

The Steitsdlf isin a high-traffic area. Quccessful car wash companies are often located near other automotive care
service providers. Industry operators are generally more successful when they are located in high-traffic count
areas, particularly on a street corner, which has a high visibility to passing cars.

The Trust intends to develop both a Sorage Facility and the NW Car Wash at the Ste. Sorguard Sorage Services
and Shine Auto Wash have developed a similar, reportedly successful model, in Vancouver, British Columbia.

The combined operations benefit from operational and financial efficiencies such as: (1) shared management and
administrative overhead; (2) shared property taxes; and, (3) shared operational staff.

Importantly, car washes generally begin generated revenues very early in their lifecycle as they are high volume
businesses. Comparatively, storage facilities take time reach target occupancy levels. Accordingly, the NW Car
Wash can potentially offset short-term losses from the Storage Facility.

The statements provided above are qualified in their entirety by the full content of the feasibility studies,
including the assumptions, limitations and qualifications contained therein. Copies of the feasibility studies
are attached as Schedules A, B and C. There can be no assurance that all or any of the statements by
Canadian Self Storage Valuation ServicesInc. or Evans & Evans, Inc. referred to above will ultimately prove
to be correct, and readers are cautioned against placing unduereliance on them. In addition, there can be no
assurance that financing for the purchase of the Development Property will be raised pursuant to the
Offering, or that the purchase of the Development Property will otherwise proceed. See*Risk Factors”’.

Prior Offerings

In 2016 the Promoter established NationWide Self Storage Trust (the “First Prior Trust”), a trust organized to
indirectly invest in a self storage business with investment objectives and strategies and management structure that
are the same as the Trust’s in all material respects. Pursuant to its offering memorandum dated June 1, 2016 and
amended and restated January 24, 2017 and March 8, 2017, the First Prior Trust raised a total of $16,717,305 by
issuing an aggregate of 155,841 participating preferred trust units. The First Prior Trust used the unit sale proceeds
toinvest in alimited partnership (the “First Prior Partnership”), which acquired two adjoining parcels of property
located at 1223 and 1235 East Pender Street, Vancouver, British Columbia. The First Prior Partnership is currently
in the process of arranging for permitting prior to constructing a new self storage facility at this site.

In 2017 the Promoter established the NationWide Il Self Storage Trust (the “Second Prior Trust”), a trust
established to source and locate a self storage project in Canada, and in particular the BC lower mainland. The
Second Prior Trust has investment objectives and restrictions identical in all material respects to the First Prior
Trust. The Second Prior Trust is currently in the process of raising capital, and as at January 18, 2018 the Second
Prior Trust hasraised atotal of $12,204,380.51 pursuant to its offering memorandum dated May 11, 2017. The First
Prior Trust and the Second Prior Trust differ from the Trust, in that both of these prior trusts were blind pools,
established without an identified acquisition target, and both of them focus entirely on the self storage business, with
an emphasis on facilities located in the lower mainland of British Columbia.

2.3 Long Term Objectives.

The Partnership’s management team has identified the following key milestones that it intends to pursue in order to
achieve medium and long-term success:

1. Provide Additional Value-Added Services. The Partnership’'s management team believes that adding low
maintenance value-added services will provide additional revenue streams and provide high operating
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margins. These services may include sales of moving supplies; provision of rental insurance services; and
rental of mailboxes. By introducing awider range of services, the Trust expects the Partnership can capture
alarger target market and further reinforce the convenience and ease of use in its customers’ minds.

Generate Early Revenues. As noted earlier, car wash facilities typically will generate cashflow earlier than
a sdf storage facility because of the longer leasing time required for a self storage facility. The
Administrator expects to use these revenues to assist with the development of the self storage portion of the
Partnership’s business. In addition, the Administrator expects that as Kamloops' population increases over
time, demand for the Partnership’s car wash services will increase.

Growth in Self Sorage Demand, Revenues and Operating Income. Management believes that the demand
for self storage will increase over the near and long-term. This will result in the opportunity to increase
monthly storage unit rental rates resulting in annualized growth in revenue and income of the Partnership
and therefore the Trust. Further, due to various factors, including appreciation in real estate prices, the
increase in the overall British Columbia population and the increase in the aging population the Trust views
the long term demand for urban self storage in Canada to be robust.

Expand Geographically. Once the Partnership has developed its initial facility and it is operational and

successful in attracting and retaining customers, the Partnership may replicate its model and expand into
other Canadian markets and, potentially, the United States.
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24 Short Term Objectivesand How We Intend to Achieve Them.

The following table shows how the Trust intends to achieve its objectives during the next 12 months:

What the Trust must do and how it will do it Anticipated completion date | Partnership’s cost to
complete and/or use of

proceeds
Raise capital pursuant to the Offering and invest | Prior to December 31, 2018 Gross Proceeds raised in all
the Gross Proceeds in LP Units issued by the Closings
Partnership

Cause the Partnership to purchase the | Prior to December 31, 2018 Proceeds from the purchase
Development Property or, if the acquisition does by the Trust of LP Units

not proceed, invest in commercial land suitable to
develop combination self storage/car wash
buildings or existing buildings suitable for
retrofits or acquire existing high quality buildings
suitable for self storage/car wash operations with
expansion potential

Develop and manage the Partnership's sdlf | From and after the date of | Proceeds from the purchase
storage/car wash facility (or potentially facilities) | acquisition by the Trust of LP Units and
operating cost

25 Material Agreements.

In addition to the Declaration of Trust (described in Item 4.1, “Capital” below), there are four agreements that the
Administrator considers material to the Trust's business and operations. the Partnership Agreement, the
Administration Agreement, the Manager Agreement and the Expense Assumption Agreement. A description of each
of the agreementsis set out below.

The following are summaries of the material provisions of the Partnership Agreement, the Administration
Agreement, the Manger Agreement and the Expense Assumption Agreement and do not purport to be complete.
Reference should be made to the full text of these agreements, which will be available for inspection by
Participating Preferred Trust Unitholders at the Trust's offices, for the complete details of these and other provisions
contained therein.

€) The Partnership Agreement
General Partner

Pursuant to the Partnership Agreement the Administrator has been appointed as the General Partner of the
Partnership. For details on the directors and officers of the Administrator, please see “- The Administration
Agreement — Officers and Directors of the Administrator” below.

Functions and Power s of the General Partner

The General Partner of the Partnership has exclusive authority to direct and manage the affairs of the Partnership,
with full power and authority to administer, manage, control and operate the business carried on by the Partnership
and to do any act, take any proceedings, make any decisions and execute and deliver any instrument, deed,
agreement or document necessary for or incidental to carry on the Partnership business for and on behalf of the
Partnership.

Generally, the General Partner is required to exercise its powers and discharge its duties honestly, in good faith, and
in the best interests of the Limited Partners and shall, in discharging its duties, exercise the degree of care, diligence
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and skill that a reasonably prudent and qualified general partner would exercise in discharging its duties in similar
circumstances. During the existence of the Partnership, the officers of the General Partner will devote such time and
effort to the business of the Trust as may be necessary to promote adequately the interests of the Partnership and the
mutual interests of the Limited Partners. Prior to the dissolution of the Partnership, the General Partner shall not
engage in any business other than acting as the General Partner of the Partnership.

LP Units

The interests of the Limited Partners in the Partnership will be divided into an unlimited number of LP Units. Each
issued and outstanding LP Unit shall be equal to each other LP Unit with respect to all rights, benefits, obligations
and limitations provided for in the Partnership Agreement and all other matters, including the right to distributions
from the Partnership and no LP Unit shall have any preference, priority or right in any circumstances over any other
LP Unit. At all meetings of the Limited Partners, each Limited Partner will be entitled to one vote for each LP Unit
held in respect of each matter for which the LP Units are entitled to vote. Each Limited Partner will contribute
$100.00 to the capital of the Partnership for each LP Unit purchased (depending on the issue price for the related
Participating Preferred Trust Units at the time). There are no restrictions as to the maximum number of LP Units
that a Limited Partner may hold in the Partnership.

The General Partner, in its sole discretion, may issue LP Units and any other securities of the Partnership from time
to time, to any person where it is necessary or desirable in connection with the conduct of the business of the
Partnership, and in each case such securities may be issued at such prices and upon such terms and at such time or
times as the General Partner may determine.

Resignation, Replacement or Removal of General Partner

The General Partner may resign as the General Partner of the Partnership at any time upon giving at least 180 days
written notice to the Limited Partners, provided the General Partner nominates a qualified successor whose
admission to the Partnership as a General Partner is ratified by the Limited Partners by Ordinary Resolution within
such period. Such resignation will be effective upon the earlier of: (i) 180 days after such notice is given, if a
meeting of Limited Partners is called to ratify the admission to the Partnership as a General Partner of a qualified
successor; and (ii) the date such admission is ratified by the Limited Partners by Ordinary Resolution. The General
Partner will be deemed to have resigned upon bankruptcy or dissolution and in certain other circumstances if a new
General Partner is appointed by the Limited Partners by Special Resolution within 180 days notice of such event.
The General Partner is not entitled to resign as General Partner of the Partnership if the effect of its resignation
would be to dissolve the Partnership.

The General Partner may be removed at any time if; (a) the General Partner has been found by a court of competent
jurisdiction to have committed fraud or wilful misconduct in the performance of, or wilful disregard or breach of,
any material obligation or duty of the General Partner under the Partnership Agreement; (b) its removal as General
Partner has been approved by an Extraordinary Resolution; and (c) a qualified successor has been admitted to the
Partnership as the General Partner and has been appointed as the General Partner of the Partnership by Ordinary
Resolution of the Limited Partners, provided that the General Partner shall not be removed in respect of a curable
breach of an obligation or duty of the General Partner under the Partnership Agreement unless it has received
written notice thereof from a Limited Partner and has failed to remedy such breach within 30 days of receipt of such
notice. It isacondition precedent to the resignation or removal of the General Partner that the Partnership shall pay
all amounts payable by the Partnership to the General Partner pursuant to the Partnership Agreement accrued to the
date of resignation or removal.

The remuneration of any new General Partner will be determined by Ordinary Resolution of the Limited Partners.
Upon any resignation, replacement or removal of a General Partner, the General Partner ceasing to so act is required
to transfer title of any assets of the Partnership in its name to the new General Partner.

The Trustees of the Trust have been granted the right to direct the voting of all of the issued and outstanding

voting securities of the General Partner in respect of any matter pertaining to the election or removal of the
directors of the General Partner.
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Compensation of the General Partner
General Partner’s Fee

As partial consideration for its services to the Partnership, the Partnership will pay to the Genera Partner the
General Partner’s Fee which is equal to 1/12" of 2.0% of the Partnership’ s then-current Asset Value (which must be
approved by the independent directors of the General Partner — see the definition of “Asset Value’ in the Glossary)
for each month of service, plus GST if applicable, calculated and paid monthly in arrears. The Genera Partner will
be entitled, at its discretion, to share a portion of the General Partner’s Fee it receives with third parties, including
agents or brokers who assist in the sale of Participating Preferred Trust Units. The Partnership will deduct the
General Partner’s Fee in computing the Partnership’ s Income.

Performance Bonus

The Performance Bonus consists of two components, each of which (if earned) are calculated independently of one
another. The first component is a share of the Partnership’s cash distributions in a calendar year based on the
performance of the Partnership in that year, and the second component is a share in the Partnership’s assets on
dissolution based on the performance of the Partnership over its entire term. More specifically, once Unitholders
have received an 8% return on their investment in Participating Preferred Trust Units in any calendar year, the
Performance Bonus will entitle the General Partner to a share of all remaining distributions of L P Distributable Cash
in that calendar year. For greater certainty, the target returns to Unitholders must be met in each calendar year for
the General Partner to earn the Performance Bonus in that year. In addition, once Unitholders have received a
cumulative 8% annualized (but not compounded) return over the life of their investment in Participating Preferred
Trust Units, the Performance Bonus will entitle the General Partner to a share of al of the Partnership assets on
dissolution. See “Glossary — Performance Bonus® and “- Performance Bonus Formula” for a description of how the
Performance Bonus is calculated. The Performance Bonus varies depending on the number of Participating
Preferred Trust Units that have been redeemed as at any particular time, increasing as Participating Preferred Trust
Units are redeemed and fewer Participating Preferred Trust Units remain outstanding. Essentially this means that as
Participating Preferred Trust Units are redeemed the Performance Bonus (and therefore the General Partner’s
interest in the L P Distributable Cash and assets on dissolution of the Partnership) proportionately increases.

By way of numerical example, if the Trust issues 100,000 Participating Preferred Trust Units and none have yet
been redeemed, the Performance Bonus, if payable, would be calculated as follows:

1 — (100,000 x (0.70/100,000)), or 1 — (70) = 30% Performance Bonus

So the initial Performance Bonus would be equal to 30% once investors have received an 8% return on their
investment in Participating Preferred Trust Units in any calendar year and/or a cumulative 8% annualized (but not
compounded) return over the life of their investment in Participating Preferred Trust Units. If subsequently 20,000
of the 100,000 Participating Preferred Trust Units are redeemed, the Performance Bonus payable to the General
Partner once investors after investors have received the threshold return would be calculated as follows:

1—(80,000 x (0.70/100,000)), or 1 — (56) = 44% Performance Bonus
Expenses

The Partnership will be responsible for all expenses associated with its operation and administration, and the
General Partner will be entitled to be reimbursed for al reasonable out-of-pocket expenses incurred by it in
connection with the performance of its obligations to the Partnership.

The General Partner, together with the general partners of other NationWide limited partnerships, have adopted an
expense allocation policy which provides, among other things, that each limited partnership will pay all expenses
directly attributable to them, and where the expenses are for services that benefit all limited partnerships equally, the
expenses will be paid by them pro-rata in accordance with their respective sizes. A copy of the expense allocation
policy is available upon request from the General Partner. The expense allocation policy has been approved by the
independent directors of the General Partner.
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Other

Pursuant to the Partnership Agreement, the General Partner is entitled to receive 0.01% of the Income of the
Partnership.

Pursuant to the Partnership Agreement the General Partner shall be entitled to elect to receive all or aportion of any
outstanding fees or other amounts owing to it under the Partnership Agreement in the form of LP Units. The
number of LP Units to be issued upon such election will be determined based on the Net Asset Value of the
Partnership as at the date of issue.

Allocation of Income and L oss

The LP Agreement provides that the Income or Loss of the Partnership for each fiscal period, as well as its Income
or Loss from a particular source or a source in a particular place, and the capital gains and capital losses, shall each
be allocated among the Limited Partners and General Partner in a manner consistent with the distribution of LP
Distributable Cash as set forth in the LP Agreement, and no distributions of LP Distributable Cash are made by the
Partnership in a given fiscal period, the Income or Loss of the Partnership, as well as its Income or Loss from a
particular source or a source in a particular place, and the capital gains and capital losses, shall each be alocated
among the Limited Partners pro-rata in proportion to the number of LP Units held by each of them at the end of
such fiscal period.

Cash Distributions

The LP Agreement provides that, until Participating Preferred Trust Unitholders have received in a calendar year an
8% preferred base target return on their initial investment in the Trust, the General Partner shall distribute 100% of
the LP Distributable Cash in respect of a distribution period pro rata to Limited Partners of record as of the close of
business on the relevant distribution record date. Once Participating Preferred Trust Unitholders have received in a
calendar year the applicable return set out above on their initial investment in the Trust, the Performance Bonus
will accrue to the General Partner and be paid out of the LP Distributable Cash in respect of a distribution period,
and the remaining LP Distributable Cash will be distributed pro rata to Limited Partners of record as of the close of
business on the relevant distribution record date.

Asset Distributions

If the General Partner considers it appropriate, the General Partner may make a distribution of equity securities or
debt instruments under which the holder thereof has no material obligations to the debtor owned by the Partnership
and any other property of the Partnership or in a combination of cash and any such equity securities, debt
instruments or other property (“Distributable Assets’) with fair market value, together with al cash held by the
Partnership at that time. If adistribution is not in the form of cash, then the General Partner, acting reasonably, may
determine the value of the Distributable Assets by reference to its fair market value and for the purposes of the
Partnership Agreement the value so determined shall be the amount of that distribution.

Liability of General Partner and Indemnification of Limited Partners

The General Partner has agreed to indemnify and hold harmless each Limited Partner from any and all losses,
liahilities, expenses and damages suffered by such Limited Partner where the liability of such Limited Partner is not
limited, provided that such loss of limited liability was caused by an act or omission of the General Partner or by the
negligence or wilful misconduct in the performance of, or wilful disregard or breach of, the obligations or duties of
the General Partner under the Partnership Agreement. The General Partner has also agreed to indemnify and hold
harmless the Partnership and each Limited Partner from and against any costs, damages, liabilities, expenses or
losses suffered or incurred by the Partnership and/or the Limited Partner, as the case may be, resulting from or
arising out of negligence or wilful misconduct in the performance of, or wilful disregard or breach of, the
obligations or duties of the General Partner under the Partnership Agreement. The General Partner currently has and
will have minimal financial resources and assets and, accordingly, such indemnities of the General Partner will have
only nominal value.

The General Partner has unlimited liability for the debts, liabilities and obligations of the Partnership. The General
Partner will not be liable to the Limited Partners for any mistakes or errors in judgment, or for any act or omission
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believed by it in good faith to be within the scope of the authority conferred upon it by the Partnership Agreement
(other than an act or omission which isin contravention of the Partnership Agreement or which results from or arises
out of the General Partner’s negligence or wilful misconduct in the performance of, or wilful disregard or breach of,
a material obligation or duty of the General Partner under the Partnership Agreement) or for any loss or damage to
any of the property of the Partnership attributable to an event beyond the control of the Genera Partner or its
Affiliates.

In any action, suit or other proceeding commenced by a Limited Partner against the General Partner, other than a
claim for indemnity pursuant to the Partnership Agreement, the Partnership shall bear the reasonable expenses of the
General Partner in any such action, suit or other proceedings in which or in relation to which the General Partner is
adjudged, not to be in breach of any duty or responsibility imposed upon it hereunder; otherwise, such costs will be
borne by the General Partner.

Term and Dissolution

The Partnership is to continue in existence until December 31, 2024, provided that liquidation and dissolution may
commence earlier or later upon the occurrence of certain stated events as set forth in the Partnership Agreement. In
addition the General Partner may decide, in its discretion, to extend the termination date for up to two additiond two year
periods. Prior to the dissolution of the Partnership the General Partner will, in its discretion, take steps to convert all
or any part of the assets of the Partnership to cash or freely trading securities.

Distributions on Dissolution

On the dissolution of the Partnership, the net proceeds from the liquidation of the assets of the Partnership will be
distributed in the following order of priority: (a) to pay off any mortgages or other secured debts of the Partnership;
(b) to pay the expenses of liquidation and all other outstanding debts and liabilities of the Partnership to its creditors,
including all fees and expenses (including the Performance Bonus, if earned) payable to the Genera Partner; (c) to
provide for such reserves as the receiver or Administrator may deem reasonably necessary for any contingent or
unforeseen liabilities or obligations of the Partnership; (d) to the General Partner, the balance in the General
Partner's capital account; and (€) any balance then remaining to the Limited Partners pro rata in accordance with
their proportionate interest in the Partnership.

Amendmentsto the Partnership Agreement

The LP Agreement may be amended only with the approval of the Limited Partners given by Extraordinary
Resolution, except in the following circumstances where amendments may be made without prior approval or
consent of any Limited Partner: (a) ensuring continuing compliance, by the Partnership, with applicable laws,
regulations, requirements or policies of any governmental authority or regulatory body having jurisdiction over
the Partnership; (b) to give effect to a change in the governing law of the Partnership to any other province of
Canada; (c) to give effect to the admission, substitution, withdrawal or removal of partners of the Partnership; (d)
to give effect to a change that, as determined by the General Partner, is necessary or appropriate to qualify or
continue the qualification of the Partnership as a limited partnership in which the Limited Partners have limited
liability under applicable laws; (€) providing, in the opinion of the General Partner, additional protection for the
Limited Partners or to obtain, preserve or clarify the provision of desirable tax treatment for Limited Partners; (f)
making amendments to the LP Agreement which, in the opinion of the General Partner, are necessary or desirable
in the interests of the partners as a result of changes in taxation laws or in their interpretation or administration
(including changes in the administrative practices and assessing policies of the Canada Revenue Agency); (g)
making amendments to the LP Agreement as are necessary or desirable for correcting typographical mistakes or
for curing, correcting or rectifying any ambiguities, defective or inconsistent provisions, errors, mistakes or
omissions; (h) making amendments to the LP Agreement as are required to undertake an internal reorganization
of the Partnership or its affiliates; or (i) making amendments to the LP Agreement for any purpose in addition to
those stated above, provided that, in the opinion of the General Partner, the rights of the Limited Partners are not
materially prejudiced thereby.

Any amendment requiring approval by the Trust, as a Limited Partner, will be put to the Participating Preferred
Trust Unitholders for vote. See ltem 2.1.1 - The Trust - Restrictions on Trustees.
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(b) The Administration Agreement
The Administrator isthe General Partner.
Duties and Servicesto be Provided by the Administrator
The Trust has retained the Administrator to provide management, administrative and other services to the Trust.

Pursuant to the Administration Agreement, the Administrator will manage the day-to-day operations and affairs of
the Trust, make al decisions regarding the business of the Trust and bind the Trust. The Administrator may
delegate certain of its powers to third parties where, in the discretion of the Administrator, it would be in the best
interests of the Trust to do so.

The Administrator’ s duties will include:

@ establishing and maintaining bank accounts on behalf of the Trust;

(b) receiving payments from the Partnership from the investment in LP Units and processing cash
flow distributions to Participating Preferred Trust Unitholders;

(© establishing appropriate legal and accounting systems for the proper control of the Trust;

(d) collecting and mailing financial and other reports and all other notices to Participating Preferred
Trust Unitholders;

(e attending to al arrangements necessary for meetings of the Participating Preferred Trust
Unitholders;

) responding to al inquiries by Participating Preferred Trust Unitholders;
(9) providing Participating Preferred Trust Unitholders with detailed statements for income tax

purposes,

(h) ensuring that any regulatory or legislative matters affecting the Trust are dealt with in a timely
manner; and

(i) preparing annual financial reports and arranging for an audit of such annual financial reports for
the Trust.

Details of the Administration Agreement

Pursuant to the Administration Agreement, the Administrator will provide the services set out above under “Duties
and Services to be Provided by the Administrator”. The Administrator will not be paid a fee by the Trust for its
services, but will be entitled to be reimbursed for costs and expenses incurred by it in connection with the provision
of its services to the Trust, including overhead, general and administrative costs, and out-of-pocket and third party
fees and expenses.

The Administrator has no obligation to the Trust other than to render services under the Administration Agreement
honestly and in good faith and in the best interests of the Trust and to exercise the degree of care, diligence and skill
areasonably prudent person would exercise in comparable circumstances.

The Administration Agreement provides that the Administrator will not be liable in any way to the Trust if it has
satisfied the duties and the standard of care, diligence and skill set forth above. The Trust has agreed to indemnify
the Administrator for any losses as a result of the performance of the Administrator's duties under the
Administration Agreement other than as a result of the negligence, willful misconduct and bad faith on the part of
the Administrator or material breach or default of the Administrator’'s obligations under the Administration
Agreement. The Administrator has agreed to indemnify the Trust against any claims arising from the
Administrator’ s willful misconduct, bad faith, negligence or disregard of its duties or standard of care, diligence and
skill.
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The Administration Agreement, unless terminated as described below, will continue until the dissolution of the
Trust. Either the Administrator or the Trust may terminate the Administration Agreement upon two months’ prior
written notice. Either party to the Administration Agreement may terminate the Administration Agreement: (a)
without payment to either party thereto, in the event that either party to the Administration Agreement isin breach
or default of the provisions thereof and, if capable of being cured, such breach or default has not been cured within
60 days after the receipt of written notice of such breach or default to the other party thereto; or (b) automatically in
the event that one of the parties to the Administration Agreement dissolves, winds up, makes a general assignment
for the benefit of creditors, or a similar event occurs. In addition, the Trust may terminate the Administration
Agreement if any of the licenses or registrations necessary for the Administrator to perform its duties under the
Administration Agreement are no longer in full force and effect.

Officersand Directors of the Administrator
The name, municipality of residence, office or position held with the Administrator and principal occupation of each

of the directors and senior officers of the Administrator are set out below:

Name and Municipality

of Residence Office or Position Principal Occupation

ROBERT HUGH CARTWRIGHT Chairman and Director President, Managing Partner and Director, Maple Leaf

Vancouver, British Columbia Funds; Managing Partner and Director, CADO Bancorp
Ltd.

SHANE WILLIAM DOYLE ....... President, Chief Executive  Managing Partner and Director, Maple Leaf Funds and

Vancouver, British Columbia  Officer and Director CADO Bancorp Ltd. Previoudy regional director for
SEI Canada and director of operations for RBC Financial
Group

BYRON STRILOFF ......ccovvreennne Director Vice President, Corporate Development and Investor

White Rock, British Relations, Peptide Technologies Inc.

Columbia

NANCY GOERTZEN................. Director Independent Businesswoman; Chair, Canadian Women

SURREY, BRITISH COLUMBIA in Private Equity and Venture Capital BC

JOHN WILLARD DICKSON ...... Chief Financial Officer Chief Financial Officer, Maple Leaf Funds and CADO

North Vancouver, British Bancorp Ltd.

Columbia

(©) TheManager Agreement

The Trust has entered into a Memorandum of Understanding with the Manager whereby the Manager agrees to
provide day to day management services in respect of the self storage projects acquired by the Partnership over a
five year period (the “Manager Agreement”). As the manager, the Manager shall engage qualified personnel to
provide top quality services to the Partnership’s properties. The Manager has agreed to manage the propertiesin a
diligent and prudent manner and to:

. Caollect and where necessary enforce the collection of receivable due from tenants;

. Provide annual budgets to be approved by the General Partner and present on a quarterly basis the
performance of the Investments;

. Provide the Genera Partner with quarterly financial statements including variance anaysis and
quarterly unit rental update reports,

. Provide basic accounting functions related to the day to day operations including depositing monies
received in connection with the Investments in the Partnership’ s account;

. Negotiate and enter into leases and tenancies with existing and prospective tenants;
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. Hire, train, supervise and terminate independent contractors and employees, necessary for the

operation;

. Handle tenant requests and negotiations on behalf of the Partnership and use reasonable efforts to
assure compliance by tenants with the provision of their leases;

. Maintain records of funds received and disbursed in connection with the Investments;

. Prepare or arrange for the preparation of all use agreements and other documents required for the
management of the Investments; and

. Provide marketing and other forms of publicity, promotions, website maintenance and devel opment

and advertising of the Investments in the media subject to the General Partner’s approval.

Pursuant to the Manager Agreement, the Manager will be paid a fee by the Partnership for its services equal to 6%
of the total monthly revenue from each Investment managed by the manager, subject to a minimum of $5,000 per
month. In addition the Manager will be entitled to be reimbursed for costs and expenses incurred by it in connection
with the provision of its services.

The Manager Agreement contemplates that the parties will enter into a new, more fulsome agreement with standard
termination provisions and indemnities prior to the Manager commencing the provision of services to the
Partnership.

(d) The Auto Wash Training Agreement

The General Partner will provide the minimal staff necessary to operate the car wash facility. As part of the
Partnership’s agreement with Sonny’s, Sonny’s will provide training to the Genera Partner’s personnel on how to
operate the car wash facility at the Development Property. Sonny’s offers a comprehensive training program to
owners, investors, managers and key equipment personnel in the car wash industry. Established in 2006, Sonny’s
CarWash College, the industry recognized authority for conveyor car wash training, has successfully trained over
1,800 students. Since 2006, Car Wash College has offered the only on-going education in the industry for new and
existing operators, delivering custom training programs and consulting services to meet any clients needs. Sonny’s
has the most comprehensive and successful training program in  the industry. (source:
https.//www.sonnysdirect.com/sonnysdirect/en/abt_car_wash history carwash college, accessed on January 11,
2018).

(e The Expense Assumption Agreement

In exchange for the Trust raising capital to invest in the Partnership and thereby financing the Partnership’s business
and operations, the Partnership has agreed, pursuant to the Expense Assumption Agreement, to either directly pay or
reimburse the Trust for payments made by it in respect of costs and expenses to be incurred by the Trust in
connection with obtaining financing for investment by it in the Partnership. These cost and expenses include those
associated with (i) establishing and maintaining the Trust's existence to enable it to undertake such financings, (ii)
paying Agents fees and other compensation payable to Agents in connection with sales of Participating Preferred
Trust Units; and (ii) all other expenses associated with the Offering. As a result of the Expense Assumption
Agreement the Manager expects that 100% of the Gross Proceeds will be invested in LP Units. See Item 1.1,
“Funds’.
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[tem 3 DIRECTORS, MANAGEMENT, PROMOTERSAND PRINCIPAL HOLDERS

31 Compensation and Securities Held.

The following table provides relevant information about each Trustee, each director and officer of the Administrator,
each promoter of the Trust, and each person who, directly or indirectly, beneficially owns or controls 10% or more
of any class of voting securities of the Trust (a“principal holder”):

Robert Hugh Cartwright | Trustee of the Trust since
Vancouver, British January 3, 2018 and
Columbia Chairman of the
Administrator since October
10, 2017
John Willard Dickson Trustee of the Trust since Nil Nil Nil
North Vancouver, January 3, 2018 and Chief
British Columbia Financia Officer of the
Administrator since
October 10, 2017
Shane William Doyle Chief Executive Officer and | Nil Nil Nil
Vancouver, British Director of the Administrator
Columbia since October 10, 2017
Byron Stril of f Trustee of the Trust since Nil Nil Nil
White Rock, British January 3, 2018 and Director
Columbia of the Administrator since
October 10, 2017
Nancy Goertzen Director of the Administrator | Nil Nil Nil
Surrey, British since October 10, 2017
Columbia

Trustees of the Trust will not be entitled for compensation from the Trust for acting as Trustees, but will be entitled
to be reimbursed for their out-of-pocket expenses.

The Administrator, in its capacity as general partner of the Partnership, will be paid the Performance Bonus, if
earned, and other compensation from the Partnership. The Administrator is a wholly-owned subsidiary of CADO.
Two of the directors and officers of the Administrator, Hugh Cartwright and Shane Doyle, are also directors of
CADO, which is 100% controlled by Hugh Cartwright and Shane Doyle. Therefore each of Messrs. Cartwright and
Doyle have an interest in the compensation payable to the Administrator in its capacity as genera partner of the
Partnership. See Item 2.5, “Material Agreements — The Partnership Agreement — Compensation of the Genera
Partner”.

The Administrator may be considered to be a promoter of the Trust within the meaning of securities legislation.
3.2 Management Experience.

The name, municipality of residence, office or position held with the Trust and/or the Administrator and principal
occupation of each of the Trustees and the directors and senior officers of the Administrator are set out below:
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Name and Municipality Position with the

of Residence Trust/Administrator Principal Occupation
ROBERT HUGH CARTWRIGHT ...... Trustee of the Trustand  Managing Partner and Director, CADO Bancorp Ltd.,
V ANCOUVER, BRITISH COLUMBIA Chairman of the Board President, Managing Partner and Director, Maple Leaf
and Director of the Short Duration Holdings Ltd.
Administrator
JOHN WILLARD DICKSON ........... Trustee of the Trust and Chief Financial Officer, CADO Bancorp Ltd. and Maple
NORTH VANCOUVER, BRITISH Chief Financia Officer Leaf FundsLtd.
CoLUMBIA of the Administrator
SHANE WILLIAM DOYLE ............. President, Chief Managing Partner and Director, CADO Bancorp Ltd.,
VANCOUVER, BRITISH CoLumBIA  Executive Officer and Chief Executive Officer, Managing Partner and Director,
Director of the Maple Leaf Short Duration Holdings Ltd.
Administrator
BYRON STRILOFF .....coviieieienenne Trustee of the Trustand  Vice President, Corporate Development and Investor
WHITE Rock, BRITISH CoLuMmBIA  Director of the Relations, Peptide Technologies Inc.
Administrator
NANCY GOERTZEN ......cvvveeveeens Director of the Independent Businesswoman; Chair, Canadian Women in
SURREY, BRITISH COLUMBIA Administrator Private Equity and Venture Capital BC

There are no committees of the board of trustees of the Trust or board of directors of the Administrator, other than
the Audit Committee of the Trust, which consists of the board of trustees as awhole.

The biographies of each of the Trustees of the Trust and the directors and senior officers of the Administrator,
including their principal occupations for the last five years, are set out below.

The officers of the Administrator will not be fulltime employees of the Administrator, but will devote such timeasis
necessary to the business and offices of the Administrator.

Robert Hugh Cartwright, B.Comm — Trustee of the Trust and Chairman and Director of the Administrator

Mr. Cartwright is the Managing Partner and a Director of CADO, the parent company of the Promoter and its
wholly-owned subsidiary CADO Investment Fund Management Inc. Aswell, Mr. Cartwright is the Chief Executive
Officer and a director of Qwest Bancorp Ltd., a British Columbia-based merchant banking company with over 20
years of experience in investment banking, structured finance, syndication and fund administration. Mr. Cartwright
is also the former Chief Executive Officer and director of Trilogy Bancorp Ltd., a British Columbia-based asset and
admini strative management company.

Mr. Cartwright was aso a founder and from November 1998 to February 2006 was a director of Qwest Energy
Corp. (“Qwest Energy”), a company which structured, managed and syndicated tax-assisted investments in the il
and gas industry. Qwest Energy and its subsidiaries were, from 1999 to 2005, involved in the management of
energy investments, including in-house accounting, financial reporting, investor relations and tax reporting.

Mr. Cartwright was also a founder and former Chief Executive Officer and a director of Qwest Energy Investment
Management Corp. from May 2003 to February 2006 and the general partner of each of Qwest Energy RSP/Flow-
Through Limited Partnership, Qwest Energy IV Flow-Through Limited Partnership, Qwest Energy 2004 Flow-
Through Limited Partnership, Qwest Energy 2005 Flow-Through Limited Partnership, Qwest Energy 2005-11 Flow-
Through Limited Partnership and Qwest Energy 2005-111 Flow-Through Limited Partnership. In addition, Mr.
Cartwright was the founder, Chief Executive Officer and a director of each of Qwest Energy RSP/Flow-Through
Financial Corp., Qwest Energy 2004 Financial Corp. and Qwest Energy 2005 Financial Corp.

Mr. Cartwright is a founder, officer and/or director of the Opus Cranberries Limited Partnerships, Western Royal
Ginseng Management Corp., Western Royal Ginseng | Corp., Western Royal Ginseng Il Corp., Western Royal
Ginseng Il Corp., Pacific Canadian Ginseng Ltd., Pacific Canadian Ginseng | Ltd., Pacific Canadian Ginseng 11
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Ltd., Ponderosa Ginseng Farms Ltd. and Qwest Emerging Technologies (VCC) Fund Ltd. as well as a director and
officer of Imperial Ginseng Products Ltd. and a former director and officer of Knightswood Financial Corp.
(“Knightswood”) (both publicly traded companies listed on the TSXV). He was aso the founder and former
Chairman and director of Qwest Emerging Biotech (VCC) Fund Ltd.

In addition, Mr. Cartwright is or has formerly been the Director and/or Officer of the general partners of each of
Fairway Energy (06) Flow-Through Limited Partnership, Fairway Energy (07) Flow-Through Limited Partnership,
Jov Diversified Flow-Through 2007 Limited Partnership, Jov Diversified Flow-Through 2008 Limited Partnership,
Jov Diversified Flow-Through 2008-11 Limited Partnership, Jov Diversified 2009 Flow-Through Limited
Partnership, Jov Diversified Québec 2009 Flow-Through Limited Partnership, Maple Leaf Short Duration 2010
Flow-Through Limited Partnership, Maple Leaf Short Duration 2011 Flow-Through Limited Partnership, Maple
Leaf Short Duration 2011-11 Flow-Through Limited Partnership, Maple Leaf Short Duration 2012 Flow-Through
Limited Partnership, Maple Leaf Short Duration 2013 Flow-Through Limited Partnership, Maple Leaf Short
Duration 2014 Flow-Through Limited Partnership, Maple Leaf 2014-11 Flow-Through Limited Partnership, Maple
Leaf Short Duration 2015 Flow-Through Limited Partnership, Maple Leaf Short Duration 2015-11 Flow-Through
Limited Partnership, Maple Leaf Short Duration 2016 Flow-Through Limited Partnership, Maple Leaf Short
Duration 2016-11 Flow-Through Limited Partnership and Maple Leaf Short Duration 2017 Flow-Through Limited
Partnership. Mr. Cartwright also is or has formerly been a director and/or officer of the general partners of WCSB
GORR Qil & Gas Income Participation 2008-1 Limited Partnership, WCSB Oil & Gas Royalty Income 2008-11
Limited Partnership, WCSB Oil & Gas Royalty Income 2009 Limited Partnership, WCSB Oil & Gas Royalty
Income 2010 Limited Partnership, WCSB Oil & Gas Royalty Income 2010-11 Limited Partnership, Maple Leaf 2011
Energy Income Limited Partnership, Maple Leaf 2012 Energy Income Limited Partnership, Maple Leaf 2012-1
Energy Income Limited Partnership, and Maple Leaf 2013 Oil & Gas Income Limited Partnership.

Mr. Cartwright graduated from the University of Calgary with a Bachelor of Commerce degree and speciaized in
finance.

John Willard Dickson, B. Comm, CPA, CGA — Trustee of the Trust and Chief Financial Officer of the
Administrator

As Chief Financial Officer of the Administrator, John Dickson brings over 15 years of experience in financia
management, accounting and securities reporting as well as al back-office accounting and reporting duties for
investment issuers.

Mr. Dickson is the Vice-President Finance of the general partners of Jov Diversified Flow-Through 2007 Limited
Partnership, Jov Diversified Flow-Through 2008 Limited Partnership, Jov Diversified Flow-Through 2008-II
Limited Partnership, Jov Diversified Québec 2009 Flow-Through Limited Partnership, Jov Diversified 2009 Flow-
Through Limited Partnership, Maple Leaf Short Duration 2010 Flow-Through Limited Partnership, Fairway Energy
(06) Flow-Through Limited Partnership and Fairway Energy (07) Flow Through Limited Partnership, as well as Jov
Flow-Through Holdings Corp.

In addition, Mr. Dickson is aso Chief Financia of the general partners of WCSB GORR Oil & Gas Income
Participation 2008-1 Limited Partnership, WCSB Oil & Gas Royalty Income 2008-11 Limited Partnership, WCSB
Oil & Gas Royalty Income 2009 Limited Partnership, WCSB QOil & Gas Royalty Income 2010 Limited Partnership,
WCSB Oil & Gas Royaty Income 2010-1I Limited Partnership, Maple Leaf 2011 Energy Income Limited
Partnership, Maple Leaf 2012 Energy Income Limited Partnership, Maple Leaf 2013 Oil & Gas Income Limited
Partnership, Maple Leaf Short Duration 2011 Flow-Through Limited Partnership, Maple Leaf Short Duration 2011-
Il Flow-Through Limited Partnership, Maple Leaf Short Duration 2012 Flow-Through Limited Partnership, Maple
Leaf Short Duration 2013 Flow-Through Limited Partnership, Maple Leaf Short Duration 2014 Flow-Through
Limited Partnership, Maple Leaf Short Duration 2014-11 Flow-Through Limited Partnership, Maple Leaf Short
Duration 2015 Flow-Through Limited Partnership, Maple Leaf 2015-11 Flow-Through Limited Partnership, Maple
Leaf Short Duration 2016 Flow-Through Limited Partnership and Maple Leaf Short Duration 2016-11 Flow-Through
Limited Partnership, as well as WCSB Holdings Corp., Maple Leaf Energy Income Holdings Corp. and Maple L eaf
Short Duration Holdings Corp. Mr. Dickson is aso the Chief Financial Officer and Director of the General Partners
of Maple Leaf Charitable Giving (2007) Il Limited Partnership and Maple Leaf Charitable Giving Limited
Partnership.
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Prior to joining the WCSB and Jov entities, Mr. Dickson was Controller of Cactus Restaurants Ltd. 1n addition, Mr.
Dickson formerly was the Controller of Qwest Bancorp Ltd., a British Columbia-based merchant banking company,
Controller of Trilogy Bancorp Ltd., a British Columbia-based asset and administrative management company, and
Controller of severa flow-through limited partnerships including Qwest Energy (2001) limited partnership, Qwest
Energy Il Limited Partnership, Qwest Energy 1V Flow-Thorough Limited Partnership, and Qwest Energy 2004
Flow-Thorough Limited Partnership.

Mr. Dickson is a Certified Professional Accountant (Certified General Accountant) and has earned a Bachelor of
Arts degree from Lakehead University in Ontario, Canada.

Shane William Doyle, BA, MBA —President, Chief Executive Officer and Director of the Administrator

Mr. Doyle is the Managing Partner and a Director of CADO, the parent company of the Promoter and its wholly-
owned subsidiary CADO Investment Fund Management Inc. Mr. Doyleis also a Managing Partner and a director of
Maple Leaf Short Duration Holdings Ltd. Mr. Doyle was, from September 2004 to October 2006 the Regional
Director for SEl Investments Canada Company (“SEI"), an ingtitutional investment management firm. Mr. Doyl€'s
responsibilities at SEI included business development and client relationship management with institutional
investors. Prior to SEI, Mr. Doyle was from January 2004, to August 2004 Director of Sales and Marketing at Trez
Capital Corporation, a mortgage investment company. Mr. Doyle's responsibilities at Trez Capital Corporation
included corporate finance advisory and business development services. Prior to Trez Capital Corporation, Mr.
Doyle was, from March 2001 to December 2003 a Director of Sales for Qwest Energy Corporation. Prior to joining
Qwest Energy Corporation Mr. Doyle was, from March 2000 to February 2001, Director of Operations RBC
Financial Group. Mr. Doyl€'s responsibilities at RBC Financial Group included business development, relationship
management and territorial oversight. Prior to joining RBC Financia Group, Mr. Doyle was, from January 1997 to
February 2000, Regional Sales Manager for Western Canada for UnumProvident Corporation. Mr. Doyl€e's
responsibilities at UnumProvident Corporation included managing a sales force of 16 employees throughout western
Canada and managing all office operations.

In addition, Mr. Doyle is the Chief Executive Officer and President of Maple Leaf Charitable Giving Management
Corp., the general partner of the Maple Leaf Charitable Giving Limited Partnership, and is or has been a Director
and/or officer the general partners of Fairway Energy (07) Flow Through Limited Partnership, Jov Diversified Flow-
Through 2007 Limited Partnership, Jov Diversified Flow-Through 2008 Limited Partnership, Jov Diversified Flow-
Through 2008-I1 Limited Partnership, Jov Diversified 2009 Flow-Through Limited Partnership, Jov Diversified
Québec 2009 Flow-Through Limited Partnership, Maple Leaf Short Duration 2010 Flow-Through Limited
Partnership, Maple Leaf Short Duration 2011 Flow-Through Limited Partnership, Maple Leaf Short Duration 2011-
Il Flow-Through Limited Partnership, Maple Leaf Short Duration 2012 Flow-Through Limited Partnership, Maple
Leaf Short Duration 2013 Flow-Through Limited Partnership, Maple Leaf Short Duration 2014 Flow-Through
Limited Partnership, Maple Leaf 2014-11 Flow-Through Limited Partnership, Maple Leaf Short Duration 2015
Flow-Through Limited Partnership, Maple Leaf Short Duration 2015-11 Flow-Through Limited Partnership, Maple
Leaf Short Duration 2016 Flow-Through Limited Partnership, Maple Leaf Short Duration 2016-11 Flow-Through
Limited Partnership, Maple Leaf Short Duration 2017 Flow-Through Limited Partnership WCSB GORR Oil & Gas
Income Participation 2008-1 Limited Partnership, WCSB Qil & Gas Royalty Income 2008-11 Limited Partnership,
WCSB Oil & Gas Royalty Income 2009 Limited Partnership, WCSB Oil & Gas Royalty Income 2010 Limited
Partnership, WCSB Oil & Gas Royaty Income 2010-11 Limited Partnership, Maple Leaf 2011 Energy Income
Limited Partnership, Maple Leaf 2012 Energy Income Limited Partnership, Maple Leaf 2012-11 Energy Income
Limited Partnership and Maple Leaf 2013 Oil & Gas Income Limited Partnership.

Mr. Doyle graduated in 1988 from St. Mary’s University in Halifax with a Masters of Business Administration.
Byron Striloff — Trustee of the Trust and Director of the Administrator

Byron Striloff is currently Vice President, Corporate Development and Investor Relations, Peptide Technologies
Inc. Byron spent 35 years as a senior investment advisor in the area of personal and corporate investment

management, tax planning, venture capital, insurance and estate planning.

His primary area of specialization is the development of financial strategies that optimize investment performance
from long-term trends, tax minimization and wealth creation for individuals and businesses. Byron was a producing
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branch manager and has held senior management and directorship positions for various national investment dealers,
and recently left CIBC Wood Gundy to join Peptide Technologies. Currently Byron is a master qualified member of
the Dent Foundation and frequently speaks at public seminars on demographic economic forecasting.

Nancy Goertzen, CIPR — Director of the Administrator

Nancy brings over 25 years of experience in corporate development, strategic partnerships, fund raising and investor
relations with public companies. She has a wide range of experience including working with start-ups, private (pre-
IPO), public companies and large corporations. Nancy has worked in multiple industry sectors including
broadcasting, technology and resources.

Nancy holds the Certified Professiona in Investor Relations designation from Richard Ivey Business School and is
in good standing as a member of the Canadian Investor Relations I nstitute.

Sheis the Founding Chair of Canadian Women in Private Equity and Venture Capital BC, and has grown this group
to 60 senior women over the last 4 years.

33 Penalties, Sanctions and Bankr uptcy

There have been no penalties or sanctions in effect during the last 10 years, or cease trade orders that have been in
effect for a period of more than 30 consecutive days during the past 10 years, against any Trustee, director,
executive officer or control person of the Trust or the Administrator, or any issuer of which any Trustee, director,
executive officer or control person of the Trust or the Administrator was a director, executive officer or control
person at that time.

There have been no declarations of bankruptcy, voluntary assignments in bankruptcy, proposal under any
bankruptcy or insolvency legislation, proceedings, arrangement or compromise with creditors or appointment of a
receiver, receiver manager or trustee to hold assets, that have been in effect in the last 10 years with regard to any
director, executive officer or control person of the Trust or the Administrator, or any issuer of which any director,
executive officer or control person of the Trust or the Administrator was a director, executive officer or control
person at that time.
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ltem 4 CAPITAL STRUCTURE
41 Capital.
Subscribers of Participating Preferred Trust Units of the Trust in this Offering will be governed by the terms of the

Declaration of Trust. The following table provides relevant information about the outstanding securities of the
Trust:

Description of Number authorized | Number Number Number

Security to beissued outstanding at outstanding after outstanding after
August 21, 2018 minimum offering | maximum offering

Participating Unlimited 127,608 30,000 139,000

Preferred Trust

Units

Details of the Declaration of Trust

The rights and obligations of the Participating Preferred Trust Unitholders are governed by the Declaration of Trust
and applicable legidation in each jurisdiction in which the Trust carries on business. The statements in this Offering
Memorandum concerning the Declaration of Trust summarize the material provisions of the Declaration of Trust
and do not purport to be complete. Reference should be made to the full text of the Declaration of Trust which will
be available for inspection by Participating Preferred Trust Unitholders at the Trust’s offices for the compl ete details
of these and other provisions therein.

Participating Preferred Trust Units

The Trust has two classes of Participating Preferred Trust Units — the Class A Participating Preferred Trust Units
and the Class F Participating Preferred Trust Units. The Trust is authorized to issue an unlimited number of each
class of Participating Preferred Trust Units. The Class A and Class F Participating Preferred Trust Units are
identical to each other, except the selling expenses applicable to each Class. See Item 7, “Compensation Paid to
Sellersand Finders”.

Subscriptions

Subscriptions will be received subject to acceptance or rejection in whole or in part by the Administrator on behalf
of the Trust and the right is reserved to close the Offering of Participating Preferred Trust Units at any time without
notice. At each Closing, non-certificated interests representing the aggregate number of Participating Preferred
Trust Units subscribed for at such Closing will be recorded on the register of the Trust on the date of such Closing.
No certificates representing the Participating Preferred Trust Units will be issued.

Business of the Trust

The Declaration of Trust provides that the activities of the Trust are restricted to the following: (&) acquiring,
holding, transferring, disposing of, investing in, lending to, and otherwise dealing with, assets, securities (whether
debt or equity) and other interests or properties of whatever nature or kind of or issued by, any person (including the
Partnership) and making such other investments as the Trustees in their sole discretion determine; (b) holding cash
and other investments in connection with and for the purposes of the Trust's activities, including paying liabilities of
the Trust (including administration expenses), paying any amounts required in connection with the redemption of
Participating Preferred Trust Units, and making distributions to Participating Preferred Trust Unitholders; ()
disposing of all or any part of the Trust Property; (d) issuing Participating Preferred Trust Units, instalment receipts,
and other Trust securities (including debt instruments, securities convertible into or exchangeable for Participating
Preferred Trust Units or other securities of the Trust, or warrants, options or other rights to acquire Participating
Preferred Trust Units or other securities of the Trust), for the purposes of, without limitation: (i) conducting, or
facilitating the conduct of the activities and undertaking of the Trust (including for the purpose of raising funds for
acquisitions); (ii) repayment of any indebtedness or borrowings of the Trust or any affiliate thereof; (iii) establishing
and implementing Participating Preferred Trust Unitholder rights plans, distribution reinvestment plans,
Participating Preferred Trust Unit purchase plans, and incentive option and other compensation plans of the Trust, if
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any; (iv) satisfying obligations to deliver securities of the Trust, including Participating Preferred Trust Units,
pursuant to the terms of securities convertible into or exchangeable for such securities of the Trust, whether or not
such convertible or exchangeable securities have been issued by the Trust; (v) carrying out any of the transactions
contemplated by any offering documents of the Trust and satisfying all obligations in connection with such
transactions; and (vi) making non-cash distributions to Participating Preferred Trust Unitholders, including in specie
redemptions as well as distributions; (€) repurchasing or redeeming Participating Preferred Trust Units or other Trust
securities, subject to the provisions of the Declaration of Trust and applicable law; (f) issuing debt securities or
otherwise borrowing funds, as well as mortgaging, pledging, charging, granting a security interest in or otherwise
encumbering all or any part of the Trust Property, whether as security for obligations of the Trust or otherwise; (g)
guaranteeing (whether as guarantor, surety or co-principal obligor, or otherwise) any obligations, indebtedness or
liahilities, present or future, direct or indirect, absolute or contingent, matured or not of any person for, or in pursuit
of pursuing or facilitating the business and purposes of the Trust, and mortgaging, pledging, charging, granting a
security interest in or otherwise encumbering all or any part of the Trust Property as security for such guarantee; (h)
carrying out any of the transactions, and exercising, performing and satisfying any of the rights, liabilities and
obligations of the Trust under any agreements or arrangements, entered into in connection with pursuing the
business and purposes of the Trust; and (i) engaging in all activities, and taking al such actions, ancillary or
incidental to any of those activities set forth in (a) through (h) above, provided that the Trust is prohibited from
engaging in any activity or undertaking that could reasonably be expected to cause it not to be a“mutual fund trust”
for the purposes of the Tax Act.

Trustees

The Board of Trustees will consist of a minimum of two Trustees and a maximum of 5 Trustees. The number of
trustees for the Trust has been set at three and such number may be changed from time to time, in the sole discretion
of the Trustees, by aresolution of the Trustees. See also “- Governance of the Trust and the Administrator/General
Partner”

If there is a resolution of the Trustees fixing the number of trustees of the Trust at a greater number than two (not
to exceed five) the Trustees shall then, by majority vote, be entitled to elect the additional trustee(s) of the Trust to
fill the vacancies created by the increase in number of trustees of the Trust or, in the alternative, if the Trustees of
the Trust so decide they may call a meeting of Participating Preferred Trust Unitholders to elect the additional
trustee(s) of the Trust to fill the vacancies created by the increase in number of trustees of the Trust. The Trustees
remain in office until the earlier of the date of their death, disqualification, resignation or removal in accordance
with the Declaration of Trust. In the case of a resignation, a majority of the Trustees remaining in office may
appoint an individual as areplacement Trustee or, if they fail to so appoint areplacement or the Trustees determine
to have the replacement elected by Participating Preferred Trust Unitholders, a meeting of Participating Preferred
Trust Unitholders may be called to elect, by Ordinary Resolution, the replacement Trustee. Any Trustee may be
removed at any time with or without cause by Ordinary Resolution passed in favour of the removal of such Trustee
and such removal shall be effective upon the date stated in the Ordinary Resolution or upon the date of such
Ordinary Resolution if not otherwise stated. If a Trustee dies, becomes disqualified from being a trustee of the
Trust, or Otherwise becomes incapable of acting as a trustee, the remaining Trustees shall forthwith remove such
Trustee and appoint a new trustee of the Trust to replace such deceased, disqualified or incapacitated Trustee or, if
they fail to so appoint a replacement or the Trustees determine to have the replacement elected by Participating
Preferred Trust Unitholders, a meeting of Participating Preferred Trust Unitholders may be called to elect, by
Ordinary Resolution, the replacement Trustee. If at any time the number of Trustees then in office is less than the
minimum number of trustees of the Trust required (being two in number) then at any time a Participating Preferred
Trust Unitholder, a Trustee or any other interested person may apply to a court of competent jurisdiction for the
appointment of atrustee(s) in order that the required minimum number be maintained.

The Declaration of Trust provides that, subject only to any limitations and restrictions contained in the Declaration of
Trug, the Trustees have full, absolute and exclusive power, control and authority over the Trust Property and over the
affairs of the Trust to the same extent asif the Trustees were the sole owners of such property in their own right and may
do all such acts and things as they, in their sole judgment and discretion, deem necessary or incidenta to, or desirable for,
the carrying out the purposes of the trust created by the Declaration of Trust.

All determinations of the Trustees and any agent to whom the Trustees have delegated duties, where such
determinations are made in good faith with respect to any matters relating to the Trust, shall be final and conclusive
and shall be binding upon the Trust and all Participating Preferred Trust Unitholders. The Declaration of Trust
provides that the Trustees must act honestly and in good faith with a view to the best interests of the Trust and, in
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connection therewith, exercise that degree of care, diligence and skill that a reasonably prudent person would
exercise in comparable circumstances (herein the “Standard of Care’). In general, each Trustee shall be
indemnified against al liabilities or claims against them or the Trust, and they shall have no liability to any holders
of Participating Preferred Trust Units, where such liabilities or claims arise out of being or having been a trustee of
the Trust, unless such liabilities or claims arise as a result of the Trustee failing to satisfy the Standard of Care or, in
the case of a crimina or administrative action or proceeding that is enforced by monetary penalty, where such
Trustee did not have reasonable grounds for believing that his conduct was lawful.

Delegation

Pursuant to the Administration Agreement the Trustees have delegated to the Administrator the obligation to provide
and perform for and on behalf of the Trust essentially al services that are or may be required or advisable, from time
to time, in order to manage, administer and govern the operations of the Trust. See Item 2.5, “Material Agreements
Administration Agreement”.

Restrictions of Trustees
The Trustees shall not:

@ without the approval of the Participating Preferred Trust Unitholders by Extraordinary Resolution, amend
the Declaration of Trust except in certain circumstances. See “- Amendments to the Declaration of Trust”
below.

(b) without the approval of the Participating Preferred Trust Unitholders by Extraordinary Resolution,
authorize any sale, lease, exchange, transfer or other disposition of all or substantially all of the property of
the Trust, other than (i) as otherwise permitted under the Declaration of Trust, including pursuant to the
wind-up and termination of the Trust and pursuant to in specie redemptions or distributions, (ii) in order to
acquire securities of the Partnership or other affiliate of the Trust, or to consolidate the assets held by the
Partnership with other similar issuers established by the General Partner or its affiliates, or (iii) in
conjunction with an internal reorganization of the Trust.

(© without the approval of the Participating Preferred Trust Unitholders by Extraordinary Resolution, vote the
Trust's securities of the Partnership to approve the Partnership carrying on business other than that which is
then currently authorized by the LP Agreement, the removal of the general partner of the Partnership and
substitution of a new general partner, any amendment to the LP Agreement that required Limited Partner
approval pursuant to the terms of the LP Agreement, or the wind-up and dissolution of the Partnership if
proposed by the General Partner.

(d) without the approval of the Participating Preferred Trust Unitholders by Ordinary Resolution, vote the
Trust's securities of the Partnership to approve the selection of a new General Partner in the event of the
resignation of the General Partner or to approve the appointment or removal of the Partnership’s auditor.

Distributions

The Trust expects to generate Distributable Cash through distributions on the LP Units held by the Trust. See Item
2.7, “Material Agreements - LP Agreement — Cash Distributions’. The Trustees, in respect of a Distribution Period,
may declare payable to Participating Preferred Trust Unitholders of record as at the close of business on the
Distribution Record Date for such Distribution Period, al or any part of the Distributable Cash for such Distribution
Period as determined by the Trustees in their discretion. Each Participating Preferred Trust Unit issued and
outstanding on the Distribution Record Date for a particular Distribution Period shall be entitled to an equal
proportionate share of the Distributable Cash which is declared payable to Participating Preferred Trust Unithol ders.
The Trust is targeting a minimum 8% cumulative preferred base annual return on an investment in Participating
Preferred Trust Units through distributions of Distributable Cash. Once Participating Preferred Trust Unitholders
have received an 8% return on their investment in any calendar year and/or a cumulative 8% preferred base annual
return on their investment over the life of the Partnership, the Administrator (in its capacity as general partner of the
Partnership) will be entitled to the Performance Bonus from the Partnership.
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The Administrator anticipates that distributions will commence approximately 12-24 months from the date of the
final Closing of the Offering.

In addition to the foregoing the Trust may make such other distributions (“Special Distributions’) as the Trustees
may determine from time to time. The Trustees intend to make additional distributions, payable in cash or by the
issuance of additional Participating Preferred Trust Units, in respect of its Tax Income (including its net realized
capital gains), if any, of the Trust in afiscal year to the extent necessary to ensure that the Trust will not be liable for
tax under Part | of the Tax Act in such year.

Redemptions

A holder of Participating Preferred Trust Units is entitled to require the Trust to redeem, at any time at the demand
of the holder, al or any part of the Participating Preferred Trust Units registered in the name of the Participating
Preferred Trust Unitholder. Redemptions will be satisfied on the last day of the quarter in which the redemption
reguest has been received (the “Valuation Date"), provided that the redemption request has been received at least
twenty (20) days prior to the Valuation Date. Redemption requests received after such date will be satisfied at the
end of the next quarter. There are certain procedura requirements, set forth in the Declaration of Trust, which
must be adhered to in connection with any redemption of Participating Preferred Trust Units. Unless Participating
Preferred Trust Units were to become listed, the price per Participating Preferred Trust Unit to be received on a
redemption will be equal to (@) if the redemption occurs before January 1, 2022, 98%, and (b) in any other case
100%, of the Net Asset Value of such Participating Preferred Trust Unit, as at the relevant Valuation Date. If, in
the opinion of the Administrator, acting reasonably, there has been a material change in the business and affairs of
the Trust (and, by extension, the Partnership) such that the Net Asset Value determined by reference to the Trust’s
latest audited annual financial statements is no longer reasonable or appropriate as at a particular Valuation Date,
then the updated Net Asset Value used for the purposes of funding redemptions will be determined by a third party
appraisal firm and unanimously approved by the independent Trustees.

Payment of the redemption price shall be in cash, provided that if the Participating Preferred Trust Units tendered
for redemption in the same quarter exceeds an amount equal to 0.25% of the Gross Proceeds until January 1, 2022,
and 0.625% of the Gross Proceeds thereafter (as set out in Table 1 below), then the Trustees shall only be obligated
to make cash payment to a maximum of such amount and the balance (payable to investors seeking to redeem pro
rata based on the number of Participating Preferred Trust Units tendered for redemption), subject to receipt of any
applicable regulatory approvals, may be paid by the Trust, in the discretion of the Administrator, through the
issuance of Redemption Notes and/or through a distribution, in specie, of property of the Trust. In addition, the
Trustees will have the right to pay redemption proceeds in Redemption Notes in circumstances where redeeming
Preferred Trust Units for cash would be unduly detrimental to the business of the Trust (for example, where paying
out redemption proceeds in cash would render the Trust insolvent or otherwise unable to pay its debts when they
become due). There may be significant adverse tax consegquences to a Participating Preferred Trust
Unitholder that receives Redemption Notes or other non-cash property of the Trust on the redemption of
Participating Preferred Trust Units.

Table 1
1. Applicable Redemption 2. Cash Redemption Limit 3. Maximum Cash
Period per Quarter Redemption per Quarter
Based on Maximum
Offering of $13,900,000
Prior to January 1, 2022 0.25% of the Gross Proceeds Maximum of $31,250 per quarter
From January 1, 2022 until 0.625% of the Gross Proceeds Maximum of $78,125 per quarter
termination of the Trust

In the event that the Trust issues Redemption Notes to redeeming Participating Preferred Trust Unitholders, the
Trust and the Administrator shall comply with the following:
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€)] the Administrator, on behalf of the Trust, shall only issue Redemptions Notes in compliance with the terms
and conditions of the Declaration of Trust;

(b) the form of the Redemption Notes to be issued by the Trust shall be approved by the independent directors
of the Administrator;

(© the Administrator, on behalf of the Trust, shall advise redeeming Participating Preferred Trust Unitholders
as soon as practicable in writing (the “Redemption Note Issuance Notice”) that the redemption price for
the Participating Preferred Trust Units tendered for redemption will be paid in whole or in part by
Redemption Notes, and such Participating Preferred Trust Unitholders have 15 Business Days from the
date of the Redemption Note I ssuance Notice to rescind their redemption request, if desired; and

(d) the Redemption Note Issuance Notice shall include: (i) the form of the Redemption Note; (ii) reference to
Item 6 of the Offering Memorandum in relation to the ineligibility of Redemption Notes as a qualified
investment for Exempt Plans; (iii) discussion of options available to a Participating Preferred Trust
Unitholder and a trustee of an Exempt Plan of a Participating Preferred Trust Unitholder, as a result of
receiving a prohibited investment in a Exempt Plan as issued by the Trust; (iv) reference to the Risk Factor
found in Item 8 of the Offering Memorandum under the heading Priority of Redemption Notes over
Participating Preferred Trust Units; (v) discussion of potential priority issues of between holders of
Redemption Notes, whether held inside or outside an Exempt Plan, as applicable and Participating
Preferred Trust Unitholders, upon the occurrence of the liquidation or potential liquidation of the Trust
Assets; and (vi) advice to the Participating Preferred Trust Unitholder to speak with their legal counsel and
tax advisors regarding points (i)-(v) above.

Meetings of Participating Preferred Trust Unitholders

There is no requirement to hold annual meetings of the Participating Preferred Trust Unitholders. A meeting of
Participating Preferred Trust Unitholders may be convened at any time and for any purpose by the Trustees and must be
convened, except in certain circumstances, if requisitioned in writing by the Participating Preferred Trust Unitholders
representing not less than 25% of al votes entitled to be voted at a meeting of Participating Preferred Trust Unitholders.
Any such meeting requisition must comply with the requirements set forth in the Declaration of Trugt, including that the
request specify in reasonable detail the business proposed to be transacted at the meeting. Participating Preferred Trust
Unitholders of record may attend and vote at al meetings of the Participating Preferred Trust Unitholders either in person
or by proxy and a proxyholder need not be a Participating Preferred Trust Unitholder. One or more persons present in
person and being Participating Preferred Trust Unitholders or representing by proxy Participating Preferred Trust
Unitholders, and who hold in total not less than 5% of the votes attached to the then outstanding Participating Preferred
Trust Units, will congtitute a quorum for the transaction of business at al meetings. Each Participating Preferred Trust
Unit entitles the holder to one vote at al meetings. The Declaration of Trust contains various other provisions pertaining to
the procedural requirements with respect to the calling and holding of meetings of Participating Preferred Trust
Unitholders.

Term of the Trust and Distribution on Wind-Up

The Trugt is obligated to commence its wind-up and termination on the first of the following to occur (each of the
following being hereinafter referred to as an “Event of Termination”): (a) December 31, 2024, unless the Trustees
decide, in their discretion, to extend the termination date for up to two additional two year periods, (b) the date specified in
proposal by the Adminigtrator to wind-up and terminate the Trust which is approved by an Extraordinary Resolution; and
(¢) the date on which all material business in which the Trugt holds an interest or has otherwise invested, have been
liquidated (which generally means such business has been wound-up and its net assets distributed to those so entitled upon
a wind-up, dissolution or termination of such business). It is currently contemplated that the only material business in
which the Trust will invest is the Partnership and, consequently, that the termination of the Trust will be triggered by the
wind-up and dissolution of the Partnership. The ability of the Trust to make distributions on the Participating Preferred
Trust Units on the wind-up and dissolution of the Trust will be primarily dependent on the Trust’s receiving distributions
on the LP Units in connection with the wind-up and dissolution of the Partnership. See Item 2.1.2, “The Partnership -
Formation and Term of the Partnership and Item 2.7 - Materiad Agreements - LP Agreement Distributions on
Dissolution”.

On the occurrence of an Event of Termination, the Trustees shall commence the wind-up and termination of the affairs
of the Trust and will use their reasonable commercial efforts to, as soon as practicable, liquidate and digtribute all the
Trust Property and wind-up the Trust. Once the Administrator is able to determine, with a reasonable degree of certainty,
the time at which the Trust will bein a position to distribute the net assets of the Trugt, then the Administrator shall give

55



notice of the timing of such anticipated distribution. Such notice shall designate the time or times at which Participating
Preferred Trust Unitholders may surrender their Participating Preferred Trust Units for cancellation and the date at which
the registers of Participating Preferred Trust Units shall be closed.

After paying, retiring or discharging or making provision for the payment, retirement or discharge of al known
lighilities and obligations of the Trust (including expenses relating to the wind-up and termination of the Trust) and
providing for an indemnity against any other outstanding liabilities and obligations, provided the holders of
Participating Preferred Trust Units, then after the payment of the Performance Bonus, if earned, the Administrator shall
distribute the remaining Trust Property to the holders of the Participating Preferred Trust Units pro rata in accordance
with their respective interest in the Trust, without preference or distinction. |f the Administrator is unable to sdll al or
any of the Trust Property within a reasonable period of time, the Administrator may, subject to obtaining al necessary
regulatory or other approvals, distribute undivided interests in the remaining Trust Property directly to the holders of
the Participating Preferred Trust Units in accordance with their entitlements to the property of the Trust on awind-up or
termination of the Trust.

Notwithstanding the foregoing, the Trustees may call a meeting of Participating Preferred Trust Unitholders to approve,
by Ordinary Resolution, extending the term of the Trust and continue operations on terms recommended by the Trustees.

Transfer of Participating Preferred Trust Units

Thereisno market through which the Participating Preferred Trust Units may be sold and none is expected
todevelop. The Participating Preferred Trust Unitswill not be listed on any stock exchange. Subscribersare
likely to find it difficult or impossible to sell their Participating Preferred Trust Units. Under the Declaration
of Trust, Participating Preferred Trust Units may be transferred by a Participating Preferred Trust Unitholder subject
to the following conditions: (@) the Participating Preferred Trust Unitholder must deliver to the Recordkeeper, a
form of transfer and power of attorney, substantially in the form annexed to the Declaration of Trust, duly completed
and executed by the Participating Preferred Trust Unitholder, as transferor, and the transferee and other necessary
documentation duly executed, together with such evidence of the genuineness of the endorsement, execution and
authorization thereof and of such other matters as may reasonably be required by the Recordkeeper; (b) the
transferee will not become a Participating Preferred Trust Unitholder in respect of the Participating Preferred Trust
Unit transferred to him or her until the prescribed information has been entered on the register of Participating
Preferred Trust Unitholders; (c) no transfer of a Participating Preferred Trust Unit shall cause the dissolution of the
Trust; (d) transfers of afractional part of a Participating Preferred Trust Unit shall be recognized aslong asit is part
of atransfer of at least one additional Participating Preferred Trust Unit; (€) any transfer of a Participating Preferred
Trust Unit is at the expense of the transferee (but the Trust will be responsible for all costs in relation to the
preparation of any amendment to the Trust’s register and similar documents in jurisdictions other than British
Columbia); and (f) no transfer of Participating Preferred Trust Units will be accepted by the Recordkeeper after
notice of dissolution of the Trust is given to the Participating Preferred Trust Unitholders. All transfers of
Participating Preferred Trust Units are subject to the approval of the Administrator.

A transferee of Participating Preferred Trust Units, by executing the transfer form, agrees to become bound by and
subject to the Declaration of Trust as a Participating Preferred Trust Unitholder as if the transferee had personally
executed the Declaration of Trust and to grant the power of attorney provided for in the Declaration of Trust. The
form of transfer includes representations, warranties and covenants on the part of the transferee that the transferee is
not a*“non-resident” for purposes of the Tax Act and is not a* non-Canadian” for purposes of the Investment Canada
Act, that no interest in the transferee is a “tax shelter investment”, as defined in the Tax Act, that the transferee is not
a partnership (other than a “Canadian partnership”, as defined in the Tax Act, that the transferee is not a Financial
Ingtitution unless such transferee has provided written notice to the contrary prior to the date of acceptance of the
transferee’ s subscription, and that the transferee will continue to comply with these representations, warranties and
covenants during the time that the transferee holds one or more Participating Preferred Trust Units. The
Administrator has the right to reject the transfer of Participating Preferred Trust Units, in whole or in part, to a
transferee who it believes to be a “non-resident” (or a partnership that is not a “Canadian partnership”) for the
purposes of the Tax Act, a“non-Canadian” for the purposes of the Investment Canada Act, atransferee an interest in
which is a “tax shelter investment” for purposes of the Tax Act, or a Financial Institution. In addition, the
Administrator may reject any transfer (@) if in the opinion of counsel to the Trust such transfer would result in the
violation of any applicable securities laws; or (b) the Administrator believes that the representations and warranties
provided by the transferee in the required form of transfer are untrue. A transferor of Participating Preferred Trust
Units will remain liable to reimburse the Trust for any amounts distributed to such transferor by the Trust which

56



may be necessary to restore the capital of the Trust to the amount existing immediately prior to such distribution, if
the distribution resulted in a reduction of the capital of the Trust and the incapacity of the Trust to pay its debts as
they became due.

Under certain circumstances, the Administrator may require any Participating Preferred Trust Unitholder that is a
“non-resident” of Canada (or a partnership that is not a “Canadian partnership”) for the purposes of the Tax Act
(“Non-Resident Participating Preferred Trust Unitholder”) to transfer the Non-Resident Participating Preferred
Trust Unitholder’s Participating Preferred Trust Units to one or more persons who are not non-residents of Canada.
The Administrator has the right pursuant to the Declaration of Trust either to purchase from a Non-Resident
Participating Preferred Trust Unitholder whose Participating Preferred Trust Units are not sold as required, their
Participating Preferred Trust Units for cancellation, or sell those Participating Preferred Trust Units to a person who
is qualified to hold Participating Preferred Trust Units, in either case at their net asset value as determined by the
Administrator with reference to the then current Net Asset Value.

The Declaration of Trust provides that if the Administrator becomes aware that the beneficial owners of 45% or
more of the Participating Preferred Trust Units of a Class then outstanding are, or may be, Financial Institutions or
that such a situation is imminent, among other rights set forth in the Declaration of Trust, the Administrator has the
right to refuse to issue Participating Preferred Trust Units of that Class or register a transfer of Participating
Preferred Trust Units of that Class to any person unless that person provides a declaration that it is not a Financial
Institution.

Repurchase

The Trust has the right and entitlement to offer to any one or more Participating Preferred Trust Unitholders, as the
Trustees determinein their sole discretion, and upon acceptance of such offer by the holder of such Participating Preferred
Trust Units to whom such offer was made, to purchase for cancellation, at any time, by private agreement or otherwise, the
whole or from time to time any part of the outstanding Participating Preferred Trust Unitsin respect of which the offer was
accepted, at a price per security and on abasis as determined by the Trusteesin their sole discretion but in compliance with
al applicable laws, rules, regulations or policies governing same. Such offers may be made to one or more holders of
Participating Preferred Trust Units to the exclusion of other holders of Participating Preferred Trust Units.

Conflicts of I nterest

Under the terms of the Declaration of Trust, the Participating Preferred Trust Unitholders acknowledge and
accept that there are, and will continue to be, potential or actual interests of one or more of the Trustees, or their
associates or affiliates (including conflicts of interest) with respect to business or other interests held directly or
indirectly by, and/or contractual arrangements or transactions directly or indirectly involving, one or more of the
Trustees, or their respective associates or affiliates, and the Participating Preferred Trust Unitholders agree that:

(@ any Trustee is permitted (notwithstanding any liability which might otherwise be imposed by law or in
equity upon such Trustee as a trustee of the Trust) to derive direct or indirect benefit, profit or
advantage from time to time as a result of dealing with the Trust or its affiliates or as a result of the
relationships, matters, contracts, transactions, affiliations or other interests it may have and such
Trustee shall not be liable in law or in equity to pay or account to the Trust, or to any Participating
Preferred Trust Unitholder (whether acting individually or on behalf of itself and other Participating
Preferred Trust Unitholders as a class) for any such direct or indirect benefit, profit or advantage nor, in
such circumstances, will any contract or transaction be void or voidable at the instance of the Trust of
any Participating Preferred Trust Unitholder or any other person; and

(b) interests of any Trustee, or their respective associates or affiliates, including any conflicts of interest, will
not form the basis for any claim against such Trustee, or their respective affiliate or associate, or for any
attempt to challenge or attack the validity of any contract, transaction or arrangement (or renewal,
extension or amendments of same) which the Trustees may enter into on behalf of the Trust;

provided, in each case, that the Trustee in question has otherwise exercised its powers and discharged its duties, as

set out in the Declaration of Trust, honestly and in good faith in respect to the matter, contract, transaction or interest
in question.
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Governance of the Trust and the Administrator/General Partner

In order to provide for better governance and to address certain Conflict of Interest Matters, the Declaration of Trust
and the by-laws of the Administrator (which is also the General Partner) require the following:

@ at least two (2) members of the board of trustees and board of directors of the Administrator (together,
the “Boar ds’) must be Independent (the “Minimum Independent Director Requirement”);

(b) the Trustees and the officers and/or directors of the Administrator must bring all Conflict of Interest
Matters to the attention of the applicable Board and any Conflict of Interest Matter in any authorizing
resolution requires the unanimous agreement of all Independent Trustees and Board members then
sitting as Trustees and Board members, in addition to the requisite mgority of non-Independent
Trustees and directors voting in favour of such aresolution;

(c) if aBoard or the Trust has no Independent director or Trustee, then no Conflict of Interest Matter can be
approved by a Board or the Trustees, as applicable. CADO, the sole shareholder of the Administrator,
may, in its sole discretion, elect to appoint more than one Independent director to a Board; and

(d) annually, the Trust will provide, along with its annual financia statements, a report of the Independent
Trustee(s) and director(s) of the Administrator regarding the review and approval of any Conflict of
Interest Mattersin the prior year.

For these purposes, “Conflict of Interest Matter” means any matter in respect of which a reasonable person would
consider the Administrator, or an entity related to the Administrator, to have an interest that may conflict with the
Administrator’s ability to act in good faith and in the best interests of the Trust, and “Independent” and
“Independence” will be determined in accordance with the test set out in National Instrument 52-110 — Audit
Committees. As of the date of this Offering Memorandum, one trustee, Byron Striloff, would be considered
independent.

Power of Attorney

The Declaration of Trust includes a power of attorney coupled with an interest, the effect of which isto congtitute it
an irrevocable power of attorney. This power of attorney authorizes the Trustees, with full power of substitution, on
behalf of the Participating Preferred Trust Unitholders, among other things, to execute the Declaration of Trust, any
amendments to the Declaration of Trust, al instruments, documents and agreements in connection with the business
and affairs of the Trust, and all instruments necessary to reflect the dissolution of the Trust and distribution and
partition of assets distributed to Participating Preferred Trust Unitholders on dissolution, as well as any elections,
determinations or designations under the Tax Act or taxation legislation of any province or territory with respect to
the affairs of the Trust or a Participating Preferred Trust Unitholder’s interest in the Trust, including in respect in
respect of the dissolution of the Trust. By subscribing for Participating Preferred Trust Units, each Subscriber
acknowledges and agrees that he or she has given such power of attorney and will ratify any and all actions
taken by the Trustees pursuant to such power of attorney.

Amendments to the Declaration of Trust

Except where otherwise specifically provided in the Declaration of Trust, the Declaration of Trust may only be
amended or atered from time to time by Extraordinary Resolution. The Declaration of Trust specifically provides that
the Trustees will be entitled, at their discretion and without the approval of the Participating Preferred Trust
Unitholders, to make amendments to the Declaration of Trust for any purpose on or prior to theinitial Closing and at
any time for any of the following purposes: (i) ensuring continuing compliance, by the Trust, with applicable laws,
regulations, requirements or policies of any governmental authority having jurisdiction over the Trustees or the Trust;
(i) providing, in the opinion of the Trustees, additional protection for the Participating Preferred Trust Unitholders or
to obtain, preserve or clarify the provision of desirable tax treatment to Participating Preferred Trust Unitholders; (iii)
making amendments to the Declaration of Trust which, in the opinion of the Trustees, are necessary or desirable in
the interests of the Participating Preferred Trust Unitholders as a result of changes in taxation laws or in their
interpretation or administration (including changes in the administrative practices and assessing policies of the
Canada Revenue Agency); (iv) making corrections, or removing or curing any conflicts or inconsistencies between
the provisions of the Declaration of Trust or any supplemental agreement and any other agreement of the Trust or any
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offering document with respect to the Trust, or any applicable law or regulation of any jurisdiction, provided that in
the opinion of the Trustees the rights of the Participating Preferred Trust Unitholders are not materially prejudiced
thereby; (v) making amendments to the Declaration of Trust as are necessary or desirable for correcting typographical
mistakes or for curing, correcting or rectifying any ambiguities, defective or inconsistent provisions, errors, mistakes
or omissions; (vi) making amendments to the Declaration of Trust as is required to undertake an internal
reorganization of the Trust or its affiliates; or (vii) making amendments to the Declaration of Trust for any purposein
addition to those stated above, provided that, in the opinion of the Trustees, the rights of the Participating Preferred
Trust Unitholders are not materially prejudiced thereby.

4.2 Prior Sales

Date of | ssuance Type of Security | ssued Number of Price Per Total Funds
Securities|ssued | Security Received

January 3, 2018 Initial Participating Preferred 1 $100 $100
Trust Unit

March 29, 2018 Participating Preferred Trust 39,918 $100 $3,991,800
Units

April 13,2018 Participating Preferred Trust 5734 $100 $573,400
Units

April 30, 2018 Participating Preferred Trust 8,660 $100 $866,000
Units

May 15, 2018 Participating Preferred Trust 6,085 $100 $608,500
Units

May 30, 2018 Participating Preferred Trust 7,804 $100 $780,400
Units

June 15, 2018 Participating Preferred Trust 6,187 $100 $618,700
Units

June 29, 2018 Participating Preferred Trust 12,185 $100 $1,218,500
Units

July 16, 2018 Participating Preferred Trust 6,834 $100 $683,400
Units

July 30, 2018 Participating Preferred Trust 34,200 $100 $3,420,000
Units
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Iltem 5 SECURITIES OFFERED
51 Termsof Securities.
General

The interests of the Participating Preferred Trust Unitholders in the Trust will be divided into an unlimited number
of Participating Preferred Trust Units, of which a maximum of 139,000 Participating Preferred Trust Units and a
minimum of 30,000 Participating Preferred Trust Units will be issued pursuant to the Offering. Each issued and
outstanding Participating Preferred Trust Unit of a Class shall be equal to each other Participating Preferred Trust
Unit of that Class with respect to all rights, benefits, obligations and limitations provided for in the Declaration of
Trust and al other matters, including the right to distributions from the Trust and no Participating Preferred Trust
Unit of a Class shal have any preference, priority or right in any circumstances over any other Participating
Preferred Trust Unit of that Class. The Trust will not create any class of Units that has a preference to the
Participating Preferred Trust Units over the distribution of Distributable Cash or entitlement to assets on disposition
or dissolution.

At al meetings of the Participating Preferred Trust Unitholders, each Participating Preferred Trust Unitholder will
be entitled to one vote for each Participating Preferred Trust Unit held in respect of al matters upon which holders
of Participating Preferred Trust Units of that Class are entitled to vote. Each Participating Preferred Trust
Unitholder will contribute to the capital of the Trust the applicable purchase price for each Participating Preferred
Trust Unit purchased. There are no restrictions as to the maximum number of Participating Preferred Trust Units
that a Participating Preferred Trust Unitholder may hold in the Trust, subject to limitations on the number of
Participating Preferred Trust Units that may be held by Financia Institutions and provisions relating to take-over
bids. The minimum purchase for each Participating Preferred Trust Unitholder is $10,000 in Participating Preferred
Trust Units. Additional purchases may be made in Participating Preferred Trust Unit multiples of $1,000.
Fractional Participating Preferred Trust Units may be issued. The Participating Preferred Trust Units constitute
securities for the purposes of the Securities Transfer Act (Ontario) and similar legidlation in other jurisdictions. See
Item 4.1, “ Capital - Summary of the Declaration of Trust”.

Under certain circumstances, the Administrator may require Non-Resident Participating Preferred Trust Unitholders
to transfer their Participating Preferred Trust Units to persons who are not “non-residents’ of Canada.

In addition, the Declaration of Trust provides that if the Administrator becomes aware that the beneficial owners of
45% or more of the Participating Preferred Trust Units then outstanding are, or may be, Financial Institutions or that
such a situation is imminent, among other rights set forth in the Declaration of Trust, the Administrator has the right
to refuse to issue Participating Preferred Trust Units or register a transfer of Participating Preferred Trust Units to
any person unless that person provides a declaration that it is not a Financial Institution.

On the dissolution of the Trust, the Administrator shall, after payment or provision for the payment of the debts and
liahilities of the Trust and liquidation expenses, including the payment to the Administrator (in its capacity as
general partner of the Partnership) of the Performance Bonus, if earned, distribute to each Participating Preferred
Trust Unitholder an undivided interest in each asset of the Trust that has not been sold for cash or securities or
distributed to the in proportion to the number of Participating Preferred Trust Units owned by the Participating
Preferred Trust Unitholder.

Pursuant to the Declaration of Trust, each Subscriber, among other things:

0] consents to the disclosure of certain information to, and its collection and use by, the
Administrator and its service providers, including such Subscriber’s full name, residential address
or address for service, socia insurance number or the corporation account number, as the case
may be, for the purpose of administering such Subscriber’s subscription for Participating Preferred
Trust Units;

(i) acknowledges that the Subscriber is bound by the terms of the Declaration of Trust and is liable
for al obligations of a Participating Preferred Trust Unitholder;
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(iii) makes the representations and warranties and covenants set out in the Declaration of Trust;

(iv) irrevocably nominates, constitutes and appoints the Trustees as its true and lawful attorney with
full power and authority as set out in the Declaration of Trust;

(v) irrevocably authorizes the Trustees to transfer the assets of the Trust and implement the
dissolution of the Trust;

(vi) irrevocably authorizes the Trustees to file on behalf of the Subscriber all elections under
applicable income tax legidlation in respect of any dissolution of the Trust; and

(vii) covenants and agrees that all documents executed and other actions taken on his, her or its behalf
as a Participating Preferred Trust Unitholder pursuant to the power of attorney as set out in the
Declaration of Trust will be binding on him, her or it and agrees to ratify any such documents or
actions on request of the Administrator.

After completion of the Offering the Trustees, in their sole discretion, may issue Participating Preferred Trust Units,
from time to time, to any person where it is necessary or desirable in connection with the conduct of the business of
the Trust, including in connection with the purchase of additional Investments, and in each case such securities may
be issued at such prices and upon such terms and at such time or times as the Trustees may determine.

Please also refer to Item 4.1, “ Capital” for a description of the Declaration of Trust, which governs the terms of the
Participating Preferred Trust Units.

Liquidity

Thereisno market for the Participating Preferred Trust Unitsand it is not anticipated that any market will
develop. It isexpected that the primary mechanism for Participating Preferred Trust Unitholders to achieve liquidity
for their investments will be pursuant to the redemption rights attached to the Participating Preferred Trust Units.
However, in order to provide Participating Preferred Trust Unitholders with enhanced liquidity, the Administrator
may investigate implementing a Liquidity Event. The tax implications of the Liquidity Event will vary depending
on the nature of the transaction but will generally be a taxable transaction. See “Canadian Federal Income Tax
Considerations’ for a discussion of the tax implications of a Liquidity Event. In all cases, the amount distributed to
Participating Preferred Trust Unitholders will be net of al liabilities payable and amounts owing to the
Administrator.

Timing

The decision to implement a Liquidity Event will be dependent on the market conditions and transaction
opportunities available at the time. Therefore there can be no assurance that a Liquidity Event will be implemented.

Valuation of the Investments

Prior to the Liquidity Event, the Administrator will obtain a report prepared by an arm’s length business valuator,
evaluating the fair market value of the Investments utilizing discount rates which are appropriate in the
circumstances. If the Administrator determines that the consideration payable under a Liquidity Event for an
Investment is less than the fair market value of the Investment, or that the Trust could obtain materially better
consideration, the Administrator is not obligated to accept such Liquidity.

Fair market value has been described as the highest price, expressed in terms of money or money’s worth,
obtainable in an open and unrestricted market between knowledgeable, informed and prudent parties acting at arm’s
length. It has also been described as the value that can be obtained in a market in which sellers are ready but not too
anxiousto sell to potential arm’s length purchasers ready and able to purchase.
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Liquidity Event Alternatives

The form of any Liquidity Event would depend on the opportunities available at the time. For example, a Liquidity
Event could take the form of a sale of the Trust’s or the Partnership’s assets for cash, publicly traded shares, or a
combination thereof. In any event, the Administrator does not anticipate proposing any Liquidity Events that do not
result in the Participating Preferred Trust Unitholders receiving cash or assets that are not readily convertible into
cash.

Participating Preferred Trust Unitholders Meeting

The Administrator will call a meeting of Participating Preferred Trust Unitholders to approve a Liquidity Event, if
any, and no Liquidity Event will be implemented if a magjority of the Participating Preferred Trust Units voted at
such meeting are voted against the Liquidity Event.

The Administrator has been granted all necessary power, on behalf of the Trust and each Participating Preferred
Trust Unitholder, to implement Offers, transfer the assets of the Trust pursuant to a Liquidity Event, implement the
dissolution of the Trust thereafter and to file all elections deemed necessary or desirable by the Administrator to be
filed under the Tax Act and any other applicable tax legidation in respect of any transaction with another entity or
the dissolution of the Trust.

52 Subscription Procedure.

The Participating Preferred Trust Units are offered for sale during the period (the “Offering Period”), which is
intended to end on or before December 31, 2018. The purchase price is $100 per Participating Preferred Trust Unit.

The purchase price of the Participating Preferred Trust Units is payable on execution of the Subscription Agreement
and there is a minimum subscription of $10,000 in Participating Preferred Trust Units per investor. The Offering is
being made to all residents of Canada. Payment of the purchase price may be made either by direct debit from the
Subscriber’s brokerage account or by certified chegue or bank draft made payable to the Trust. Prior to each
Closing, all certified cheques and bank drafts will be held by the Trust. No certified cheques or bank drafts will be
cashed prior to the relevant Closing.

The Administrator has the right to accept or rgject any subscription and will promptly notify each prospective
Subscriber of any such rejection. All subscription proceeds of a rejected subscription will be returned, without
interest or deduction, to the rejected Subscriber.

The Administrator will be responsible for collecting al subscription orders and subscription proceeds from
subscribers and the Agents, and for either returning same in the case the Minimum Offering is not attained or
remitting them to the Trust once the minimum offering has been obtained.

Y ou may subscribe for Participating Preferred Trust Units by returning to the Administrator on behalf of the Trust a
completed and signed Subscription Agreement in the form accompanying this Offering Memorandum, prepared in
accordance with the instructions on the cover of the Subscription Agreement, together with a cheque, bank draft or
wire transfer for the total subscription price of the Participating Preferred Trust Units you wish to purchase, payable
to “NationWide Self Storage & Auto Wash Trust”. Pleaseread the instructions on the cover of the Subscription
Agreement carefully to ensureit is properly completed.

The Trust will hold your subscription funds in trust until midnight on the second business day after the day on which
we received your signed Subscription Agreement. Subscription proceeds will be held by the Administrator pending
closing. If the Offering is not completed because the Minimum Offering has not been met by June 30, 2018 (or any
postponed or extended final Closing Date), all subscription funds will be returned to Subscribers without interest or
deduction as soon as possible, unless the Closing Date has been extended.

A Subscriber will be entitled to receive written confirmation from the Recordkeeper of Participating Preferred Trust
Units subscribed for, provided the Subscriber has paid the full subscription price for his Participating Preferred Trust
Units. The Administrator has appointed Investment Administration Solutions Inc. to undertake registrar and transfer
agent function in respect of the Participating Preferred Trust Units.
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Exemptions from Prospectus Requirements.

The Offering is being made in reliance upon exemptions from the prospectus requirements provided in NI 45-106.
Accordingly, no prospectus has been or will be filed with any securities commission in Canada in connection with
the Offering.

Offering Memorandum Exemption

Section 2.9 of NI 45-106 provides exemptions for the sale of Participating Preferred Trust Units to Subscribersif the
Subscriber purchases as principal and the Trust delivers this Offering Memorandum to the Subscriber in the required
form; and the Subscriber signs the Risk Acknowledgment on Form 45-106F4 attached as Appendix | to the
Subscription Agreement that accompanies this Offering Memorandum. All jurisdictions of Canada where the
offering memorandum exemption is available, except British Columbia and Newfoundland and Labrador, impose
eligibility criteria on persons or companies investing under the offering memorandum exemption. In these
jurisdictions, if the Subscriber's aggregate subscription price is more than $10,000, then the Subscriber must be an
"eligible investor". In certain jurisdictions there are also limits on the maximum amounts Subscribers can buy, as
further outlined below.

An“dligibleinvestor” includes the following investors (among other categories):

@ a person whose
0) net assets, alone or with a spouse, in the case of an individual, exceed $400,000,

(i) net income before taxes exceeded $75,000 in each of the two most recent calendar years and who
reasonably expects to exceed that income level in the current calendar year, or

(iii) net income before taxes, alone or with a spouse, in the case of an individual exceeded $125,000 in
each of the two most recent calendar years and who reasonably expects to exceed that income
level in the current calendar year,

(b) a person of which a majority of the voting securities are beneficially owned by eligible investors or a
majority of the directors are eligible investors,

(c) a Partnership of which all of the partners are eligible investors,
(d) aLimited Partnership of which the majority of the general partners are eligible investors,

(e atrust or estate in which all of the beneficiaries or a majority of the trustees or executors are eligible
investors,

()] an accredited investor,
(9) aperson described in section 2.5 of NI 45-106 [Family, friends and business associates], or

(h) a person that has obtained advice regarding the suitability of the investment and if the person is resident
in ajurisdiction of Canada, that advice has been obtained from an eligibility adviser.

In addition, in Alberta, New Brunswick, Nova Scotia, Ontario, Quebec and Saskatchewan, there is a requirement
that the acquisition cost of all securities acquired by a Subscriber who is an individua under the Offering
Memorandum exemption in the preceding 12 months does not exceed the following amounts:

() in the case of a purchaser that is not an digible investor, $10,000;

(i) in the case of a purchaser that is an eligible investor, $30,000;
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(iii) in the case of a purchaser that is an eligible investor and that received advice from a portfolio manager,
investment dealer or exempt market dealer that the investment is suitable, $100,000.

In British Columbia and Newfoundland and Labrador, a Subscriber may purchase Participating Preferred Trust
Units with a total subscription price over $10,000, and there is no requirement that the Subscriber be an "éligible
investor".

Accredited | nvestor Exemption

Section 2.3 of NI 45-106 alows “accredited investors’ to purchase Participating Preferred Trust Units. The
definition of “accredited investor” includes (among other categories):

° an individual who, either aone or with a spouse, beneficially owns financial assets having an
aggregate realizable value that before taxes, but net of any related liabilities, exceeds $1,000,000;

o an individual whose net income before taxes exceeded $200,000 in each of the two most recent
calendar years or whose net income before taxes combined with that of a spouse exceeded
$300,000 in each of those years and who, in either case, reasonably expects to exceed that net
income level in the current calendar year;

o an individual who, either alone or with a spouse, has net financia assets (which does not include
rea estate) of at least $1,000,000;

° an individual who, either alone or with a spouse, has net assets of at least $5,000,000; and

° aregistrant acting on behalf of afully managed account.
See the Accredited Investor Certificate attached to the Subscription Agreement for a complete list of the categories
of “accredited investor”. Each Subscriber who purchases as an accredited investor must complete and sign the
Accredited Investor Certificate attached to the Subscription Agreement, and if they are an individual must sign the
Risk Acknowledgment for Individual Accredited Investors on Form 45-106F9.

$150,000 Minimum Purchase Exemption (not available for individuals)

Section 2.10 of NI 45-106 allows a purchaser who is not an individual, is purchasing as principal and invests not less
than $150,000 to purchase Participating Preferred Trust Units. A Risk Acknowledgment on Form 45-106F4 or Form
45-106F9 need not be signed in this case.



Item 6 INCOME TAX CONSEQUENCESAND RRSPELIGIBILITY
In this summary, an otherwise undefined term in quotation marks means that term as defined in the Tax Act.
In the opinion of Borden Ladner Gervais LLP, counsel to the Trust, the following fairly summarizes the principal
Canadian federal income tax consequences of acquiring, holding, and disposing of Participating Preferred Trust
Units acquired pursuant to the Offering generally applicable under the Tax Act to a Subscriber who, at all relevant
times for the purposes of the Tax Act,

@ isanindividual or corporation,

(b) isresident solely in Canada,

(c) holds al Participating Preferred Trust Units, solely as capital property,

(d) dealsat arm’slength, and is not affiliated, with the Trust,

(e is not a “financia institution” for the purposes of the mark-to-market rules, or a “specified financial
ingtitution”,

()] isnot an entity an interest in which isa“tax shelter investment”,

(9 has not entered into or will enter into, in respect of the Units, a “derivative forward agreement” or a

“synthetic disposition arrangement”,

(h) is not exempt from tax under Part | of the Tax Act (except for the limited discussion under the heading
“Eligibility for Investment”), and

0) has not elected to determine its Canadian tax resultsin accordance with a“functional currency”.
(each a“Holder™).

A Subscriber’s Participating Preferred Trust Units generally will be capital property of the Subscriber unless the
Subscriber holds them in the course of carrying on a business or as an adventure in the nature of trade. A Subscriber
whose Participating Preferred Trust Units might not otherwise be capital property may in certain circumstances
irrevocably elect pursuant to subsection 39(4) of the Tax Act that the Subscriber’s Participating Preferred Trust
Units, together with all of the Subscriber’ s other “ Canadian securities’, be capital property.

This summary assumes that no Participating Preferred Trust Unit will be listed or traded on a stock exchange or
other public market at any material time. Adverse tax consequences to the Fund and Holders may arise of
Participating Preferred Trust Units are so listed or traded.

This summary is based on the current provisions of the Tax Act, the regulations thereunder (the “Regulations’), al
specific proposals to amend the Tax Act and Regulations publicly announced by or on behalf of the Minister of
Finance (Canada) to the date hereof (the “Tax Proposals’) and counsd’s understanding of the current published
administrative policies and assessing practices of the CRA to the date hereof. This summary assumes that the Tax
Proposals will be enacted as currently proposed and that there will be no other material change to any applicable
law, policy, or practice, although no assurance can be given in these respects. This summary does not take into
account any provincial, territorial or foreign tax law or treaty, which may result in different considerations from
those discussed below.

This summary is of a general nature and is not, and is not to be construed as, legal or tax advice to any
particular Holder. Each Holder should consult the Holder’s own tax adviserswith respect to the legal and tax
consequences of acquiring, holding and disposing of Participating Preferred Trust Units applicable to the
Holder’s particular circumstances.
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Tax Status of the Trust

This summary assumes that the Trust will qualify as a “mutual fund trust” as defined in the Tax Act on completion
of the Offering of Participating Preferred Trust Units, and thereafter will continuously qualify as a mutual fund trust
at al relevant times. If the Trust does not qualify or ceases to qualify as a mutual fund trust, the income tax
considerations described below would be materially and adversely different.

In order to qualify as amutua fund trust as defined in the Tax Act at any particular time,
@ the Trust must be a“unit trust” that is resident in Canada,

(b) it must not be reasonable to consider that the Trust was established or is maintained primarily for the
benefit of non-residents of Canada,

(c) Participating Preferred Trust Units must have conditions requiring the Trust to accept at the demand of a
Participating Preferred Trust Unitholder and at prices determined and payable in accordance with the
conditions, the surrender of the Participating Preferred Trust Units that are fully paid,

(d) the undertaking of the Trust must be limited to the investing of funds in property (other than real
property or an interest in rea property), or the acquiring, holding, maintaining, improving, leasing or
managing of real property (or an interest in real property) that is capital property of the Trust, or any
combination of such activities, and

(e the Trust must comply with certain prescribed requirements including that the Participating Preferred
Trust Units be qualified for distribution to the public and that at al relevant times there must be no
fewer than 150 beneficiaries of the Trust, each of whom holds at least 100 units of the Trust (assuming
the fair market value of each unit isless than $25) having an aggregate fair market value of $500.

This summary assumes that these requirements have been satisfied and will continue to be satisfied at all material
times.

Taxation of the Trust

The Trust’s taxation year is the calendar year. The Trust will be subject to tax under the Tax Act on its income for
each taxation year of the Trust, computed in accordance with the detailed provisions of the Tax Act and including
any net taxable capital gainsrealized in the year, asif it were an individua resident in Canada subject to income tax
at the highest marginal rate applicable to individuals.

The Trust’sincome for ataxation year will include its share of the income of the Partnership (which will also have a
calendar taxation year) for its corresponding taxation year.

The Partnership’sincome for a taxation year will include the rent paid or payable to it for the use of storage facilities
and any income from the car wash business in the year, and net taxable capital gains for the year, if any, from
dispositions of capital property by the Partnership. Subject to detailed rules set out in the Tax Act, the Partnership
will generally be entitled to deduct from its income for a year reasonable expenses that it incurs in the year to earn
income, and capital cost allowance in respect of its depreciable property.

Subject to detailed rules set out in the Tax Act, the Trust will generally be entitled to deduct from its income for a
taxation year the reasonable administrative costs, interest and other expenses that it incurs in the year to earn
income.

The Trust will also be entitled to deduct from its income for a taxation year that amount of its income that is payable
or deemed to be payable to Participating Preferred Trust Unitholders in the year. An amount of the Trust’s income
for a year will be considered to be payable to a Participating Preferred Trust Unitholder in a taxation year if the
Trust pays it to the Participating Preferred Trust Unitholder in the year, or the Participating Preferred Trust
Unitholder becomes entitled to enforce payment of the amount in that year. The Trustees have confirmed their
intention to cause the Trust to distribute sufficient of its income annually, whether in cash or by the issue of
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additional Participating Preferred Trust Units, to ensure that the Trust should not be liable for tax in any taxation
year. The Trust cannot allocate losses, if any, that it incursin ayear to Participating Preferred Trust Unitholders, but
may deduct them against itsincome in future years in accordance with detailed rulesin the Tax Act.

The Trust will be entitled, in each taxation year in which it would otherwise be liable for tax on net taxable capital
gains redlized in the year, to reduce (or receive a refund in respect of) its liability for such tax by an amount
determined under the Tax Act based on the redemption of Participating Preferred Trust Units during the year (the
“Capital Gains Refund”). In certain circumstances, the Trust's Capital Gains Refund for a particular taxation year
may not completely offset its tax liability in respect of its capital gains for the taxation year that arise as a
consequence of the Trust's distribution of non-cash assets to satisfy the redemption of Participating Preferred Trust
Units in the year. The Declaration of Trust provides that the Trustees may allocate any capital gain so realized by
the Trust in connection with the redemption of a Participating Preferred Trust Unit by a Participating Preferred Trust
Unitholder in the year to the Participating Preferred Trust Unitholder. The Participating Preferred Trust Unitholder
would then be required to include the taxable portion of the allocated capital gain in the Participating Preferred Trust
Unitholder’ sincome.

Taxation of Holders

Amounts Payable on Participating Preferred Trust Units

Each Holder generally will be required to include in the Holder’ sincome for a taxation year in which ataxation year
of the Trust ends (the “Trust’s Taxation Year”) that portion of the Trust's income for the Trust's Taxation Year
that became payable to the Holder in the Trust’s Taxation Y ear, whether the portion becomes payable in cash or by
the issue of additional Participating Preferred Trust Units (each a “Reinvested Participating Preferred Trust
Unit”). A Holder to whom the Trust issues a Reinvested Participating Preferred Trust Unit will acquire the
Reinvested Participating Preferred Trust Unit at a cost equal to the amount of the Trust's income that is thereby
distributed to the Holder, and must average that cost with the adjusted cost base of al of the Holder's other
Participating Preferred Trust Units to determine the adjusted cost base of the Holder’s Participating Preferred Trust
Units.

Provided that the Trust makes appropriate designations as permitted under the Tax Act, such portion of the Trust’s
net taxable capital gains, if any, that may reasonably be considered to be included in the Holder’ s income will retain
their tax character as ataxable capital gain in the Holder’ s hands, and be taxed accordingly (see “ Taxation of Capital
Gainsand Losses’ below).

A Holder to whom a non-taxable portion of a net capital gain of the Trust’s becomes payable in a taxation year (a
“Non-taxable Capital Gains Distribution™) will not be required to include the non-taxable portion in the Holder's
income, provided that the Trust designated the taxable portion of the capital gain to the Holder.

A Holder will not be required to include in the Holder’s income for a year the amount (the “Excess’), if any, by
which the amount of al distribution on the Holder’ s Participating Preferred Trust Units that became payable in the
year (other than Non-taxable Capital Gains Distributions, if any, for the year) exceed the portion of the Trust's
income for the year that became payable to the Holder for the year. The Holder will be required to reduce the
adjusted cost base of the Holder’'s Participating Preferred Trust Units by the amount of the Excess and will be
deemed to have realized a capital gain equal to the amount, if any, by which that adjusted cost base thereby becomes
negative. Any such deemed capital gain will be subject the taxation rules described below (see “Taxation of Capital
Gains and Losses’). The adjusted cost base of the Holder's Participating Preferred Trust Units will then be reset to
nil.

Disposition of Participating Preferred Trust Units

A Holder who disposes or is deemed to dispose of a Participating Preferred Trust Unit (including on a redemption or
repurchase thereof by the Trust) will generally realize a capital gain (or capital loss) equa to the amount by which
the proceeds of disposition of the Participating Preferred Trust Unit, less reasonable costs of disposition, exceeds (or
is exceeded by) the Participating Preferred Trust Unit’ s adjusted cost base to the Holder.
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For these purposes a Holder who disposes of a Participating Preferred Trust Unit on the redemption or repurchase
thereof by the Trust will be considered to receive proceeds of disposition equal to the fair market value of al cash,
LP Units, and other property of the Trust (if any) paid or transferred to the Holder in satisfaction of the redemption
price of the Participating Preferred Trust Unit. The Holder will acquire any property that the Trust transfers to the
Holder in whole or part settlement of the redemption price of the Holder's Participating Preferred Trust Unit at a
cost equal to the fair market value of the transferred property.

Taxation of Capital Gains and Losses

Each Holder who realizes a capital gain (including as a result of holding Participating Preferred Trust Units with a
negative adjusted cost base) or capital loss in a taxation year on the actual or deemed disposition of a Participating
Preferred Trust Unit will be required to include one half of any such capital gain (taxable capital gain) in incomein
the year, and entitled to deduct one half of any such capital loss (allowable capital 10ss) against taxable capital gains
realized in the year or, to the extent not so deductible, against taxable capital gains realized in any of the three
preceding years or any subsequent year, to the extent and in the circumstances permitted by the Tax Act. The
Holder will also be required to include in income in a taxation year the amount of any net taxable capital gains that
the Trust designates to the Holder for the year.

A Holder that is a “Canadian-controlled private corporation” may be required to pay an additional 10 2/3%
refundable tax on certain investment income for the year, including the Holder’ s net taxable capital gains.

Amounts designated as taxable dividends from taxable Canadian corporations or net taxable capital gains to an
individual (other than certain trusts) may also be taken into account in determining a Holder’ s liability for alternative
minimum tax under the Tax Act.

Eligibility for Investment

In the following paragraph an otherwise undefined term in quotation marks means that term as defined for the
purposes of the Tax Act.

In the opinion of Borden Ladner Gervais LLP, counsdl to the Trust, provided that the Trust qualifies as a “mutual
fund trust” throughout the period in which an Exempt Plan holds the Participating Preferred Trust Unit a
Participating Preferred Trust Unit should be a“qualified investment” under the Tax Act for the Exempt Plan.

If at any time the Trust does not qualify or ceases to qualify as a mutual fund trust for purposes of the Tax Act then
Participating Preferred Trust Units will cease to be qualified investments for Exempt Plans. Further, the value of
distributions or redemptions received by Exempt Plans in specie (other than the issuance of additional Participating
Preferred Trust Units), including Redemption Notes, may not constitute qualified investments for Exempt Plans.
Holding non-qualified investments within an Exempt Plan may result in significant adverse consequences to the
Exempt Plan and the annuitant or beneficiary of the Exempt Plan. Therefore, any Exempt Plan that proposes to
acquire or redeem Participating Preferred Trust Units should consult the Exempt Plan’s own tax advisers before
doing so.

Notwithstanding the foregoing, the annuitant or holder (as the case may be) of an Exempt Plan that is an RRSP,
RDSP, RESP, RRIF or TFSA will be subject to a penalty tax in respect of a Participating Preferred Trust Unit held
in the Exempt Plan if the Participating Preferred Trust Unit is a “prohibited investment” of the Exempt Plan. A
Participating Preferred Trust Unit generally should not be a “prohibited investment” for an RRSP, RDSP, RESP,
RRIF or TFSA of which a Participating Preferred Trust Unitholder is the annuitant or holder (as the case may be)
provided that the Participating Preferred Trust Unitholder does not hold a “significant interest” in the Trust and the
Trust deals at arm’s length with the Participating Preferred Trust Unitholder. Generally, an annuitant or holder will
not have a significant interest in the Trust unless the annuitant or holder owns 10% or more of the value of the
Trust's outstanding units, either alone or together with persons and partnerships with which the annuitant or holder
isrelated or does not deal at arm’s length. In addition, a Participating Preferred Trust Unit will not be a “prohibited
investment” if the Participating Preferred Trust Unit is “excluded property” for the Exempt Plan. Holders,
subscribers and annuitants of a RRSP, RDSP, RESP, RRIF, or TFSA should consult their own tax advisers with
respect to whether a Participating Preferred Trust Unit would be a prohibited investment having regard to their
particular circumstances.
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[tem 7 COMPENSATION PAID TO SELLERSAND FINDERS

Class A Participating Preferred Trust Units

The Trust will pay fees (the “Agents fees’) to Agents or, where permitted, non-registrants of up to 8.0% of the
subscription proceeds obtained by such persons or from subscribers for Class A Participating Preferred Trust Units
introduced to the Trust by such persons (the “Raised Proceeds’). In certain circumstances the Trust may reimburse
Agents for their due diligence costs and provide other forms of consideration in respect of sales of Class A Units,
such amounts not to exceed 1.2% of the Raised Proceeds. In addition, the Administrator is entitled, at its discretion,
to share a portion of its General Partner’s Fee and up to 1/3 of the Performance Bonus (if earned) with Agents and,
where permitted, non-registrants who participate in sales of Class A Participating Preferred Trust
Units. Wholesalers who raise subscription proceeds will be paid cash fees by the Trust out of the proceeds from
sales of Class A Participating Preferred Trust Units pursuant to the Offering.

In addition, once the Trust has commenced Distributions to Participating Preferred Trust Unitholders, the Trust may
pay annua client service reimbursements to registrants that have dealing representatives whose clients have
purchased and continue to hold at least $300,000 in Class A Participating Preferred Trust Units equal to 0.5% per
year of the lesser of the acquisition cost of the Class A Participating Preferred Trust Units held by such clients and
the Asset Value attributable to such Class A Participating Preferred Trust Units. These reimbursements will not be
paid if, in the opinion of the Trustees, such payment would cause financial hardship to the Trust and, if paid, may be
discontinued at any time.

Class F Participating Preferred Trust Units

No Agents' fees or other consideration will be paid in connection with sales of Class F Participating Preferred Trust
Units.
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[tem 8 RISK FACTORS

This is a speculative offering. There is no market through which the Participating Preferred Trust Units may be
sold and no market is expected to develop. Asaresult, Subscribers may not be able to resell Participating Preferred
Trust Units purchased under this Offering Memorandum. An investment in the Participating Preferred Trust Unitsis
appropriate only for Subscribers who have the capacity to absorb aloss of some or al of their investment. Thereis
no assurance of a positive return on a Participating Preferred Trust Unitholder’s original investment.

The Trust will invest in LP Units of the Partnership and the Partnership will in turn use these funds to invest in the
Investment. The Partnership will not make any Investments until after the Closing Date. While CPDC has acquired
the Development Property, which the Administrator believes represents a suitable location for a combination self
storage/car wash facility, before the transfer of the Development Property to the Partnership can proceed, sufficient
funds must be raised in the Offering to finance the purchase price. There can be no assurance the Administrator will
ultimately decide to acquire the Development Property for operational reasons, that sufficient funds will be raised
pursuant to the Offering to fund the purchase price for the Development Property, or that the purchase of the
Development Property will otherwise proceed.

In addition, the purchase of Participating Preferred Trust Units involves significant risks, including, but not limited
to, the following:

Investment Risk

Return on Investment. There is no assurance that sufficient net profits or cash flow will be generated from which
investors will earn any specified rate of return on, or repayment of, their investment in Participating Preferred Trust
Units or receive any Distributions at any time. Asaresult of the investment structure of the Trust whereby the Trust
will invest capital in the Partnership, which will in turn invest in Investments, a return on investment in Participating
Preferred Trust Units is dependent upon the success of the Partnership in generating income. Thereisarisk that the
Trust could realize losses rather than gains. As aresult, there is no guarantee that the Trust and, correspondingly,
the Subscribers will earn a return on their investment. An investment in the Participating Preferred Trust Units is
appropriate only for Subscribers who have the capacity to absorb aloss of some or all of their investment.

The Trust intends to invest the capital raised in the Offering in LP Units of the Partnership. The Trust’s ability to
make distributions to Participating Preferred Trust Unitholders will depend on several factors, including the Trust
receiving distributions relating to the L P Units from the Partnership.

Reliance on Operations of the Partnership and General Partner/Administrator. The Trust will invest the capital
raised in this Offering in LP Units of the Partnership, and those securities will comprise the assets of the Trust. Asa
result, any return generated by the Trust will be dependent on the success of the Partnership. Distributions to
Participating Preferred Trust Unitholders, both during the term of the Trust and on wind-up and termination, are
dependent on the ability of the Partnership to generate income. The success of the Partnership will rely, to a
substantial degree, on the ahility of the Administrator, in its capacity as General Partner, to manage the business and
affairs of the Partnership. Participating Preferred Trust Unitholders must rely entirely on the discretion of the
Administrator, in its capacity as General Partner of the Partnership, with respect to the selection of the composition
of the Partnership’s Investments. Such decisions will be based on a series of assumptions, many of which will be
subject to change and will be beyond the control of the Administrator. No assurance can be given that the
Investments will, when acquired or entered into, produce positive returns.

No Prior Trust or Partnership Experience. The Administrator, in its capacity as Administrator of the Trust and
General Partner of the Partnership, has no prior experience in managing atrust or alimited partnership.

No Prior Self Storage or Car Wash Experience; Reliance of the Manager. The Administrator has no prior
experience in evaluating, acquiring or developing self storage or car wash assets or operating self storage or car
wash facilities. The Administrator will rely heavily on the services of the Manager in connection with the operation
the Partnership’s self storage facilities once they are operational. Although the Administrator believes there are
other qualified firms in the market, a disruption in the services provided by the Manager to the Partnership could
have an adverse effect on the business and affairs of the Partnership and, therefore, the Trust. The services of the
Manager are not exclusive to the Partnership. The Administrator will rely on Sonny’s for training its operational
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staff regarding the car wash business, and maintenance of the car wash facility will be contracted out to a third-party
maintenance firm.

Diversification. Currently, the Administrator only anticipates developing a single project, the combination self
storage/car wash facility at the Development Property. See Item 2, “Business of NationWide Self Storage & Auto
Wash Trust”. The concentration of the Partnership’s investments will increase the Partnership’s (and therefore the
Trust's) exposure to the market and operational risks associated with a smaller number of projects, and an adverse
development on a project will have a proportionately larger effect on the Partnership’s overall business and
operations, and therefore on areturn on an investment in the Trust.

[lliquidity of Participating Preferred Trust Units. There is no market through which the Participating Preferred
Trust Units may be sold and Subscribers may not be able to resell Participating Preferred Trust Units purchased
under this Offering Memorandum. In addition, there will be no market for the LP Units held by the Trust, which
impacts the Trust’s ability to convert its assets into cash, if required.

Participating Preferred Trust Unitholder Default. If a Participating Preferred Trust Unitholder is in breach of its
representations or obligations pursuant to the terms of the Declaration of Trust and does not remedy such default
when notified, the Trust has the right to sell or repurchase the Participating Preferred Trust Units.

Forward Looking Information. Market conditions are continually changing and there can be no assurance the
assumptions underlying forward looking statements in this Offering Memorandum, including the statements
regarding the potential for operations of a self storage facility at the Development Property referred to under Item 2.,
“Business of NationWide Self Storage & Auto Wash Trust”, will prove accurate or ultimately be achieved. Past
results are not necessarily indicative of future performance.

Term of the Trust. Unless terminated earlier, the term of the Trust extends to December 31, 2024. While the
Trustees have the discretion to extend the term of the Trust by up to two additional two year periods, and the life of
the Trust could be further extended with the approval of an Extraordinary Resolution of the Participating Preferred
Trust Unitholders, an investor in the Trust should not expect the Trust to continue in operation or make distributions
indefinitely.

Risks Associated With Redemptions

Use of Available Cash. The payment in cash by the Trust of the redemption price of Participating Preferred Trust
Units (as opposed to payment of the redemption price through the issuance of Redemption Notes) will reduce the
amount of cash available to the Trust for the payment of distributions to Participating Preferred Trust Unitholders, as
cash payments of the amount due in respect of redemptions will take priority over the payment of cash distributions.

Redemption Price. If a redemption occurs is before January 1, 2022, the redemption price per Participating
Preferred Trust Unit shall be 98% of the Net Asset Value of each Participating Preferred Trust Unit to be redeemed,
as determined by a third party appraisal firm and unanimously approved by the independent Trustees as of the last
day of the quarter in which the redemption request is received. There is a risk that the estimate of the Net Asset
Value of the Units so determined may not accurately reflect the true Net Asset Value of the Participating Preferred
Trust Units and the Participating Preferred Trust Unitholders will have no recourse against the Trust or the
Administrator in this respect.

Limitation on Payment of Redemption Price in Cash. There are certain limits on the Trust’s obligations to pay for
redemption requests in cash. As disclosed in Item 4.1, “Capital — Details of the Declaration of Trust -
Redemptions’, if the Participating Preferred Trust Units tendered for redemption in the same quarter exceeds an
amount equal to 0.25% of the Gross Proceeds until January 1, 2022, and 0.625% of the Gross Proceeds thereafter,
the Trustees shall only be obligated to make cash payment to a maximum of such amount and the balance, subject
to receipt of any applicable regulatory approvals, may be paid by the Trust, in the discretion of the Administrator,
through the issuance of Redemption Notes and/or through a distribution, in specie, of property of the Trust, in
respect of each of which there will not be a public market. Furthermore, the Trustees have the discretion to pay
redemptions of Participating Preferred Trust Units in cash in circumstances where doing so would be unduly
detrimental to the business of the Trust.
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Redemption Notes will not be liquid and will not be a qualified investment for Exempt Plans and may be a
prohibited investment for Exempt Plans. Adverse tax consequences generally may apply to a Participating Preferred
Trust Unitholder, or Exempt Plan and/or its annuitant, beneficiary thereunder or holder thereof, as a result of the
redemption of Participating Preferred Trust Units. Accordingly, investors that propose to invest in Participating
Preferred Trust Units through Exempt Plans should consult their own tax advisors before doing so to understand the
potential tax consequences of exercising their redemption rights attached to such Participating Preferred Trust Units.

Redemption Notes will be Unsecured. Redemption Notes issued by the Trust will be unsecured debt obligations of
the Trust and may be subordinated to other financing obtained by the Trust.

Payment of Redemption Notes. The Trust will create areserve fund for interest payable with respect to Redemption
Notes issued by the Trust. In the event that the Trust is unable to pay out a Redemption Note on maturity it may
borrow funds from related and unrelated parties or seek to extend the terms of the Redemption Note.
Notwithstanding the aforesaid circumstances may arise resulting in the Trust may not have funds available to pay on
maturity the principal balance and accrued unpaid interest under any Redemption Notes issued.

Priority of Redemption Notes over Participating Preferred Trust Units. Redemption Notes, if issued by the Trust,
may, in certain circumstances, have priority over Participating Preferred Trust Units in the event of the liquidation of
the assets of the Trust. There are various considerations with respect to creditor rights and bankruptcy law that will
need to be considered both at the time Redemptions Notes are issued and at the time of any liquidation of the assets
of the Trust in order to determineif such a priority exists.

Sector Risks

Self storage and Car Wash Industry Risks. The Partnership is newly formed and does not currently own property.
In the event it elects not to or is otherwise unable to complete the purchase of the Development Property, the
Partnership will have to explore other business opportunities, including the identification of suitable properties for
lease or purchase, the purchase of property for development of facilities, investment in other self storage/car wash
businesses, and the purchase of already developed self storage/car wash facilities and/or companies. The business
activities of the Partnership may be adversely affected by factors outside of its control, including real estate and
development costs, competition, lack of demand of storage units, and general economic conditions and cycles.
There can be no assurance the car wash operations will commence generating cashflow early in the Trust's life
cycle, or as contemplated by the Administrator.

Competition. The Partnership will be competing with other established self storage and car wash businesses. Asthe
Partnership does not currently own or lease any development properties or self storage/car wash facilities,
competition may be significant and intensify depending on the location of the Partnership’s facilities. Competitors
may offer amenities that the Partnership’s facilities may not be able to offer, have access to greater capital resources,
or develop additional storage and/or car wash facilities in close proximity to the Partnership’s facilities. This
competition may impact occupancy levels, rental rates and operating expenses.

Each of the self storage and car wash industries are highly competitive and the Partnership must compete with many
companies, many of whom have far greater financial strength, experience and resources. Generally, there is
competition for the acquisition of properties considered to have potential. |If the development of properties and
building of facilities are delayed, the profitability of the Partnership will be impacted. Thereis no assurance that any
particular Investment will prove to be profitable or viable over the short or long term.

Operational Hazards. The operations to be conducted by the Partnership will be subject to all of the operating risks
normally attendant upon development and operations of self storage and car wash businesses. The Partnership’s
profit will be derived from the rental and operating income received from the Investments, and therefore, it will be
subject to the risks related to real estate assets, including: changes in or lack of demand for self storage units or car
wash services; the number of competing facilities in proximate distance; changing environmental, tax, property,
construction or zoning laws that may affect the development or renovation of facilities; the ability to hire and retain
knowledgeable employees.

Developmental Hazards. The Partnership does not currently own any properties or facilities and therefore does not
have any properties that are in the development stage. Profitability will be reduced if there are delays in the
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development of the facilities, and as with other development projects, will be affected by several factors, including:
budgeting; timing; permitting and zoning; construction delays and cost overruns; and environmental and weather
issues when development is underway. Once the Partnership has its combined self storage and car wash business up
and running, there may be a significant amount of time before the occupancy rates are optimized and the businessis
profitable. In addition, there can be no assurance the strategy of combining a car wash with the self storage facility
will be successful or result in operating synergies, affect the timing of distributions or otherwise have a positive
effect on returns.

The Trust and the Partnership. There is no assurance as to the profitability of the Trust and the Partnership. The
Partnership may, depending on its opportunities and funds, invest in avariety of Investments. Asaresult, the terms
of each Investment and the success of each Investment are likely to be significantly different for each Investment.
An investor in the Trust has no control over how the General Partner of the Partnership allocates the Trusts invested
in the Partnership and any earnings from Investments, and in what Investmentsit will make. It islikely that returns,
losses, successes or failures may occur to significantly different degrees in the different Investments. The effect of
the above cannot be accurately predicted but may be material to the return on an investor’s investment.

Adherence to Short Term and Long Term Objectives. In assessing the risks and rewards of an investment in
Participating Preferred Trust Units, potential investors should appreciate that they are investing in Participating
Preferred Trust Units of the Trust, which will in turn invest in the Partnership, and investors will be relying solely on
the good faith, judgment and ability of the Administrator to make appropriate decisions with respect to the nature of
the Investments selected. While the Administrator has established short term and long term objectives and has set
out how they intend to achieve such objectives, certain of the investment objectives are future oriented and require
the Administrator to direct investments based upon its assessment of the likelihood of an Investment meeting such
objectives in the future. There can be no assurance that these future oriented criteria will ultimately be met by any
Investment.

Borrowing by the Trust and/or Partnership. The Trust may borrow funds from afinancial institution, subject to a
maximum 0.65 to 1 debt to equity ratio. See Item 4.1, “Capital — Details of the Declaration of Trust — Business of
the Trust”. The Partnership is also entitled to borrow funds from time to time. There is arisk that the Trust and/or
the Partnership may not be able to borrow funds, or may not be able to borrow sufficient funds to meet the
obligations under an Investment Agreement and hence may, in the case of additional Investments, lose some or all
of the economic opportunity from not being able to participate in any such Investments. There can be no assurance
that the fees and expenses associated with such borrowings will not exceed their incremental returns or that the
Trust’s and/or the Partnership’s borrowing strategy will enhance returns.

Available Capital. If the proceeds of the Offering of Participating Preferred Trust Units are significantly less than
the maximum Offering, the expenses of the Offering and the ongoing administrative expenses and interest expense
payable by the Trust may result in a substantial reduction or even elimination of the returns which would otherwise
be available to the Trust.

Liability of Participating Preferred Trust Unitholders. Under the terms of the Declaration of Trust, Participating
Preferred Trust Unitholders will not be subject to any liabilities in connection with the Trust, and in the event a
Participating Preferred Trust Unitholder does become subject to any liabilities, the Participating Preferred Trust
Unitholder will be entitled to indemnity and reimbursement out of the Trust Property. In addition, the Declaration
of Trust provides that the Trustees and the Administrator shall make all reasonable efforts to include as a
specific term of any obligations or liabilities being incurred by the Trust, a contractual provision to the effect
that neither the Participating Preferred Trust Unitholders nor the Trustees have any personal liability or
obligations in respect of the obligations and liabilities of the Trust. The Trustees have waived any right at law to
indemnification from any Participating Preferred Trust Unitholder. Notwithstanding the foregoing, there
remains some risk that a Participating Preferred Trust Unitholder may be personally liable in respect of certain
liabilities and obligations of the Trust.

Legal Rights Normally Associated with the Ownership of Shares of a Corporation. Holders of Participating
Preferred Trust Units do not have the statutory rights normally associated with ownership of shares of a company
including, for example, the right to bring "oppression” or "derivative" actions against the Trust. The Participating
Preferred Trust Units are not "deposits’ within the meaning of the Canada Deposit Insurance Corporation Act
(Canada) and are not insured under the provisions of that statute or any other legislation. Furthermore, neither the
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Trust nor any of the Trusteesis atrust company and, accordingly, is not registered under any trust and loan company
legidlation as it does not carry on or intend to carry on the business of a trust company. Neither isthe Trust alegally
recognized entity within the relevant definitions of the Bankruptcy and Insolvency Act (Canada) or, The Companies
Creditors Arrangement Act (Canada). As aresult, if arestructuring of the Trust were necessary, the Trust would not
be able to access the remedies available under these statutes.

Liability of Limited Partners. Limited Partners may lose their limited liability in certain circumstances, including
by taking part in the control or management of the business of the Partnership. The principles of law in the various
jurisdictions of Canada recognizing the limited liability of the limited partners of limited partnerships subsisting
under the laws of one province or territory but carrying on business in another province or territory have not been
authoritatively established. If limited liability islost, thereisarisk that Limited Partners may be liable beyond their
contribution of capital and share of undistributed Income of the Partnership in the event of judgment on a claim in
an amount exceeding the sum of the net assets of the Administrator and the net assets of the Partnership. While the
Administrator has agreed to indemnify the Limited Partners in certain circumstances, the Administrator has only
nominal assets, and it is unlikely that the Administrator will have sufficient assets to satisfy any claims pursuant to
such indemnity.

Limited Partners remain liable to return to the Partnership such part of any amount distributed to them as may be
necessary to restore the capital of the Partnership to the amount existing before such distribution if, as aresult of any
such distribution, the capital of the Partnership is reduced and the Partnership is unable to pay its debts as they
become due.

Tax Risks

Changes in Tax Laws. There can be no assurance that the Canadian federal or provincial tax consegquences to a
Participating Preferred Trust Unitholder of acquiring, holding and disposing of Participating Preferred Trust Units
will not be adversely affected by changes to Canadian federal or provincial income tax laws.

I nsufficient Cash Distributions. There can be no assurance that the Trust’s cash distributions and other payments,
if any, to a Participating Preferred Trust Unitholder will be sufficient to satisfy the Participating Preferred Trust
Unitholder’s liability for income tax in respect of the Participating Preferred Trust Unitholder's income from
Participating Preferred Trust Units, or in respect of any actual or deemed disposition of Participating Preferred Trust
Units.

Trust's Status as a “Mutual Fund Trust”. The Canadian federal income tax consequences to a Participating
Preferred Trust Unitholder in respect of the Participating Preferred Trust Unitholder’s Participating Preferred Trust
Units as summarized in this Offering Memorandum assume that the Trust will at al times be a “mutual fund trust”
as defined for the purposes of the Tax Act. While the Trustees intend to manage the Trust so that it isamutual fund
trust at al times, there can be no guarantee that they will succeed. Different and in some cases adverse income tax
conseguences may arise if the Trust ceasesto qualify as amutual fund trust.

Eligibility for Investment.. The status of a Participating Preferred Trust Unit as a “ qualified investment” for a trust

governed by a “registered retirement savings plan”, “registered retirement income fund”, “deferred profit sharing
plan”, “registered education savings plan”, “registered disability savings plan”, or “tax-free savings account” as
those terms are defined in the Tax Act require that the Trust be a “mutual fund trust” as so defined. While the
Trustees intend to manage the Trust so that it is a mutual fund trust at all times, there can be no guarantee that they
will succeed. Adverse Canadian federal income tax consequences may arise in respect of a Participating Preferred

Trust Unit held in such atrust if the Trust ceases to be a mutual fund trust.
Issuer Risk

Lack of Operating History. The Trust, the Partnership and the Administrator are newly established entities and
have no previous operating or investment history. The Partnership will, prior to the Closing Date, have only
nominal assets and the Administrator will at all material times thereafter only have nominal assets. Prospective
Subscribers who are not willing to rely on the business judgment of the Administrator, acting in its capacity as
Administrator of the Trust and General Partner of the Partnership, should not subscribe for Participating Preferred
Trust Units.
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Financial Resources of the General Partner. The Administrator, as Genera Partner of the Partnership has
unlimited liability for the obligations of the Partnership and has agreed to indemnify the Limited Partners against
losses, costs or damages suffered if the Limited Partners’ liabilities are not limited as provided herein, provided that
such loss of liability was caused by an act or omission of the Administrator or by the negligence or wilful
misconduct in the performance of, or wilful disregard or breach of, the obligations or duties of the Administrator
under the Partnership Agreement. However, the amount of this protection is limited by the extent of the net assets
of the Administrator and such assets will not be sufficient to fully cover any actual loss. The Administrator is
expected to have only nominal assets and, therefore, the indemnity of the Administrator will have nominal value.
Limited Partners al'so will not be able to rely upon the Administrator to provide any additional capita or loansto the
Partnership in the event of any contingency. Currently, based on the investment structure of the Trust, the
Partnership expects that the Trust will be the only Limited Partner.

Financial Resources of the Partnership. The only sources of cash to pay the Partnership’s current and future
expenses, liabilities and commitments, including reimbursement of operating and administrative costs incurred by
the Administrator and the fees payable to the Administrator, will be the revenues from Investments. Accordingly, if
the operating income has been expended, payment of operating and administrative costs and the compensation to the
Administrator will diminish the Partnership’s assets.

Liquidity of Securities Received Pursuant to a Liquidity Event. Although the Administrator anticipates any
securities issued pursuant to a Liquidity Event (if any) will be publicly traded on a stock exchange, there can be no
assurance that such securities will be so listed or, if so listed, that the market for such securities will be an active
market, which may impact on a Participating Preferred Trust Unitholder’ s ability to resell them.

Resale Restrictions May be an Issue if a Liquidity Event is not Implemented and Approval is not Sought or
Received for the Continued Operation of the Trust, and There can be No Assurance that it will be I mplemented
on a Tax-Deferred Basis. There are no assurances that any Liquidity Event will be proposed, receive the necessary
approvals (including regulatory approvals) or be implemented. In such circumstances, each Participating Preferred
Trust Unitholder’s pro rata interest in the assets of the Trust will be distributed upon the dissolution of the Trust.

For example, if no Liquidity Event is completed and the Administrator is unable to dispose of all assetsin exchange
for cash or freely trading securities prior to the Termination Date, Participating Preferred Trust Unitholders may
receive securities or other interests in self storage facilities for which there may be an illiquid market or which may
be subject to resale and other restrictions under applicable securities law.

There is no assurance that an adequate market will exist for such securities. There can be no assurance that any
Liquidity Event will be implemented on atax-deferred basis or at al. For example, if the consideration received by
the Trust from a buyer for Investments comprises cash (or assets other than shares in the capital of the buyer),
income tax-deferral for the Trust may be reduced or unavailable. See “Canadian Federal Income Tax
Considerations”.

Conflicts of Interest. The Promoter, certain of its affiliates, certain limited partnerships whose general partner is or
will be a subsidiary of the Promoter or its affiliates, and the directors and officers of the Promoter or its affiliates are
and/or may in the future be actively engaged in a wide range of investment and management activities, some of
which are or will be similar to and in competition with the business of the Partnership and the Administrator,
including acting in the future as directors and officers of the general partners of other issuers engaged in the same
business as the Partnership. Accordingly, conflicts of interest may arise between Limited Partners and the directors,
shareholders, officers, employees and any affiliates of the Promoter.

Although the Trust and the Partnership have adopted certain procedures to help minimize conflicts of interest (see “-
Conflicts of Interest” and “Governance of the Trust and the Administrator” in Item 4.1, “Capital — Details of the
Declaration of Trust"), there are no assurances that conflicts of interest will not arise which cannot be resolved in a
manner most favourable to holders of Participating Preferred Trust Units. Persons considering a purchase of
Participating Preferred Trust Units pursuant to this Offering must rely on the judgment and good faith of the
shareholders, directors, officers and employees of the Promoters in resolving such conflicts of interest as may arise.

There is no obligation on the Promoter or its employees, officers and directors and shareholders to account for any
profits made from other businesses whether or not they are competitive with the business of the Partnership,
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provided that certain procedures have been satisfied to help minimize conflicts of interest. See “- Conflicts of
Interest” and “-Governance of the Trust and the Administrator” in Item 4.1, “Capital — Details of the Declaration of
Trust”.

As described in Item 2, “Business of NationWide Self Storage & Auto Wash Trust”, the Partnership intends to use
all or a portion of the proceeds from the Offering to acquire the Development Property from CPDC. CPDC is
wholly-owned by Hugh Cartwright and Shane Doyle, who in addition to controlling the Administrator are directors
of the Administrator and trustees of the Trust.

In addition, the Administrator is entitled, at its discretion, to share a portion of its General Partner’s Fee and/or
Performance Bonus with Agents and, where permitted, non-registrants who participate in saes of Class A
Participating Preferred Trust Units.

Status of the Trust. The Trugt is not a reporting issuer "mutua fund" for securities law purposes. As a result, some of
the protections provided to investors in mutual funds under such laws will not be available to investors in the
Participating Preferred Trust Units and certain restrictions imposed on mutual funds under Canadian securities laws,
including National Instrument 81-102, do not apply to the Trust.

Lack of Separate Counsdl. Counsel for the Trust in connection with this Offering are also counsel to the
Partnership and the Administrator. Prospective Subscribers, as a group, have not been represented by separate
counsel and counsel for the Trust, the Partnership and the Administrator do not purport to have acted for the
Subscribers or to have conducted any investigation or review on their behalf.
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[tem 9 REPORTING OBLIGATIONS

The Trust's fiscal year will be the calendar year. The Administrator, on behalf of the Trust, will file and deliver to
each Participating Preferred Trust Unitholder, as applicable, such financial statements and other reports as are from
time to time required by applicable law.

The Administrator will forward, or cause to be forwarded on a timely basis, to each Participating Preferred Trust
Unitholder, either directly or indirectly through intermediaries, the information necessary for the Participating
Preferred Trust Unitholder to complete such Participating Preferred Trust Unitholder's Canadian federal and
provincial income tax returns with respect to Partnership matters for the preceding year. The Administrator will
make all filings required by the Tax Act with respect to tax shelters.

The Trust is not a “reporting issuer” or equivalent under the securities legislation of any jurisdiction. Accordingly,
the Trust is not subject to the continuous disclosure requirements of any securities legidation and there is therefore
no requirement that the Trust make ongoing disclosure of its affairs including, without limitation, the disclosure of
financial information on a quarterly basis or the disclosure of material changesin the business or affairs of the Trust.

Notwithstanding the foregoing, the Trust will report to Participating Preferred Trust Unitholders on the following
basis:

@ Subject to Applicable Law, within 120 days of the end of each financial year (or within such shorter time as
may be required by applicable securities law), the Trust will make reasonably available to Participating
Preferred Trust Unitholders the Trust’s annual report, including without limitation the report on Conflict of
Interest Matters (if any) referred to in Item 4.1, “ Capital — Details of the Declaration of Trust — Governance
of the Trust and the Administrator”, and the audited statements of the Trust for the most recently completed
fiscal year, together with comparative audited financial statements for the preceding fiscal year, if any, and
the report of the auditor thereon. Such financial statements shall be prepared in accordance with
International Financia Reporting Standards (IFRS); provided that such statements may vary from such
principles to the extent required to comply with applicable securities laws or securities regulatory
requirements or to the extent permitted by applicable securities regulatory authorities; and

(b) Subject to Applicable Law, notice of:
(1) achangein the Trust’ sfinancial year end,;
() discontinuation of the Trust’s business;
(i)  achangeinthe Trust’sindustry; or
(iii)  achange of control of the Trust.

For purposes of the foregoing, the term “make reasonably available to Participating Preferred Trust
Unitholders’ means the documents will be mailed to Participating Preferred Trust Unitholders, or Participating
Preferred Trust Unitholders will receive notice that the disclosure documents can be viewed on the Trust’s public
website accessible by all Participating Preferred Trust Unitholders (which may be a password protected website).

The Trust may deliver to prospective investors certain documents, including this Offering Memorandum, a
subscription agreement and any updates or amendments to the Offering Memorandum, from time to time by way of
facsimile or e-mail. In accordance with the terms of the subscription agreement provided to prospective investors,
delivery of such documents by email or facsimile shall constitute valid and effective delivery of such documents
unless the Trust receives actual notice that such electronic delivery failed. Unless the Trust receives actua notice
that the electronic delivery failed, the Trust is entitled assume that the facsimile or e-mail and the attached
documents were actually received by the prospective investor and the Trust will have no obligation to verify actual
receipt of such electronic delivery by the prospective investor.

Financial or other information relating to the Trust and provided to Participating Preferred Trust Unitholders by the
Trust in the future may not by itself be sufficient for Participating Preferred Trust Unitholders to assess the
performance of the Trust or the performance of an in investment in Participating Preferred Trust Units.
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The Administrator will ensure that the Trust complies with all other reporting and administrative requirements,
including the reporting requirements contained in NI 45-106. In addition to the foregoing, the Trust will include in
its audited annual financial statements areport by the independent Trustees and members of the board of directors of
the General Partner regarding any Conflict of Interest Matters discussed and voted upon at any meeting of Trustees
or the General Partner.

The Administrator is required to keep adequate books and records reflecting the activities of each Class in
accordance with normal business practices and Canadian generally accepted accounting principles. A Participating
Preferred Trust Unitholder has the right to examine the books and records of the Class in which he or she holds
Participating Preferred Trust Units at all reasonable times. Notwithstanding the foregoing, a Participating Preferred
Trust Unitholder will not have access to any information which in the opinion of the Administrator should be kept
confidentia in the interests of the Trust and which is not required to be disclosed by applicable securities laws or
other laws governing the Trust.
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[tem 10 RESALE RESTRICTIONS

For trades in Alberta, British Columbia, New Brunswick, Newfoundland and Labrador, Northwest
Territories, Nova Scotia, Nunavut, Ontario, Quebec, Prince Edward |sland, Saskatchewan, and Y ukon:

In addition to requiring the approval of the Administrator to transfer Participating Preferred Trust Units, these
securities will be subject to a number of resale restrictions on trading. Until the restriction on trading expires, you
will not be able to trade the securities unless you comply with an exemption from the prospectus and registration
requirements under securities legislation.

Unless permitted under securities legislation, you cannot trade the securities before the date that is 4 months and a
day after the date the Trust becomes a reporting issuer in any province or territory of Canada. As thereis no
present intention for the Trust to become a reporting issuer in any province or territory of Canada, you may
never be ableto transfer your Participating Preferred Trust Units unless you comply with an exemption from
the prospectus and registration requirementsunder securitieslegislation.

For tradesin Manitoba:

Unless permitted under securities legisation, you must not trade the securities without the prior written consent of
the regulator in Manitoba unless:

@ The Trust has filed a prospectus with the regulator in Manitoba with respect to the securities you have
purchased and the regulator in Manitoba has issued a receipt for that prospectus, or

(b) Y ou have held the securities for at least 12 months.

The regulator in Manitoba will consent to your trade if the regulator is of the opinion that to do so is not prejudicial
to the public interest.

Subscribers of Participating Preferred Trust Units offered hereunder who wish to resell such securities
should consult with their own legal advisors prior to engaging in any resale, in order to ascertain the
restriction on any such resale.

It is the responsibility of each individual Subscriber of Participating Preferred Trust Units to ensure that all forms

required by the applicable securities legislation are filed as required upon disposition of the Participating Preferred
Trust Units acquired pursuant to this Offering.
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[tem 11 PURCHASERS RIGHTS

If you purchase these securities, you will have certain rights, some of which are described below. For information
about your rights, you should consult alawyer.

Securities legidlation in certain of the Provinces of Canada requires investors to be provided with a remedy for
rescission or damages or both, in addition to any other right that they may have at law, where an Offering
Memorandum and any amendment to it or any document referenced and incorporated into the Offering
Memorandum or in amendments to it contains a misrepresentation. These remedies must be exercised by the
investor within the time limits prescribed by the applicable securities legislation. Purchasers of these securities
should refer to the applicable provisions of the securities legislation for the complete text of these rights and should
consult with alegal adviser.

The applicable contractual and statutory rights are summarized below and are subject to the express provisions of
the securities legislation of the applicable Province and reference is made thereto for the complete text of such
Provinces. The rights of action described below are in addition to and without derogation from any right or remedy
available at law to the investor and are intended to correspond to the provisions of the relevant securities legislation
and are subject to the defenses contained therein.

Two-Day Cancellation Right for all Purchasersof Participating Preferred Trust Units

You can cancel your agreement to purchase these securities. To do so, you must send a notice to the Trust by
midnight on the second business day after you sign the agreement to buy the securities.

Rights of Action in the Event of a Misrepresentation

Applicable securities laws in the Offering Jurisdictions provide you with a remedy to cancel your agreement to buy
these securities or to sue for damages if this Offering Memorandum, or any amendment thereto, contains a
misrepresentation. Unless otherwise noted, in this section, a “misrepresentation” means an untrue statement or
omission of a material fact that is required to be stated or that is necessary in order to make a statement in this
Offering Memorandum not misleading in light of the circumstances in which it was made.

These remedies are available to you whether or not you relied on the misrepresentation. However, there are various
defences available to the persons or companies that you have aright to sue. In particular, they have adefence if you
knew of the misrepresentation when you purchased the securities. In addition, these remedies, or notice with respect
thereto, must be exercised or delivered, as the case may be, by you within the strict time limit prescribed in the
applicable securities laws.

The applicable contractual and statutory rights are summarized below. Subscribers should refer to the applicable
securities laws of their respective Offering Jurisdiction for the particulars of these rights or consult with professional
advisors.

Statutory Rights of Action in the Event of a Misrepresentation for Subscribers in the Provinces of British
Columbia, Alberta, Ontario, Nova Scotia, New Brunswick and Prince Edward | land

A subscriber for Participating Preferred Trust Units pursuant to this Offering Memorandum who is a resident in
Alberta or British Columbia has, in addition to any other rights the subscriber may have at law, a right of action for
damages or rescission against the Trust if this Offering Memorandum, together with any amendments hereto,
contains a misrepresentation. In British Columbia, Alberta and Ontario, a subscriber has additional statutory rights
of action for damages against every director of the Administrator at the date of this Offering Memorandum and
every person or company who signed this Offering Memorandum.

If this Offering Memorandum contains a misrepresentation, which was a misrepresentation at the time the
Participating Preferred Trust Units were purchased, the subscriber will be deemed to have relied upon the
misrepresentation and will, as provided below, have a right of action against the Trust for damages or aternatively,
if still the owner of any of the Participating Preferred Trust Units purchased by that subscriber, for rescission, in
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which case, if the subscriber elects to exercise the right of rescission, the subscriber will have no right of action for
damages against the Trust, provided that:

(@ no person or company will be liable if it proves that the subscriber purchased the securities with
knowledge of the misrepresentation;

(b) inthe case of an action for damages, the defendant will not be liable for al or any portion of the damages
that it proves do not represent the depreciation in value of the securities as a result of the
mi srepresentation;

(c) in no case will the amount recoverable in any action exceed the price at which the securities were
purchased by the subscriber under this Offering Memorandum; and

(d) inthe case of asubscriber resident in Alberta, no person or company, other than the Trust, will beliable if
such person or company is entitted to rely upon certain statutory provisions set out in
subsections 204(3)(a)-(e) of the Securities Act (Alberta).

In British Columbia, Alberta and Ontario, no action may be commenced more than:

(8 inthe case of an action for rescission, more than 180 days after the date of the transaction that gaverise to
the cause of action; or

(b) inthe case of any other action, other than an action for rescission, more than the earlier of (i) 180 days
after the subscriber first had knowledge of the facts giving rise to the cause of action; or (ii) three years
after the date of the transaction that gave rise to the cause of action.

Statutory Rights of Action in the Event of a Misrepresentation for Subscribersin the Province of Saskatchewan

In the event that this Offering Memorandum and any amendment thereto or advertising or sales literature used in
connection therewith delivered to a purchaser of the securities resident in Saskatchewan contains an untrue
statement of a fact that significantly affects, or would reasonably be expected to have a significant effect on, the
market price or value of the securities (herein called a“material fact”) or omits a material fact that is required to be
stated or that is necessary to make a statement not misleading in light of the circumstances in which it was made
(herein called a “misrepresentation”), a purchaser will be deemed to have relied upon that misrepresentation and
will have aright of action for damages against the Trust, the promoters and “directors’ (as defined in the Securities
Act, 1988 (Saskatchewan)) of the Trust, every person or company whose consent has been filed with this Offering
Memorandum or amendment thereto but only with respect to reports, opinions or statements that have been made by
them, every person who signed this Offering Memorandum or any amendment thereto, and every person who or
company that sells the securities on behalf of the Trust under this Offering Memorandum or amendment thereto.

Alternatively, where the purchaser purchased the securities from the Trust, the purchaser may elect to exercise a
right of rescission against the Trust.

In addition, where an individual makes a verbal statement to a prospective purchaser that contains a
mi srepresentation relating to the securities and the verbal statement is made either before or contemporaneously with
the purchase of the securities, the purchaser has a right of action for damages against the individual who made the
verbal statement.

No persons or company is liable, nor does a right of rescission exist, where the persons or company proves that the
purchaser purchased the securities with knowledge of the misrepresentation. In an action for damages, no persons or
company will be liable for al or any portion of the damages that it proves do not represent the depreciation in value
of the securities as aresult of the misrepresentation relied on.

No action shall be commenced to enforce these rights more than:

(& inthe case of an action for rescission, 180 days after the date of the transaction that gave rise to the cause
of action; or
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(b) in the case of any action, other than an action for rescission, the earlier of oneyear after the purchaser
first had knowledge of the facts giving rise to the cause of action or six years after the date of the
transaction that gave rise to the cause of action.

These rights are (i) in addition to and do not derogate from any other right the purchaser may have at law; and
(i1) subject to certain defences as more particularly described in the Securities Act, 1988 (Saskatchewan).

Contractual Rights of Action in the Event of a Misrepresentation for Subscribers in the Provinces of Manitoba,
Quebec, Newfoundland and Labrador, Nunavut, Yukon and the Northwest Territories

In Manitoba, Quebec, Newfoundland and Labrador, Nunavut, Yukon and the Northwest Territories if there is a
misrepresentation in this Offering Memorandum, you have a contractua right to sue the Trust: (a) to cancel the
agreement to buy the securities; or (b) for damages.

This contractual right to sue is available to you whether or not you relied on the misrepresentation. However, in an
action for damages, the amount you may recover will not exceed the price that you paid for the securities and will
not include any part of the damages that the Trust proves does not represent the depreciation in value of the
securities resulting from the misrepresentation. The Trust has a defence if it proves that you knew of the
misrepresentation when you purchased the securities.

If you intend to rely on the rights described in (a) or (b) above, you must do so within strict time limitations. You
must commence the action to cancel the agreement within 180 days after signing the agreement to purchase the
securities.  You must commence the action for damages within the earlier of 180 days after learning of the
misrepresentation and three years after signing the agreement to purchase the securities.

Subscribers should consult their own legal advisers with respect to their rights and the remedies available to
them.

The rights discussed above are in addition to and without derogation from any other rights or remedies,
which subscribers may have at law.
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[tem 12 FINANCIAL STATEMENTS

Attached is the audited opening statement of financial position for the Trust.
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INDEPENDENT AUDITORS REPORT
To the Board of Trustees of NationWide Self Storage & Auto Wash Trust

We have audited the accompanying financia statement of NationWide Self Storage & Auto Wash Trust, which comprises the
statement of financial position as at January 22, 2018, and notes, comprising a summary of significant accounting policies
and other explanatory information.

Management’s Responsihility for the Financial Statement

Management is responsible for the preparation and fair presentation of this financial statement in accordance with
International Financial Reporting Standards, and for such internal control as Management determines is necessary to enable
the preparation of the financial statement that is free from material misstatement, whether due to fraud or error.

Auditors' Responsibility

Our responsibility is to express an opinion on this financial statement based on our audit. We conducted our audit in
accordance with Canadian generally accepted auditing standards. Those standards require that we comply with ethical
requirements and plan and perform the audit to obtain reasonable assurance about whether the financial statement is free from
material misstatement.

An audit involves performing procedures to obtain audit evidence about the amounts and disclosures in the financial
statement. The procedures selected depend on our judgment, including the assessment of the risks of material misstatement
of the financia statement, whether due to fraud or error. In making those risk assessments, we consider internal control
relevant to the entity’s preparation and fair presentation of the financial statement in order to design audit procedures that are
appropriate in the circumstances, but not for the purpose of expressing an opinion on the effectiveness of the entity’ s internal
control. An audit also includes evaluating the appropriateness of accounting policies used and the reasonableness of
accounting estimates made by management, as well as evaluating the overall presentation of the financial statement.

We believe that the audit evidence we have obtained in our audit is sufficient and appropriate to provide a basis for our audit
opinion.

Opinion

In our opinion, the financial statement presents fairly, in all material respects, the financial position of NationWide Self
Storage & Auto Wash Trust as at January 22, 2018, in accordance with International Financial Reporting Standards.

(signed) KPMG LLP
Chartered Professional Accountants

January 25, 2018

Vancouver, Canada
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NATIONWIDE SELF STORAGE & AUTO WASH TRUST

Statement of Financial Position

January 22, 2018

Notes

Current asset:
Cash $ 110

Net assets attributable to redeemable units:
Administrator contribution 3 $ 10
Preferred Trust Units 3 100

$ 110

Subsequent event (note 4)
The notes are an integral part of this statement of financial position.

Approved on behalf of the Trustees of NationWide Self Storage & Auto Wash Trust.

(signed) HUGH CARTWRIGHT (signed) JoHN DICKSON

85



NATIONWIDE SELF STORAGE & AUTO WASH TRUST
Notes to Statement of Financial Position

January 22, 2018

1. Operations:

NationWide Self Storage & Auto Wash Trust (the “Trust”) was formed on January 3, 2018 pursuant to a
Declaration of Trust dated January 3, 2018. The principal purpose of the Trust is to indirectly invest in the
acquisition, development and management of a combination self storage/car wash facility in Kamloops, British
Columbia. The Trust will issue units, and invest the proceeds in acquiring units of NationWide Self Storage &
Auto Wash Limited Partnership (the “Investment LP”), and to provide unitholders with cash distributions on a
periodic basis derived from income earned by the Trust from its investment in the Investment L P units.

The Trust is managed by NationWide Self Storage & Auto Wash Management Corp. (the “Administrator”),
which is also the General Partner (the “General Partner”) of the Investment LP. The address of the registered
office is 1200 Waterfront Centre, 200 Burrard St., Vancouver BC V7X 1T2.

There has been no activity in the Trust since the contribution by the settlor of the Trust. Accordingly, no
statement of operations or cash flows has been presented.

The statement of financial position was approved and authorized for issue by the Trustees of the Trust on
January 22, 2018.

2. Significant accounting policies:
(a) Statement of compliance:

The financial statements of the Trust have been prepared in accordance with International Financial
Reporting Standards (“1FRS").

(b) Functional and presentation currency:
These financial statements are presented in Canadian dollars, which isthe Trust’s functional currency.
() Useof estimates:

The preparation of the financial statements in conformity with IFRS requires the Administrator to make
judgments, estimates and assumptions that affect the reported amounts of assets, liabilities, income and
expenses. Actual results could differ from those estimates.

Estimates and underlying assumptions are reviewed on an ongoing basis. Revisions to accounting
estimates are recognized in the period in which the estimates are revised and in any future periods affected.
3. Preferred Trust Units:

The Trust has two classes of participating Preferred Trust Units — the Class A Preferred Trust Units and the
Class F Preferred Trust Units. The Trust is authorized to issue an unlimited number of each class of
participating Preferred Trust Units. The Class A and Class F Preferred Trust Units are identical to each other,
except for the selling expenses applicable to each Class.
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At the date of formation of the Trust, one Class A Preferred Trust Unit was issued to the Administrator for $100

cash. In addition, the Administrator contributed capital of $10 to the Trust in order to constitute and settle the
Trust.

Subsequent event:
The Trust has issued an offering memorandum dated January 25, 2018, whereby it intends to raise gross

proceeds of up to a maximum of $12,500,000 pursuant to a private placement, through the issuance of a
maximum of 125,000 Preferred Trust Units at a price of $100 per unit.
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DATE AND CERTIFICATE
Dated August 21, 2018

This Offering Memorandum does not contain a misrepresentation.

NationWide Self Storage & Auto Wash Trust,
by its Administrator NationWide Self Storage & Auto Wash Management Corp.

(SIGNED) SHANE DOYLE (SIGNED) JOHN DICKSON
Chief Executive Officer of the Administrator Chief Financial Officer
of the Administrator

On behalf of the Board of Directors of NationWide Self Storage & Auto Wash Management Corp.

(SIGNED) SHANE DOYLE (SIGNED) HUGH CARTWRIGHT
Director Director

On behalf of the Trustees of NationWide Self Storage & Auto Wash Trust

(SIGNED) JOHN DICKSON (SIGNED) HUGH CARTWRIGHT
Trustee Trustee
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SCHEDULE A

Canadian Self Storage Valuation ServicesInc. —Phase | Feasibility Report
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PHASE I FEASIBILITY STUDY OF A
PROPOSED SELF STORAGE FACILITY
1485 TRANS-CANADA HIGHWAY
KAMLOOPS, BC

STUDY DATE
August 24, 2017

PREPARED FOR
NationWide Storage Trust



Our File: 1081-FS-XX-BC148

August 29, 2017
NationWide Storage Trust
609 Granville Street
Vancouver, BC V7Y 1G5

Attention: Mr. Hugh Cartwright

Dear Mr. Cartwright

Re:

1485 Trans-Canada Highway, Kamloops, BC

We have been asked to complete Phase I of a feasibility study with respect to a
proposed self-storage development on a site located at 1485 Trans Canada Highway,
Kamloops, BC.

It is our opinion that the market conditions are conducive to the construction of a self-
storage facility at this location. We would advise that although there is a demand for
storage space in the Vancouver area, the proper unit mix, pricing and marketing will be
required to have a successful facility. Please see the details of possible demand for
self-storage contained in this report before making any decisions on moving forward.

The methodology of the initial phases of this study has included defining the extent of
the trade area and estimating the current demand for self-storage in consideration of
the demographic factors such as population, population growth, level of education,
housing, mobility, and income levels. The study includes a thorough inventory of the
existing supply of self-storage in this trade area.

Please feel free to contact us with any questions about this report or for further
explanation of any of the details contained within.

Respectfully submitted,
CANADIAN SELF STORAGE VALUATION SERVICES INC.

o= %/

Scott Humphreys, B.Comm, AACI, P.App. Patrick Wood, B.Sc, AIC Candidate
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PURPOSE OF THE MARKET STUDY

The prospective owner of the property located at 1485 Trans-Canada Highway,
Kamloops, BC is proposing to construct a self-storage facility and has commissioned this
report to analyze the feasibility of the development. The purpose of this initial report is
to analyze the feasibility of the proposed self-storage development in consideration of
the current supply and demand for self-storage units within the specific trade area. The
research for this analysis was conducted between August 21t and 24, 2017 and
analysis and conclusions are based upon market conditions discovered during that time
period.

Date of Study
August 24, 2017

Date of Inspection
August 24, 2017

Scope of Work

During the course of this study, the appraiser:

e Inspected the subject site on August 24, 2017;

e Collected data regarding the local market and conducted a rental and occupancy
survey of the competitive facilities within a 15-kilometer area;

e Obtained and summarized information with respect to zoning and other land use
regulations;

e Reviewed sales and listing data with respect to sales of improved self-storage
facilities;

e Prepared a self-contained narrative feasibility report.

The appropriate market data was gathered through in-house information, sales and
listing data provided by agents active in this specialized market and discussions with
various participants in the self-storage market including agents, developers, owners and
property managers. The report was prepared in conformity with the Canadian Uniform
Standards of Appraisal Practice.



CONTINGENT AND LIMITING CONDITIONS

The market analyses contained in this report are based on a thorough and detailed
analysis of information derived from various sources. Some of this data has required
subjective interpretation and our terms of reference have, in some instances, required
us to make certain assumptions in arriving at our conclusions. As a result, the opinions
and conclusions contained in this report are subject to the following Contingent and
Limiting Conditions:

1.

No responsibility is assumed for legal factors pertaining to the state of title or for
technical matters relating to hidden or apparent conditions of the property which
were not brought to our attention and which may have an impact on the
potential to develop the property.

The recommendations contained in this report are based on information
gathered from various sources considered reliable and believed to be correct; it
is assumed that the information that we have gathered from these sources is
accurate and comprehensive.

Maps or plans appearing in this report are included for the sole purpose of visual
reference and should not be construed as legal surveys.

This report is prepared in confidence for the sole use of NationWide Storage
Trust. Liability to any other party relying on the report, without permission of
Canadian Self Storage Valuation Services Inc., is denied. The report is valid only
if it bears the original signature of the author(s).

The findings and conclusions of this report are based on market conditions
between August 21t and August 24t™, 2017. It is assumed that there will be no
significant change in the economy within the short term. If such a change
should occur it is recommended that the conclusions of the report be reviewed.



THE SELF STORAGE CONCEPT

Following is a brief introduction to the concept of self-storage.

Self-Storage
Concept

Physical
Appearance

Tenant Mix

The mini-storage or self-storage concept involves the provision of
safe and convenient storage spaces of varying sizes to users on an
individual basis, differing from a standard warehouse in offering much
smaller units in which goods are stored by tenants themselves.
Originating in Texas in the late 1960’s, the mini-storage idea spread
rapidly throughout the southern and western United States and was
introduced to Canada in the mid 1970’s.

Physically, the traditional conventional self-storage facility appears to
be rows of lockers or side-by-side garages; the majority of new
facilities in the southern urban centres are of tilt-up concrete
construction with engineered roof systems and buildings are clear
span with movable partitions.  Facilities in cold climates are
predominantly of metal construction which is best suited to withstand
the winter weather. Considerable changes have been made to
exterior designs of mini storage facilities in order that developments
may complement the surrounding neighbourhood development.
Ceiling heights are usually eight to ten feet although half-size lockers
of reduced height may also be offered in a stacked configuration in
urban locations. Unit modules are generally in multiples of five and
ten feet.

Since the late 1980’s, escalating land prices have resulted in the
development of two and three storey self-storage facilities in more
established urban markets with upper floors accessed by means of
freight elevators and movable stairs, pallets and dollies provided to
assist the tenant in transporting his goods to the locker.

Self-storage users comprise two major groups: residential (storing
personal effects) and business or commercial (storing industrial or
commercial enterprise material or inventory). Additional niche
markets target specific users, such as owners of boats, mobile homes
and recreational vehicles and storage of specialty items such as wine



Trade Area

Average size

storage. In the United States, both the military and student
populations form small but consistent segments of the market. The
major residential users include homeowners, apartment and
condominium dwellers and mobile home dwellers.

Business and commercial tenants traditionally comprise about 20% to
35% of the Canadian self-storage market and professional personnel
form an ever-increasing market (storing dead files and documents)
particularly at urban/downtown locations.

The trade area of a self-storage facility is generally identified as being
the area represented within a three to five-mile radius of a specific
site although the trading area is also affected by geographic
boundaries, existing competition and the proximity of freeways or
arterial routes which decrease travel time and enhance exposure of a
facility or serve as man-made barriers between areas. Ideally the
best exposure and access is available to “going-home traffic”.

Another means of determining the trade area is to identify and chart
the area within a ten-minute driving time of the facility.

In more spread out communities or communities that service a much
larger area as we see in the Prairie provinces, the trade area must be
expanded to take into account the additional traffic that will use a city
as a hub of activity. It should also be noted that in these areas,
driving an extra 10-20 minutes is much less of a hurdle than in more
densely populated areas.

The overall average facility size in the United States is 50,859 square
feet with approximately 489 units according to the 2015 Self Storage
Almanac; this would indicate an average unit size of 108 square feet.
By comparison, the average size of a facility in the Vancouver CMA is
estimated to be 39,352 square feet.



Management Historically, self-storage facilities over 40,000 square feet employed a

Facility
Access

Security

resident manager who was responsible for security, leasing units,
collections, answering inquiries and generally representing the owner
to the public. There was a movement in the late 1990’s, in the
United States and in Canada, away from employment of the typical
husband and wife resident management team for a number of
reasons not the least of which was the improvement in security
systems due to technological advances. In recent years, the advent
of online access and booking systems has made the job of an on-site
manager less intensive as many payment and unit booking related
activities have been moved to online platforms.

The latest U.S. statistics, reported in the 2015 Almanac, indicate that
32.1% of all U.S. facilities are managed by a full time on-site resident
manager; resident management is most prevalent in the West Pacific
Region with 50% of facilities managed by a resident manager. In
Canadian urban centres, the majority of new facilities have elected to
replace resident managers with off-site management in conjunction
with modern security technology and extended access hours.

Access is usually available to tenants for twelve to fifteen hours daily.
Some facilities offer 24-hour access units to their commercial tenants.
This service is offered at an additional fee by many facilities.

Most modern facilities are now protected by round-the-clock video
and electronic monitoring and computerized electronic gate access as
well as contact alarms, motion sensors, individually alarmed units,
and restricted elevator access. This has what the industry standard is
and is expected of most newly constructed facilities.



PROFILE OF THE SELF STORAGE USER

There was a study completed in 2014 for the Self-Storage Association which compares
data collected to the previous study done in 2007; the findings of the study suggest
that through the recession the industry has been stable, particularly penetration, but
there have been some shifts, specifically with respect to the most favoured unit size
and lengths of stay; italics inserted are mine and point out significant differences
between the two studies.

The largest single user of self-storage is the owner of a single family house (68%
of all self-storage renters in the U.S.) and the majority of these self-storage
renters are using self-storage as a source of additional not primary storage as
they have some sort of extra storage space in their homes in the form of a
garage (64%), an attic (47%), or a basement (33%). There has been a 3%
shift from proportions of single family home residents to
apartment/condo residences since 2007.

In the U.S. the single largest group of self-storage renters is in the $125,000 plus
income bracket (15%) followed by the less than $20,000 income bracket (13%).
In 2007, the largest group was the less than $20,000 bracket (19%). This
suggests that there is a more affluent renter group than previously but there are
still a large proportion of renters with household incomes of less than $40,000
annually.

Most renters are employed full time (39%), followed by retirees (19%), and self-
employed (18%). In 2007 53% of all renters had full-time employment and
fewer were retirees or self-employed. This finding suggests that there may
be a larger retired renter population than previously estimated.

Most renter households are located in suburban areas (50%) and urban (35%)
areas with a smaller proportion located in rural areas (21%). Urban is defined
by the U.S. Census Bureau as core census block groups of at least 1000 people
per square mile with surrounding census blocks of at least 500 people per square
mile. The study relied on self-reporting, as there is no definition for suburban as
a subset of urban, and defined rural as less than 500 persons per square mile.
Since 2007 there has been a shift from urban (-2%) to suburban
(+6%) and rural (+8%).



The single most popular unit size is still the 10" x 10" unit (30%) followed by the
5" x 10’ unit (23%). The third most popular unit sizes are the 10’ x 15" and 10’ x
20’ (each 16%). Rental of smaller units (5’ x 5’) has increased by 4% and rental
of larger units (10" x 30" and larger) has decreased by 5% since 2007. The
conclusion is that the smaller units are more popular since the
recession when many tenants downsized. 57% of all units rented comprise
exterior drive-up units; 19% of renters rent interior drive-up units; 18% rent
interior units accessed by elevator. These proportions are unchanged since
2007.

45% of renters travel less than 10 minutes to get to their units and another 35%
travel 10 to 19 minutes (unchanged since 2007).

Payment by credit card (30%]) has outstripped payment by cheque
(23%), which was the most favoured form of payment in 2007, and
payment online has increased by 4% to 16%.

32% of tenants visit their unit once a month; 24% visit 3-6 times a year and
29% visit every two weeks. 45% of all tenants travel less than 10 minutes to
get to their unit; 35% travel 10 to 19 minutes.

The primary reason for renting self-storage is that there is no room for the items
at the residence (53%); the second most prevalent reason for utilizing self-
storage was for temporary storage while changing residence (41%). The next
two reasons have significantly lower incidence: “items no longer needed/wanted”
(16%) and “storing a relative’s items due to changes in their living situation”
(14%). 11% of tenants are storing items inherited. A/l of these reasons and
their ranking are unchanged since the earlier report but in 2007 a
larger proportion of tenants were renting self-storage temporarily
while changing residence (49%). The conclusion is that with the
slowdown of the housing market there have been fewer movers.

The most prevalent item stored is “indoor furniture” (60%), followed by
pictures/photos/paintings (55%), “kitchenware” (55%), clothing (51%), holiday
seasonal items (51%); household supplies (50%), and books and magazines
(48%). These findings are very similar to those of the 2007 study.



When asked to indicate how they found the facility where they are storing their
goods, 43% of all respondents reported that they saw the facility while driving,
22% found the facility through word of mouth , and 18% used the internet (by
comparison to 4% in 2007).

First contact with the facility was in person in 47% of all cases; followed by
telephone contact (43% of first contacts); and distantly by contact via the
internet (6%). 53% of all tenants rented from the first facility that they
contacted while 19% contacted one other facility while looking and 27%
contacted more than one other facility.

The most important information requested by prospective tenants was price
(92%); followed by size (77%); availability of units (70%); location (42%); and
amenities offered (30%). This was consistent with the 2007 study.

The top-rated features were found to be drive-up parking at the unit (80%);
anytime access (77%); electronic entrance gates (75%); pest control (71%);
and closeness to the residence (70%).

The bottom-rated features were found to be customer mail boxes (7%); pick-up
and delivery services (10%); specialized containers for unique items (10%); and
shelving in the storage units (20%).

Among current self-storage renters, 44% of the entire consumer self-storage
market were self-classified as “temporary renters” (down from 54% in 2007) and
“long term renters” form 46% of the total market (up 8% from 2007). The
decrease in temporary renters is believed to be the result of the economic
recession as most temporary renters rent units while they are in the process of
moving or remodeling. 63% of temporary renters plan to keep their units one
year or less (most commonly 3 to 6 months) and 69% of long term renters plan
to keep their units more than one year.

The estimated penetration with respect to businesses is inconclusive because of
the difficulty of estimating the total number of businesses; the best estimate is
that penetration has remained consistent. 79% of businesses renting have fewer
than 100 employees. The top five types of businesses using storage are:
professional services (18%); health care (10%); retail (10%); manufacturing
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(7%) and education (6%). The location of businesses using storage has shifted
from urban (-9%) to suburban (+7%) and rural (+3%). 61% of business
tenants rent one unit and 59% are renting an exterior drive-up unit. 23% are
renting a 10" x 10’ (up 5% since 2007) but 20% are renting a 10" x 30" or larger
(up 8% since 2007). 52% of business tenants are renting for two years plus.

e 45% of business tenants visit the unit once a month or less and 37% pay by
cheque (followed by 34% paying by debit or credit). 42% of businesses travel
10 minutes or less to reach their unit.

e Items that businesses store include: overflow furniture, supplies, and equipment
(41%); inventory (35%); records required by government regulations (33%);
other records (24%); items no longer needed or wanted (24%). The main items
stored are: paper-based records (47%), inventory (35%); furniture (35%);
equipment excluding computers (34%); and office supplies (27%).

e The top amenities desired are anytime access (75%); closeness to place of work
(71%); drive-up units (69%); discounts for long term storage (68%); and pest
control (63%). The bottom amenities desired are: mail boxes (9%); telephone
service in the unit (15%); availability of truck rentals (16%); internet availability
in the unit (16%); and the availability of storage aids for sale (18%). Specialized
services desired include: a log of unit access (38%); customized interior finishing
(22%); the ability to fax or e-mail electronic copies of records (17%); pick-up
and delivery services (16%); and consulting regarding the efficient archiving of
records (14%).

The important findings of the study include the conclusion that there is no “storage
cliff” impending; that tenants are actually staying and planning to stay for longer
periods; that penetration rates are constant; and that growth can be anticipated as the
economy recovers and particularly as the housing market bounces back. The trend
through the recession has been toward renting smaller units and rents are almost
unchanged from 2007. The overall conclusion of the study is “cautiously optimistic”.
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2015 Canadian Survey for the 2016 Self Storage Almanac

A Canadian section was added to the 2016 Self Storage Almanac based on the results
of a survey completed in 2015 by a relatively small proportion of owners. In general,
Canadian facilities appear to have a greater proportion of commercial tenants than
those of the U.S. as indicated by the following table. The average rental period in
Canada appears to be longer for two categories of tenant, the military and students,
about the same for residential tenants, and shorter for commercial tenants as shown by
the following combined table.

Tenant Mix Commercial Residential Military Students
Canada 25.5% 63.4% 7.4% 5.2%
U.S. 18.7% 75.0% 3.2% 3.1%
Length of Stay (months) Commercial Residential Military Students
Canada 22.7 16.7 20.6 16.1

U.S. 30.9 16.5 8.8 3.6

Canadian facilities are slightly larger than U.S. facilities overall with a slightly smaller
average unit size and a greater proportion of the smallest unit size category (5’ x 5).
The Canadian responses indicate that facilities have fewer competitors within a five mile
radius (4.5 by comparison to 7.7 in the U.S.). The following tables summarize
occupancy by province (excluding facilities in rent-up), by NRA, by number of units, by
market area, and by age of the facility.
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NATIONAL OCCUPANCY RATE TRENDS EXCLUDING FACILITIES IN LEASE-UP

Provinces and Territories Physical Economic Difference

Alberta 82.0% 78.9% 2.1%

British Columbia 86.5% 71.6% 14.9%

Manitoba insufficient responses insufficient responses

New Brunswick 88.2% 84.0% 4.2%

Newfoundland insufficient responses insufficient responses

Northwest Territories 85.0% 81.0% 4.0%

Nunavut insufficient responses insufficient responses

Ontario 75.9% 70.2% 5.7%

Quebec 78.5% 76.1% 2.4%

Saskatchewan 82.0% 79.1% 2.9%

Yukon Territory insufficient responses insufficient responses

NATIONAL 79.9% 74.1% 5.8%
OCCUPANCY RATE BY RENTABLE SQUARE FOOTAGE

Square Footage Physical Economic Difference

Less than 25,000 77.0% 75.8% 1.2%

25,000 to 49,999 83.6% 80.8% 2.8%

50,000 to 74,999 76.3% 74.1% 2.2%

75,000 to 99,999 74.4% 71.3% 3.1%

100,000 or more 78.7% 75.4% 3.3%

ALL SIZES 78.8% 76.3% 2.5%

OCCUPANCY RATE NUMBER OF UNITS

Number of Units Physical Economic Difference

1to 99 77.5% 73.9% 3.6%

100 to 299 82.5% 78.6% 3.9%

300 to 499 80.0% 77.3% 2.7%

500 to 999 75.2% 72.9% 2.1%

1,000 or more 74.4% 71.1% 3.3%

ALL SIZES 78.8% 75.5% 2.3%

OCCUPANCY RATE BY MARKET AREA

Market Area Physical Economic Difference

Urban 78.0% 73.0% 5.0%

Suburban 77.0% 73.5% 3.5%

Rural* (statistics not reliable) 81.3% 61.0% 20.3%

ALL AREAS 78.1% 71.5% 6.6%

OCCUPANCY RATE BY YEAR FACILITY BUILT

Year Facility Built Physical Economic Difference

Prior to 1981 80.3% 64.7% 15.6%

1981 to 1985 71.0% 68.0% 3.0%

1986 to 1990 85.3% 83.9% 1.4%

1991 to 1995 77.8% 60.0% 17.8%

1996 to 2000 82.5% 79.1% 3.4%

2001 to 2005 79.9% 74.9% 5.0%

2006 or after 72.2% 64.4% 7.8%

ALL AGES 78.1% 71.5% 6.6%
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SELF-STORAGE MARKET IN B.C.

Sales and Acquisitions

Market activity Canada-wide was influenced by the acquisitions of InStorage Real Estate
Investment Trust, which was formed in August 2006, as the first Canadian REIT
developed specifically to acquire self-storage. Most of the REIT’s holdings were
acquired through the purchase of portfolios or individual properties in the twelve
months between August 2006 and August 2007. The REIT purchased only one
property after August 2007, although it purchased its own development arm in late
2008, adding eight properties in varying stages of lease-up to its portfolio; in March
2009 the acquisition of all of the units of the REIT was completed by Storage Mart. The
majority of the properties are located in Ontario; although a development site in
Vancouver was purchased and developed, no operating B.C. properties were acquired.

Over the past eight years, there has been an average of four sales of self-storage
facilities per year in B.C. ranging from a low of one sale in 2008 to seven sales in 2007
and 2010.

e In 2007, there were seven sales, including two sales of the same property in
Coquitlam and one sale in the Vancouver West End that was a land play. The
rest of the properties were less than 34,000 square feet in net rentable area and
were located outside the Lower Mainland in Prince George, Sicamous, Kamloops,
and Ladysmith.

e In 2008, there was one share sale of a 26,000 square foot facility in the Interior.

e In the first half of 2009 there were two sales of small facilities (under 17,000
square feet) on the Island, and then two larger facilities sold at the end of the
year, one in Kelowna (89,943 square feet) and one in Surrey (88,756 square
feet).

e In 2010, other than the sale of a 65,000 square foot facility in Coquitlam to the
Ministry of Highways to accommodate the road system serving the expansion of
the Port Mann Bridge, there were six sales of smaller facilities (less than 31,000
square feet) in Kamloops, Comox, Campbell River, Parksville, Creston, and
Gibsons Landing.
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In 2011, there were three completed sales: All-Secure Self-Storage, a 38,638
square foot facility in Courtenay; R-Xtra Self Storage, a facility of 50,632 square
feet located in Vernon; and Apex Osoyoos, a 29,310 square foot facility.

e In 2012, there were four sales in the Lower Mainland, three of which comprised
a portfolio sale, and two sales of smaller facilities in Salmon Arm (15,500 square
feet) and Kamloops (22,800 square feet).

e In 2013, there was a sale of a facility in Esquimalt, a sale of a small facility in
Cranbrook, and another small facility in Vernon.

e In 2014, we are aware of four sales in BC, including Keating Self Storage in
Central Saanich that comprises 55,000 sq. ft. of NRA and sold in June, The Storit
Place in Vernon that comprises 24,600 square feet of buildings and 84 storage
containers and sold in May, and Ace Self Storage and Sun Valley Mini Storage in
Kamloops that each comprise 34,000 square feet are currently under offer.

e 1In 2015 there have been a number of smaller facilities transact due to the lower
Capitalizations rates being seen in the marketplace. In addition, The Storage For
Your Life Portfolio has recently sold at a reported Capitalization rate of under
6%, a first for the storage market in British Columbia.

e 2016 has seen very few transactions take place with sales being limited to
smaller facilities in secondary and tertiary markets. Due to this, we have seen an
increase in construction of facilities in primary and secondary markets.

e 2017 has seen sales of facilities in Chilliwack and in Prince George in the first half
of the year as well as two facilities in Kamloops in the second half of 2017.

Therefore, except for 2008, the number of sales in B.C. in the last eight years has been
relatively consistent, though 20 of the 35 sales have been in the price range of
$3,100,000 or less, with an average sale price of under $2,000,000. Since 2006, there
have been only ten sales of self-storage properties in B.C. over 35,000 square feet in
size and there have been only six sales of properties exceeding $9,500,000 in value.
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During the same time period, two Lower Mainland portfolios were offered on the
market, each comprising four facilities. The Advanced Storage Centres portfolio was
put under contract in July 2007, but after several extensions, the purchaser did not
complete the transaction and the sale collapsed in March 2008. The Apex portfolio was
offered for sale in the Spring of 2010 with the deadline for bids set for September 2010;
the property was under offer until March 2011, when the transaction collapsed.

The purchaser was the same in each instance and the circumstances surrounding the
collapse of the transactions were very similar. The Apex portfolio was put back on the
market (three Lower Mainland properties only) and was purchased by Sentinel Self
Storage; the transaction closed in February, 2012. 2015 saw the sale of the Storage
For Your Life Portfolio to Access storage out of Toronto.

In the last five years, despite the vicissitudes of the economy, capitalization rates for
self-storage in British Columbia have not risen but have remained steady or
compressed. This is mainly due to continuing low interest rates, lack of available
quality product, and the on-going interest in self-storage as an investment.

Ownership Profile

In the Vancouver Lower Mainland, 57% of the total net rentable area of self-storage is
held in seven portfolios (each containing at least three facilities) or 52 of the 106
facilities. The rest of the inventory is owned by individuals or companies that have
either one or two facilities.

e Public Storage, the largest U.S. self-storage owner/developer, has the largest
portfolio in the Lower Mainland with 962,000 square feet in 14 facilities since one
site was acquired by the Ministry of Transportation to accommodate highway
expansion. The most recent development by Public Storage was a 74,340
square foot facility completed in 2006 in the City of Vancouver and their Braid
Street facility is being expanded by 33,627 square feet.

e Maple Leaf Self Storage has the second largest portfolio with 885,600 square
feet in 10 facilities. The most recent development was in the City of Vancouver
in 2008/2009 (75,487 square feet).
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The third largest portfolio is owned by U-Haul, another U.S. company who
purchased the Cambridge portfolio in 2000; there are 11 Lower Mainland
facilities with a net rentable area of 575,690 square feet. U-Haul purchased a
land and a building on SE Marine Drive in the City of Vancouver in 2005 and
converted the building in 2010/2011 to offer over 108,000 square feet of self-
storage as well as 15,000 square feet of storage for portable containers.

Self Storage Depot has a portfolio of 6 facilities with a net rentable area of
382,270 square feet (including the expansion of Langley) to be completed in
2015.

Advanced Storage Centres comprises a portfolio of 4 facilities with a net rentable
area of 303,000 square feet.

Sentinel Storage purchased the 3-property Apex Lower Mainland portfolio of
178,700 square feet in early 2012.

Storage For Your Life has a portfolio of 4 facilities totaling 297,305 square feet
of NRA (self-storage only) and was recently been purchased by Access Storage
of Toronto in late 2015.

In Mid 2017 Storage Vault Acquired the 23 property Sentinel storage portfolio
including the 3 properties Sentinel had acquired from Apex in 2012.

Storage Vault acquired Halston storage in Kamloops and is in negotiations to
acquire 4 corners storage at the time of this report.
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IDENTIFICATION OF THE TRADE AREA

The subject trade area has been identified after consideration of the existing and
proposed competition, neighborhoods, travel patterns and geographical boundaries. As
the City of Kamloops is a very diverse area geographically, we have expanded the trade
area to include all of the City of Kamloops. We have made this decision based on the
fact that the population density is not evenly distributed throughout Kamloops and the
city is very geographically spread out. In addition to these factors, most of the storage
facilities in the City of Kamloops are clustered together in the Halston light industrial
and commercial areas away from most residential developments.

The primary trade area consists of a population of 90,280 full time residents as of the
2016 national census. The metropolitan area of Kamloops has a population of 103,811
and include the First Nation reserves in the Kamloops area. This is the population we
will use for the purpose of this analysis.

LOCATION

Kamloops BC is part of Thompson Regional District in Province of BC.
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CITY OF KAMLOOPS

Kamloops is a city in south central British Columbia at the confluence of the two
branches of the Thompson River near Kamloops Lake. It is the largest community in
the Thompson-Nicola Regional District and the location of the regional district's offices.
The surrounding region is more commonly referred to as the Thompson Country. It is
ranked 37™ on the list of the 100 largest metropolitan areas in Canada and represents
the 44t largest census agglomeration nationwide, with 90,280 residents in 2016.

Industries in the Kamloops area include primary resource processing such as Domtar
Kamloops Pulp Mill, Tolko-Heffley Creek Plywood and Veneer, Lafarge Cement, Highland
Valley Copper Mine (in Logan Lake), and others. RIH (Royal Inland Hospital) is the
city's largest employer. TRU (Thompson Rivers University) serves a student body of
10,000 including a diverse international contingent mainly from Asian countries.
Thompson Rivers University, Open Learning (TRU-OL) is the biggest distance education
provider in British Columbia and one of the biggest in Canada.
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NEIGHBOURHOOD DESCRIPTION

The area surrounding the subject property is of commercial nature with the Aberdeen
Mall and Costco a short distance away. The areas to the south are commercial and
residential in nature with some new residential housing development taking place. The
proposed location of the subject facility is on the corner of the Trans-Canada Highway
and Pacific Way with excellent exposure and easy access to the proposed facility from a
nearby major transportation route; The Trans-Canada Highway, Pacific Way and Hugh
Allan Drive
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SITE DESCRIPTION

The proposed site is located within a commercial area in the City of Kamloops. The site
is currently occupied by a light industrial building used for an Shipping Business. The
surrounding areas are of similar light Commercial uses with some single and multifamily
residential in the surrounding areas as well.

Size: 57,934 ft? (City of Kamloops).
Topography: Level topography.

Services: Piped water. Sanitary and storm sewers. Overhead mounted hydro,
telephone and cablevision. Natural gas is also available.

Access: Site is accessed from Pacific Way and Hugh Allan Drive.

Exposure: Exposure is excelent with site visible from Franklin and Powell Streets.
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COMPETITION FOR PROPOSED FACILITY

There are eight (8) facilities in Kamloops that would be considered direct competition to
the proposed project. The total amount of storage supplied by these facilities is
approximately 264,800 ft2. At the time of our survey all facilities were between 95-
100% occupied with many taking waiting lists for certain locker sizes. General details
of these facilities are explained below.

Ace Self Storage — 651 Athabasca Street

This facility is located 5km north east of the proposed location. It consists of 24,000 ft2
of NRA and is all exterior access storage. This facility offers parking for RV’s and
vehicles. The exposure would be considered average and access would be considered
good. Its location in a light industrial area away from significant residential
development would be considered a negative attribute.

Halston Mini Storage — 1271 Salish Road

This facility is located 6 km to the north east of the subject property and consists of
approximately 23,000 ft?2 NRA of storage space. This facility was recently purchased by
storage vault and is in the process of becoming a Storage for Your Life location.
Parking for RV’s and cars is also offered at this location.

Los Rios Storage — 795 Athabasca Street

This is a small facility consisting of 7,500 ft> NRA with expansion potential. It is located
6km North east of the proposed property. This facility offers parking for RV’s and
vehicles but does not have an onsite office for rentals. All storage is externally
accessed and is unheated.

McGill Storage — 1226 McGill Road

This facility is located 2 km north of the proposed location and consists of 24,500 ft? of
NRA. This facility offers a mix of internal and external storage with some heated units.
RV and vehicle parking is also available on site. There is very little residential
development in the vicinity of this facility however it is in close proximity to the local
University.
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Versatile Storage — 2095 Trans-Canada Highway

This is an older facility located 2 km to the west of the proposed facility with a NRA of
approximately 35,000 ft2. It is located adjacent to the Trans-Canada Highway and has
excellent exposure but only good access. This facility offers outdoor storage for RV’s
and vehicles as well.

4 Corners Storage — 1298 Kootenay Way

This facility id comprised of three locations spread across Kamloops. The Iron Mask
location is approximately 2km to the west while the Halston location is 6km north east.
The Dallas Drive location is 10 km east of the proposed location. The total facility is
47,070 ft2 of NRA with the majority being located at the Halston location. This facility is
currently under contract for purchase by Storage Vault with a closing date later this
year.

Storage For Your Life — 600 Okanogan Way

This facility is located 5km north east of the proposed location and is two nearly
locations operated as a single facility. This facility consists of 51,000 ft? of NRA and is
all externally accessible storage. This facility offers RV and vehicle storage as well.
Storage Vault Canada is the operator of this facility.

Budget Storage — 820 Notre Dame Ave

This is an older facility with a mix of internal and external heated storage. This facility
is located 2 km north east of the proposed facility and shares its location with a budget
car and truck rental kiosk. This facility is comprised of 51,550 ft2 of NRA spread over
498 units.
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ANALYSIS OF DEMAND

POPULATION TRENDS

Growth in the Kamloops Metropolitan area has been steady over the past decade at
around 0.66% per year. This makes the current population of what we would consider
the total trade area to be 103,811 as of the end of 2016. The population is estimated
to rise to 107,237 by 2021. The growth trend in the total trade area is expected to
remain steady over the next decade with new housing construction keeping pace with
population demand for the foreseeable future.

CHARACTERISTICS OF THE TRADE AREA POPULATION

To follow are the population statistics that are most important to successful self-storage
developments in any area. These statistics give a good overview of current and future
conditions in the trade area and are helpful in planning long-term growth and marketing
strategies. Kamloops is a steadily growing community, and as such, as the population
grows its demographics may change. These statistics should be reviewed from time to
time. As the statistics used in this analysis came from many different Municipal and
Provincial sources, we have presented an overview and summary of our findings after
examining all the data from relevant sources.
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AGE COMPOSITION

The age distribution in the Kamloops area is heavily weighted towards the younger and
middle generations with a sharp decline in the age cohorts over 74 years of age. In
self-storage we see participation in the market increase as the population grows into
the middle aged category. When we look at very successful self-storage markets we
see a bulk of the population between ages 35-64. In the case of the trade area, we do
see a large portion of the population in this age bracket with the distribution weighted
heavily towards the bottom end of the grouping. By having such a large grouping of
the population in the section of the target market for storage, it would be expected that
the demand for self-storage will stay steady if not increase as these age groups mature
and acquire more possessions. This is a positive sign for storage demand in the coming
years.
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EDUCATION

Education is a good determining factor of the possible demand for self-storage in a
community. As education increases, so does income. This plays a large role in the
demand for self-storage as higher income groups have higher demand for self-storage
units. The trade area has a large portion of the population with a high school
education. This is a good indication for self-storage demand as it usually speaks to a
higher earning potential for the residents with education. Although this data is
somewhat dated (2011), we can assume that with the growth in new residents and the
number of new homes being purchased, this statistic will, in the worst case scenario,
remain the same, but will more than likely improve as new residents move to the trade
area. This above average level of education is a positive sign for self-storage demand
in the short term.

Education attainment in this city
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HOUSING STOCK

The most significant factor influencing the potential demand for self-storage is the
composition of the housing stock and any shift in that composition. Kamloops and the
surrounding areas have a high proportion of single detached houses. There is also a
great deal of development of multi-family nature currently taking place with
approximately 750 multi-family units currently being built with another 1,500 units in
the short to mid-term planning phases. This mixture of housing is very conducive to
high levels of self-storage usage. It should also be noted that most of the newly
constructed housing is smaller in size and will lack extra space to store items. This
factor should only serve to increase the demand for storage as these newly built houses
become occupied in the near to mid-term.

Kamloops
Structural type of dwelling number %
Total - Structural type of dwelling 40,725 100.0
Single-detached house 23,725 58.3
Semi-detached house 2,715 6.7
Row house 3205 7.9
J:tz?;tgent, building that has five or more 680 17
;:E;;tg:aen;,sbuilding that has fewer than 5 935 146
Apartment, duplex 2,600 6.4
Other single-attached house 1 45 0.1
Movable dwelling 12 1,825 45
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EMPLOYMENT

Historically, the unemployment rate for Kamloops has been below that of the Province.
This holds true today and for the near future. This would be considered a positive
factor for storage demand. The unemployment rate in the Province of BC has been
falling over the past years and the City of Kamloops has followed this trend. Moving
forward, we expect to see high levels of employment continue in the Kamloops area
due to its diverse economy and its role as a hub city for the interior of BC. This will
continue to drive demand for self-storage in the short to midterm. In addition to the
low rate of unemployment, Kamloops has historically had a larger than average
proportion of labour force participation meaning more of the population is working on a
percentage basis than the average in BC.

Labour force activity in Kamfoops
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SUMMARY OF DEMAND ANALYSIS

Following is a summary of the strengths and weaknesses of the subject trade area
indicated by the demographic analysis:

STRENGTHS:

The population growth in the Kamloops area is above the provincial average and is
projected to continue at a steady pace for the next 10-15 years. This coupled with the
demographic factors explained above point towards an increased growth in demand for
self-storage. It is important to note that there is a large increase in demand for self-
storage as a population ages. Some areas in Kamloops have average incomes that are
up to 25% higher than the Province of BC as a whole. This is beneficial to storage
facilities in the surrounding areas as it will allow a higher price point to be achieved
across all locker classes.

WEAKNESS:

Overall, the Kamloops area has a lower than average socio-economic status than the
Province of BC. This means that the average income, education, employment and
housing is on a whole inferior to that of the Province as a whole. This means the
demand for storage may be less than what is seen in more affluent areas. Having said
this, the continued prosperity of the Kamloops area is dependent on the continued
prosperity of the economy as a whole due in large part to the nature of a great deal of
the industry in the Kamloops area. If the economy were to stall or enter into a
recession, expenditures on products and services in the Kamloops area would be
reduced and, it would in turn cause a reduction in economic growth and demand for
storage. In addition to this, the storage facilities in Kamloops are not tightly clustered
for the most part and therefore compete with one another for the same customers in
the trade area. This makes proper management and marketing even more important
than at a facility with few competitors.
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SUMMARY OF SUPPLY ANALYSIS

There have been no cross-Canadian surveys with respect to self-storage demand and
supply although the supply of self-storage is well documented in the United States. Key
to the determination of the extent of demand for additional self-storage is a projection
of the amount of space that the trade area is able to absorb. However, the supply in
the immediate trade area is less than adequate. Following is a discussion of the
positives and negatives with respect to the existing and proposed supply in the subject
trade area and the effect of adding an additional facility to the supply.

POSITIVES NEGATIVES

Current supply in the trade area as a whole is

2 55 square feet per capita. Kamloops has a large geographic area.

Established large storage operators in the

A to be in the 95-
verage occupancy appears to be in the trade area.

100% range with some units available at the
time of our survey.

After completing and analyzing our survey of the primary trade area, we have come to
the conclusion that the supply of self-storage units in the trade area is less than
adequate. There is an under supply of self-storage in the Vancouver area that a new
facility could capitalize on.

MARKET PENETRATION

Primary Trade Area Based on existing space 2.55 sq. ft. per capita

Based on estimated occupied space | 2.42 sq. ft. per capita

The Kamloops per capita storage level, when compared to the national average for
storage, is undersupplied by at least half a square foot per capita. Currently the supply
of Class A, third generation, facilities is not sufficient.
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MARKET DEPTH

Survey research and zip code studies confirm that demand or customers for a typical
self-storage come from a five mile radius of the site. This is borne out by analysis of
the customer base of suburban Canadian facilities by postal code as well. It is very
difficult to induce demand for self-storage from outside the trade area.

Based on the findings of the most recent self-storage demand study published by the
Self-Storage Association, which included a Canadian section, as well as the results of
the first Canadian survey published in the 2016 Self-Storage Almanac, one of the
traditional formulas has been updated as follows:

Every 30 single family houses requires 100 square feet of self-storage
Every 30 ground oriented multi-family units requires 75 square feet of storage
Every 30 multi-family apartment units requires 50 square feet of storage
Every 30 moveable units requires 25 square feet of storage

Each $5000 of retail sales per capita x # of residents requires 0.50 square foot of self-
storage. Based on this formula the following demand is indicated:

Kamloops Metropolitan Area

Year 2016 Formula DEE?? )n d Czp?irta
SF houses 25,340 | 1/30 x 100 s.f. 84,466
Ground oriented MF units 9,345 | 1/30 x 75 s.f. 23,363
MF units (apartments) 6,705 | 1/30 x 50 s.f. 11,175
Moveable units 1,825 | 1/30= 25 s.f. 1,521
Retail sales/cap $19,149 | retail sales/$5000 x 198,787
population x .5
Total Market Depth 319,312 2.84
Less occupied self-storage space 251,555 2.42
Potential Residual Demand [best case scenario] 67,757 | 0.65
Less space available in Vancouver 13,239
Potential Residual Demand [worst case scenario] 54517 | 0.53
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As shown by the analysis above, there is currently an under supply of self-storage in
the trade area of 54,517 square feet if all other storage would have to be rented to
100% before any new facility would see demand. This would be considered the worst
case scenario. The best case scenario shows an excess demand currently of 67,757
square feet.

Future Growth

Assuming the population growth rate remains constant over the next five years, we
would expect the population to increase by about 3,500 people by 2021. This would
equate to a minimum new storage demand of 10,000 square feet bringing the total
under supply to just over 71,000 square feet best case scenario. This estimate is based
of growth projections and uses the current per capita demand for storage as the
amount new residents would demand after moving to the area without the construction
of any new storage facilities.

Occupancy numbers

It should be noted that industry standard for occupancy in the self-storage market place
ranges from 85-87% and the current occupancy numbers at the existing facilities in the
trade area are averaging above 95% occupancy with some facilities completely full at
the time of survey. This shows that the current undersupply of storage cannot be
readily absorbed by the current supply of storage in these facilities. These occupancy
numbers also points to a situation where there may be more demand from the current
storage users who are in a situation where they do not have the ideal storage unit or
storage locations and would move to a new facility to get either a larger or smaller unit
or a better located unit that is currently not available in the storage facilities today.
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ANALYSIS OF THE SUBJECT SITE
Exposure:

The proposed location of this facility is a off the Trans Canada-Highway which is the
major arterial route for the City of Kamloops and transit route through the interior of
BC. There is excellent exposure directly to Pacific Way and Hugh Allan Drive. The site
is situated on the corner of Pacific Way and Hugh Allan Drive which are heavily traveled
streets in the west of Kamloops. Recently, single and multi-family developments have
been proposed and approved in the surrounding areas. These new developments will
increase residents in the surrounding areas and increase the demand for storage. The
Aberdeen Mall is a short drive to the north and there are numerous small commercial
centers in the immediate area of the subject location.

Access:

Currently, access to the proposed site would be considered excellent as it is easily
accessible from major routes such as the Trans-Canada Highway and Pacific Way. As
the facility can be seen from the Trans-Canada Highway, we would advise that all
efforts possible be made to advertise the facility to this major transportation route.

Site Configuration, Size and Conditions:

The site is currently developed with a commercial building that once housed a
restaurant and will be demolished to build the new facility. The site area is 57,934 ft?
and is zoned for immediate redevelopment.
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SUMMARY OF FINDINGS

The most positive demographic factor with respect to the subject trade area is
the age composition of the population; there is a small proportion of pre-retirees
as well as a large proportion of the middle age and younger cohorts. The trade
area has a pre-retirement age group along with a large group that is at the edge
of entering the prime age group for self-storage. This should keep the demand
for storage increasing in the short to mid-term as these groups grow into storage
users.

With respect to housing, the combined trade area reflects a high level of single
detached housing and of multi-family units, particularly apartment units. It also
shows a large number of owner occupied housing. This is generally considered a
positive factor with respect to self-storage demand as it correlates with lower
mobility of the population and thus longer average stays in self-storage and a
higher per capita demand for storage.

In our opinion, the supply of self-storage in the trade area as a whole is
supportable and indicates that additional self-storage space could be absorbed
readily.

The current population is under supplied by the offerings of self-storage leaving
an opportunity for a new facility to service this demand. In addition, it has been
indicated that customers have shown a preference of higher quality storage at a
higher price as opposed to low quality storage at a low price. This should be
further examined so that a new facility can maximize on these users, thus
gaining a better facility average for rental rates.
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RECOMMENDATIONS

It has not been within the purview of this study to comment upon the economy
as a whole but rather to focus in on the self-storage market and the
demographic factors affecting demand. However, few industries flourish in a
recession. The Province of British Columbia has had strong economic
performance over the past five years. This trend is forecast to continue but
given the uncertainty in the world economy, the economy in Canada as a whole
is currently growing very slowly. These factors coupled with the uncertainty of a
new Provincial Government in BC points to some uncertainty in the near to id
term. Any downward change in the growth rate of the Canadian economy as a
whole may begin to slow growth in BC and thus lessen the demand for storage
in the province.

According to our research, there is currently an under supply of self-storage in
the City of Kamloops. This information, although found through our extensive
research into demographics, supply, demand and other factors that impact self-
storage, is probably known by current operators. We would advise that you be
vigilant for new facilities in the planning stages that may affect the overall supply
of self-storage including the two facilities in the planning phases in the same
neighborhood.

In summary, although there is an under supply of self-storage space currently in
the market, new facilities could impact the opening of the proposed facility. With
the projected economic growth in the region, there will no doubt be demand for
self-storage that will out strip any current developments in the future. In making
a decision on whether or not to go ahead, one must weigh all of these factors.
We would advise you to proceed with this development given the supply and
demand factors presented in this report.
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CERTIFICATION

Market analysis of the feasibility of a proposed self-storage facility on a site located at
1485 Trans-Canada Highway, Kamloops, BC.

We certify that to the best of my knowledge and belief:

Q

a

The statements of fact contained in this report are true and correct;

The reported analyses, opinions, and conclusions are limited only by the reported
assumptions and limiting conditions, and are my personal, impartial and
unbiased professional analyses, opinions and conclusions;

We have no present or prospective interest in the property that is the subject of
this report, and no personal interest with respect to the parties involved;

We are not in a conflict of interest to undertake this assignment;

We have no bias with respect to the property that is the subject of this report or
to the parties involved with this assignment;

Our engagement in and compensation for this assignment were not contingent
upon developing or reporting predetermined results, the amount of the value
estimate(s), or a conclusion favouring the client;

Our analyses, opinions, and conclusions were developed, and this report has
been prepared in conformity with the Canadian Uniform Standards of
Professional Appraisal Practice;

We have the knowledge, skills and experience to complete the assignment
competently;

Patrick Wood, AIC Candidate, made a personal inspection of the site which is the
subject of this report on August 24, 2017. The competitive facilities were visited
and surveyed for occupancy and rents between August 21t and August 24t
2017. Scott Humphreys, AACI, P.App, did not inspect the subject property.

As of the date of this report the undersigned have fulfilled the requirements of
The Appraisal Institute of Canada Continuing Professional Development Program
for Members;

Dated this 30™ day of August, 2017 s

Scott Humphreys, B.Comm, AACI, P.App Patrick Wood, AIC Candidate
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Our File: 1081-FS-XX-BC148A

September 14, 2017

NationWide Storage Trust
609 Granville Street
Vancouver, BC V7Y 1G5

Attention: Mr. Hugh Cartwright

Dear Mr. Cartwright

Re: Feasibility Study — Phase II: Proposed Storage Facility located at
1485 Trans-Canada Highway, Kamloops, BC

We have been asked to complete Phase II of a feasibility study with respect to self storage
development on a site located at 1485 Trans-Canada Highway, Kamloops, BC. The self
storage site would be located in a commercial residential area in Kamloops BC.

Our research shows that there would be a demand for a properly planned, constructed,
marketed and managed facility not to exceed 60,000 sq. ft. in the City of Kamloops,
British Columbia. We have come to this conclusion after examining the current facilities,
population demographics and trends, economic factors and expected growth in the
District. A full examination of these factors is contained within this report.

Respectfully submitted,
CANADIAN SELF STORAGE VALUATION SERVICES INC.

%/
Scott Humphreys, B.Comm, AACI, P.App, CRP Patrick Wood, B.Sc, AIC Candidate

SH/PW/ks
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1081-FS-XX-BC148A

PURPOSE OF THE MARKET STUDY

The current owner of the property located at 1485 Trans-Canada Highway, Kamloops, BC
is proposing construct a self-storage facility and has commissioned this report to analyze
the financial feasibility of the development. The purpose of this Phase II report is to
analyze the financial aspects of the proposed self-storage development. The research
for this analysis was conducted between August 215t and August 24%, 2017 and analyses
and conclusions are based upon market conditions discovered during that time period.

Date of Study

August 24, 2017

Date of Inspection

August 24, 2017
Scope of Work
During the course of this study, the appraiser:
e Inspected the subject trade area on August 24, 2017;

e Collected data regarding the local market and conducted a rental and occupancy
survey of the competitive facilities within a 15-kilometer area;

e Reviewed sales and listing data with respect to sales of improved self-storage
facilities;

e Prepared a self-contained narrative feasibility report.

The appropriate market data was gathered through in-house information, sales and listing
data provided by agents active in this specialized market and discussions with various
participants in the self-storage market including agents, developers, owners and property
managers. The report was prepared in conformity with the Canadian Uniform Standards
of Appraisal Practice.
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ASSUMPTIONS AND LIMITING CONDITIONS

The market analyses contained in this report are based on a thorough and detailed
analysis of information derived from various sources. Some of this data has required
subjective interpretation and our terms of reference have, in some instances, required us
to make certain assumptions in arriving at our value conclusions. As a result, the opinions
and conclusions contained in this report are subject to the following Contingent and
Limiting Conditions:

1. No responsibility is assumed for legal factors pertaining to the state of title or for
technical matters relating to hidden or apparent conditions of the property which
were not brought to our attention and which may have an impact on the potential
to develop the property.

2. The recommendations contained in this report are based on information gathered
from various sources considered reliable and believed to be correct; it is assumed
that the information that we have gathered from these sources is accurate and
comprehensive.

3. Maps or plans appearing in this report are included for the sole purpose of visual
reference and should not be construed as legal surveys.

4, This report is prepared in confidence for the sole use of NationWide Storage Trust.
Liability to any other party relying on the report, without permission of Canadian
Self Storage Valuation Services Inc., is denied. The report is valid only if it bears
the original signature of the author.

5. The findings and conclusions of this report are based on market conditions
between August 21t and August 24%, 2017. It is assumed that there will be no
significant change in the economy within the short term. If such a change should
occur it is recommended that the conclusions of the report be reviewed.
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EXTRAORDINARY ASSUMPTIONS
PHASE II

This is the second part of the feasibility study into the proposed self-storage facility in
Kamloops, BC. It should be noted that this report must be read in conjunction with the
Phase I report (1081-FS-XX-BC148) to fully understand the project and current market
conditions. All Assumptions and Limiting Conditions on page 3 from that report should
be considered to be in full effect for this report as well.

In this report we have studied the current market conditions in Kamloops and the
surrounding areas as well as the greater self storage industry as a whole. We have used
this study in conjunction with plans, estimates and details provided by our client to arrive
at our suggestions for this proposed facility.

It should be noted that all estimates of value are based on a facility that is completed in
a timely fashion and is of good workmanship and quality. If there were to be any delays
in moving forward with this project, we reserve the right to re-examine the market
conditions in the Kamloops area to see if our findings still hold true to the current market
conditions.
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ANALYSIS OF THE PROPOSED DEVELOPMENT

Currently the property is vacant and was once used as a restaurant. Given the current
market for commercial properties in the west area of Kamloops, a multi storey drive up
type facility would be the most financially feasible. The current zoning of the property is
C-4 and storage is an allowable use under “Mini Warehousing”. Given the overall size of
the property (1.33 acres, 57,934 ft2) it would be advantageous to build a new facility in
a single phase. Given the demand for storage in the Kamloops area found in our Phase
I report and after discussions with the Client, we would suggest a net rentable area (NRA)
of 50,000 ft2 for the proposed development and will base our analysis off this size for this
report and is allowable under the current zoning.
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Management and Security

Resident vs. Non Resident

In terms of onsite management, there are generally two types in the self-storage industry.
A resident manager situation is where the manager lives on site in a residential unit and
is there most of the time to oversee any issues or security concerns. A non-resident
management situation is where the manager is at the facility during business hours only.

For a facility of this type and located close to the downtown core, we would suggest the
use of a non-resident manager as the added security and attention should not be needed
at a facility located so close to a municipal core. This should also keep costs down for
the facility as a whole, as residential management can be more expensive for a smaller
facility.

Types of Security

When securing a facility, there are two regimes that are employed by the self-storage
industry. One is the onsite guard to secure the facility. This is used in high risk areas or
for very large facilities. The other is an advanced security system including video
monitoring and alarm response. This is a less expensive arrangement if the area the
facility is located in is fairly safe.
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Requirements for Area and Customers’ Expectations

In the City of Kamloops, property crime is not a very large problem, especially in the
residential/commercial area the proposed facility would be located in. For this reason we
would suggest that this facility use a state of the art alarm with security response rather
than a resident manager set up.

Unit mix
Types of Units

In self-storage there are many different types of units but they all fall into one of two
categories external access or internal access. This refers to the way in which one would
gain access to the locker either from the outside or from the internal hallway of a building.
Many people find the external access to be more desirable as it allows drive up access to
their locker and unload their possessions. This cuts down on the amount of work moving
items in or out of the lockers. Depending on building design, some facilities may be
entirely external access units while other facilities may have a few or no units that can
be accessed from the outside.

Given the current market in Kamloops, with some competing facilities having drive-up
units and many of those being full, with a waiting list (for certain sizes), we feel the
decision to maximize the number of drive up units in the proposed facility to be a good
one. This decision should help decrease lease up times as it can satisfy some of the pent-
up demand for these types of units in the Trade area. In addition, historically, drive up
units command a premium over non drive-up units. This should allow the proposed
facility to compete with the surrounding facilities while not negatively affecting their
profitability.

Another major differentiation between many facilities is heated and non-heated units.
This can further break down into climate controlled and non-climate controlled units. In
some areas where the winter temperatures can drop well below zero, heated storage
units are essentially the only type that you will find. In more temperate climates, you
will find both heated and non-heated units as not everything needs to be kept very warm
when in storage. A further evolution of this is the climate controlled and non-climate
controlled storage units. In climate controlled units the temperature is kept above
freezing but not as warm as in heated units and the humidity is kept in an acceptable
range.

As the Kamloops area does experience extended periods of time in the wither when
temperatures are below the freezing level, heated storage units are essential in this area.
Some of the competitors in the area are not heated but and command a lower rate when
compared to heated facilities.
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Unit Sizes

Typically, we see units in the 5x5, 5x10, 10x10 and 10x20 range at most facilities. As
the unit sizes increase the revenue per foot decreases. It can also be an issue at some
facilities with too many large units having higher vacancy rates. There may only be 4
vacant units but when they are very large they make up a large portion of the overall
facility. We recommend limiting large units to a few, while focusing on small to medium
units to help generate better revenue.

Design Features

We would advise any client to make all efforts possible to make the entrance to the facility
as welcoming as possible with landscaping and good design work. In addition, we would
advise the client to make security features such as cameras and keypads as visible as
possible as this has the effect of making clients see the security that is in places without
having to be told about it. We would also advise that in the office where the security
camera monitoring is located, at least one screen be made visible to the tenants so that
they can see that the security system is functioning.

Proposed Unit Mix

Below is a proposed unit mix based on the demand for units in the facilities that we
surveyed.

Size Number Total ft2
5x5 124 3,000
5x10 140 7,000
10x10 220 22,000
10x15 66 9,900
10x20 40 8,000
Total 590 50,000

Our research has indicated that the Kamloops market currently demands units in the 5x10
to 10x15 more heavily than larger units. For this reason, we have weighted our unit mix
around the 10x10 unit size. Surveys of competitive facilities in the trade area show that
there is a greater availability of large units, therefore we have kept the larger units to a
minimum to avoid a situation where a small number of units account for a large portion
of vacancy on a per square foot basis.




1081-FS-XX-BC148A

FINANCIAL ANALYSIS

In this section, we will examine all of the financial aspects of the facility including rental
rates, expenses, additional revenue streams, strategies to lower operational costs and
the expected final value of the facility based on expected rental rates and lease up period
in the form of a discounted cash flow analysis showing the expected value of the facility
at the 5 and 10 year mark of ownership.

Unit Rentals

When planning to build and open a new facility, a key factor that must be taken into
account is the current rental rates that are being demanded and also the rates that are
actually being paid by consumers. It is very important to note all discounts; promotions
and incentives that are being offered in the trade area as they give a much clearer picture
of the true rental rates that are being received by facilities.

Understanding the true rental rates makes making the decision on the feasibility of a new
facility one based on the actual rates that would be expected rather than those that are
posted in the public. These rates can vary greatly as discounts such as one month free
or discounts against posted rates can eat away at the average rental rates and make the
net income of a facility fall. It is important to base projection on the true rental rates of
the area rather than those that are posted to the public.

In our studies, we survey all of the competing facilities as prospective customers. This
allows us to gain a true sense of the rental rates being achieved rather than those that
are being posted by facilities. Below are the rental rates we were quoted by some of the
competing facilities in the area of the proposed facility. We were unable to obtain some
rental rates due to no units of certain sizes being available or lack of response from some
facilities.

Posted Rates

The table below shows the rates of the four most similar facilities to the proposed subject
based on location, quality and condition that are either posted on the competitor’s website
or were quoted over the phone or in person when the facilities were surveyed in August
of 2017. We asked for most standard unit sizes when surveying the facility and were
able to get rates for most sizes that are offered.
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Property 5'x5' 5'x 10' 10' x 10' 10' x 15' 10' x 20'
Halston Self-Storage $ 80.00 $120.00 $190.00
Budget Storage $70.00 $105.00 $135.00 $170.00 $185.00
Storage For Your Life $70.00 $ 95.00 $140.00 $175.00 $199.00
4 Corners Storage $65.00 $ 92.00 $130.00 $170.00 $175.00
Average $68.33 $ 93.00 $131.25 $171.66 $187.25

After reviewing the current rental rates above, we feel that a new facility in the prime
location of the proposed facility could command rents at the top of the rental range.
Below are the proposed rental rates for the proposed facility. These will be used in the
financial analysis of this report.

Proposed Rental Rates

Size Price Price PSF
5x5 $ 75.00 $3.00
5x10 $ 95.00 $1.90
10x10 $145.00 $1.45
10x15 $175.00 $1.17
10x20 $200.00 $1.00

We have set the proposed rental rates of the units below the some of the current market
levels. This was done to account for possible rental lag in the market. Posted rates are
typically what a facility feels it can currently achieve on its units that are available for rent
but does not factor in the rental rates for previously rented units. Using the current rental
rates as the facility average may overstate the potential revenue in a given trade area.
For this reason, we have used a rent level slightly below that of what is currently being
achieved.
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Additional Revenue

It is important to maximize all sources of revenue available to a facility. This includes
selling merchandise, insurance, and other cost plus items. Selling these will ensure that
every customer is contributing to the bottom line of the facility. It is much easier to
maximize revenue from an existing customer than to recruit a new customer to the
facility. Detail of each additional revenue stream and what can be expected in way of
revenue is detailed for each source below. If properly marketed and implemented an
owner could see up to an additional 5% of Expected Gross Income from these additional
revenue streams.

Merchandise

In the self-storage industry, merchandise and goods associated with self-storage are a
mainstay in every self-storage facility office you walk into. This is with good reason as
there is at a minimum a 50% profit margin in selling these goods. Most facilities will
stock essentials such as tape, boxes, packing supplies, locks and other associated items.
Some go further and have other retail items such as soft drinks and snacks for sale as
well.

There are some issues that arise when selling merchandise. One of the major issues we
see that can have a negative effect on income is poor inventory control. This is even
truer when other items such as soft drinks and snacks are brought into a facility. If a
facility is planning on using these items to generate revenue then a strict inventory control
system must be implemented from day one.
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Content Insurance

Content insurance is a policy that is taken out by the renter to insure the contents of the
locker against loss. This has become a very big industry in the United States with some
facilities reporting over 60% of clients taking out content insurance. Contents insurance
is a very good additional revenue stream for a facility as it has almost no cost to the
facility. The insurance is offered by a third party and the facility gets a commission on
every policy sold. This can be offered as a value added service or included in the price
to make the rental look more appealing to a potential renter.

We have clients that both offer insurance at the time of rental and who have included
the insurance in the rental price. We would advise that as a new facility, content
insurance is offered as a value added item to be sold at the time of rental. This will
require more training in the short run but offers better revenue potential in the long run.

Late Fees/Auctions

Late fees and administration fees can generate 1.0%-2.0% of effective gross income and
are an integral part of any successful facility. It is necessary to have penalties when
lockers are not paid for promptly. In doing so renters are encouraged to have a payment
card on file and this in turn helps with cash flow. Itis also necessary to have a mechanism
in place to deal with very delinquent units. The industry standard is to auction the
contents off to the highest bidder to try to recover some of the fees that were not paid
by the tenant. These auctions can be very lucrative and have been in recent years
popularized by reality television. There are companies that will do all of the leg work in
setting up an auction and selling the units for a fee and, depending on the ability of the
manager, this may be an avenue to consider for this facility.
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Estimated Absorption and Stabilized Occupancy

Area Market

The Kamloops area is a very unique one as the city is geographically long and skinny and
runs along the major transportation routes. This makes Kamloops unique in that the
residents typically travel longer distances on a daily basis and will most likely be willing
to use storage a greater distance from home than a typical storage uses.

Facility Challenges

As a new facility, it is always difficult to start off the leasing process. As this facility
doesn’t have name recognition like large chain storage facilities, it is sometimes difficult
to spread the word about the new facility and its opening. In addition, with a relatively
new facility in the trade area, lease up times may stretch if not properly managed.

Time Estimates

In opening a new facility, many different factors come into play when trying to predict
lease up times. After surveying the market in the Kamloops area and viewing and
engaging with the completion, we feel that there is a very real opportunity to take market
share away quickly if a new facility were to properly advertise and give exceptional
customer service. If these aspects were addressed along with proper management and
planning, we feel that the lease up time to a positive cash flow position of would be 18-
24 months with full stabilized occupancy coming in the next 12-18 months thereafter.

Best/Worst Case Scenarios

Our research has indicated facilities in nearby municipalities have opened in the past
three years and have reached stabilized occupancy in 24 months. We would consider
this the best case scenario as there are no examples of facilities that have leased up
faster. As for the worst case scenario, it took Storage for Your Life in Mission, BC over
five years to reach stabilized occupancy. This was due mostly to a poor unit mix that left
a number of fairly large units in difficult locations on higher floors, unoccupied for an
extended period of time. This may be a risk to a new facility with a unit mix that is
weighted too much towards large units that may take longer to lease up.
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Stabilized Occupancy

It should be noted that in the self-storage industry, stabilized occupancy is considered to
be a range from 83% to 87% for facilities of this size. This is the level that at which we
would call a facility fully stabilized as it allows for continued revenue growth via increased
rates for new clients. Given the currently occupancy of the nearby facilities, an occupancy
above the industry average is considered appropriate for the proposed facility. We will
stabilize occupancy at 95% due to the occupancies of surrounding somewhat similar
facilities being between 95-100% at the time of this study.
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OPERATING EXPENSES

The principal expense items associated with self-storage developments are property
taxes, management (both on-site and overall management), and administration. In
Canadian urban centers the item of property taxes is significant, usually being the largest
expense item, by comparison to the United States where management is the principal
expense item and taxes are a much lower component. The property tax expense item
varies widely between taxing jurisdictions depending on the level of assessments and
the mil rate.

Our experience with respect to the valuation of self-storage facilities reflects that
operating expenses in mid to large sized facilities, in urban centers, are generally in the
range of 35.0% and 45.0% of effective gross income (EGI), mainly due to increases in
property taxes. Smaller facilities reflect higher expense ratios because of lack of
economies of scale and older facilities reflect higher expense ratios because of higher
repairs and maintenance costs, inefficiencies that result in higher utilities costs, and
higher advertising and promotion costs. The expenses of the subject have been
stabilized based on operating history and comparison to the expenses of similarly sized
facilities. As the rental rates achieved in the trade area by competitive facilities are
above industry standards, we would expect the operating expenses to be below that of
the industry average.

a) Property Taxes

The property taxes are estimated at $55,000 based on the projected value of the property
and the property tax regime in the municipality the proposed facility will be located in.
This equates to just over 5.75% of EGI which is within the industry standard.

b) Wages and Benefits (on-site management)

Salaries and benefits are running at approximately 6.75% of EGI. This is within the
expected range for a facility of this size and occupancy.

c) Overall Management

The Canadian industry standard for self-storage is to charge 4.0-6.0% of EGI. We have
used 5.00% for the purpose of this report.
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d) Utilities

As the building will be fully heated, utility expenses would be expected to be above that
of non-heated facilities. For the purpose of this report, we have used 2.34% of EGI,
which is slightly above the industry standard of 2.0-3.0%

e) Advertising

Advertising charges generally represent the cost of a prominent ad in the Yellow Pages
for the market area and have generally decreased because most facilities are cutting back
on Yellow Pages advertising in favour of internet advertising. As this is a new facility, we
will set advertising costs higher as the advertising expense is expected to be high in a
new facility. We would expect this to fall once stabilized occupancy is reached in the
Subject facility. This expense is set around the 1.50% EGI level.

f) Repairs and Maintenance

The subject facility will be a newly constructed facility and will have low maintenance
costs. Maintenance expenses should be around 1.25% of EGI.

g) Insurance

Insurance costs have been decreasing throughout the province generally because of
greater competition between insurance companies competing for self-storage clients.
Insurance costs for the subject property are 1.65% of EGI.

h) Administration expenses

Administration expenses include office expenses, bank charges and bad debt expense,
professional fees, licenses and membership fees, travel expenses, and telephone. These
items have been projected based on the history of these costs in the facility as well as
by comparison with other properties as follows:

e Office expenses are above average at 1.51% of EGI

e Bank charges will be stabilized at 1.95% or EGI

e With respect to professional fees, this expense item is stabilized at 0.70%
e Licenses and permits and membership fees are projected at $3,000

e Entertainment and travel expenses are stabilized at $0.05 per square foot

e Telephone costs have been stabilized at $0.07 per square foot
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i) Supplies (Costs of Storage Aids)

The costs of merchandise have been stabilized at 50.0% of sales as per industry
standards.

Industry Standards

In the self-storage industry, we normally say that a facility expense ratio is within the
range of 35-45% of EGI. Any deviation from this should be examined to ensure that all
expenses are being properly captured by the analysis. In some cases, the location of a
facility or other characteristics may help reduce the overall expense ratio of the facility.
Some major factors that can have a large effect on the expense ratio are high property
taxes in major metropolitan areas, higher advertising costs of a new facility, or a facility
that is in its initial lease up phase.

Facility Advantages

The Subject facility has a few distinct advantages over other facilities of its size that help
reduce its overall expense ratio. The Subject facility is located in an area with a low
property tax regime. In addition to this, the high occupancy levels of surrounding facilities
and lower expenses due to lower staffing requirements and lower management costs all
contribute to a below average expense ratio.

Expected Expenses for Subject Facility

We would expect the expense ratio of the Subject facility, to be in the 28-32% of Effective
Gross Income range. This would be below what is considered industry standard as the
rental rates are above what would be considered industry standard and large expenses
such as wages and property taxes are low due to location and facility design. For the
purpose of this report, we have stabilized the operating expenses at 29.20% of EGI.




VALUATION PROCEDURE

The value of the property is estimated primarily by the Income Approach. The property
is developed for the sole use of generating rental income and income analysis is the
preferred method for valuing self-storage facilities. In valuing the property via the
Income Approach, two methods of analyzing the income have been utilized, the direct
capitalization of stabilized net income and the discounted cash flow (DCF) method of
analysis. The Direct Comparison Approach is used primarily as a check against the
Income Approach value test.

The Cost Approach is not developed in this report. The approach is most suited to new
or proposed facilities. In our experience, self-storage properties transact based on their
income generating capabilities and not based on replacement cost.

INCOME APPROACH

An estimate of value by the Income Approach is based on the theory that the value of
the property is the present worth of the net income it will produce during the remainder
of its useful economic life.

An outline of the main steps involved in this approach is as follows:

1. Estimate the gross income of the property.

2. Estimate the owner's operating expenses.

3. Estimate the net income before depreciation.

4. Select a capitalization rate from the market, which will convert the net

income estimate into capital value.

Properties that produce income are typically purchased for some form of financial return
rather than for direct use by the owner, though the two objectives may be combined.
The financial return stems directly from the ability of the property to generate income
and its capital value is a function of the rental productivity of the property in relation to
the expectations of an investor with respect to future revenue.



1081-FS-XX-BC148A

Potential Revenue

After reviewing the competitors posted rates and attempting to rent a unit to see if any
discounts are offered, we have tabulated what we feel are attainable rates per billing
period for the proposed facility. It should be noted that some of these rates are above
the average rate for the competitors in the area. This is due to the lack of availability of
units in the competitor’s facilities and the proposed Class A facility.

Size Price Price PSF
5x5 $ 75.00 $3.00
5x10 $ 95.00 $1.90
10x10 $145.00 $1.45
10x15 $175.00 $1.17
10x20 $200.00 $1.00

Based on the above unit mix and price per unit, we have put together the potential
storage income based on our proposed unit mix in the table below. We have allocated
all of the units to heated units as the current plan is for one large building that will be
heated.

Size Price Number Revenue
5x5 $ 75.00 124 $ 9,300
5x10 $ 95.00 140 $ 13,300
10x10 $145.00 220 $ 31,900
10x15 $175.00 66 $ 11,550
10x20 $200.00 40 $ 8,000
Total 590 $ 74,000

The total monthly potential income of the proposed facility is $74,000 per month or
$1.48 PSF. This equates to $962,800 per year based on 4 week billing cycles.
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Expected stabilized rental income

Below is the stabilized income analysis of the proposed Subject facility.

Stabilized Income Approach
95% Occupancy
$/5q Ft |%EGI

Gross Revenue $962,000.00
Vacancy Rate of 5% $48,100.00
Additional Revenue $48,100.00( $0.96
EGI $962,000.00| $19.24
Insurance $16,000.00| $0.32| 1.66%
Bank charges $18,759.00| $0.38| 1.95%
Licences and dues $3,000.00f $0.06/ 0.31%
Advertising and promotion $14,500.00f $0.29| 1.51%
Office expense $14,500.00| $0.29| 1.51%
Proffesional services $5,500.00f $0.11| 0.57%
Property Taxes $55,000.00| $1.10| 5.72%
Repairs and matinance $12,000.00| $0.24| 1.25%
Telephone $3,500.00| $0.07| 0.36%
Travel $2,500.00[ $0.05| 0.26%
Utilities $22,500.00| $0.45| 2.34%
Wage and Benefits $65,000.00| $1.30| 6.76%
External Management $48,100.00| $0.96| 5.00%

$5.62| 29.20%
Total Expense Estimate $280,859.00
Net Operating Income $681,141.00

The net income of the property after expenses is estimated to be $681,141. This
includes projected additional revenue from merchandise sales and late fees.
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Estimated Overall Rate of Return Upon Completion

The appraiser has reviewed sales of self-storage facilities in British Columbia and Alberta
to form an opinion of the appropriate capitalization rate for the proposed subject

investment.

INDEX No. 1. - APEX: 8866 LAUREL STREET, VANCOUVER, BC

ADDRESS

LEGAL DESCRIPTION
SITE AREA

NET RENTABLE AREA
DETAILS OF BUILDINGS

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI
INDICATED CAP RATE
PRICE/S.F. NRA
COMMENTS

8866 Laurel Street, Vancouver, B.C.

PID: 024-608-947

1.08 acres

66,423 square feet in one two storey converted building.

The existing industrial building was converted in 2005-2006 with the addition of a full
mezzanine floor. There is covered loading along the west side of the building and there
are 27 drive-up units at the ground level. There are a total of 968 units (average unit
size of 69 square feet).

Surveillance cameras, key pad entry to the building, individual unit alarms.
$14,270,145

February 2012

$924,767

6.5%

$214.84

Rents in the facility were at $2.10 per s.f. per month; occupancy was 90.4% at sale.
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INDEX No. 2 - APEX: 195 SCHOOLHOUSE STREET, COQUITLAM, BC

ADDRESS
LEGAL DESCRIPTION

SITE AREA
NET RENTABLE AREA
DETAILS OF BUILDINGS

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI
INDICATED CAP RATE
PRICE/S.F. NRA

195 Schoolhouse Street, Coquitlam, B.C.

PID: 024-608-947

Lot A, District Lot 47, Group 1, NWD, Plan LMP43257
2.514 acres

60,583 s.f. in one 2-storey building.

Facility comprises a two storey climate controlled storage building completed in 2004
and offering 671 units with an average size of 90 s.f. There is a separate
office/reception building with frontage to Schoolhouse St. which also contains a 1,500
s.f. retail unit.

Fenced compound with electronic gate access, digital video surveillance with cameras
throughout the site, individual unit alarms.

$10,492,794
February 2012
$694,836
6.6%

$173.20
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INDEX No. 3. - ACME SELF STORAGE: EDMONTON AB

ADDRESS

LEGAL DESCRIPTION
SITE AREA

NET RENTABLE AREA
DETAILS OF BUILDINGS

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI
INDICATED CAP RATE

PRICE/S.F. NRA

21508 - 115 Avenue, Edmonton, AB

n/a
7 acres
44,052 s.f. of self storage in 9 buildings.

Constructed in 2005, the facility includes 9 single-storey buildings demised into 265
units with an average unit size of 166 s.f. 37 units are heated. Modular construction,
metal buildings.

Perimeter fencing, electronic gate.
$4,850,812

January 2013

$293,597

6.1%

$110
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INDEX No. 4. - ADVANTAGE STORAGE: COCHRANE, AB

ADDRESS

LEGAL DESCRIPTION
NET RENTABLE AREA
DETAILS OF BUILDINGS
SECURITY FEATURES
SALE PRICE

DATE OF SALE
ESTIMATED STABILIZED NOI
INDICATED CAP RATE
PRICE/S.F. NRA
COMMENTS

20 Griffin Industrial Park, Cochrane AB

n/a

37,500 s.f. of self storage in one building.
Constructed in 2007, the building is heated.
Perimeter fencing, electronic gate.
$5,600,000

February 2014

$403,200

7.2% reported

$149

30% expense ratio, 82% occupancy. Located in an industrial area with local exposure.
Sold to Store Smart who own facilities in Red Deer, Edmonton, and Canmore.
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INDEX No 5. - MCMURRAY MINI STORAGE: FORT MCMURRAY,. AB

ADDRESS 170 Maclellan Crescent, Fort McMurray, AB

LEGAL DESCRIPTION n/a

SITE AREA 3.05 acres

NET RENTABLE AREA 60,704 square feet demised into 601 units with an average size of 101 s.f.
DETAILS OF BUILDINGS One, three storey wood frame building with 287 heated units (conversion) as well

as 6,695 s.f. of rentable office space, and 7 single storey metal frame buildings
offering 314 units (53 heated). Builtin 1987, expanded 2000-2007.

SECURITY FEATURES Electronic gate.
SALE PRICE $13,000,000
DATE OF SALE February 15, 2015
ESTIMATED STABILIZED NOI n/a

INDICATED CAP RATE 8.14% reported
PRICE/S.F. NRA $193

COMMENTS Purchased by Real Storage; revenue stabilized at 75% occupancy.
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INDEX No 6. - AFFORDABLE STORAGE CENTRE: SHERWOOD PARK (EDMONTON) AB

ADDRESS

LEGAL DESCRIPTION
SITE AREA

NET RENTABLE AREA
DETAILS OF BUILDINGS

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI
INDICATED CAP RATE
PRICE/S.F. NRA

61 Broadway Boulevard, Sherwood Park, AB

Plan 0023658, Block 204, Lot 1A excepting there out all mines and minerals.
3.95 acres

62,900 square feet demised into 417 units with an average size of 151 s.f.
Constructed in 2001, the facility comprises 7 buildings. 24,700 s.f. of the NRA area is
heated (166 units). Renovated 1,560 s.f. office. Concrete block construction.
Class B+ facility in an almost "Main St" location.

Electronic gate, video surveillance.

$15,959,000

February 2015.

$1,051,349

6.6%.

$253.72 (asking price)
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INDEX No. 7. — A STORAGE: SPRINGBANK, AB

ADDRESS

LEGAL DESCRIPTION

SITE AREA

NET RENTABLE AREA

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI

INDICATED CAP RATE

PRICE/S.F. NRA

COMMENTS

130 Commercial Court, Springbank Alberta
Lot 46 Block 28, Plan 5565AH

115,819 ft2

87,527 sq. ft.

Electronic keypad access, individual unit alarms, video surveillance, computer tracking,
exterior CFL lighting.

$14,950,000

September 2016

$971,750

6.5%

$171

Sold to Access Storage. 45% of income is from RV storage. Room to add 25,000 ft

NRA with approved plans.
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INDEX No. 8. —= SURE LOCK STORAGE: CHILLIWACK, BC

ADDRESS 43903 Industrial Way, Chilliwack, BC

SITE AREA 3.95 acres

NET RENTABLE AREA 64,014 square feet demised into 744 units.

DETAILS OF BUILDINGS 13 buildings. Concrete construction. Room for additional 16,000 ft2 of storage at the
rear of facility.

SECURITY FEATURES Electronic gate, video surveillance.

SALE PRICE $13,500,000

DATE OF SALE May 2017.

ESTIMATED NOI $853,200

INDICATED CAP RATE 6.20%.

PRICE/S.F. NRA $210.89
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INDEX No. 9. — HALSTON SELF STORAGE: KAMLOOPS, BC

ADDRESS 1271 Salish Road, Kamloops, BC

SITE AREA 2.87 acres

NET RENTABLE AREA 23,220, square feet demised into 498 units.
SECURITY FEATURES Electronic gate, video surveillance.

SALE PRICE $2,800,000

DATE OF SALE June 2017.

ESTIMATED NOI $201,600

INDICATED CAP RATE 7.20%.

PRICE/S.F. NRA $120.59
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SALES ANALYSIS

SALE SALE CAP.

SALE NAME OF FACILITY N.R. A PRICE DATE RATE
1 Apex Coquitlam 60,583 $10,492,794 02-12 6.60%

2 Apex Vancouver 66,423 $14,270,145 02-12 6.50%

3 Acme Self Storage 44,052 $ 4,850,812 01-13 6.10%

4 Advantage Storage 37,500 $ 5,600,000 02-14 7.20%

5 McMurray Mini Storage 60,704 $13,000,000 02-15 8.14%

6 Affordable Storage Center 62,900 $15,959,000 03-15 6.60%

7 A Storage 87,527 $14,950,000 09-16 6.50%

8 Sure Lock Storage 64,014 $13,500,000 05-17 6.20%

9 Halston Storage 23,220 $ 2,800,000 06-17 7.20%

Subject | 1485 Trans-Canada Highway 50,000

Our research has indicated that there have been no recent public sales for Class A third
generation facilities in the Kamloops area. Therefore, we have used dated sales
throughout Western Canada and adjusted for timing and location. These sales have been
selected as they mirror quality, size location and overall similarity to the proposed subject
property. Some adjustments will need to be made when using these sales to determine
the value of the proposed subject property.

Index No. 1 is the sale in February of 2012 of Apex Vancouver to Sentinel Storage. The
facility at the time of sale had an average rental rate of $2.10 PSF and occupancy of
about 90%. Although a somewhat dated sale, this is a good representation of a facility in
the lower mainland of British Columbia and should be adjusted for the increase in the real
estate market as a whole and the demand for self-storage since this sale took place.

Index No. 2 represents the sale of Apex Coquitlam. Although somewhat dated, this is a
good representation of a storage sale in the lower mainland of BC. When sold, this facility
had occupancy of 89% and a PSF facility average rental rate of $1.80. This sale will need
to be time adjusted due to the increase in the self-storage market in the lower mainland
since this sale.

Index No. 3 is a sale from January 2013 of a poorly managed and under occupied facility.
Sale was to a large storage chain who owns other nearby facilities. Site had additional
vacant land used for RV storage.

Index No. 4 is of a medium size facility in Cochrane Alberta. At the time of the sale,
expenses were below industry standards and the facility had good occupancy. Sold to
an operator with nearby facilities.
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Index No. 5 is a sale in February of 2015 that represents the sale of a smaller but similar
facility in Alberta. At the time of this transaction, the facility had an occupancy of 75%.
The Cap rate of this sale was high due to the low occupancy of the facility in the past
years. Sale was based on a stabilized occupancy of 75% leading to the higher Cap rate.

Index No. 6 is a sale from March 2015 of a larger highly occupied facility in the Sherwood
Park area of Edmonton. The facility was put under contract within a week of being on the
market and sold at the asking price due to occupancy and location.

Index No. 7 is the sale, in September 2016, of A Storage Calgary AB. This is a newer
facility purchased by Access Storage. A large portion of the facilities revenue is derived
from RV storage. The facility is located 10 minutes outside of the Calgary city limits.

Index No. 8 is a sale from May 2017 of a large highly occupied facility in Chilliwack BC.
Occupancy was in the mid 90% range at the time of purchase and there is room for an
additional 16,000 ft?> of storage to be built at the rear of the facility. This expansion
potential accounts for the slightly lower than market cap rate paid for this Index.

Index No. 9 is a sale from June 2017 of a smaller highly occupied facility in Kamloops
BC. Occupancy was above 95% at the time of sale. This is a Class B facility with 13
years left on the land lease for the property. Bought by storage Vault to add to their
Kamloops Portfolio.

SUMMARY

The overall rate of return, or capitalization rate, represents the rate of return that a
prospective purchaser will accept on a particular investment based on stabilized net
income. The fundamental factor influencing the overall rate of return is risk. Sales of self-
storage facilities have historically reflected higher rates of return than sales of standard
multi-tenant or single-tenant industrial properties because of the perceived risk attached
to the month-to-month tenancies and the management-intensive nature of the business.
Along with almost all property segments, self-storage properties benefited from above-
average transaction volumes and declining capitalization rates over the past several
years. Through 2006 and 2007, the gap narrowed between self-storage returns and
returns on more traditional industrial investments with the recognition of the very solid
returns that have been achieved by the asset class. Self-storage, as an investment, is
widely perceived as recession-resistant.
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Financial institutions recognized that there is a very low default rate on self-storage loans
and were eager to lend on self-storage assets, along with most other asset classes. Over
the past seven years, there has been a marked increase in interest in the industry from
investors new to self-storage. Another factor influencing the significant downward
movement in overall rates of return on self-storage in 2006/2007 was the entry into the
market, in August 2006, of InStorage Real Estate Investment Trust, the first Canadian
REIT formed to acquire self-storage facilities exclusively. The REIT was very aggressive
in its acquisitions in order to build critical mass and the transactions influenced the actions
of not only vendors in the market but also other purchasers. The movement of InStorage
REIT to the largest self-storage owner in Canada was accomplished in the first year and
there were very few acquisitions after August of 2007. However, the management team
in place was not experienced enough to operate the new business and eventually internal
operations failed. The stock price plummeted with declining occupancy and revenues
and increased operating costs. Also, the cost of equity in the public market went from
4.7% to 11.6%. The sale of the units of the REIT was completed by way of a hostile
takeover that closed in March 2009. The purchaser was StorageMart; the owner of 67
facilities in the U.S. at the time of purchase.

In the last ten years financing for the self-storage industry has transitioned from a handful
of lenders who were willing to lend on self-storage to over 30 national lenders at the peak
of the market (including 12 conduit lenders) and then back down to a handful in the
recession. While conduit financing for self-storage surged between 2001 and 2007, no
self-storage properties have been financed this way since 2007.

Several private lenders and credit unions have picked up the slack, but lenders overall
are much more conservative than they have been in the past. Tightened lending
standards include the requirement of more equity (lower loan-to-value ratios), the
curtailment of the availability of longer-term mortgages, and the requirement of personal
covenants.

The low capitalization rates of 2007 were also tied to low interest rates and the availability
of mortgage financing at low interest rates. Historically in the U.S., low interest rates
combined with low cap rates have been a major influence in self-storage assets changing
hands. As low interest rates have been an incentive for buyers, low cap rates have
offered existing self-storage operators the opportunity to sell properties at higher prices
than ever before. The general consensus among brokers and operators within the U.S.
self-storage industry has been that cap rates will climb along with interest rates.
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In 2016, we saw a downward trend in overall capitalization rates. This trend is due to the
low cost of borrowing in capital markets. This downward trend has been more
pronounced in major cities with less downward pressure in secondary are tertiary
markets.

2017 has continued to see capitalization rates trend lower in smaller markets while
holding steady in large markets. This has been verified by sales in the Vancouver market
as well as a number of sales across Ontario.

The following specific factors have been taken into consideration in reaching an opinion
of the appropriate overall rate of return with respect to the subject property:

e The proposed facility will be a modern well-built facility that is of a higher
guality than other offerings in an expanding market in demand of storage;

e Operating costs are at the middle of the range for facilities of this nature due
to internal efficiencies.

In consideration of all of these factors and by comparison to the available market
evidence, in our opinion, a potential purchaser would anticipate an overall rate of return
in the range of 6.75% to 7.25% with respect to the subject property. In our opinion, the
best comparison is formed by the sales of Halston Self Storage and Affordable storage
center. Given the location of Kamloops and the medium size of the facility and the overall
storage market, we assign an overall capitalization rate of 7.00% as being appropriate to
the subject investment.

Cap Rate NOI Capitalized Value
6.75% $681,141 $10,090,978
7.00% $681,141 $9,730,586
7.25% $681,141 $9,395,048

The current market value of the proposed storage facility by the Income Approach when
fully stabilized is estimated to be: $9,750,000.

It should be noted that this value is based on a fully stabilized facility and does not factor
in any lease up period or costs associated with that period or any financing costs that may
be incurred while the facility is reaching stabilized occupancy.
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DISCOUNTED CASH FLOW ANALYSIS

The discounted cash flow method of analysis has been included in this valuation to reflect
the present value of the property based on the expectation of modest increases in
income; over the past four years, average increases in potential gross revenue have been
2.6% annually.

Physical vacancy relating to the storage units has been started at 65% and reduced to
5%. For the first year of the analysis, an additional 15% economic vacancy is added,
reduced to 13% for Year two, 10% for Year three, 8% for Year four and stabilized at 5%
thereafter. This vacancy estimate is based on the history of occupancy in the trade area
as a whole. In the analysis, the income and expenses for each of the years in the ten
year time frame are calculated, beginning with the estimated income in Year one based
on current potential rents. Expenses are projected to increase by 3% annually, except
for overall management, which is projected at 6% of EGI in each year; bank charges,
including bad debts, which are calculated at 2.5% of EGI each year; and advertising,
which is estimated at 2.5% of EGI. Revenues are escalated at 2.5% annually.

The calculation assumes that the facility would either be sold at the end of Year 5 (based
on the projected income in Year 6) or in Year 10 (based on the projected income in Year
11), and the disposition capitalization rate used is 50 basis points higher than the
estimated market capitalization rate, recognizing the increased risk in projecting
absorption into the future. In the analysis, a discount rate is applied to the annual net
income in each year to reflect the fact that its receipt is deferred. The discount rate used
is 100 basis points higher than the disposition capitalization rate, representing the return
on capital and the return of capital.

The discounted cash flow analysis is included on the following page. The present value,
based on five and ten-year time periods, is indicated in the range of (rounded):
$8,890,000 to $9,890,000.
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DCF Including Lease Up Period

FILENAME: DCF 9/12/2017 3:20 PM
DCF ASSUMPTIONS
Start of DCF Analysis Feb-15
GROSS BLDG. AREA n/a VALUE PSF
NET RENTABLE AREA 50,000 $9,890,000 $197.80
INCOME GROWTH RATE 10350
EXPENSE GROWTH RATE 10250
RE. TAX GROWTH RATE 10250
TAX RATE $8,890,000 $177.80
Estimated Assessment Ratio 0%
POTENTIAL GROSS INCOME " $0
DISCOUNT RATE 8.00%
RESALE CAP RATE 6.50%
RESALES COSTS 3.00%
MARKET CAP RATE 6.00%
OFF SITE MGMT 6.00%
Discounted Cash Flow Analysis 9/12/2017
Target Tolmie
YEAR 1 2 3 4 5 6 7 8 9 10 Reversion
Year Ending 02/16 02/17 02/18 02/19 02/20 02/21 02/22 02/23 02/24 02/25 02/26
POTENTIAL GROSS INCOME $962,000 $995,670 $1,030,518  $1,066,587 $1,103,917  $1,142,554  $1,182,544 $1,223,933 $1,266,770 $1,311,107  $1,356,996
- Unit Rentals 962,000 $995,670 $1,030,518 $1,066,587 $1,103,917  $1,142,554  $1,182,544 $1,223,933 $1,266,770 $1,311,107  $1,356,996
- Mailboxes $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
Stabilized Vacancy Rate
-55%, 35%, 20%, 5%, 3%..... on unitrente  $529,100 $348,485 $206,104 $53,329 $33,118 $34,277 $35,476 $36,718 $38,003 $39,333 $40,710
$0 $0 $0 $0 $0 $0 0 $0 $0
-Economic vacancy: 15%,10%, 5%, 2%, 2%... $64,935 $64,719 $41,221 $20,265 $21,416 $22,166 $22,941 $23,744 $24,575 $25,435 $26,326
Less Vacancy & Collection Loss 61.8 594,035 413,203 247,324 73,594 54,534 56,442 58,418 60,462 62,578 64,769 67,036
EFFECTIVE RENTAL INCOME $367,965 $582,467 $783,194  $992,992 $1,049,384 $1,086,112  $1,124,126 $1,163,470 $1,204,192 $1,246,339  $1,289,960
ANCILLARY INCOME
- Fees 5,519 8,737 11,748 14,895 15,741 16,292 16,862 17,452 18,063 18,695 19,349
- Merchandise sales 9,199 17,474 23,496 29,790 31,482 32,583 33,724 34,904 36,126 37,390 38,699
Total " 40 14,719 26,211 35,244 44,685 47,222 48,875 50,586 52,356 54,189 56,085 58,048
EFFECTIVE GROSS RENTAL INCOME $382,684 $608,678 $818,438  $1,037,677 $1,096,606  $1,134,987  $1,174,712 $1,215827 $1,258,380 $1,302,424  $1,348,009
EXPENSES:
Real Estate Taxes $1.10 55,000 $56,375 $57,784 $59,229 $60,710 $62,227 $63,783 $65,378 $67,012 $68,687 $70,405
On-Site Management $1.30 65,000 66,625 68,291 69,998 71,748 73,542 75,380 77,265 79,196 81,176 83,205
Off-Site Management $0.68 34,000 " 36,521 " 49,106 © 62,261 7 65,79 " 68,099 " 70,483 © 72,950 © 75503 " 78,145 " 80,881
Insurance $0.32 16,000 16,400 16,810 17,230 17,661 18,103 18,555 19,019 19,494 19,982 20,481
Maintenance $0.24 12,000 12,300 12,608 12,923 13,246 13,577 13,916 14,264 14,621 14,986 15,361
Utilities $0.45 22,500 23,063 23,639 24,230 24,836 25,457 26,093 26,745 27,414 28,099 28,802
Advertising $0.29 14,500 15,217 20,461 25,942 27,415 28,375 29,368 30,396 31,460 32,561 33,700
Administration " 114 43,500 44,942 50,929 57,172 59,426 61,186 62,999 64,868 66,793 68,778 70,823
-Office $0.29 14,500 14,863 15,234 15,615 16,005 16,405 16,816 17,236 17,667 18,109 18,561
-Bank Charges and Bad Debts $0.29 14,500 © 15217 7 20,461 " 25942 7 27415 " 28375 © 29,368 ~ 30,396 ° 31460 32,561 ~ 33,700
-Professional Fees $0.11 5,500 5,638 5,778 5,923 6,071 6,223 6,378 6,538 6,701 6,869 7,040
- Licenses, Fees, Memberships $0.06 3,000 3,075 3,152 3,231 3,311 3,394 3,479 3,566 3,655 3,747 3,840
- Meals, Travel $0.05 2,500 2,563 2,627 2,692 2,760 2,829 2,899 2,972 3,046 3,122 3,200
- Telephone $0.07 3,500 3,588 3,677 3,769 3,863 3,960 4,059 4,160 4,264 4,371 4,480
Supplies $0.09 4,600 8,562 11,513 14,597 15,426 15,966 16,525 17,103 17,702 18,321 18,962
Signage $0.00 0 - - - - - - - - - -
Miscellaneous $0.02 1,245 1,276 1,308 1,341 1,374 1,409 1,444 1,480 1,517 1,555 1,594
TOTAL EXPENSES $5.37  $268,345 $281,280 $312,449  $344,922  $357,638 $367,939 $378,546  $389,467  $400,712  $412,291 $424,214
% Total EGI 70.1 46.2 38.2 33.2 32.6 32.4 32.2 32.0 31.8 31.7 31.5
NET INCOME $114,339 $327,397 $505,989  $692,755  $738,968 $767,048 $796,166  $826,360  $857,669  $890,133 $923,795
Less Replacement Reserves 10,000 10,250 10,506 10,769 11,038 11,314 11,597 11,887 12,184 12,489
NET CASH FLOW $104,339 $317,147 $495,483  $681,986  $727,930 $755,734 $784,569  $814,473  $845485  $877,644
P.V. FACTOR 0.92593 0.85734 0.79383 0.73503 0.68058 0.63017 0.58349 0.54027 0.50025 0.46319
P.V. CASH FLOWS $96,610 $271,903 $393,330  $501,280  $495,417 $476,241 $457,789  $440,034  $422,953  $406,519
INDICATED OVERALL RATE OF RETURN [10 YEARS 1.2 3.3 5.1 7.0 7.5 7.8 8.1 8.4 8.7 9.0
INDICATED OVERALL RATE OF RETURN [5 YEARS] 13 3.7 5.7 7.8 8.3 8.6 9.0 9.3 9.6 10.0
SUM OF CASH FLOWS (10 Yrs.) $3,962,076 1758540
REVERSION N.O.I. $923,795 755734
REVERSION Ro 7.00% 7.00%
REVERSION VALUE $13,197,067 $10,796,201
SALE COSTS 3.0% (395,912) (323,886)
NET SALE PROCEEDS $12,801,155 $10,472,315
P.V. FACTOR 8.00% 0.46319 0.68058
P.V. REVERSION $5,929,412 $7,127,281
INDICATED MARKET VALUE $9,891,488 $8,885,822
Rounded To $9,890,000 $8,890,000
Indicated overall average rent per square foot $1.60 $1.66 $1.72 $1.78 $1.84 $1.90 $1.97 $2.04 $2.11 $2.19
per month

The estimated value range calculated by the Discounted Cash Flow Analysis is
from $8,890,000 to $9,890,000 (rounded). It should be noted that the return
calculated in this analysis is for a non leveraged investment. A leveraged
investment rate of return is estimated between 19%-21% at the time of asset
disposition.
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CORRELATION AND SUMMARY

In summary, it is our opinion that a properly constructed, managed and marketed self-
storage facility would be a profitable investment situated on the subject property. It is
important to understand that the key factors of supply and rental rates are monitored as
any development plan progresses to the construction phase. This is important as the
excess demand in the trade area is large but additions to supply could lengthen the lease
up period of a newly constructed facility. It is also imperative that current rents in the
trade area do not decline to insure a good return on any investment made in a new
facility. As with any new business, it will be necessary to properly market the new facility
to ensure a lease up is as short as possible. This will allow the facility to reach profitability
sooner and therefore show a return to the investors in a timely manner.

Marketing and Lease Up Times

Although it is important to lease up a facility in a timely fashion to start making a return
on investment, this must be balanced with the expected revenue from the proposed
facility. A full unit is always better than an empty unit however, a rented unit at a
discounted rate is never better than a rented unit at full rate. Using this logic, any
discounts or incentives that discount the listed price should be time limited. This is
especially important as the facility moves to a more fully occupied state and is not working
to fill empty lockers anymore. It would be detrimental to the income of the facility to
have it full of units that were given rates below the current listed rate and not be able to
take new customers at full price. There are many different ways this is handled across
the industry. Some facilities offer a month free when a year is pre-paid. Some offer a
percentage discount for the first number of months. Both of these are good options as
they have an end to a discounted rate. One of the major storage portfolios offers the
first month for one dollar. Although not always a profitable move, most storage users
stay for much longer. All of these techniques can be used in a balanced manner to create
a well occupied and profitable facility.

When attempting to lease up a new facility, it is important to make the surrounding
community aware that you have opened and have space available. This can be done a
number of different ways including on site events, involvement with sports teams or
community groups or sponsorship of local events. These activities will help the
community think of the new facility as part of it and will encourage local business.




1081-FS-XX-BC148A

Final Thoughts

The self-storage industry is, much like many other industries, about service. The service
of people being able to easily access their goods, pay for their locker or inquire about a
possible rental. In doing our market surveys of the area surrounding the potential facility,
some of the facilities failed in the service area. This is an area that a new facility can
stand above the rest.

The proposed facility being the only Third Generation, Class A facility will have some
distinct advantages over the competition in the trade area. If properly managed, these
advantages should allow the proposed facility to become the rate leader in the market
and command rates above lower quality facilities.

Supply and Demand is only an indicator of success at best. For a new facility to thrive in
any market, it will require proper management, marketing and proper construction from
the start. If these items come together, a successful facility should follow.
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CERTIFICATION

Market analysis of the feasibility of a proposed self-storage facility on a site located at
1485 Trans-Canada Highway, Kamloops, BC.

We certify that to the best of our knowledge and belief:
o The statements of fact contained in this report are true and correct;

o The reported analyses, opinions, and conclusions are limited only by the reported
assumptions and limiting conditions, and are our personal, impartial and unbiased
professional analyses, opinions and conclusions;

o We have no present or prospective interest in the property that is the subject of
this report, and no personal interest with respect to the parties involved;

o We are not in a conflict of interest to undertake this assignment;

o We have no bias with respect to the property that is the subject of this report or
to the parties involved with this assignment;

o Our engagement in and compensation for this assignment were not contingent
upon developing or reporting predetermined results, the amount of the value
estimate(s), or a conclusion favouring the client;

o Our analyses, opinions, and conclusions were developed, and this report has been
prepared in conformity with the Canadian Uniform Standards of Professional
Appraisal Practice;

o We have the knowledge, skills and experience to complete the assignment
competently;

o Patrick Wood, B.Sc, AIC Candidate made a personal inspection of the site which is
the subject of this report on August 24, 2017. The competitive facilities were
visited and surveyed for occupancy and rents between August 215t and August 24t
2017. Scott Humphreys, B.Comm, AACI, P.App, CRP did not inspect the subject
property;

o As of the date of this report the undersigned have fulfilled the requirements of The
Appraisal Institute of Canada Continuing Professional Development Program for

Members;

Scott Humphreys, B.Comm, AACI, P.App, CRP Patrick Wood, B.Sc, AIC Candidate

Dated this 14™ day of September, 2017
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Our File: 1081-FS-XX-BC148

August 29, 2017
NationWide Storage Trust
609 Granville Street
Vancouver, BC V7Y 1G5

Attention: Mr. Hugh Cartwright

Dear Mr. Cartwright

Re:

1485 Trans-Canada Highway, Kamloops, BC

We have been asked to complete Phase I of a feasibility study with respect to a
proposed self-storage development on a site located at 1485 Trans Canada Highway,
Kamloops, BC.

It is our opinion that the market conditions are conducive to the construction of a self-
storage facility at this location. We would advise that although there is a demand for
storage space in the Vancouver area, the proper unit mix, pricing and marketing will be
required to have a successful facility. Please see the details of possible demand for
self-storage contained in this report before making any decisions on moving forward.

The methodology of the initial phases of this study has included defining the extent of
the trade area and estimating the current demand for self-storage in consideration of
the demographic factors such as population, population growth, level of education,
housing, mobility, and income levels. The study includes a thorough inventory of the
existing supply of self-storage in this trade area.

Please feel free to contact us with any questions about this report or for further
explanation of any of the details contained within.

Respectfully submitted,
CANADIAN SELF STORAGE VALUATION SERVICES INC.

Scott Humphreys, B.Comm, AACI, P.App. Patrick Wood, B.Sc, AIC Candidate
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PURPOSE OF THE MARKET STUDY

The prospective owner of the property located at 1485 Trans-Canada Highway,
Kamloops, BC is proposing to construct a self-storage facility and has commissioned this
report to analyze the feasibility of the development. The purpose of this initial report is
to analyze the feasibility of the proposed self-storage development in consideration of
the current supply and demand for self-storage units within the specific trade area. The
research for this analysis was conducted between August 21t and 24, 2017 and
analysis and conclusions are based upon market conditions discovered during that time
period.

Date of Study
August 24, 2017

Date of Inspection
August 24, 2017

Scope of Work

During the course of this study, the appraiser:

e Inspected the subject site on August 24, 2017;

e Collected data regarding the local market and conducted a rental and occupancy
survey of the competitive facilities within a 15-kilometer area;

e Obtained and summarized information with respect to zoning and other land use
regulations;

e Reviewed sales and listing data with respect to sales of improved self-storage
facilities;

e Prepared a self-contained narrative feasibility report.

The appropriate market data was gathered through in-house information, sales and
listing data provided by agents active in this specialized market and discussions with
various participants in the self-storage market including agents, developers, owners and
property managers. The report was prepared in conformity with the Canadian Uniform
Standards of Appraisal Practice.



CONTINGENT AND LIMITING CONDITIONS

The market analyses contained in this report are based on a thorough and detailed
analysis of information derived from various sources. Some of this data has required
subjective interpretation and our terms of reference have, in some instances, required
us to make certain assumptions in arriving at our conclusions. As a result, the opinions
and conclusions contained in this report are subject to the following Contingent and
Limiting Conditions:

1.

No responsibility is assumed for legal factors pertaining to the state of title or for
technical matters relating to hidden or apparent conditions of the property which
were not brought to our attention and which may have an impact on the
potential to develop the property.

The recommendations contained in this report are based on information
gathered from various sources considered reliable and believed to be correct; it
is assumed that the information that we have gathered from these sources is
accurate and comprehensive.

Maps or plans appearing in this report are included for the sole purpose of visual
reference and should not be construed as legal surveys.

This report is prepared in confidence for the sole use of NationWide Storage
Trust. Liability to any other party relying on the report, without permission of
Canadian Self Storage Valuation Services Inc., is denied. The report is valid only
if it bears the original signature of the author(s).

The findings and conclusions of this report are based on market conditions
between August 21t and August 24t™, 2017. It is assumed that there will be no
significant change in the economy within the short term. If such a change
should occur it is recommended that the conclusions of the report be reviewed.



THE SELF STORAGE CONCEPT

Following is a brief introduction to the concept of self-storage.

Self-Storage
Concept

Physical
Appearance

Tenant Mix

The mini-storage or self-storage concept involves the provision of
safe and convenient storage spaces of varying sizes to users on an
individual basis, differing from a standard warehouse in offering much
smaller units in which goods are stored by tenants themselves.
Originating in Texas in the late 1960’s, the mini-storage idea spread
rapidly throughout the southern and western United States and was
introduced to Canada in the mid 1970’s.

Physically, the traditional conventional self-storage facility appears to
be rows of lockers or side-by-side garages; the majority of new
facilities in the southern urban centres are of tilt-up concrete
construction with engineered roof systems and buildings are clear
span with movable partitions.  Facilities in cold climates are
predominantly of metal construction which is best suited to withstand
the winter weather. Considerable changes have been made to
exterior designs of mini storage facilities in order that developments
may complement the surrounding neighbourhood development.
Ceiling heights are usually eight to ten feet although half-size lockers
of reduced height may also be offered in a stacked configuration in
urban locations. Unit modules are generally in multiples of five and
ten feet.

Since the late 1980’s, escalating land prices have resulted in the
development of two and three storey self-storage facilities in more
established urban markets with upper floors accessed by means of
freight elevators and movable stairs, pallets and dollies provided to
assist the tenant in transporting his goods to the locker.

Self-storage users comprise two major groups: residential (storing
personal effects) and business or commercial (storing industrial or
commercial enterprise material or inventory). Additional niche
markets target specific users, such as owners of boats, mobile homes
and recreational vehicles and storage of specialty items such as wine



Trade Area

Average size

storage. In the United States, both the military and student
populations form small but consistent segments of the market. The
major residential users include homeowners, apartment and
condominium dwellers and mobile home dwellers.

Business and commercial tenants traditionally comprise about 20% to
35% of the Canadian self-storage market and professional personnel
form an ever-increasing market (storing dead files and documents)
particularly at urban/downtown locations.

The trade area of a self-storage facility is generally identified as being
the area represented within a three to five-mile radius of a specific
site although the trading area is also affected by geographic
boundaries, existing competition and the proximity of freeways or
arterial routes which decrease travel time and enhance exposure of a
facility or serve as man-made barriers between areas. Ideally the
best exposure and access is available to “going-home traffic”.

Another means of determining the trade area is to identify and chart
the area within a ten-minute driving time of the facility.

In more spread out communities or communities that service a much
larger area as we see in the Prairie provinces, the trade area must be
expanded to take into account the additional traffic that will use a city
as a hub of activity. It should also be noted that in these areas,
driving an extra 10-20 minutes is much less of a hurdle than in more
densely populated areas.

The overall average facility size in the United States is 50,859 square
feet with approximately 489 units according to the 2015 Self Storage
Almanac; this would indicate an average unit size of 108 square feet.
By comparison, the average size of a facility in the Vancouver CMA is
estimated to be 39,352 square feet.



Management Historically, self-storage facilities over 40,000 square feet employed a

Facility
Access

Security

resident manager who was responsible for security, leasing units,
collections, answering inquiries and generally representing the owner
to the public. There was a movement in the late 1990’s, in the
United States and in Canada, away from employment of the typical
husband and wife resident management team for a number of
reasons not the least of which was the improvement in security
systems due to technological advances. In recent years, the advent
of online access and booking systems has made the job of an on-site
manager less intensive as many payment and unit booking related
activities have been moved to online platforms.

The latest U.S. statistics, reported in the 2015 Almanac, indicate that
32.1% of all U.S. facilities are managed by a full time on-site resident
manager; resident management is most prevalent in the West Pacific
Region with 50% of facilities managed by a resident manager. In
Canadian urban centres, the majority of new facilities have elected to
replace resident managers with off-site management in conjunction
with modern security technology and extended access hours.

Access is usually available to tenants for twelve to fifteen hours daily.
Some facilities offer 24-hour access units to their commercial tenants.
This service is offered at an additional fee by many facilities.

Most modern facilities are now protected by round-the-clock video
and electronic monitoring and computerized electronic gate access as
well as contact alarms, motion sensors, individually alarmed units,
and restricted elevator access. This has what the industry standard is
and is expected of most newly constructed facilities.



PROFILE OF THE SELF STORAGE USER

There was a study completed in 2014 for the Self-Storage Association which compares
data collected to the previous study done in 2007; the findings of the study suggest
that through the recession the industry has been stable, particularly penetration, but
there have been some shifts, specifically with respect to the most favoured unit size
and lengths of stay; italics inserted are mine and point out significant differences
between the two studies.

The largest single user of self-storage is the owner of a single family house (68%
of all self-storage renters in the U.S.) and the majority of these self-storage
renters are using self-storage as a source of additional not primary storage as
they have some sort of extra storage space in their homes in the form of a
garage (64%), an attic (47%), or a basement (33%). There has been a 3%
shift from proportions of single family home residents to
apartment/condo residences since 2007.

In the U.S. the single largest group of self-storage renters is in the $125,000 plus
income bracket (15%) followed by the less than $20,000 income bracket (13%).
In 2007, the largest group was the less than $20,000 bracket (19%). This
suggests that there is a more affluent renter group than previously but there are
still a large proportion of renters with household incomes of less than $40,000
annually.

Most renters are employed full time (39%), followed by retirees (19%), and self-
employed (18%). In 2007 53% of all renters had full-time employment and
fewer were retirees or self-employed. This finding suggests that there may
be a larger retired renter population than previously estimated.

Most renter households are located in suburban areas (50%) and urban (35%)
areas with a smaller proportion located in rural areas (21%). Urban is defined
by the U.S. Census Bureau as core census block groups of at least 1000 people
per square mile with surrounding census blocks of at least 500 people per square
mile. The study relied on self-reporting, as there is no definition for suburban as
a subset of urban, and defined rural as less than 500 persons per square mile.
Since 2007 there has been a shift from urban (-2%) to suburban
(+6%) and rural (+8%).



The single most popular unit size is still the 10" x 10" unit (30%) followed by the
5" x 10’ unit (23%). The third most popular unit sizes are the 10’ x 15" and 10’ x
20’ (each 16%). Rental of smaller units (5’ x 5’) has increased by 4% and rental
of larger units (10" x 30" and larger) has decreased by 5% since 2007. The
conclusion is that the smaller units are more popular since the
recession when many tenants downsized. 57% of all units rented comprise
exterior drive-up units; 19% of renters rent interior drive-up units; 18% rent
interior units accessed by elevator. These proportions are unchanged since
2007.

45% of renters travel less than 10 minutes to get to their units and another 35%
travel 10 to 19 minutes (unchanged since 2007).

Payment by credit card (30%) has outstripped payment by cheque
(23%), which was the most favoured form of payment in 2007, and
payment online has increased by 4% to 16%.

32% of tenants visit their unit once a month; 24% visit 3-6 times a year and
29% visit every two weeks. 45% of all tenants travel less than 10 minutes to
get to their unit; 35% travel 10 to 19 minutes.

The primary reason for renting self-storage is that there is no room for the items
at the residence (53%); the second most prevalent reason for utilizing self-
storage was for temporary storage while changing residence (41%). The next
two reasons have significantly lower incidence: “items no longer needed/wanted”
(16%) and “storing a relative’s items due to changes in their living situation”
(14%). 11% of tenants are storing items inherited. A/l of these reasons and
their ranking are unchanged since the earlier report but in 2007 a
larger proportion of tenants were renting self-storage temporarily
while changing residence (49%). The conclusion is that with the
slowdown of the housing market there have been fewer movers.

The most prevalent item stored is “indoor furniture” (60%), followed by
pictures/photos/paintings (55%), “kitchenware” (55%), clothing (51%), holiday
seasonal items (51%); household supplies (50%), and books and magazines
(48%). These findings are very similar to those of the 2007 study.



When asked to indicate how they found the facility where they are storing their
goods, 43% of all respondents reported that they saw the facility while driving,
22% found the facility through word of mouth , and 18% used the internet (by
comparison to 4% in 2007).

First contact with the facility was in person in 47% of all cases; followed by
telephone contact (43% of first contacts); and distantly by contact via the
internet (6%). 53% of all tenants rented from the first facility that they
contacted while 19% contacted one other facility while looking and 27%
contacted more than one other facility.

The most important information requested by prospective tenants was price
(92%); followed by size (77%); availability of units (70%); location (42%); and
amenities offered (30%). This was consistent with the 2007 study.

The top-rated features were found to be drive-up parking at the unit (80%);
anytime access (77%); electronic entrance gates (75%); pest control (71%);
and closeness to the residence (70%).

The bottom-rated features were found to be customer mail boxes (7%); pick-up
and delivery services (10%); specialized containers for unique items (10%); and
shelving in the storage units (20%).

Among current self-storage renters, 44% of the entire consumer self-storage
market were self-classified as “temporary renters” (down from 54% in 2007) and
“long term renters” form 46% of the total market (up 8% from 2007). The
decrease in temporary renters is believed to be the result of the economic
recession as most temporary renters rent units while they are in the process of
moving or remodeling. 63% of temporary renters plan to keep their units one
year or less (most commonly 3 to 6 months) and 69% of long term renters plan
to keep their units more than one year.

The estimated penetration with respect to businesses is inconclusive because of
the difficulty of estimating the total number of businesses; the best estimate is
that penetration has remained consistent. 79% of businesses renting have fewer
than 100 employees. The top five types of businesses using storage are:
professional services (18%); health care (10%); retail (10%); manufacturing
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(7%) and education (6%). The location of businesses using storage has shifted
from urban (-9%) to suburban (+7%) and rural (+3%). 61% of business
tenants rent one unit and 59% are renting an exterior drive-up unit. 23% are
renting a 10" x 10’ (up 5% since 2007) but 20% are renting a 10" x 30" or larger
(up 8% since 2007). 52% of business tenants are renting for two years plus.

e 45% of business tenants visit the unit once a month or less and 37% pay by
cheque (followed by 34% paying by debit or credit). 42% of businesses travel
10 minutes or less to reach their unit.

e Items that businesses store include: overflow furniture, supplies, and equipment
(41%); inventory (35%); records required by government regulations (33%);
other records (24%); items no longer needed or wanted (24%). The main items
stored are: paper-based records (47%), inventory (35%); furniture (35%);
equipment excluding computers (34%); and office supplies (27%).

e The top amenities desired are anytime access (75%); closeness to place of work
(71%); drive-up units (69%); discounts for long term storage (68%); and pest
control (63%). The bottom amenities desired are: mail boxes (9%); telephone
service in the unit (15%); availability of truck rentals (16%); internet availability
in the unit (16%); and the availability of storage aids for sale (18%). Specialized
services desired include: a log of unit access (38%); customized interior finishing
(22%); the ability to fax or e-mail electronic copies of records (17%); pick-up
and delivery services (16%); and consulting regarding the efficient archiving of
records (14%).

The important findings of the study include the conclusion that there is no “storage
cliff” impending; that tenants are actually staying and planning to stay for longer
periods; that penetration rates are constant; and that growth can be anticipated as the
economy recovers and particularly as the housing market bounces back. The trend
through the recession has been toward renting smaller units and rents are almost
unchanged from 2007. The overall conclusion of the study is “cautiously optimistic”.
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2015 Canadian Survey for the 2016 Self Storage Almanac

A Canadian section was added to the 2016 Self Storage Almanac based on the results
of a survey completed in 2015 by a relatively small proportion of owners. In general,
Canadian facilities appear to have a greater proportion of commercial tenants than
those of the U.S. as indicated by the following table. The average rental period in
Canada appears to be longer for two categories of tenant, the military and students,
about the same for residential tenants, and shorter for commercial tenants as shown by
the following combined table.

Tenant Mix Commercial Residential Military Students
Canada 25.5% 63.4% 7.4% 5.2%
U.S. 18.7% 75.0% 3.2% 3.1%
Length of Stay (months) Commercial Residential Military Students
Canada 22.7 16.7 20.6 16.1

U.S. 30.9 16.5 8.8 3.6

Canadian facilities are slightly larger than U.S. facilities overall with a slightly smaller
average unit size and a greater proportion of the smallest unit size category (5’ x 5').
The Canadian responses indicate that facilities have fewer competitors within a five mile
radius (4.5 by comparison to 7.7 in the U.S.). The following tables summarize
occupancy by province (excluding facilities in rent-up), by NRA, by number of units, by
market area, and by age of the facility.
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NATIONAL OCCUPANCY RATE TRENDS EXCLUDING FACILITIES IN LEASE-UP

Provinces and Territories Physical Economic Difference

Alberta 82.0% 78.9% 2.1%

British Columbia 86.5% 71.6% 14.9%

Manitoba insufficient responses insufficient responses

New Brunswick 88.2% 84.0% 4.2%

Newfoundland insufficient responses insufficient responses

Northwest Territories 85.0% 81.0% 4.0%

Nunavut insufficient responses insufficient responses

Ontario 75.9% 70.2% 5.7%

Quebec 78.5% 76.1% 2.4%

Saskatchewan 82.0% 79.1% 2.9%

Yukon Territory insufficient responses insufficient responses

NATIONAL 79.9% 74.1% 5.8%
OCCUPANCY RATE BY RENTABLE SQUARE FOOTAGE

Square Footage Physical Economic Difference

Less than 25,000 77.0% 75.8% 1.2%

25,000 to 49,999 83.6% 80.8% 2.8%

50,000 to 74,999 76.3% 74.1% 2.2%

75,000 to 99,999 74.4% 71.3% 3.1%

100,000 or more 78.7% 75.4% 3.3%

ALL SIZES 78.8% 76.3% 2.5%

OCCUPANCY RATE NUMBER OF UNITS

Number of Units Physical Economic Difference

1to 99 77.5% 73.9% 3.6%

100 to 299 82.5% 78.6% 3.9%

300 to 499 80.0% 77.3% 2.7%

500 to 999 75.2% 72.9% 2.1%

1,000 or more 74.4% 71.1% 3.3%

ALL SIZES 78.8% 75.5% 2.3%

OCCUPANCY RATE BY MARKET AREA

Market Area Physical Economic Difference

Urban 78.0% 73.0% 5.0%

Suburban 77.0% 73.5% 3.5%

Rural* (statistics not reliable) 81.3% 61.0% 20.3%

ALL AREAS 78.1% 71.5% 6.6%

OCCUPANCY RATE BY YEAR FACILITY BUILT

Year Facility Built Physical Economic Difference

Prior to 1981 80.3% 64.7% 15.6%

1981 to 1985 71.0% 68.0% 3.0%

1986 to 1990 85.3% 83.9% 1.4%

1991 to 1995 77.8% 60.0% 17.8%

1996 to 2000 82.5% 79.1% 3.4%

2001 to 2005 79.9% 74.9% 5.0%

2006 or after 72.2% 64.4% 7.8%

ALL AGES 78.1% 71.5% 6.6%
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SELF-STORAGE MARKET IN B.C.

Sales and Acquisitions

Market activity Canada-wide was influenced by the acquisitions of InStorage Real Estate
Investment Trust, which was formed in August 2006, as the first Canadian REIT
developed specifically to acquire self-storage. Most of the REIT’s holdings were
acquired through the purchase of portfolios or individual properties in the twelve
months between August 2006 and August 2007. The REIT purchased only one
property after August 2007, although it purchased its own development arm in late
2008, adding eight properties in varying stages of lease-up to its portfolio; in March
2009 the acquisition of all of the units of the REIT was completed by Storage Mart. The
majority of the properties are located in Ontario; although a development site in
Vancouver was purchased and developed, no operating B.C. properties were acquired.

Over the past eight years, there has been an average of four sales of self-storage
facilities per year in B.C. ranging from a low of one sale in 2008 to seven sales in 2007
and 2010.

e In 2007, there were seven sales, including two sales of the same property in
Coquitlam and one sale in the Vancouver West End that was a land play. The
rest of the properties were less than 34,000 square feet in net rentable area and
were located outside the Lower Mainland in Prince George, Sicamous, Kamloops,
and Ladysmith.

e In 2008, there was one share sale of a 26,000 square foot facility in the Interior.

e In the first half of 2009 there were two sales of small facilities (under 17,000
square feet) on the Island, and then two larger facilities sold at the end of the
year, one in Kelowna (89,943 square feet) and one in Surrey (88,756 square
feet).

e In 2010, other than the sale of a 65,000 square foot facility in Coquitlam to the
Ministry of Highways to accommodate the road system serving the expansion of
the Port Mann Bridge, there were six sales of smaller facilities (less than 31,000
square feet) in Kamloops, Comox, Campbell River, Parksville, Creston, and
Gibsons Landing.
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In 2011, there were three completed sales: All-Secure Self-Storage, a 38,638
square foot facility in Courtenay; R-Xtra Self Storage, a facility of 50,632 square
feet located in Vernon; and Apex Osoyoos, a 29,310 square foot facility.

e In 2012, there were four sales in the Lower Mainland, three of which comprised
a portfolio sale, and two sales of smaller facilities in Salmon Arm (15,500 square
feet) and Kamloops (22,800 square feet).

e In 2013, there was a sale of a facility in Esquimalt, a sale of a small facility in
Cranbrook, and another small facility in Vernon.

e In 2014, we are aware of four sales in BC, including Keating Self Storage in
Central Saanich that comprises 55,000 sq. ft. of NRA and sold in June, The Storit
Place in Vernon that comprises 24,600 square feet of buildings and 84 storage
containers and sold in May, and Ace Self Storage and Sun Valley Mini Storage in
Kamloops that each comprise 34,000 square feet are currently under offer.

e In 2015 there have been a number of smaller facilities transact due to the lower
Capitalizations rates being seen in the marketplace. In addition, The Storage For
Your Life Portfolio has recently sold at a reported Capitalization rate of under
6%, a first for the storage market in British Columbia.

e 2016 has seen very few transactions take place with sales being limited to
smaller facilities in secondary and tertiary markets. Due to this, we have seen an
increase in construction of facilities in primary and secondary markets.

e 2017 has seen sales of facilities in Chilliwack and in Prince George in the first half
of the year as well as two facilities in Kamloops in the second half of 2017.

Therefore, except for 2008, the number of sales in B.C. in the last eight years has been
relatively consistent, though 20 of the 35 sales have been in the price range of
$3,100,000 or less, with an average sale price of under $2,000,000. Since 2006, there
have been only ten sales of self-storage properties in B.C. over 35,000 square feet in
size and there have been only six sales of properties exceeding $9,500,000 in value.
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During the same time period, two Lower Mainland portfolios were offered on the
market, each comprising four facilities. The Advanced Storage Centres portfolio was
put under contract in July 2007, but after several extensions, the purchaser did not
complete the transaction and the sale collapsed in March 2008. The Apex portfolio was
offered for sale in the Spring of 2010 with the deadline for bids set for September 2010;
the property was under offer until March 2011, when the transaction collapsed.

The purchaser was the same in each instance and the circumstances surrounding the
collapse of the transactions were very similar. The Apex portfolio was put back on the
market (three Lower Mainland properties only) and was purchased by Sentinel Self
Storage; the transaction closed in February, 2012. 2015 saw the sale of the Storage
For Your Life Portfolio to Access storage out of Toronto.

In the last five years, despite the vicissitudes of the economy, capitalization rates for
self-storage in British Columbia have not risen but have remained steady or
compressed. This is mainly due to continuing low interest rates, lack of available
quality product, and the on-going interest in self-storage as an investment.

Ownership Profile

In the Vancouver Lower Mainland, 57% of the total net rentable area of self-storage is
held in seven portfolios (each containing at least three facilities) or 52 of the 106
facilities. The rest of the inventory is owned by individuals or companies that have
either one or two facilities.

e Public Storage, the largest U.S. self-storage owner/developer, has the largest
portfolio in the Lower Mainland with 962,000 square feet in 14 facilities since one
site was acquired by the Ministry of Transportation to accommodate highway
expansion. The most recent development by Public Storage was a 74,340
square foot facility completed in 2006 in the City of Vancouver and their Braid
Street facility is being expanded by 33,627 square feet.

e Maple Leaf Self Storage has the second largest portfolio with 885,600 square
feet in 10 facilities. The most recent development was in the City of Vancouver
in 2008/2009 (75,487 square feet).
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The third largest portfolio is owned by U-Haul, another U.S. company who
purchased the Cambridge portfolio in 2000; there are 11 Lower Mainland
facilities with a net rentable area of 575,690 square feet. U-Haul purchased a
land and a building on SE Marine Drive in the City of Vancouver in 2005 and
converted the building in 2010/2011 to offer over 108,000 square feet of self-
storage as well as 15,000 square feet of storage for portable containers.

Self Storage Depot has a portfolio of 6 facilities with a net rentable area of
382,270 square feet (including the expansion of Langley) to be completed in
2015.

Advanced Storage Centres comprises a portfolio of 4 facilities with a net rentable
area of 303,000 square feet.

Sentinel Storage purchased the 3-property Apex Lower Mainland portfolio of
178,700 square feet in early 2012.

Storage For Your Life has a portfolio of 4 facilities totaling 297,305 square feet
of NRA (self-storage only) and was recently been purchased by Access Storage
of Toronto in late 2015.

In Mid 2017 Storage Vault Acquired the 23 property Sentinel storage portfolio
including the 3 properties Sentinel had acquired from Apex in 2012.

Storage Vault acquired Halston storage in Kamloops and is in negotiations to
acquire 4 corners storage at the time of this report.
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IDENTIFICATION OF THE TRADE AREA

The subject trade area has been identified after consideration of the existing and
proposed competition, neighborhoods, travel patterns and geographical boundaries. As
the City of Kamloops is a very diverse area geographically, we have expanded the trade
area to include all of the City of Kamloops. We have made this decision based on the
fact that the population density is not evenly distributed throughout Kamloops and the
city is very geographically spread out. In addition to these factors, most of the storage
facilities in the City of Kamloops are clustered together in the Halston light industrial
and commercial areas away from most residential developments.

The primary trade area consists of a population of 90,280 full time residents as of the
2016 national census. The metropolitan area of Kamloops has a population of 103,811
and include the First Nation reserves in the Kamloops area. This is the population we
will use for the purpose of this analysis.

LOCATION

Kamloops BC is part of Thompson Regional District in Province of BC.
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CITY OF KAMLOOPS

Kamloops is a city in south central British Columbia at the confluence of the two
branches of the Thompson River near Kamloops Lake. It is the largest community in
the Thompson-Nicola Regional District and the location of the regional district's offices.
The surrounding region is more commonly referred to as the Thompson Country. It is
ranked 37™ on the list of the 100 largest metropolitan areas in Canada and represents
the 44t largest census agglomeration nationwide, with 90,280 residents in 2016.

Industries in the Kamloops area include primary resource processing such as Domtar
Kamloops Pulp Mill, Tolko-Heffley Creek Plywood and Veneer, Lafarge Cement, Highland
Valley Copper Mine (in Logan Lake), and others. RIH (Royal Inland Hospital) is the
city's largest employer. TRU (Thompson Rivers University) serves a student body of
10,000 including a diverse international contingent mainly from Asian countries.
Thompson Rivers University, Open Learning (TRU-OL) is the biggest distance education
provider in British Columbia and one of the biggest in Canada.




18

NEIGHBOURHOOD DESCRIPTION

The area surrounding the subject property is of commercial nature with the Aberdeen
Mall and Costco a short distance away. The areas to the south are commercial and
residential in nature with some new residential housing development taking place. The
proposed location of the subject facility is on the corner of the Trans-Canada Highway
and Pacific Way with excellent exposure and easy access to the proposed facility from a
nearby major transportation route; The Trans-Canada Highway, Pacific Way and Hugh
Allan Drive
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SITE DESCRIPTION

The proposed site is located within a commercial area in the City of Kamloops. The site
is currently occupied by a light industrial building used for an Shipping Business. The
surrounding areas are of similar light Commercial uses with some single and multifamily
residential in the surrounding areas as well.

Size: 57,934 ft? (City of Kamloops).
Topography: Level topography.

Services: Piped water. Sanitary and storm sewers. Overhead mounted hydro,
telephone and cablevision. Natural gas is also available.

Access: Site is accessed from Pacific Way and Hugh Allan Drive.

Exposure: Exposure is excelent with site visible from Franklin and Powell Streets.
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COMPETITION FOR PROPOSED FACILITY

There are eight (8) facilities in Kamloops that would be considered direct competition to
the proposed project. The total amount of storage supplied by these facilities is
approximately 264,800 ft2. At the time of our survey all facilities were between 95-
100% occupied with many taking waiting lists for certain locker sizes. General details
of these facilities are explained below.

Ace Self Storage — 651 Athabasca Street

This facility is located 5km north east of the proposed location. It consists of 24,000 ft2
of NRA and is all exterior access storage. This facility offers parking for RV’s and
vehicles. The exposure would be considered average and access would be considered
good. Its location in a light industrial area away from significant residential
development would be considered a negative attribute.

Halston Mini Storage — 1271 Salish Road

This facility is located 6 km to the north east of the subject property and consists of
approximately 23,000 ft?> NRA of storage space. This facility was recently purchased by
storage vault and is in the process of becoming a Storage for Your Life location.
Parking for RV’s and cars is also offered at this location.

Los Rios Storage — 795 Athabasca Street

This is a small facility consisting of 7,500 ft> NRA with expansion potential. It is located
6km North east of the proposed property. This facility offers parking for RV’s and
vehicles but does not have an onsite office for rentals. All storage is externally
accessed and is unheated.

McGill Storage — 1226 McGill Road

This facility is located 2 km north of the proposed location and consists of 24,500 ft? of
NRA. This facility offers a mix of internal and external storage with some heated units.
RV and vehicle parking is also available on site. There is very little residential
development in the vicinity of this facility however it is in close proximity to the local
University.
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Versatile Storage — 2095 Trans-Canada Highway

This is an older facility located 2 km to the west of the proposed facility with a NRA of
approximately 35,000 ft2. It is located adjacent to the Trans-Canada Highway and has
excellent exposure but only good access. This facility offers outdoor storage for RV’s
and vehicles as well.

4 Corners Storage — 1298 Kootenay Way

This facility id comprised of three locations spread across Kamloops. The Iron Mask
location is approximately 2km to the west while the Halston location is 6km north east.
The Dallas Drive location is 10 km east of the proposed location. The total facility is
47,070 ft? of NRA with the majority being located at the Halston location. This facility is
currently under contract for purchase by Storage Vault with a closing date later this
year.

Storage For Your Life — 600 Okanogan Way

This facility is located 5km north east of the proposed location and is two nearly
locations operated as a single facility. This facility consists of 51,000 ft? of NRA and is
all externally accessible storage. This facility offers RV and vehicle storage as well.
Storage Vault Canada is the operator of this facility.

Budget Storage — 820 Notre Dame Ave

This is an older facility with a mix of internal and external heated storage. This facility
is located 2 km north east of the proposed facility and shares its location with a budget
car and truck rental kiosk. This facility is comprised of 51,550 ft2 of NRA spread over
498 units.
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ANALYSIS OF DEMAND

POPULATION TRENDS

Growth in the Kamloops Metropolitan area has been steady over the past decade at
around 0.66% per year. This makes the current population of what we would consider
the total trade area to be 103,811 as of the end of 2016. The population is estimated
to rise to 107,237 by 2021. The growth trend in the total trade area is expected to
remain steady over the next decade with new housing construction keeping pace with
population demand for the foreseeable future.

CHARACTERISTICS OF THE TRADE AREA POPULATION

To follow are the population statistics that are most important to successful self-storage
developments in any area. These statistics give a good overview of current and future
conditions in the trade area and are helpful in planning long-term growth and marketing
strategies. Kamloops is a steadily growing community, and as such, as the population
grows its demographics may change. These statistics should be reviewed from time to
time. As the statistics used in this analysis came from many different Municipal and
Provincial sources, we have presented an overview and summary of our findings after
examining all the data from relevant sources.
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AGE COMPOSITION

The age distribution in the Kamloops area is heavily weighted towards the younger and
middle generations with a sharp decline in the age cohorts over 74 years of age. In
self-storage we see participation in the market increase as the population grows into
the middle aged category. When we look at very successful self-storage markets we
see a bulk of the population between ages 35-64. In the case of the trade area, we do
see a large portion of the population in this age bracket with the distribution weighted
heavily towards the bottom end of the grouping. By having such a large grouping of
the population in the section of the target market for storage, it would be expected that
the demand for self-storage will stay steady if not increase as these age groups mature
and acquire more possessions. This is a positive sign for storage demand in the coming
years.
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EDUCATION

Education is a good determining factor of the possible demand for self-storage in a
community. As education increases, so does income. This plays a large role in the
demand for self-storage as higher income groups have higher demand for self-storage
units. The trade area has a large portion of the population with a high school
education. This is a good indication for self-storage demand as it usually speaks to a
higher earning potential for the residents with education. Although this data is
somewhat dated (2011), we can assume that with the growth in new residents and the
number of new homes being purchased, this statistic will, in the worst case scenario,
remain the same, but will more than likely improve as new residents move to the trade
area. This above average level of education is a positive sign for self-storage demand
in the short term.

Education attainment in this city

University
certificate

University
certificate,
below bachelor

High school
certificate

Apprenticeship
Mo certificate

College
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HOUSING STOCK

The most significant factor influencing the potential demand for self-storage is the
composition of the housing stock and any shift in that composition. Kamloops and the
surrounding areas have a high proportion of single detached houses. There is also a
great deal of development of multi-family nature currently taking place with
approximately 750 multi-family units currently being built with another 1,500 units in
the short to mid-term planning phases. This mixture of housing is very conducive to
high levels of self-storage usage. It should also be noted that most of the newly
constructed housing is smaller in size and will lack extra space to store items. This
factor should only serve to increase the demand for storage as these newly built houses
become occupied in the near to mid-term.

Kamloops
Structural type of dwelling number %
Total - Structural type of dwelling 40,725 100.0
Single-detached house 23,725 58.3
Semi-detached house 2715 6.7
Row house 3,205 79
j:t;;?;t;l;ent, building that has five or more 680 17
j:fea;ttn;?en;;j building that has fewer than 5935 146
Apartment, duplex 2,600 6.4
Other single-attached house |11 45 0.1
Movable dwelling ' 12 1,825 45
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EMPLOYMENT

Historically, the unemployment rate for Kamloops has been below that of the Province.
This holds true today and for the near future. This would be considered a positive
factor for storage demand. The unemployment rate in the Province of BC has been
falling over the past years and the City of Kamloops has followed this trend. Moving
forward, we expect to see high levels of employment continue in the Kamloops area
due to its diverse economy and its role as a hub city for the interior of BC. This will
continue to drive demand for self-storage in the short to midterm. In addition to the
low rate of unemployment, Kamloops has historically had a larger than average
proportion of labour force participation meaning more of the population is working on a
percentage basis than the average in BC.

Labour force activity in Kamfoops

Employed

Unemployed

Mot in the
labour force |GG

I This city Province
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SUMMARY OF DEMAND ANALYSIS

Following is a summary of the strengths and weaknesses of the subject trade area
indicated by the demographic analysis:

STRENGTHS:

The population growth in the Kamloops area is above the provincial average and is
projected to continue at a steady pace for the next 10-15 years. This coupled with the
demographic factors explained above point towards an increased growth in demand for
self-storage. It is important to note that there is a large increase in demand for self-
storage as a population ages. Some areas in Kamloops have average incomes that are
up to 25% higher than the Province of BC as a whole. This is beneficial to storage
facilities in the surrounding areas as it will allow a higher price point to be achieved
across all locker classes.

WEAKNESS:

Overall, the Kamloops area has a lower than average socio-economic status than the
Province of BC. This means that the average income, education, employment and
housing is on a whole inferior to that of the Province as a whole. This means the
demand for storage may be less than what is seen in more affluent areas. Having said
this, the continued prosperity of the Kamloops area is dependent on the continued
prosperity of the economy as a whole due in large part to the nature of a great deal of
the industry in the Kamloops area. If the economy were to stall or enter into a
recession, expenditures on products and services in the Kamloops area would be
reduced and, it would in turn cause a reduction in economic growth and demand for
storage. In addition to this, the storage facilities in Kamloops are not tightly clustered
for the most part and therefore compete with one another for the same customers in
the trade area. This makes proper management and marketing even more important
than at a facility with few competitors.
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SUMMARY OF SUPPLY ANALYSIS

There have been no cross-Canadian surveys with respect to self-storage demand and
supply although the supply of self-storage is well documented in the United States. Key
to the determination of the extent of demand for additional self-storage is a projection
of the amount of space that the trade area is able to absorb. However, the supply in
the immediate trade area is less than adequate. Following is a discussion of the
positives and negatives with respect to the existing and proposed supply in the subject
trade area and the effect of adding an additional facility to the supply.

POSITIVES NEGATIVES

Current supply in the trade area as a whole is

2 55 square feet per capita. Kamloops has a large geographic area.

Established large storage operators in the

A to be in the 95-
verage occupancy appears to be in the trade area.

100% range with some units available at the
time of our survey.

After completing and analyzing our survey of the primary trade area, we have come to
the conclusion that the supply of self-storage units in the trade area is less than
adequate. There is an under supply of self-storage in the Vancouver area that a new
facility could capitalize on.

MARKET PENETRATION

Primary Trade Area Based on existing space 2.55 sq. ft. per capita

Based on estimated occupied space | 2.42 sq. ft. per capita

The Kamloops per capita storage level, when compared to the national average for
storage, is undersupplied by at least half a square foot per capita. Currently the supply
of Class A, third generation, facilities is not sufficient.
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MARKET DEPTH

Survey research and zip code studies confirm that demand or customers for a typical
self-storage come from a five mile radius of the site. This is borne out by analysis of
the customer base of suburban Canadian facilities by postal code as well. It is very
difficult to induce demand for self-storage from outside the trade area.

Based on the findings of the most recent self-storage demand study published by the
Self-Storage Association, which included a Canadian section, as well as the results of
the first Canadian survey published in the 2016 Self-Storage Almanac, one of the
traditional formulas has been updated as follows:

Every 30 single family houses requires 100 square feet of self-storage
Every 30 ground oriented multi-family units requires 75 square feet of storage
Every 30 multi-family apartment units requires 50 square feet of storage
Every 30 moveable units requires 25 square feet of storage

Each $5000 of retail sales per capita x # of residents requires 0.50 square foot of self-
storage. Based on this formula the following demand is indicated:

Kamloops Metropolitan Area

Year 2016 Formula DEE?? )n d Czp?irta
SF houses 25,340 | 1/30 x 100 s.f. 84,466
Ground oriented MF units 9,345 | 1/30 x 75 s.f. 23,363
MF units (apartments) 6,705 | 1/30 x 50 s.f. 11,175
Moveable units 1,825 | 1/30= 25 s.f. 1,521
Retail sales/cap $19,149 | retail sales/$5000 x 198,787
population x .5
Total Market Depth 319,312 2.84
Less occupied self-storage space 251,555 2.42
Potential Residual Demand [best case scenario] 67,757 | 0.65
Less space available in Vancouver 13,239
Potential Residual Demand [worst case scenario] 54517 | 0.53
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As shown by the analysis above, there is currently an under supply of self-storage in
the trade area of 54,517 square feet if all other storage would have to be rented to
100% before any new facility would see demand. This would be considered the worst
case scenario. The best case scenario shows an excess demand currently of 67,757
square feet.

Future Growth

Assuming the population growth rate remains constant over the next five years, we
would expect the population to increase by about 3,500 people by 2021. This would
equate to a minimum new storage demand of 10,000 square feet bringing the total
under supply to just over 71,000 square feet best case scenario. This estimate is based
of growth projections and uses the current per capita demand for storage as the
amount new residents would demand after moving to the area without the construction
of any new storage facilities.

Occupancy numbers

It should be noted that industry standard for occupancy in the self-storage market place
ranges from 85-87% and the current occupancy numbers at the existing facilities in the
trade area are averaging above 95% occupancy with some facilities completely full at
the time of survey. This shows that the current undersupply of storage cannot be
readily absorbed by the current supply of storage in these facilities. These occupancy
numbers also points to a situation where there may be more demand from the current
storage users who are in a situation where they do not have the ideal storage unit or
storage locations and would move to a new facility to get either a larger or smaller unit
or a better located unit that is currently not available in the storage facilities today.
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ANALYSIS OF THE SUBJECT SITE
Exposure:

The proposed location of this facility is a off the Trans Canada-Highway which is the
major arterial route for the City of Kamloops and transit route through the interior of
BC. There is excellent exposure directly to Pacific Way and Hugh Allan Drive. The site
is situated on the corner of Pacific Way and Hugh Allan Drive which are heavily traveled
streets in the west of Kamloops. Recently, single and multi-family developments have
been proposed and approved in the surrounding areas. These new developments will
increase residents in the surrounding areas and increase the demand for storage. The
Aberdeen Mall is a short drive to the north and there are numerous small commercial
centers in the immediate area of the subject location.

Access:

Currently, access to the proposed site would be considered excellent as it is easily
accessible from major routes such as the Trans-Canada Highway and Pacific Way. As
the facility can be seen from the Trans-Canada Highway, we would advise that all
efforts possible be made to advertise the facility to this major transportation route.

Site Configuration, Size and Conditions:

The site is currently developed with a commercial building that once housed a
restaurant and will be demolished to build the new facility. The site area is 57,934 ft?
and is zoned for immediate redevelopment.
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SUMMARY OF FINDINGS

The most positive demographic factor with respect to the subject trade area is
the age composition of the population; there is a small proportion of pre-retirees
as well as a large proportion of the middle age and younger cohorts. The trade
area has a pre-retirement age group along with a large group that is at the edge
of entering the prime age group for self-storage. This should keep the demand
for storage increasing in the short to mid-term as these groups grow into storage
users.

With respect to housing, the combined trade area reflects a high level of single
detached housing and of multi-family units, particularly apartment units. It also
shows a large number of owner occupied housing. This is generally considered a
positive factor with respect to self-storage demand as it correlates with lower
mobility of the population and thus longer average stays in self-storage and a
higher per capita demand for storage.

In our opinion, the supply of self-storage in the trade area as a whole is
supportable and indicates that additional self-storage space could be absorbed
readily.

The current population is under supplied by the offerings of self-storage leaving
an opportunity for a new facility to service this demand. In addition, it has been
indicated that customers have shown a preference of higher quality storage at a
higher price as opposed to low quality storage at a low price. This should be
further examined so that a new facility can maximize on these users, thus
gaining a better facility average for rental rates.
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RECOMMENDATIONS

It has not been within the purview of this study to comment upon the economy
as a whole but rather to focus in on the self-storage market and the
demographic factors affecting demand. However, few industries flourish in a
recession. The Province of British Columbia has had strong economic
performance over the past five years. This trend is forecast to continue but
given the uncertainty in the world economy, the economy in Canada as a whole
is currently growing very slowly. These factors coupled with the uncertainty of a
new Provincial Government in BC points to some uncertainty in the near to id
term. Any downward change in the growth rate of the Canadian economy as a
whole may begin to slow growth in BC and thus lessen the demand for storage
in the province.

According to our research, there is currently an under supply of self-storage in
the City of Kamloops. This information, although found through our extensive
research into demographics, supply, demand and other factors that impact self-
storage, is probably known by current operators. We would advise that you be
vigilant for new facilities in the planning stages that may affect the overall supply
of self-storage including the two facilities in the planning phases in the same
neighborhood.

In summary, although there is an under supply of self-storage space currently in
the market, new facilities could impact the opening of the proposed facility. With
the projected economic growth in the region, there will no doubt be demand for
self-storage that will out strip any current developments in the future. In making
a decision on whether or not to go ahead, one must weigh all of these factors.
We would advise you to proceed with this development given the supply and
demand factors presented in this report.
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CERTIFICATION

Market analysis of the feasibility of a proposed self-storage facility on a site located at
1485 Trans-Canada Highway, Kamloops, BC.

We certify that to the best of my knowledge and belief:

a

a

The statements of fact contained in this report are true and correct;

The reported analyses, opinions, and conclusions are limited only by the reported
assumptions and limiting conditions, and are my personal, impartial and
unbiased professional analyses, opinions and conclusions;

We have no present or prospective interest in the property that is the subject of
this report, and no personal interest with respect to the parties involved;

We are not in a conflict of interest to undertake this assignment;

We have no bias with respect to the property that is the subject of this report or
to the parties involved with this assignment;

Our engagement in and compensation for this assignment were not contingent
upon developing or reporting predetermined results, the amount of the value
estimate(s), or a conclusion favouring the client;

Our analyses, opinions, and conclusions were developed, and this report has
been prepared in conformity with the Canadian Uniform Standards of
Professional Appraisal Practice;

We have the knowledge, skills and experience to complete the assignment
competently;

Patrick Wood, AIC Candidate, made a personal inspection of the site which is the
subject of this report on August 24, 2017. The competitive facilities were visited
and surveyed for occupancy and rents between August 21t and August 24t
2017. Scott Humphreys, AACI, P.App, did not inspect the subject property.

As of the date of this report the undersigned have fulfilled the requirements of
The Appraisal Institute of Canada Continuing Professional Development Program
for Members;

Dated this 30™ day of August, 2017 r

o

Scott Humphreys, B.Comm, AACI, P.App Patrick Wood, AIC Candidate
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Our File: 1081-FS-XX-BC148A

September 14, 2017

NationWide Storage Trust
609 Granville Street
Vancouver, BC V7Y 1G5

Attention: Mr. Hugh Cartwright

Dear Mr. Cartwright

Re: Feasibility Study — Phase II: Proposed Storage Facility located at
1485 Trans-Canada Highway, Kamloops, BC

We have been asked to complete Phase II of a feasibility study with respect to self storage
development on a site located at 1485 Trans-Canada Highway, Kamloops, BC. The self
storage site would be located in a commercial residential area in Kamloops BC.

Our research shows that there would be a demand for a properly planned, constructed,
marketed and managed facility not to exceed 60,000 sq. ft. in the City of Kamloops,
British Columbia. We have come to this conclusion after examining the current facilities,
population demographics and trends, economic factors and expected growth in the
District. A full examination of these factors is contained within this report.

Respectfully submitted,
CANADIAN SELF STORAGE VALUATION SERVICES INC.

Scott Humphreys, B.Comm, AACI, P.App, CRP Patrick Wood, B.Sc, AIC Candidate
SH/PW/ks
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1081-FS-XX-BC148A

PURPOSE OF THE MARKET STUDY

The current owner of the property located at 1485 Trans-Canada Highway, Kamloops, BC
is proposing construct a self-storage facility and has commissioned this report to analyze
the financial feasibility of the development. The purpose of this Phase II report is to
analyze the financial aspects of the proposed self-storage development. The research
for this analysis was conducted between August 215t and August 24%, 2017 and analyses
and conclusions are based upon market conditions discovered during that time period.

Date of Study

August 24, 2017

Date of Inspection

August 24, 2017
Scope of Work
During the course of this study, the appraiser:
e Inspected the subject trade area on August 24, 2017;

e Collected data regarding the local market and conducted a rental and occupancy
survey of the competitive facilities within a 15-kilometer area;

e Reviewed sales and listing data with respect to sales of improved self-storage
facilities;

e Prepared a self-contained narrative feasibility report.

The appropriate market data was gathered through in-house information, sales and listing
data provided by agents active in this specialized market and discussions with various
participants in the self-storage market including agents, developers, owners and property
managers. The report was prepared in conformity with the Canadian Uniform Standards
of Appraisal Practice.
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ASSUMPTIONS AND LIMITING CONDITIONS

The market analyses contained in this report are based on a thorough and detailed
analysis of information derived from various sources. Some of this data has required
subjective interpretation and our terms of reference have, in some instances, required us
to make certain assumptions in arriving at our value conclusions. As a result, the opinions
and conclusions contained in this report are subject to the following Contingent and
Limiting Conditions:

1. No responsibility is assumed for legal factors pertaining to the state of title or for
technical matters relating to hidden or apparent conditions of the property which
were not brought to our attention and which may have an impact on the potential
to develop the property.

2. The recommendations contained in this report are based on information gathered
from various sources considered reliable and believed to be correct; it is assumed
that the information that we have gathered from these sources is accurate and
comprehensive.

3. Maps or plans appearing in this report are included for the sole purpose of visual
reference and should not be construed as legal surveys.

4. This report is prepared in confidence for the sole use of NationWide Storage Trust.
Liability to any other party relying on the report, without permission of Canadian
Self Storage Valuation Services Inc., is denied. The report is valid only if it bears
the original signature of the author.

5. The findings and conclusions of this report are based on market conditions
between August 21t and August 24%, 2017. It is assumed that there will be no
significant change in the economy within the short term. If such a change should
occur it is recommended that the conclusions of the report be reviewed.
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EXTRAORDINARY ASSUMPTIONS
PHASE II

This is the second part of the feasibility study into the proposed self-storage facility in
Kamloops, BC. It should be noted that this report must be read in conjunction with the
Phase I report (1081-FS-XX-BC148) to fully understand the project and current market
conditions. All Assumptions and Limiting Conditions on page 3 from that report should
be considered to be in full effect for this report as well.

In this report we have studied the current market conditions in Kamloops and the
surrounding areas as well as the greater self storage industry as a whole. We have used
this study in conjunction with plans, estimates and details provided by our client to arrive
at our suggestions for this proposed facility.

It should be noted that all estimates of value are based on a facility that is completed in
a timely fashion and is of good workmanship and quality. If there were to be any delays
in moving forward with this project, we reserve the right to re-examine the market
conditions in the Kamloops area to see if our findings still hold true to the current market
conditions.
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ANALYSIS OF THE PROPOSED DEVELOPMENT

Currently the property is vacant and was once used as a restaurant. Given the current
market for commercial properties in the west area of Kamloops, a multi storey drive up
type facility would be the most financially feasible. The current zoning of the property is
C-4 and storage is an allowable use under “Mini Warehousing”. Given the overall size of
the property (1.33 acres, 57,934 ft2) it would be advantageous to build a new facility in
a single phase. Given the demand for storage in the Kamloops area found in our Phase
I report and after discussions with the Client, we would suggest a net rentable area (NRA)
of 50,000 ft2 for the proposed development and will base our analysis off this size for this
report and is allowable under the current zoning.
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Management and Security

Resident vs. Non Resident

In terms of onsite management, there are generally two types in the self-storage industry.
A resident manager situation is where the manager lives on site in a residential unit and
is there most of the time to oversee any issues or security concerns. A non-resident
management situation is where the manager is at the facility during business hours only.

For a facility of this type and located close to the downtown core, we would suggest the
use of a non-resident manager as the added security and attention should not be needed
at a facility located so close to a municipal core. This should also keep costs down for
the facility as a whole, as residential management can be more expensive for a smaller
facility.

Types of Security

When securing a facility, there are two regimes that are employed by the self-storage
industry. One is the onsite guard to secure the facility. This is used in high risk areas or
for very large facilities. The other is an advanced security system including video
monitoring and alarm response. This is a less expensive arrangement if the area the
facility is located in is fairly safe.
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Requirements for Area and Customers’ Expectations

In the City of Kamloops, property crime is not a very large problem, especially in the
residential/commercial area the proposed facility would be located in. For this reason we
would suggest that this facility use a state of the art alarm with security response rather
than a resident manager set up.

Unit mix
Types of Units

In self-storage there are many different types of units but they all fall into one of two
categories external access or internal access. This refers to the way in which one would
gain access to the locker either from the outside or from the internal hallway of a building.
Many people find the external access to be more desirable as it allows drive up access to
their locker and unload their possessions. This cuts down on the amount of work moving
items in or out of the lockers. Depending on building design, some facilities may be
entirely external access units while other facilities may have a few or no units that can
be accessed from the outside.

Given the current market in Kamloops, with some competing facilities having drive-up
units and many of those being full, with a waiting list (for certain sizes), we feel the
decision to maximize the number of drive up units in the proposed facility to be a good
one. This decision should help decrease lease up times as it can satisfy some of the pent-
up demand for these types of units in the Trade area. In addition, historically, drive up
units command a premium over non drive-up units. This should allow the proposed
facility to compete with the surrounding facilities while not negatively affecting their
profitability.

Another major differentiation between many facilities is heated and non-heated units.
This can further break down into climate controlled and non-climate controlled units. In
some areas where the winter temperatures can drop well below zero, heated storage
units are essentially the only type that you will find. In more temperate climates, you
will find both heated and non-heated units as not everything needs to be kept very warm
when in storage. A further evolution of this is the climate controlled and non-climate
controlled storage units. In climate controlled units the temperature is kept above
freezing but not as warm as in heated units and the humidity is kept in an acceptable
range.

As the Kamloops area does experience extended periods of time in the wither when
temperatures are below the freezing level, heated storage units are essential in this area.
Some of the competitors in the area are not heated but and command a lower rate when
compared to heated facilities.




1081-FS-XX-BC148A

Unit Sizes

Typically, we see units in the 5x5, 5x10, 10x10 and 10x20 range at most facilities. As
the unit sizes increase the revenue per foot decreases. It can also be an issue at some
facilities with too many large units having higher vacancy rates. There may only be 4
vacant units but when they are very large they make up a large portion of the overall
facility. We recommend limiting large units to a few, while focusing on small to medium
units to help generate better revenue.

Design Features

We would advise any client to make all efforts possible to make the entrance to the facility
as welcoming as possible with landscaping and good design work. In addition, we would
advise the client to make security features such as cameras and keypads as visible as
possible as this has the effect of making clients see the security that is in places without
having to be told about it. We would also advise that in the office where the security
camera monitoring is located, at least one screen be made visible to the tenants so that
they can see that the security system is functioning.

Proposed Unit Mix

Below is a proposed unit mix based on the demand for units in the facilities that we
surveyed.

Size Number Total ft2
5x5 124 3,000
5x10 140 7,000
10x10 220 22,000
10x15 66 9,900
10x20 40 8,000
Total 590 50,000

Our research has indicated that the Kamloops market currently demands units in the 5x10
to 10x15 more heavily than larger units. For this reason, we have weighted our unit mix
around the 10x10 unit size. Surveys of competitive facilities in the trade area show that
there is a greater availability of large units, therefore we have kept the larger units to a
minimum to avoid a situation where a small number of units account for a large portion
of vacancy on a per square foot basis.
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FINANCIAL ANALYSIS

In this section, we will examine all of the financial aspects of the facility including rental
rates, expenses, additional revenue streams, strategies to lower operational costs and
the expected final value of the facility based on expected rental rates and lease up period
in the form of a discounted cash flow analysis showing the expected value of the facility
at the 5 and 10 year mark of ownership.

Unit Rentals

When planning to build and open a new facility, a key factor that must be taken into
account is the current rental rates that are being demanded and also the rates that are
actually being paid by consumers. It is very important to note all discounts; promotions
and incentives that are being offered in the trade area as they give a much clearer picture
of the true rental rates that are being received by facilities.

Understanding the true rental rates makes making the decision on the feasibility of a new
facility one based on the actual rates that would be expected rather than those that are
posted in the public. These rates can vary greatly as discounts such as one month free
or discounts against posted rates can eat away at the average rental rates and make the
net income of a facility fall. It is important to base projection on the true rental rates of
the area rather than those that are posted to the public.

In our studies, we survey all of the competing facilities as prospective customers. This
allows us to gain a true sense of the rental rates being achieved rather than those that
are being posted by facilities. Below are the rental rates we were quoted by some of the
competing facilities in the area of the proposed facility. We were unable to obtain some
rental rates due to no units of certain sizes being available or lack of response from some
facilities.

Posted Rates

The table below shows the rates of the four most similar facilities to the proposed subject
based on location, quality and condition that are either posted on the competitor’s website
or were quoted over the phone or in person when the facilities were surveyed in August
of 2017. We asked for most standard unit sizes when surveying the facility and were
able to get rates for most sizes that are offered.
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Property 5'x5' 5'x 10' 10' x 10' 10' x 15' 10' x 20'
Halston Self-Storage $ 80.00 $120.00 $190.00
Budget Storage $70.00 $105.00 $135.00 $170.00 $185.00
Storage For Your Life $70.00 $ 95.00 $140.00 $175.00 $199.00
4 Corners Storage $65.00 $ 92.00 $130.00 $170.00 $175.00
Average $68.33 $ 93.00 $131.25 $171.66 $187.25

After reviewing the current rental rates above, we feel that a new facility in the prime
location of the proposed facility could command rents at the top of the rental range.
Below are the proposed rental rates for the proposed facility. These will be used in the
financial analysis of this report.

Proposed Rental Rates

Size Price Price PSF
5x5 $ 75.00 $3.00
5x10 $ 95.00 $1.90
10x10 $145.00 $1.45
10x15 $175.00 $1.17
10x20 $200.00 $1.00

We have set the proposed rental rates of the units below the some of the current market
levels. This was done to account for possible rental lag in the market. Posted rates are
typically what a facility feels it can currently achieve on its units that are available for rent
but does not factor in the rental rates for previously rented units. Using the current rental
rates as the facility average may overstate the potential revenue in a given trade area.
For this reason, we have used a rent level slightly below that of what is currently being
achieved.
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Additional Revenue

It is important to maximize all sources of revenue available to a facility. This includes
selling merchandise, insurance, and other cost plus items. Selling these will ensure that
every customer is contributing to the bottom line of the facility. It is much easier to
maximize revenue from an existing customer than to recruit a new customer to the
facility. Detail of each additional revenue stream and what can be expected in way of
revenue is detailed for each source below. If properly marketed and implemented an
owner could see up to an additional 5% of Expected Gross Income from these additional
revenue streams.

Merchandise

In the self-storage industry, merchandise and goods associated with self-storage are a
mainstay in every self-storage facility office you walk into. This is with good reason as
there is at a minimum a 50% profit margin in selling these goods. Most facilities will
stock essentials such as tape, boxes, packing supplies, locks and other associated items.
Some go further and have other retail items such as soft drinks and snacks for sale as
well.

There are some issues that arise when selling merchandise. One of the major issues we
see that can have a negative effect on income is poor inventory control. This is even
truer when other items such as soft drinks and snacks are brought into a facility. If a
facility is planning on using these items to generate revenue then a strict inventory control
system must be implemented from day one.
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Content Insurance

Content insurance is a policy that is taken out by the renter to insure the contents of the
locker against loss. This has become a very big industry in the United States with some
facilities reporting over 60% of clients taking out content insurance. Contents insurance
is a very good additional revenue stream for a facility as it has almost no cost to the
facility. The insurance is offered by a third party and the facility gets a commission on
every policy sold. This can be offered as a value added service or included in the price
to make the rental look more appealing to a potential renter.

We have clients that both offer insurance at the time of rental and who have included
the insurance in the rental price. We would advise that as a new facility, content
insurance is offered as a value added item to be sold at the time of rental. This will
require more training in the short run but offers better revenue potential in the long run.

Late Fees/Auctions

Late fees and administration fees can generate 1.0%-2.0% of effective gross income and
are an integral part of any successful facility. It is necessary to have penalties when
lockers are not paid for promptly. In doing so renters are encouraged to have a payment
card on file and this in turn helps with cash flow. Itis also necessary to have a mechanism
in place to deal with very delinquent units. The industry standard is to auction the
contents off to the highest bidder to try to recover some of the fees that were not paid
by the tenant. These auctions can be very lucrative and have been in recent years
popularized by reality television. There are companies that will do all of the leg work in
setting up an auction and selling the units for a fee and, depending on the ability of the
manager, this may be an avenue to consider for this facility.
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Estimated Absorption and Stabilized Occupancy

Area Market

The Kamloops area is a very unique one as the city is geographically long and skinny and
runs along the major transportation routes. This makes Kamloops unique in that the
residents typically travel longer distances on a daily basis and will most likely be willing
to use storage a greater distance from home than a typical storage uses.

Facility Challenges

As a new facility, it is always difficult to start off the leasing process. As this facility
doesn’t have name recognition like large chain storage facilities, it is sometimes difficult
to spread the word about the new facility and its opening. In addition, with a relatively
new facility in the trade area, lease up times may stretch if not properly managed.

Time Estimates

In opening a new facility, many different factors come into play when trying to predict
lease up times. After surveying the market in the Kamloops area and viewing and
engaging with the completion, we feel that there is a very real opportunity to take market
share away quickly if a new facility were to properly advertise and give exceptional
customer service. If these aspects were addressed along with proper management and
planning, we feel that the lease up time to a positive cash flow position of would be 18-
24 months with full stabilized occupancy coming in the next 12-18 months thereafter.

Best/Worst Case Scenarios

Our research has indicated facilities in nearby municipalities have opened in the past
three years and have reached stabilized occupancy in 24 months. We would consider
this the best case scenario as there are no examples of facilities that have leased up
faster. As for the worst case scenario, it took Storage for Your Life in Mission, BC over
five years to reach stabilized occupancy. This was due mostly to a poor unit mix that left
a number of fairly large units in difficult locations on higher floors, unoccupied for an
extended period of time. This may be a risk to a new facility with a unit mix that is
weighted too much towards large units that may take longer to lease up.
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Stabilized Occupancy

It should be noted that in the self-storage industry, stabilized occupancy is considered to
be a range from 83% to 87% for facilities of this size. This is the level that at which we
would call a facility fully stabilized as it allows for continued revenue growth via increased
rates for new clients. Given the currently occupancy of the nearby facilities, an occupancy
above the industry average is considered appropriate for the proposed facility. We will
stabilize occupancy at 95% due to the occupancies of surrounding somewhat similar
facilities being between 95-100% at the time of this study.
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OPERATING EXPENSES

The principal expense items associated with self-storage developments are property
taxes, management (both on-site and overall management), and administration. In
Canadian urban centers the item of property taxes is significant, usually being the largest
expense item, by comparison to the United States where management is the principal
expense item and taxes are a much lower component. The property tax expense item
varies widely between taxing jurisdictions depending on the level of assessments and
the mil rate.

Our experience with respect to the valuation of self-storage facilities reflects that
operating expenses in mid to large sized facilities, in urban centers, are generally in the
range of 35.0% and 45.0% of effective gross income (EGI), mainly due to increases in
property taxes. Smaller facilities reflect higher expense ratios because of lack of
economies of scale and older facilities reflect higher expense ratios because of higher
repairs and maintenance costs, inefficiencies that result in higher utilities costs, and
higher advertising and promotion costs. The expenses of the subject have been
stabilized based on operating history and comparison to the expenses of similarly sized
facilities. As the rental rates achieved in the trade area by competitive facilities are
above industry standards, we would expect the operating expenses to be below that of
the industry average.

a) Property Taxes

The property taxes are estimated at $55,000 based on the projected value of the property
and the property tax regime in the municipality the proposed facility will be located in.
This equates to just over 5.75% of EGI which is within the industry standard.

b) Wages and Benefits (on-site management)

Salaries and benefits are running at approximately 6.75% of EGI. This is within the
expected range for a facility of this size and occupancy.

c) Overall Management

The Canadian industry standard for self-storage is to charge 4.0-6.0% of EGI. We have
used 5.00% for the purpose of this report.
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d) Utilities

As the building will be fully heated, utility expenses would be expected to be above that
of non-heated facilities. For the purpose of this report, we have used 2.34% of EGI,
which is slightly above the industry standard of 2.0-3.0%

e) Advertising

Advertising charges generally represent the cost of a prominent ad in the Yellow Pages
for the market area and have generally decreased because most facilities are cutting back
on Yellow Pages advertising in favour of internet advertising. As this is a new facility, we
will set advertising costs higher as the advertising expense is expected to be high in a
new facility. We would expect this to fall once stabilized occupancy is reached in the
Subject facility. This expense is set around the 1.50% EGI level.

f) Repairs and Maintenance

The subject facility will be a newly constructed facility and will have low maintenance
costs. Maintenance expenses should be around 1.25% of EGI.

g) Insurance

Insurance costs have been decreasing throughout the province generally because of
greater competition between insurance companies competing for self-storage clients.
Insurance costs for the subject property are 1.65% of EGI.

h) Administration expenses

Administration expenses include office expenses, bank charges and bad debt expense,
professional fees, licenses and membership fees, travel expenses, and telephone. These
items have been projected based on the history of these costs in the facility as well as
by comparison with other properties as follows:

e Office expenses are above average at 1.51% of EGI

e Bank charges will be stabilized at 1.95% or EGI

e With respect to professional fees, this expense item is stabilized at 0.70%
e Licenses and permits and membership fees are projected at $3,000

e Entertainment and travel expenses are stabilized at $0.05 per square foot

e Telephone costs have been stabilized at $0.07 per square foot
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i) Supplies (Costs of Storage Aids)

The costs of merchandise have been stabilized at 50.0% of sales as per industry
standards.

Industry Standards

In the self-storage industry, we normally say that a facility expense ratio is within the
range of 35-45% of EGI. Any deviation from this should be examined to ensure that all
expenses are being properly captured by the analysis. In some cases, the location of a
facility or other characteristics may help reduce the overall expense ratio of the facility.
Some major factors that can have a large effect on the expense ratio are high property
taxes in major metropolitan areas, higher advertising costs of a new facility, or a facility
that is in its initial lease up phase.

Facility Advantages

The Subject facility has a few distinct advantages over other facilities of its size that help
reduce its overall expense ratio. The Subject facility is located in an area with a low
property tax regime. In addition to this, the high occupancy levels of surrounding facilities
and lower expenses due to lower staffing requirements and lower management costs all
contribute to a below average expense ratio.

Expected Expenses for Subject Facility

We would expect the expense ratio of the Subject facility, to be in the 28-32% of Effective
Gross Income range. This would be below what is considered industry standard as the
rental rates are above what would be considered industry standard and large expenses
such as wages and property taxes are low due to location and facility design. For the
purpose of this report, we have stabilized the operating expenses at 29.20% of EGI.




VALUATION PROCEDURE

The value of the property is estimated primarily by the Income Approach. The property
is developed for the sole use of generating rental income and income analysis is the
preferred method for valuing self-storage facilities. In valuing the property via the
Income Approach, two methods of analyzing the income have been utilized, the direct
capitalization of stabilized net income and the discounted cash flow (DCF) method of
analysis. The Direct Comparison Approach is used primarily as a check against the
Income Approach value test.

The Cost Approach is not developed in this report. The approach is most suited to new
or proposed facilities. In our experience, self-storage properties transact based on their
income generating capabilities and not based on replacement cost.

INCOME APPROACH

An estimate of value by the Income Approach is based on the theory that the value of
the property is the present worth of the net income it will produce during the remainder
of its useful economic life.

An outline of the main steps involved in this approach is as follows:

1. Estimate the gross income of the property.

2. Estimate the owner's operating expenses.

3. Estimate the net income before depreciation.

4. Select a capitalization rate from the market, which will convert the net

income estimate into capital value.

Properties that produce income are typically purchased for some form of financial return
rather than for direct use by the owner, though the two objectives may be combined.
The financial return stems directly from the ability of the property to generate income
and its capital value is a function of the rental productivity of the property in relation to
the expectations of an investor with respect to future revenue.
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Potential Revenue

After reviewing the competitors posted rates and attempting to rent a unit to see if any
discounts are offered, we have tabulated what we feel are attainable rates per billing
period for the proposed facility. It should be noted that some of these rates are above
the average rate for the competitors in the area. This is due to the lack of availability of
units in the competitor’s facilities and the proposed Class A facility.

Size Price Price PSF
5x5 $ 75.00 $3.00
5x10 $ 95.00 $1.90
10x10 $145.00 $1.45
10x15 $175.00 $1.17
10x20 $200.00 $1.00

Based on the above unit mix and price per unit, we have put together the potential
storage income based on our proposed unit mix in the table below. We have allocated
all of the units to heated units as the current plan is for one large building that will be
heated.

Size Price Number Revenue
5x5 $ 75.00 124 $ 9,300
5x10 $ 95.00 140 $ 13,300
10x10 $145.00 220 $ 31,900
10x15 $175.00 66 $ 11,550
10x20 $200.00 40 $ 8,000
Total 590 $ 74,000

The total monthly potential income of the proposed facility is $74,000 per month or
$1.48 PSF. This equates to $962,800 per year based on 4 week billing cycles.
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Expected stabilized rental income

Below is the stabilized income analysis of the proposed Subject facility.

Stabilized Income Approach
95% Occupancy
$/5q Ft |%EGI

Gross Revenue $962,000.00
Vacancy Rate of 5% $48,100.00
Additional Revenue $48,100.00| $0.96
EGI $962,000.00| $19.24
Insurance $16,000.00| $0.32| 1.66%
Bank charges $18,759.00| $0.38| 1.95%
Licences and dues $3,000.00f $0.06/ 0.31%
Advertising and promotion $14,500.00f $0.29| 1.51%
Office expense $14,500.00| $0.29| 1.51%
Proffesional services $5,500.00f $0.11| 0.57%
Property Taxes $55,000.00| $1.10| 5.72%
Repairs and matinance $12,000.00| $0.24| 1.25%
Telephone $3,500.00[ $0.07| 0.36%
Travel $2,500.00[ S$0.05| 0.26%
Utilities $22,500.00| $0.45| 2.34%
Wage and Benefits $65,000.00| $1.30| 6.76%
External Management $48,100.00| $0.96| 5.00%

$5.62| 29.20%
Total Expense Estimate $280,859.00
Net Operating Income $681,141.00

The net income of the property after expenses is estimated to be $681,141. This
includes projected additional revenue from merchandise sales and late fees.
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Estimated Overall Rate of Return Upon Completion

The appraiser has reviewed sales of self-storage facilities in British Columbia and Alberta
to form an opinion of the appropriate capitalization rate for the proposed subject

investment.

INDEX No. 1. - APEX: 8866 LAUREL STREET, VANCOUVER, BC

ADDRESS

LEGAL DESCRIPTION
SITE AREA

NET RENTABLE AREA
DETAILS OF BUILDINGS

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI
INDICATED CAP RATE
PRICE/S.F. NRA
COMMENTS

8866 Laurel Street, Vancouver, B.C.

PID: 024-608-947

1.08 acres

66,423 square feet in one two storey converted building.

The existing industrial building was converted in 2005-2006 with the addition of a full
mezzanine floor. There is covered loading along the west side of the building and there
are 27 drive-up units at the ground level. There are a total of 968 units (average unit
size of 69 square feet).

Surveillance cameras, key pad entry to the building, individual unit alarms.
$14,270,145

February 2012

$924,767

6.5%

$214.84

Rents in the facility were at $2.10 per s.f. per month; occupancy was 90.4% at sale.
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INDEX No. 2 = APEX: 195 SCHOOLHOUSE STREET, COQUITLAM, BC

ADDRESS
LEGAL DESCRIPTION

SITE AREA
NET RENTABLE AREA
DETAILS OF BUILDINGS

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI
INDICATED CAP RATE
PRICE/S.F. NRA

195 Schoolhouse Street, Coquitlam, B.C.

PID: 024-608-947

Lot A, District Lot 47, Group 1, NWD, Plan LMP43257
2.514 acres

60,583 s.f. in one 2-storey building.

Facility comprises a two storey climate controlled storage building completed in 2004
and offering 671 units with an average size of 90 s.f. There is a separate
office/reception building with frontage to Schoolhouse St. which also contains a 1,500
s.f. retail unit.

Fenced compound with electronic gate access, digital video surveillance with cameras
throughout the site, individual unit alarms.

$10,492,794
February 2012
$694,836
6.6%

$173.20
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INDEX No. 3. - ACME SELF STORAGE: EDMONTON AB

ADDRESS

LEGAL DESCRIPTION
SITE AREA

NET RENTABLE AREA
DETAILS OF BUILDINGS

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI
INDICATED CAP RATE

PRICE/S.F. NRA

21508 - 115 Avenue, Edmonton, AB

n/a
7 acres
44,052 s.f. of self storage in 9 buildings.

Constructed in 2005, the facility includes 9 single-storey buildings demised into 265
units with an average unit size of 166 s.f. 37 units are heated. Modular construction,
metal buildings.

Perimeter fencing, electronic gate.
$4,850,812

January 2013

$293,597

6.1%

$110
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INDEX No. 4. - ADVANTAGE STORAGE: COCHRANE, AB

ADDRESS

LEGAL DESCRIPTION
NET RENTABLE AREA
DETAILS OF BUILDINGS
SECURITY FEATURES
SALE PRICE

DATE OF SALE
ESTIMATED STABILIZED NOI
INDICATED CAP RATE
PRICE/S.F. NRA
COMMENTS

20 Griffin Industrial Park, Cochrane AB

n/a

37,500 s.f. of self storage in one building.
Constructed in 2007, the building is heated.
Perimeter fencing, electronic gate.
$5,600,000

February 2014

$403,200

7.2% reported

$149

30% expense ratio, 82% occupancy. Located in an industrial area with local exposure.
Sold to Store Smart who own facilities in Red Deer, Edmonton, and Canmore.
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INDEX No 5. - MCMURRAY MINI STORAGE: FORT MCMURRAY,. AB

ADDRESS 170 Maclellan Crescent, Fort McMurray, AB

LEGAL DESCRIPTION n/a

SITE AREA 3.05 acres

NET RENTABLE AREA 60,704 square feet demised into 601 units with an average size of 101 s.f.
DETAILS OF BUILDINGS One, three storey wood frame building with 287 heated units (conversion) as well

as 6,695 s.f. of rentable office space, and 7 single storey metal frame buildings
offering 314 units (53 heated). Builtin 1987, expanded 2000-2007.

SECURITY FEATURES Electronic gate.
SALE PRICE $13,000,000
DATE OF SALE February 15, 2015
ESTIMATED STABILIZED NOI n/a

INDICATED CAP RATE 8.14% reported
PRICE/S.F. NRA $193

COMMENTS Purchased by Real Storage; revenue stabilized at 75% occupancy.
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INDEX No 6. - AFFORDABLE STORAGE CENTRE: SHERWOOD PARK (EDMONTON) AB

ADDRESS

LEGAL DESCRIPTION
SITE AREA

NET RENTABLE AREA
DETAILS OF BUILDINGS

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI
INDICATED CAP RATE
PRICE/S.F. NRA

61 Broadway Boulevard, Sherwood Park, AB

Plan 0023658, Block 204, Lot 1A excepting there out all mines and minerals.
3.95 acres

62,900 square feet demised into 417 units with an average size of 151 s.f.
Constructed in 2001, the facility comprises 7 buildings. 24,700 s.f. of the NRA area is
heated (166 units). Renovated 1,560 s.f. office. Concrete block construction.
Class B+ facility in an almost "Main St" location.

Electronic gate, video surveillance.

$15,959,000

February 2015.

$1,051,349

6.6%.

$253.72 (asking price)
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INDEX No. 7. — A STORAGE: SPRINGBANK, AB

ADDRESS

LEGAL DESCRIPTION

SITE AREA

NET RENTABLE AREA

SECURITY FEATURES

SALE PRICE

DATE OF SALE

ESTIMATED STABILIZED NOI

INDICATED CAP RATE

PRICE/S.F. NRA

COMMENTS

130 Commercial Court, Springbank Alberta
Lot 46 Block 28, Plan 5565AH

115,819 ft2

87,527 sq. ft.

Electronic keypad access, individual unit alarms, video surveillance, computer tracking,
exterior CFL lighting.

$14,950,000

September 2016

$971,750

6.5%

$171

Sold to Access Storage. 45% of income is from RV storage. Room to add 25,000 ft

NRA with approved plans.
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INDEX No. 8. — SURE LOCK STORAGE: CHILLIWACK, BC

ADDRESS 43903 Industrial Way, Chilliwack, BC

SITE AREA 3.95 acres

NET RENTABLE AREA 64,014 square feet demised into 744 units.

DETAILS OF BUILDINGS 13 buildings. Concrete construction. Room for additional 16,000 ft2 of storage at the
rear of facility.

SECURITY FEATURES Electronic gate, video surveillance.

SALE PRICE $13,500,000

DATE OF SALE May 2017.

ESTIMATED NOI $853,200

INDICATED CAP RATE 6.20%.

PRICE/S.F. NRA $210.89
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INDEX No. 9. — HALSTON SELF STORAGE: KAMLOOPS, BC

ADDRESS 1271 Salish Road, Kamloops, BC

SITE AREA 2.87 acres

NET RENTABLE AREA 23,220, square feet demised into 498 units.
SECURITY FEATURES Electronic gate, video surveillance.

SALE PRICE $2,800,000

DATE OF SALE June 2017.

ESTIMATED NOI $201,600

INDICATED CAP RATE 7.20%.

PRICE/S.F. NRA $120.59
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SALES ANALYSIS

SALE SALE CAP.

SALE NAME OF FACILITY N.R. A PRICE DATE RATE
1 Apex Coquitlam 60,583 $10,492,794 02-12 6.60%

2 Apex Vancouver 66,423 $14,270,145 02-12 6.50%

3 Acme Self Storage 44,052 $ 4,850,812 01-13 6.10%

4 Advantage Storage 37,500 $ 5,600,000 02-14 7.20%

5 McMurray Mini Storage 60,704 $13,000,000 02-15 8.14%

6 Affordable Storage Center 62,900 $15,959,000 03-15 6.60%

7 A Storage 87,527 $14,950,000 09-16 6.50%

8 Sure Lock Storage 64,014 $13,500,000 05-17 6.20%

9 Halston Storage 23,220 $ 2,800,000 06-17 7.20%

Subject | 1485 Trans-Canada Highway 50,000

Our research has indicated that there have been no recent public sales for Class A third
generation facilities in the Kamloops area. Therefore, we have used dated sales
throughout Western Canada and adjusted for timing and location. These sales have been
selected as they mirror quality, size location and overall similarity to the proposed subject
property. Some adjustments will need to be made when using these sales to determine
the value of the proposed subject property.

Index No. 1 is the sale in February of 2012 of Apex Vancouver to Sentinel Storage. The
facility at the time of sale had an average rental rate of $2.10 PSF and occupancy of
about 90%. Although a somewhat dated sale, this is a good representation of a facility in
the lower mainland of British Columbia and should be adjusted for the increase in the real
estate market as a whole and the demand for self-storage since this sale took place.

Index No. 2 represents the sale of Apex Coquitlam. Although somewhat dated, this is a
good representation of a storage sale in the lower mainland of BC. When sold, this facility
had occupancy of 89% and a PSF facility average rental rate of $1.80. This sale will need
to be time adjusted due to the increase in the self-storage market in the lower mainland
since this sale.

Index No. 3 is a sale from January 2013 of a poorly managed and under occupied facility.
Sale was to a large storage chain who owns other nearby facilities. Site had additional
vacant land used for RV storage.

Index No. 4 is of a medium size facility in Cochrane Alberta. At the time of the sale,
expenses were below industry standards and the facility had good occupancy. Sold to
an operator with nearby facilities.
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Index No. 5 is a sale in February of 2015 that represents the sale of a smaller but similar
facility in Alberta. At the time of this transaction, the facility had an occupancy of 75%.
The Cap rate of this sale was high due to the low occupancy of the facility in the past
years. Sale was based on a stabilized occupancy of 75% leading to the higher Cap rate.

Index No. 6 is a sale from March 2015 of a larger highly occupied facility in the Sherwood
Park area of Edmonton. The facility was put under contract within a week of being on the
market and sold at the asking price due to occupancy and location.

Index No. 7 is the sale, in September 2016, of A Storage Calgary AB. This is a newer
facility purchased by Access Storage. A large portion of the facilities revenue is derived
from RV storage. The facility is located 10 minutes outside of the Calgary city limits.

Index No. 8 is a sale from May 2017 of a large highly occupied facility in Chilliwack BC.
Occupancy was in the mid 90% range at the time of purchase and there is room for an
additional 16,000 ft?> of storage to be built at the rear of the facility. This expansion
potential accounts for the slightly lower than market cap rate paid for this Index.

Index No. 9 is a sale from June 2017 of a smaller highly occupied facility in Kamloops
BC. Occupancy was above 95% at the time of sale. This is a Class B facility with 13
years left on the land lease for the property. Bought by storage Vault to add to their
Kamloops Portfolio.

SUMMARY

The overall rate of return, or capitalization rate, represents the rate of return that a
prospective purchaser will accept on a particular investment based on stabilized net
income. The fundamental factor influencing the overall rate of return is risk. Sales of self-
storage facilities have historically reflected higher rates of return than sales of standard
multi-tenant or single-tenant industrial properties because of the perceived risk attached
to the month-to-month tenancies and the management-intensive nature of the business.
Along with almost all property segments, self-storage properties benefited from above-
average transaction volumes and declining capitalization rates over the past several
years. Through 2006 and 2007, the gap narrowed between self-storage returns and
returns on more traditional industrial investments with the recognition of the very solid
returns that have been achieved by the asset class. Self-storage, as an investment, is
widely perceived as recession-resistant.
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Financial institutions recognized that there is a very low default rate on self-storage loans
and were eager to lend on self-storage assets, along with most other asset classes. Over
the past seven years, there has been a marked increase in interest in the industry from
investors new to self-storage. Another factor influencing the significant downward
movement in overall rates of return on self-storage in 2006/2007 was the entry into the
market, in August 2006, of InStorage Real Estate Investment Trust, the first Canadian
REIT formed to acquire self-storage facilities exclusively. The REIT was very aggressive
in its acquisitions in order to build critical mass and the transactions influenced the actions
of not only vendors in the market but also other purchasers. The movement of InStorage
REIT to the largest self-storage owner in Canada was accomplished in the first year and
there were very few acquisitions after August of 2007. However, the management team
in place was not experienced enough to operate the new business and eventually internal
operations failed. The stock price plummeted with declining occupancy and revenues
and increased operating costs. Also, the cost of equity in the public market went from
4.7% to 11.6%. The sale of the units of the REIT was completed by way of a hostile
takeover that closed in March 2009. The purchaser was StorageMart; the owner of 67
facilities in the U.S. at the time of purchase.

In the last ten years financing for the self-storage industry has transitioned from a handful
of lenders who were willing to lend on self-storage to over 30 national lenders at the peak
of the market (including 12 conduit lenders) and then back down to a handful in the
recession. While conduit financing for self-storage surged between 2001 and 2007, no
self-storage properties have been financed this way since 2007.

Several private lenders and credit unions have picked up the slack, but lenders overall
are much more conservative than they have been in the past. Tightened lending
standards include the requirement of more equity (lower loan-to-value ratios), the
curtailment of the availability of longer-term mortgages, and the requirement of personal
covenants.

The low capitalization rates of 2007 were also tied to low interest rates and the availability
of mortgage financing at low interest rates. Historically in the U.S., low interest rates
combined with low cap rates have been a major influence in self-storage assets changing
hands. As low interest rates have been an incentive for buyers, low cap rates have
offered existing self-storage operators the opportunity to sell properties at higher prices
than ever before. The general consensus among brokers and operators within the U.S.
self-storage industry has been that cap rates will climb along with interest rates.
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In 2016, we saw a downward trend in overall capitalization rates. This trend is due to the
low cost of borrowing in capital markets. This downward trend has been more
pronounced in major cities with less downward pressure in secondary are tertiary
markets.

2017 has continued to see capitalization rates trend lower in smaller markets while
holding steady in large markets. This has been verified by sales in the Vancouver market
as well as a number of sales across Ontario.

The following specific factors have been taken into consideration in reaching an opinion
of the appropriate overall rate of return with respect to the subject property:

e The proposed facility will be a modern well-built facility that is of a higher
guality than other offerings in an expanding market in demand of storage;

e Operating costs are at the middle of the range for facilities of this nature due
to internal efficiencies.

In consideration of all of these factors and by comparison to the available market
evidence, in our opinion, a potential purchaser would anticipate an overall rate of return
in the range of 6.75% to 7.25% with respect to the subject property. In our opinion, the
best comparison is formed by the sales of Halston Self Storage and Affordable storage
center. Given the location of Kamloops and the medium size of the facility and the overall
storage market, we assign an overall capitalization rate of 7.00% as being appropriate to
the subject investment.

Cap Rate NOI Capitalized Value
6.75% $681,141 $10,090,978
7.00% $681,141 $9,730,586
7.25% $681,141 $9,395,048

The current market value of the proposed storage facility by the Income Approach when
fully stabilized is estimated to be: $9,750,000.

It should be noted that this value is based on a fully stabilized facility and does not factor
in any lease up period or costs associated with that period or any financing costs that may
be incurred while the facility is reaching stabilized occupancy.
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DISCOUNTED CASH FLOW ANALYSIS

The discounted cash flow method of analysis has been included in this valuation to reflect
the present value of the property based on the expectation of modest increases in
income; over the past four years, average increases in potential gross revenue have been
2.6% annually.

Physical vacancy relating to the storage units has been started at 65% and reduced to
5%. For the first year of the analysis, an additional 15% economic vacancy is added,
reduced to 13% for Year two, 10% for Year three, 8% for Year four and stabilized at 5%
thereafter. This vacancy estimate is based on the history of occupancy in the trade area
as a whole. In the analysis, the income and expenses for each of the years in the ten
year time frame are calculated, beginning with the estimated income in Year one based
on current potential rents. Expenses are projected to increase by 3% annually, except
for overall management, which is projected at 6% of EGI in each year; bank charges,
including bad debts, which are calculated at 2.5% of EGI each year; and advertising,
which is estimated at 2.5% of EGI. Revenues are escalated at 2.5% annually.

The calculation assumes that the facility would either be sold at the end of Year 5 (based
on the projected income in Year 6) or in Year 10 (based on the projected income in Year
11), and the disposition capitalization rate used is 50 basis points higher than the
estimated market capitalization rate, recognizing the increased risk in projecting
absorption into the future. In the analysis, a discount rate is applied to the annual net
income in each year to reflect the fact that its receipt is deferred. The discount rate used
is 100 basis points higher than the disposition capitalization rate, representing the return
on capital and the return of capital.

The discounted cash flow analysis is included on the following page. The present value,
based on five and ten-year time periods, is indicated in the range of (rounded):
$8,890,000 to $9,890,000.
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DCF Including Lease Up Period

FILENAME: DCF 9/12/2017 3:20 PM
DCF ASSUMPTIONS
Start of DCF Analysis Feb-15
GROSS BLDG. AREA n/a VALUE PSF
NET RENTABLE AREA 50,000 $9,890,000 $197.80
INCOME GROWTH RATE 10350
EXPENSE GROWTH RATE 10250
RE. TAX GROWTH RATE 10250
TAX RATE $8,890,000 $177.80
Estimated Assessment Ratio 0%
POTENTIAL GROSS INCOME " $0
DISCOUNT RATE 8.00%
RESALE CAP RATE 6.50%
RESALES COSTS 3.00%
MARKET CAP RATE 6.00%
OFF SITE MGMT 6.00%
Discounted Cash Flow Analysis 9/12/2017
Target Tolmie
YEAR 1 2 3 4 5 6 7 8 9 10 Reversion
Year Ending 02/16 02/17 02/18 02/19 02/20 02/21 02/22 02/23 02/24 02/25 02/26
POTENTIAL GROSS INCOME $962,000 $995,670 $1,030,518  $1,066,587 $1,103,917  $1,142,554  $1,182,544 $1,223,933 $1,266,770 $1,311,107  $1,356,996
- Unit Rentals 962,000 $995,670 $1,030,518 $1,066,587 $1,103,917  $1,142,554  $1,182,544 $1,223,933 $1,266,770 $1,311,107 $1,356,996
- Mailboxes $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
Stabilized Vacancy Rate
-55%, 35%, 20%, 5%, 3%..... on unitrente  $529,100 $348,485 $206,104 $53,329 $33,118 $34,277 $35,476 $36,718 $38,003 $39,333 $40,710
$0 $0 $0 $0 $0 $0 0 $0 $0
-Economic vacancy:15%,10%, 5%, 2%, 2%... $64,935 $64,719 $41,221 $20,265 $21,416 $22,166 $22,941 $23,744 $24,575 $25,435 $26,326
Less Vacancy & Collection Loss 61.8 594,035 413,203 247,324 73,594 54,534 56,442 58,418 60,462 62,578 64,769 67,036
EFFECTIVE RENTAL INCOME $367,965 $582,467 $783,194  $992,992 $1,049,384 $1,086,112  $1,124,126 $1,163,470 $1,204,192 $1,246,339  $1,289,960
ANCILLARY INCOME
- Fees 5,519 8,737 11,748 14,895 15,741 16,292 16,862 17,452 18,063 18,695 19,349
- Merchandise sales 9,199 17,474 23,496 29,790 31,482 32,583 33,724 34,904 36,126 37,390 38,699
Total " 40 14,719 26,211 35,244 44,685 47,222 48,875 50,586 52,356 54,189 56,085 58,048
EFFECTIVE GROSS RENTAL INCOME $382,684 $608,678 $818,438  $1,037,677 $1,096,606  $1,134,987  $1,174,712 $1,215827 $1,258,380 $1,302,424  $1,348,009
EXPENSES:
Real Estate Taxes $1.10 55,000 $56,375 $57,784 $59,229 $60,710 $62,227 $63,783 $65,378 $67,012 $68,687 $70,405
On-Site Management $1.30 65,000 66,625 68,291 69,998 71,748 73,542 75,380 77,265 79,196 81,176 83,205
Off-Site Management: $0.68 34,000 " 36,521 " 49,106 © 62,261 7 65,79 " 68,099 " 70,483 © 72,950 © 75503 " 78,145 " 80,881
Insurance $0.32 16,000 16,400 16,810 17,230 17,661 18,103 18,555 19,019 19,494 19,982 20,481
Maintenance $0.24 12,000 12,300 12,608 12,923 13,246 13,577 13,916 14,264 14,621 14,986 15,361
Utilities $0.45 22,500 23,063 23,639 24,230 24,836 25,457 26,093 26,745 27,414 28,099 28,802
Advertising $0.29 14,500 15,217 20,461 25,942 27,415 28,375 29,368 30,396 31,460 32,561 33,700
Administration te 43,500 44,942 50,929 57,172 59,426 61,186 62,999 64,868 66,793 68,778 70,823
-Office $0.29 14,500 14,863 15,234 15,615 16,005 16,405 16,816 17,236 17,667 18,109 18,561
-Bank Charges and Bad Debts $0.29 14,500 © 15217 7 20,461 " 25942 7 27,415 " 28375 © 29,368 ~ 30,396 ° 31460 32,561 ~ 33,700
-Professional Fees $0.11 5,500 5,638 5,778 5,923 6,071 6,223 6,378 6,538 6,701 6,869 7,040
- Licenses, Fees, Memberships $0.06 3,000 3,075 3,152 3,231 3,311 3,394 3,479 3,566 3,655 3,747 3,840
- Meals, Travel $0.05 2,500 2,563 2,627 2,692 2,760 2,829 2,899 2,972 3,046 3,122 3,200
- Telephone $0.07 3,500 3,588 3,677 3,769 3,863 3,960 4,059 4,160 4,264 4,371 4,480
Supplies $0.09 4,600 8,562 11,513 14,597 15,426 15,966 16,525 17,103 17,702 18,321 18,962
Signage $0.00 0 - - - - - - - - - -
Miscellaneous $0.02 1,245 1,276 1,308 1,341 1,374 1,409 1,444 1,480 1,517 1,555 1,594
TOTAL EXPENSES $5.37  $268,345 $281,280 $312,449  $344,922  $357,638 $367,939 $378,546  $389,467  $400,712  $412,291 $424,214
% Total EGI 70.1 46.2 38.2 33.2 32.6 32.4 32.2 32.0 31.8 31.7 31.5
NET INCOME $114,339 $327,397 $505,989  $692,755  $738,968 $767,048 $796,166  $826,360  $857,669  $890,133 $923,795
Less Replacement Reserves 10,000 10,250 10,506 10,769 11,038 11,314 11,597 11,887 12,184 12,489
NET CASH FLOW $104,339 $317,147 $495,483  $681,986  $727,930 $755,734 $784,569  $814,473  $845,485  $877,644
P.V. FACTOR 0.92593 0.85734 0.79383 0.73503 0.68058 0.63017 0.58349 0.54027 0.50025 0.46319
P.V. CASH FLOWS $96,610 $271,903 $393,330  $501,280  $495,417 $476,241 $457,789  $440,034  $422,953  $406,519
INDICATED OVERALL RATE OF RETURN [10 YEARS 1.2 3.3 5.1 7.0 7.5 7.8 8.1 8.4 8.7 9.0
INDICATED OVERALL RATE OF RETURN [5 YEARS] 13 3.7 5.7 7.8 8.3 8.6 9.0 9.3 9.6 10.0
SUM OF CASH FLOWS (10 Yrs.) $3,962,076 1758540
REVERSION N.O.I. $923,795 755734
REVERSION Ro 7.00% 7.00%
REVERSION VALUE $13,197,067 $10,796,201
SALE COSTS 3.0% (395,912) (323,886)
NET SALE PROCEEDS $12,801,155 $10,472,315
P.V. FACTOR 8.00% 0.46319 0.68058
P.V. REVERSION $5,929,412 $7,127,281
INDICATED MARKET VALUE $9,891,488 $8,885,822
Rounded To $9,890,000 $8,890,000
Indicated overal average rent per square foot $1.60 $1.66 $1.72 $1.78 $1.84 $1.90 $1.97 $2.04 $2.11 $2.19
per month

The estimated value range calculated by the Discounted Cash Flow Analysis is
from $8,890,000 to $9,890,000 (rounded). It should be noted that the return
calculated in this analysis is for a non leveraged investment. A leveraged
investment rate of return is estimated between 19%-21% at the time of asset
disposition.
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CORRELATION AND SUMMARY

In summary, it is our opinion that a properly constructed, managed and marketed self-
storage facility would be a profitable investment situated on the subject property. It is
important to understand that the key factors of supply and rental rates are monitored as
any development plan progresses to the construction phase. This is important as the
excess demand in the trade area is large but additions to supply could lengthen the lease
up period of a newly constructed facility. It is also imperative that current rents in the
trade area do not decline to insure a good return on any investment made in a new
facility. As with any new business, it will be necessary to properly market the new facility
to ensure a lease up is as short as possible. This will allow the facility to reach profitability
sooner and therefore show a return to the investors in a timely manner.

Marketing and Lease Up Times

Although it is important to lease up a facility in a timely fashion to start making a return
on investment, this must be balanced with the expected revenue from the proposed
facility. A full unit is always better than an empty unit however, a rented unit at a
discounted rate is never better than a rented unit at full rate. Using this logic, any
discounts or incentives that discount the listed price should be time limited. This is
especially important as the facility moves to a more fully occupied state and is not working
to fill empty lockers anymore. It would be detrimental to the income of the facility to
have it full of units that were given rates below the current listed rate and not be able to
take new customers at full price. There are many different ways this is handled across
the industry. Some facilities offer a month free when a year is pre-paid. Some offer a
percentage discount for the first number of months. Both of these are good options as
they have an end to a discounted rate. One of the major storage portfolios offers the
first month for one dollar. Although not always a profitable move, most storage users
stay for much longer. All of these techniques can be used in a balanced manner to create
a well occupied and profitable facility.

When attempting to lease up a new facility, it is important to make the surrounding
community aware that you have opened and have space available. This can be done a
number of different ways including on site events, involvement with sports teams or
community groups or sponsorship of local events. These activities will help the
community think of the new facility as part of it and will encourage local business.
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Final Thoughts

The self-storage industry is, much like many other industries, about service. The service
of people being able to easily access their goods, pay for their locker or inquire about a
possible rental. In doing our market surveys of the area surrounding the potential facility,
some of the facilities failed in the service area. This is an area that a new facility can
stand above the rest.

The proposed facility being the only Third Generation, Class A facility will have some
distinct advantages over the competition in the trade area. If properly managed, these
advantages should allow the proposed facility to become the rate leader in the market
and command rates above lower quality facilities.

Supply and Demand is only an indicator of success at best. For a new facility to thrive in
any market, it will require proper management, marketing and proper construction from
the start. If these items come together, a successful facility should follow.
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CERTIFICATION

Market analysis of the feasibility of a proposed self-storage facility on a site located at
1485 Trans-Canada Highway, Kamloops, BC.

We certify that to the best of our knowledge and belief:
o The statements of fact contained in this report are true and correct;

o The reported analyses, opinions, and conclusions are limited only by the reported
assumptions and limiting conditions, and are our personal, impartial and unbiased
professional analyses, opinions and conclusions;

o We have no present or prospective interest in the property that is the subject of
this report, and no personal interest with respect to the parties involved;

o We are not in a conflict of interest to undertake this assignment;

o We have no bias with respect to the property that is the subject of this report or
to the parties involved with this assignment;

o Our engagement in and compensation for this assignment were not contingent
upon developing or reporting predetermined results, the amount of the value
estimate(s), or a conclusion favouring the client;

o Our analyses, opinions, and conclusions were developed, and this report has been
prepared in conformity with the Canadian Uniform Standards of Professional
Appraisal Practice;

o We have the knowledge, skills and experience to complete the assignment
competently;

o Patrick Wood, B.Sc, AIC Candidate made a personal inspection of the site which is
the subject of this report on August 24, 2017. The competitive facilities were
visited and surveyed for occupancy and rents between August 215t and August 24t
2017. Scott Humphreys, B.Comm, AACI, P.App, CRP did not inspect the subject
property;

o As of the date of this report the undersigned have fulfilled the requirements of The
Appraisal Institute of Canada Continuing Professional Development Program for

4 -

Members;

Scott Humphreys, B.Comm, AACI, P.App, CRP Patrick Wood, B.Sc, AIC Candidate

Dated this 14™ day of September, 2017
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Evans & Evans, inc.

1075 WEST GEORGIA STREET
SUITE 1330

VANCOUVER, BRITISH COLUMBIA
CANADA, V6E 3C9

Tel: (604) 408-2222
www.evansevans.com

September 27, 2017

NATIONWIDE STORAGE TRUST
609 Granville Street

Vancouver, British Columbia V7Y 1G5

Attention: Mr. Hugh Cartwright

Dear Sir:
Feasibility Study — Proposed Car Wash Facility in Kamloops, British Columbia

Evans & Evans, Inc. (“Evans & Evans” or the “authors of the Study”) have been asked to prepare a preliminary
Feasibility Study (the “Study”) with respected to a proposed car wash facility (the “NW Car Wash”) on a site located
at 1485 Trans-Canada Highway in Kamloops, British Columbia (the “Site”).

Evans & Evans has primarily relied upon data provided by the NationWide Storage Trust (“NationWide” or the
“Trust”) with respect to the proposed financial results of the NW Car Wash. Based on the data provided by the
Trust, it would appear there is demand for the NW Car Wash. The methodology of the Study included a review of
demographic data, financial data and a summary review of competition.

Evans & Evans understands the Trust intends to develop both the NW Car Wash and a 565 unit self-storage facility
(the “Storage Facility”) at the Site. It would appear, based on data provided by NationWide, there are operational
and financial efficiencies that can be gained by combining the two businesses. The Trust provided Evans & Evans
with six financial scenarios as outlined in the table below. If NationWide is capable of achieving the target results
through efficiencies and oversight, it would appear the potential returns to investors are significant.

Terminal Value Amount of Leverage on NW Car Wash Internal Rate of Return Amount of Leverage on NW Car Wash

(10 Years) 0% 25% 50% (10 Years) 0% 25% 50%
250 Cars per Day $4,670,642 $3,924,879 $3,186,511 250 Cars per Day 15.48% 18.42% 23.91%
300 Cars per Day $6,114,204 $5,368,441 $4,630,073 300 Cars per Day 20.73% 24.97% 32.87%
350 Cars per Day $7,533,706 $6,787,944 $6,049,575 350 Cars per Day 25.42% 30.83% 41.04%

Please contact the undersigned with any questions about this study.
Regards,

EVANS & EVANS, INC.

:‘] P
%; & Tza

Jennifer Lucas, MBA, CBV, ASA
Managing Partner

EVANS & EVANS, INC.


http://www.evansevans.com/
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1 CAR WASH OPERATIONS

1.1 Car Wash Operating Models
There are a variety of automated car wash models available in the market.

Express-Exterior Car Wash (“Express Wash”) whereby customers pay at an automated pay
station and drive onto a conveyor under the guidance of an attendant. An Express Wash is a high
volume location with a value-priced base wash and free self-serve vacuums.

Flex-Serve Car Wash (“Flex Serve”) is the combination of Express Exterior and Full-Service
interior offerings on one property. The most popular layout utilizes automated pay stations offering
affordable express wash packages, as well as interior and express detailing options.

Full-Serve Car Wash (“Full Serve”) offers a robust number of profit opportunities yielding higher
revenue per car. Greeted by a live attendant, the customer selects their wash level and extra services
before exiting the vehicle to a retail waiting area or convenience store.

Extreme-Express Car Wash (“Extreme Express™) retrofits the high-volume Express-Exterior
conveyorized wash model to smaller footprints found at c-store/gas station and in-bay automatic
locations. Multiple vehicles are processed simultaneously to increase throughput with minimal
onsite labor.

1.2 NationWide Selected Operating Model

The Trust proposes to operate an Extreme Express whereby customers pay at an automated pay
station and drive onto a conveyor

under the guidance of an attendant.

Specifically the Trust has selected the

Hybrid 160-EDT system from

Sonny’s the Car Wash Factory

(“Sonny’s™).

Sonny’s is a one-stop shop supplying
the car wash equipment, parts,
education, software. The firm reports
it sells more conveyorized car wash
equipment than anyone in the
world. Sonny’s is the largest
manufacturer of conveyorized -car
wash systems in the world, designed
and manufactured in-house in the United States.

Sonny’s has been washing cars since 1949 and has over 850 years of automatic car wash equipment
operations experience in its network.

EVANS & EVANS, INC.
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As can be seen from the following chart, conveyor car washes like that proposed by NationWide,
dominated the market in 2017 according to a 2017 study from IBIS World.

Conveyor car washes are the most conventional and consistently used form of car washing
provided by the industry. In a conveyer wash, a vehicle is typically driven onto a conveyor belt
and taken through a tunnel that uses mechanized brushes and cloths in conjunction with high-
pressure water application and a drying system. Customers have the option of purchasing a range
of services such as express wash, wheel brite, waxes and undercarriage washes.

2 LOCATION

2.1 Site Overview

The proposed location of the NationWide Storage Trust (“NationWide” or the “Trust”) car wash
(the “NW Car Wash”) is 1485 Trans-Canada Highway in Kamloops, British Columbia (the “Site”).
The Site is currently occupied by a light industrial building used for a shipping business and the
surrounding properties are light industrial.

At 57,934 %, the Site is considered too large for a standalone car wash and accordingly the Trust
intends to develop the Site to include a self-storage facility (the “Storage Facility”) and the NW
Car Wash.

The Site has the necessary infrastructure for the NW Car Wash and the Storage Facility with
sanitary and storm sewers along with overhead mounted hydro and telephone.

The proposed capital expenditure for the Site, including the purchase of the land, is $3,480,000 for
the NW Car Wash and $5,740,000 for the 565 unit Storage Facility.

EVANS & EVANS, INC.
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2.2 Kamloops Overview

Kamloops, with a population of full-time residents of 90,280, is the largest community in the
Thompson-Nicola Regional District (“TNRD”). The population of Metro Kamloops is 103,811 if
one includes residents of surrounding First Nations lands. Kamloops is 37" on the list of largest
metropolitan cities in Canada and is the 44" largest census agglomeration in Canada.
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The primary employers in Kamloops are involved in primary resource processing and include such
operations as the Domtar Kamloops Pulp Mill, Tolko-Heffley Creek

Plywood and Veneer, Lafarge Cement, and Highland Valley Copper Mine

(in Logan Lake), etc. The largest employer in Kamloops is the Royal

Inland Hospital.

Kamloops is also home to Thompson Rivers University (“TRU”) with a
student body of 10,000 including a diverse international contingent mainly
from Asian countries. TRU’s Open Learning centre is the largest distance
education provider in British Columbia and one of the biggest in Canada.

12016 Census Data

EVANS & EVANS, INC.
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2.3 Site Details

The Site is a high traffic location near Costco and Aberdeen Mall. The areas to south are a
combination of commercial and residential and new residential developments under construction
within minutes.

The proposed location of the NW Car Wash is on the corner of the Trans-Canada Highway and
Pacific Way with excellent exposure and easy access to the Site from a nearby major transportation
route; The Trans-Canada Highway, Pacific Way and Hugh Allan Drive.

EVANS & EVANS, INC.
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3 Demographics

3.1 Population Trends

The growth in the Kamloops Metropolitan area has been steady over the past decade at
approximately 0.66% per year. From 2011 to 2016 the population grew 3.3% and it is estimated
the population will increase to 107,237 by 2021. The growth trend in the total trade area is
expected to remain steady over the next decade.

3.2 Education

The level / amount of education is often an indicator of disposable income and therefore is relevant
to the NW Car Wash as for many people, a car wash is a discretionary expense. Generally, as
education increases, so does income, and more importantly disposable income.

The following data is from the 2011 census, and as such the authors of the Study have assumed
the trends are similar as at the current date. As can be seen from the following chart, a significant
number of residents have a high school diploma or more. The level of education in the population
is a positive factor for the NW Car Wash.
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3.3 Vehicle Ownership, Use and Drivers

Demand for car washing services positively correlates with the growth in the number of motor
vehicles in the area, the number of drivers and how often those drivers are on the road, driving
past the car wash. As the number of vehicles increases, so does the demand for after-market
services, such as car washes. According to data from Desrosiers Automotive Consultants Inc.
(“DACT”), 2015 was a record year for the automotive industry in Canada, reaching all new highs
across multiple sectors.

DACI also reports that Canadians’ ownership levels continue to grow. According to DACI’s data,
Canadians are embracing personal use vehicles faster than any developed country in the world.

EVANS & EVANS, INC.
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The authors of the Study also evaluated the number of potential drives in Kamloops. According
to 2011 census data, in Kamloops, 84% of the population is over 15 and 55% of the population is
aged between 25 and 64, the most likely age to own a car.

Demographics
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As can be seen from the following chart, over 80% of employed people over the age of 15 drive
their own vehicle to work in Kamloops. The number of drivers, and the significant number that
drive to work is positive for the NW Car Wash.

The more time spent on the road, particularly in a region subject to vast changes in weather and
climate is positive for the NW Car Wash. Volatile weather and the number of drivers passing by
the Site play a big role in the potential day-to-day car counts.
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3.4 Income Levels

As car wash and detailing services are generally considered a form of discretionary spending,
demand for industry services is heavily dependent on per capita disposable income levels. The
median after-tax income in Kamloops in 2010 was $28,000 and the average after-tax income in
2010 was $33,849. As can be seen from the following graph, approximately 33% of the population
has an after-tax income greater than $40,000 per annum. Comparatively, the median after-tax
income of Canadian economic families and persons not in an economic family was $53,500 in
2013, virtually unchanged from 2012.

The relativey high, after-tax income is a positive indicator for the NW Car Wash.
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4 Car Wash Market

4.1 Market Highlights

Rising Canadian per capita disposable income has fueled demand for discretionary consumer
services like car washes. Further as the Canadian population becomes increasingly more affluent,
more people shift to the do-it-for me model as opposed to home car washing.

Demand or car washes has also increased as Consumers are more educated with regards to how
driveway car washing is bad for the environment. The International Carwash Association reports
that in 2015 28.4% of consumers washed their cars at home — down from 47.6% in 1996. The
average household carwash uses 140 gallons of water, compared to 45 gallons or less used at
professional carwashes. Further many newer car washes use water reclamation systems to
minimize environmental impact.

According to data from market research firm, IBIS World, the Canadian car wash market is
estimated at $465 million, growing at a rate of 2% to 3% per annum. The Canadian market is
dominated by independent retailers with no major national chains. Research has shown that there

EVANS & EVANS, INC.
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is little seasonality in the car wash market, with average daily car volumes not changing
significantly from month to month. The market is expected to see continued growth through 2020.

4.2 Car Wash Operators

The business model in the car wash market has changed in recent years, from labour intensive to
capital intensive. As a result the minimal labor, high volume and quick return on investment
business models have attracted increased investor interest.

Technology enables locations to wash more cars per hour with faster service times, better and safer
cleaning, more complete drying, and an overall better customer experience.

In addition to increased automation, there has been development in the types of cleaning and
detailing products used in this industry, which have increased industry revenue.

5 Competition

5.1 Overview

The distribution of car wash establishments is highly correlated to population density, income
dispersion and weather patterns, as warmer regions in Canada have a greater concentration of car
washing and auto detailing service centres.

EVANS & EVANS, INC.
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Alberta (17.0%) and British Columbia (9.6%) account for the third- and fourth largest shares of
establishments in 2017. Both regions have high business concentrations as well as per capita
disposable income and population levels.

The car was industry is considered to be highly competitive given the number of small business
that operate on a local or regional basis. Competition is mainly driven by price, and as such
promotions, coupons and discounts are often used to attract new customers. Offerings of loyalty
wash cards, offering rewards and / or volume-based discounts, have increased over the past five
years.

5.2 NW Car Wash Direct Competitors
A cursory review of competition for the NW Car Wash was undertaken as part of the Study. As

can be seen from the following map, there are approximately seven car wash / automotive detailing
locations within a 10-minute drive of the Site.

EVANS & EVANS, INC.
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An overview of the nearest competition is provided below. Evans & Evans did not find any major
chain operators in the vicinity of the Site.

Tk'Emlups Car Wash
e Opened July 2009
e Operated by the Tk’Emlups Indian Band Development Corporation
e C(Certified through Ecolab’s Blue Coral program
¢ One touch-less automatic and six self-serve wash bays

Four on-site vacuums and vehicle detailing is offered as a premium service
Kamshine Automotive Detailing Ltd.

Operates two locations in Kamloops

Three time winner of the Reader's Choice Award for Best Auto Detailing Shop in town
Hand wash & vacuum

Full and limited detailing

Waxing and polishing

Suds City Car Wash Ltd.

e Limited service hours
e Automatic car wash with bays and access to exterior vacuums

Logan’s Truck Brite Ltd.
e Services for semi-trucks
First Place Detail Ltd.

e Founded 1997
e All aspects of auto detailing and cleaning, including animal removal and biohazard cleanup
e Supplies courtesy rides to customers

5.3 Storguard Self-Store & Shine Auto Wash

With the planned Storage Facility sharing the Site, the Trust is following the success of the
combined Storguard Self-Storage facilities in Vancouver and Burnaby which offer a state-of-the
art car wash facility, Shine Auto Wash.

At Shine Auto Wash the firm offers a perfect shine in under 4 minutes. We use precisely calibrated
water pressure combined with lubricating shampoos and polishes to create a lubrication barrier
between the car’s finish and the Neoglide (Neoprene) cleaning material used. When this non-
porous neoprene material massages the foamy lubricating layer of non-acidic environmentally
friendly shampoos, the combination creates the gentlest and most effective residue and scratch free
cleaning system known in the industry. This leaves you with a shiny clean car without the problems

EVANS & EVANS, INC.



Feasibility Study of a Proposed Car Wash Facility in Kamloops, British Columbia 12

of the old automated car washes. Customers who rent a storage unit receive a complimentary wash
as a token of appreciation from Storguard.

Storguard began its operations with a self-storage facility in Yaletown in Vancouver, British
Columbia. The company then expanded to a location on Terminal Avenue and added the Shine
Auto Wash. The combination of car wash and storage facilities was a success and accordingly the
company expanded to a second location in Burnaby that houses the two-story car wash in Canada.

A third storage / car wash development is underway in Coquitlam off Lougheed Highway.
6 Financial Overview

6.1 General Assumptions
The general assumptions underlying each of the financial models are outlined below:

* Total capital investment - $3,480,000

* For debt scenarios the term was 20 years with an interest rate of 4.25%
* 24/7 Operation — 365 days per year

* Hourly employees paid above minimum wage

* Car wash packages range from $7.95 to $22.00

» Average ticket price is $14.99

* Cost of materials increase over model lifespan

* Prices held constant for first 5 years

*  80% of discretionary cash is distributed annually

*  Multiple of 8.0 x cash flow from operations on the terminal value

The Trust has established six potential operating scenarios based on the number of cars per day
(250/300/350) and the amount of leverage utilized to build out the NW Car Wash (0, 25%, 50%).
Each of the scenarios is summarized and discussed below.

6.2 Scenario 1 - 250 Cars per Day

A summary of the three scenarios is provided in the following table. Followed by a detailed

income statement. The only difference in the income statement for the different leverage scenarios
is the interest expense.

Zero Leverage 25% Leverage 50% Leverage

Break Even Cars / Day 102 119 136

The break-even cars per day is well-below the low-case forecast of 250 cars per day, despite the
amount of leverage.

10 Year - Internal Rate of Return - Zero Leverage 15.48%
10 Year - Internal Rate of Return - 25%Leverage 18.42%
10 Year - Internal Rate of Return - 50% Leverage 23.91%

Zero Leverage 25% Leverage 50% Leverage
Investment $3,480,000 $2,610,000 $1,740,000
Terminal Value 10 Years (Net of Debt) $4,670,642 $3,924,879 $3,186,511

EVANS & EVANS, INC.
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Nationwide Car Wash Express

Cars / Day
C$

Cars per Day
Growth Rate
Annual Cars

Revenue
Exterior Car Wash
Menu Package #1
Menu Package #2
Menu Package #3
Menu Package #4

Bank & Credit Card Fees
Net Revenues

Operational Expenses

Line Labour & Assistants a
Chemicals & Supplies

Utilities

Advertising & Promotion
Customer Claims

Legal & Professional Fees
Licenses & Taxes

Manager & Assistant Managers
Northern Climate Overhead
Refuse Collection
Miscellaneous

Real Estate Tax

Insurance

Repairs & Maintenance c

oo O 0D T O OTOT

EBITDA

Depreciation
Interest Expense

Net Income Before Taxes
Income Tax
Net Income

Notes

a Expense growth rate per annum
b Per car expense

¢ Percentage of revenues

250

Year 1 Year 2 Year 3 Year 4 Year 5
250 269 282 289 296
7.5% 5.0% 2.5% 2.5%
91,250 98,185 102,930 105,485 108,040
$7.95 $145,088 $156,114 $163,659 $167,721 $171,784
$12.00 $219,000 $235,644 $247,032 $253,164 $259,296
$15.00 $273,750 $294,555 $308,790 $316,455 $324,120
$18.00 $328,500 $353,466 $370,548 $379,746 $388,944
$22.00 $401,500 $432,014 $452,892 $464,134 $475,376
$1,367,838 $1,471,793 $1,542,921 $1,581,220 $1,619,520
1.80% $24,621 $26,492 $27,773 $28,462 $29,151
$1,343,216 $1,445,301 $1,515,148 $1,552,758 $1,590,368
3.00% $179,400 $184,782 $190,325 $196,035 $201,916
$93,622 $101,731 $108,388 $112,406 $116,736
$134,322 $141,771 $147,556 $150,384 $153,464
$0.442 $40,296 $43,359 $45,454 $46,583 $47,711
$0.147 $13,432 $14,453 $15,151 $15,528 $15,904
$0.147 $13,432 $14,453 $15,151 $15,528 $15,904
$0.147 $13,432 $14,453 $15,151 $15,528 $15,904
3.00% $181,272 $186,710 $192,311 $198,081 $204,023
4.91% $67,161 $72,265 $75,757 $77,638 $79,518
$0.147 $13,432 $14,453 $15,151 $15,528 $15,904
$0.221 $20,148 $21,680 $22,727 $23,291 $23,856
$24,000 $24,000 $24,000 $24,000 $24,000
$6,000 $6,000 $6,000 $6,000 $6,000
0.98% $13,432 $14,453 $15,151 $15,528 $15,904
$813,383 $854,563 $888,278 $912,055 $936,743
$529,834 $590,738 $626,870 $640,703 $653,626
$173,500 $173,500 $173,500 $173,500 $173,500
$356,334 $417,238 $453,370 $467,203 $480,126
26.00% $92,647 $108,482 $117,876 $121,473 $124,833
$263,687 $308,756 $335,494 $345,730 $355,293

10 Year - Internal Rate of Return - Zero Leverage 15.48%

10 Year - Internal Rate of Return - 25%Leverage 18.42%

10 Year - Internal Rate of Return - 50% Leverage 23.91%

Zero Leverage

25% Leverage 50% Leverage

Investment
Terminal Value 10 Years (Net of Debt)

6.3 Scenario 2 — 300 Cars per Day

$3,480,000
$4,670,642

$2,610,000
$3,924,879

$1,740,000
$3,186,511

A summary of the three scenarios is provided in the following table. Followed by a detailed

Income statement.

Break Even Cars / Day

Zero Leverage

25% Leverage

50% Leverage

102

119 136

The returns increase significantly as the amount of leverage increases.
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10 Year - Internal Rate of Return - Zero Leverage 20.73%
10 Year - Internal Rate of Return - 25%Leverage 24.97%
10 Year - Internal Rate of Return - 50% Leverage 32.87%
Zero Leverage 25% Leverage 50% Leverage
Investment $3,480,000 $2,610,000 $1,740,000
Terminal Value 10 Years (Net of Debt) $6,114,204 $5,368,441 $4,630,073
Nationwide Car Wash Express
Cars / Day 300
Cc$ Year 1 Year 2 Year 3 Year 4 Year 5
Cars per Day 300 323 339 347 356
Growth Rate 7.5% 5.0% 2.5% 2.5%
Annual Cars 109,500 117,895 123,735 126,655 129,940
Revenue
Exterior Car Wash $7.95 $174,105 $187,453 $196,739 $201,381 $206,605
Menu Package #1 $12.00 $262,800 $282,948 $296,964 $303,972 $311,856
Menu Package #2 $15.00 $328,500 $353,685 $371,205 $379,965 $389,820
Menu Package #3 $18.00 $394,200 $424,422 $445,446 $455,958 $467,784
Menu Package #4 $22.00 $481,800 $518,738 $544,434 $557,282 $571,736
$1,641,405 $1,767,246 $1,854,788 $1,898,558 $1,947,801
Bank & Credit Card Fees 1.80% $29,545 $31,810 $33,386 $34,174 $35,060
Net Revenues $1,611,860 $1,735,436 $1,821,401 $1,864,384 $1,912,740
Operational Expenses
Line Labour & Assistants a 3.00% $179,400 $184,782 $190,325 $196,035 $201,916
Chemicals & Supplies $112,347 $122,153 $130,296 $134,965 $140,398
Utilities $161,186 $170,231 $177,381 $180,564 $184,571
Advertising & Promotion b $0.442 $48,356 $52,063 $54,642 $55,932 $57,382
Customer Claims b $0.147 $16,119 $17,354 $18,214 $18,644 $19,127
Legal & Professional Fees b $0.147 $16,119 $17,354 $18,214 $18,644 $19,127
Licenses & Taxes b $0.147 $16,119 $17,354 $18,214 $18,644 $19,127
Manager & Assistant Managers a 3.00% $181,272 $186,710 $192,311 $198,081 $204,023
Northern Climate Overhead c 4.91% $80,593 $86,772 $91,070 $93,219 $95,637
Refuse Collection b $0.147 $16,119 $17,354 $18,214 $18,644 $19,127
Miscellaneous b $0.221 $24,178 $26,032 $27,321 $27,966 $28,691
Real Estate Tax $24,000 $24,000 $24,000 $24,000 $24,000
Insurance $6,000 $6,000 $6,000 $6,000 $6,000
Repairs & Maintenance c 0.98% $16,119 $17,354 $18,214 $18,644 $19,127
$897,925 $945,514 $984,418 $1,009,981 $1,038,257
EBITDA $713,935 $789,922 $836,984 $854,403 $874,484
Depreciation $173,500 $173,500 $173,500 $173,500 $173,500
Interest Expense
Net Income Before Taxes $540,435 $616,422 $663,484 $680,903 $700,984
Income Tax 26.00% $140,513 $160,270 $172,506 $177,035 $182,256
Net Income $399,922 $456,152 $490,978 $503,869 $518,728
Notes 10 Year - Internal Rate of Return - Zero Leverage 20.73%
a Expense growth rate per annum 10 Year - Internal Rate of Return - 25%Leverage 24.97%
b Per car expense 10 Year - Internal Rate of Return - 50% Leverage 32.87%
¢ Percentage of revenues
Zero Leverage 25% Leverage 50% Leverage
Investment $3,480,000 $2,610,000 $1,740,000
Terminal Value 10 Years (Net of Debt) $6,114,204 $5,368,441 $4,630,073
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6.4 Scenario 3 — 350 Cars per Day

Zero Leverage 25% Leverage

50% Leverage

Break Even Cars / Day 102

10 Year - Internal Rate of Return - Zero Leverage
10 Year - Internal Rate of Return - 25%Leverage
10 Year - Internal Rate of Return - 50% Leverage

Zero Leverage

25% Leverage

119

136

25.42%
30.83%
41.04%

50% Leverage

Investment $3,480,000 $2,610,000 $1,740,000
Terminal Value 10 Years (Net of Debt) $7,533,706 $6,787,944 $6,049,575
Nationwide Car Wash Express
Cars / Day 350
C$ Year 1 Year 2 Year 3 Year 4 \CELE
Cars per Day 350 376 395 405 415
Growth Rate 7.5% 5.0% 2.5% 2.5%
Annual Cars 127,750 137,240 144,175 147,825 151,475
Revenue
Exterior Car Wash $7.95 $203,123 $218,212 $229,238 $235,042 $240,845
Menu Package #1 $12.00 $306,600 $329,376 $346,020 $354,780 $363,540
Menu Package #2 $15.00 $383,250 $411,720 $432,525 $443,475 $454,425
Menu Package #3 $18.00 $459,900 $494,064 $519,030 $532,170 $545,310
Menu Package #4 $22.00 $562,100 $603,856 $634,370 $650,430 $666,490
$1,914,973 $2,057,228 $2,161,183 $2,215,897 $2,270,610
Bank & Credit Card Fees 1.80% $34,470 $37,030 $38,901 $39,886 $40,871
Net Revenues $1,880,503 $2,020,197 $2,122,282 $2,176,011 $2,229,739
Operational Expenses
Line Labour & Assistants a 3.00% $179,400 $184,782 $190,325 $196,035 $201,916
Chemicals & Supplies $131,071 $142,196 $151,820 $157,524 $163,667
Utilities $188,050 $198,163 $206,683 $210,745 $215,160
Advertising & Promotion b $0.442 $56,415 $60,606 $63,668 $65,280 $66,892
Customer Claims b $0.147 $18,805 $20,202 $21,223 $21,760 $22,297
Legal & Professional Fees b $0.147 $18,805 $20,202 $21,223 $21,760 $22,297
Licenses & Taxes b $0.147 $18,805 $20,202 $21,223 $21,760 $22,297
Manager & Assistant Managers a 3.00% $181,272 $186,710 $192,311 $198,081 $204,023
Northern Climate Overhead c 4.91% $94,025 $101,010 $106,114 $108,801 $111,487
Refuse Collection b $0.147 $18,805 $20,202 $21,223 $21,760 $22,297
Miscellaneous b $0.221 $28,208 $30,303 $31,834 $32,640 $33,446
Real Estate Tax $24,000 $24,000 $24,000 $24,000 $24,000
Insurance $6,000 $6,000 $6,000 $6,000 $6,000
Repairs & Maintenance c 0.98% $18,805 $20,202 $21,223 $21,760 $22,297
$982,467 $1,034,780 $1,078,871 $1,107,907 $1,138,079
EBITDA $898,036 $985,417 $1,043,411 $1,068,104 $1,091,660
Depreciation $173,500 $173,500 $173,500 $173,500 $173,500
Interest Expense
Net Income Before Taxes $724,536 $811,917 $869,911 $894,604 $918,160
Income Tax 26.00% $188,379 $211,098 $226,177 $232,597 $238,722
Net Income $536,157 $600,819 $643,734 $662,007 $679,439
Notes 10 Year - Internal Rate of Return - Zero Leverage 25.42%
a  Expense growth rate per annum 10 Year - Internal Rate of Return - 25%Leverage 30.83%
b Per car expense 10 Year - Internal Rate of Return - 50% Leverage 41.04%
¢ Percentage of revenues
Zero Leverage 25% Leverage 50% Leverage
Investment $3,480,000 $2,610,000 $1,740,000
Terminal Value 10 Years (Net of Debt) $7,533,706 $6,787,944 $6,049,575
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7 Conclusions

In the five years to 2022, the car wash and auto detailing research supports that industry operators
will benefit from rising per capita disposable income, fuelling an increase in demand for
discretionary consumer services, such as car washes. Furthermore, the total number of vehicles in
use in Canada is projected to rise steadily during the next five years, expanding the industry’s
potential customer base. As a result, industry revenue is expected to increase at an annualized rate
of 1.4% to $499.6 million in the five years to 2022, including growth of 1.6% in 2018.

The car wash and auto detailing industry has low market share concentration. The industry has
only one major player, Petro-Canada, which operates more than 240 SuperWash and Glide auto
wash establishments. Otherwise, the industry is characterized by a large number of small-scale
operators, with the majority of companies operating on a local basis and owning just one
establishment.

Kamloops represents an attractive market as the populations skews younger, the median disposable
income is high, there are no established chains, and a high percentage of workforce is employed
and drives to work. Further, Kamloops offers access to land at prices which enhance returns.

Evans & Evans found in its research that industry operators with the most up-to date technology
will attract more customers and can charge higher prices. Such trends bode well for the NW Car
Wash as it will be newly-built using state-of-the-art technology.

The Site itself is in a high-traffic area. Successful car wash companies are often located near other
automotive care service providers. Industry operators are generally more successful when they are
located in high-traffic count areas, particularly on a street corner, which has a high visibility to
passing cars.

The Trust intends to develop both a Storage Facility and the NW Car Wash at the Site. Storguard
Storage Services and Shine Auto Wash have developed a similar, reportedly successful model, in
Vancouver, British Columbia. The combined operations benefit from operational and financial
efficiencies such as: (1) shared management and administrative overhead; (2) shared property
taxes; and, (3) shared operational staff.

Importantly, car washes generally begin generated revenues very early in their lifecycle as they
are high volume businesses. Comparatively, storage facilities take time reach target occupancy
levels. Accordingly, the NW Car Wash can potentially offset short-term losses from the Storage
Facility.

8 Restrictions and Conditions

The following assumptions, limiting conditions and disclaimers apply to the Study:

e Evans & Evans has assumed that NationWide and its principals have no contingent liabilities,
unusual contractual arrangements, or substantial commitments, other than in the ordinary

course of business, nor litigation pending or threatened, nor judgments rendered against, other
than those disclosed by management and included in the Study, that would affect the ability of
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the Trust to develop the NW Car Wash.

e Evans & Evans makes no recommendations, either expressed or implied, as to the suitability
of the Trust, the NW Car Wash, the Storage Facility or any related organizations, described
herein or their securities, as investments.

e The information and assessment contained in the Study pertain only to the conditions
prevailing at the time the Study was substantially completed in September 2017.

e This Study has been prepared for the internal use of the Trust and for submission to potential
investors in the Trust and funding sources. Assessments and conclusions reached by the
authors of the Study reflect their analysis and interpretation of the data collected from multiple
sources and management within various companies.

e Evans & Evans and its directors and officers will not assume any legal and/or financial
responsibility to the Trust, its trustees and unitholders, or any other parties as a result of the
circulation, publication, reproduction or use of the Study, nor for its use contrary to the
provisions of this section of the Study.

e Evans & Evans provides this Study based on Trust management signing a Representation
Letter regarding their acknowledgement of full disclosure of information provided to Evans &
Evans as well as their acknowledgement of responsibility for their business information and
the information contained in the Study. The letter of representation obtained from the
management of NationWide confirms all representation and warranties that it has made to
Evans & Evans, including a general representation that the Trust has no information or
knowledge of any facts or material public information not specifically noted in this Study,
which, in its view, would reasonably be expected to affect the conclusions and assessments
expressed herein.

e Evans & Evans has assumed that there are no contingencies, claims, possible claims,
substantial commitments, or litigation pending or threatened regarding the Trust which have
not been disclosed to Evans & Evans, Inc.

e The authors of the Study have also assumed that the Trust has satisfactory title to all its assets,
and there are no liens or encumbrances on such assets nor have any assets been pledged which
in any way may affect the future operations.

e Information presented herein, while obtained from numerous sources that the authors of the
Study believe to be reliable, cannot be guaranteed either as to accuracy or completeness.

e The Study’s data and information, especially concerning competitors, is given as of the date
appearing on the Study, and Evans & Evans assumes no liability to any party as to its use or
an obligation to update the information or advise on further developments relating these
matters.

e The Study is for informational purposes only and should not be construed as an
offer/solicitation to buy any Trust securities.
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Evans & Evans reserve the right to review all information and calculations included or referred
to in this Study and, if it considers it necessary, to materially revise its views in the light of any
information which becomes known to it during or after the date of this Study.

The Study should not be construed as a formal valuation or appraisal of the NW Car Wash or
any of their securities or assets and our Study should not be construed as such. Evans & Evans,
has, however, conducted such analyses as we considered necessary in the circumstances.

Evans & Evans and all of its Principal’s, Partner’s, staff or associates’ total liability for any
errors, omissions or negligent acts, whether they are in contract or in tort or in breach of
fiduciary duty or otherwise, arising from any professional services performed or not performed
by Evans & Evans, its Principal, Partner, any of its directors, officers, shareholders or
employees, shall be limited to the fees charged and paid for the Study. No claim shall be
brought against any of the above parties, in contract or in tort, more than two years after the
date of the Study.
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