
Castle Lanterra Properties 

Blending steady long-term multifamily growth 
with an opportunistic investment approach

Recently, Jonathan A Schein, global head of business develop-
ment for Institutional Real Estate, Inc, spoke with Elie Rieder, 
founder and chief executive officer of Castle Lanterra Properties. 
Following is an excerpt of that conversation.

Perhaps you could start by briefly introducing yourself, your 
firm and your investment focus.

I’m a third-generation multifamily owner-operator. I learned 
the business from my grandfather, who focused on devel-
oping long-term rental properties that he built and held 
for generations, and from my father, who focused on a  
value-add renovation strategy. I combine the two 
approaches by blending the long-term controlled-growth 
ownership theory of my grandfather with the innovative, 
opportunistic and creative approach of my father. My 
company focuses on the acquisition and management of 
quality income-producing multifamily properties within 
strategic growth markets in the United States. We want to 
buy into yield and existing cashflow, and then improve the 
community, amenities and residents’ living experience in 
our buildings. 

What kinds of markets do you seek for this strategy?

We seek out properties in markets with strong fundamen-
tals. We look at income and population growth, and acquire 
properties in markets with a diverse local economy, as well 
as constrained supply and high barriers to entry. Markets 
also must have proximity to employment centres, healthcare, 
education, mass transit, and access to retail, entertainment 
and recreation.  

What are some trends you are seeing in the multifamily 
investment space today?

There has been a significant amount of conversation sur-
rounding opportunity zones, which are an attractive proposi-
tion, given the tax benefits. But at Castle Lanterra, we don’t 
want to be limited to just those select areas. We do own a 
handful of properties located in opportunity zones, although 
our decision to acquire them was based solely on the merits 
of the properties themselves, the basis at which we were 
able to purchase them and the appreciation potential we 
saw in the submarket. For an investment strategy such as 
ours, where capital invested to physically improve the asset 
tends to be more moderate, it is highly unlikely that we are 
able to satisfy the necessary thresholds to qualify for these 
tax benefits unless we undertake a complete redevelopment 
or gut renovation of the property.

An area that does affect our business plan is tech-
minded amenities. With millennials accounting for a large 
proportion of renters today, we spend a lot of time thinking 
about how to continuously stay ahead of the curve when it 
comes to the technologies that make for a more seamless 
living experience.

Can you share any examples?

Examples of the tech-minded amenities in our properties 
include smart units with thermostats, lighting and locks con-
trolled through a smartphone or an app; and a “packaged 
concierge”, where, instead of having an onsite staff member 
receive and track packages, we can offer unlimited capacity 
by having the process automated. Residents can simply punch 
in the code and get their dry cleaning or FedEx packages at 
any time they want. It’s much more convenient for residents 
because the service is available 24 hours a day, seven days a 
week; and it’s much more cost effective for the ownership. 

In addition to technology, we focus on ESG — 
environmental, social, governance. Some examples of that 
include enhancements to amenities, such as business centres, 
Internet cafes, playgrounds, upgraded business and fitness 
centres, yoga rooms, fitness on demand, increased security 
cameras, electronic key fobs, and energy efficiency. We 
try to use recycled materials in our renovations and install 
environmentally-friendly LED lighting and low-flow plumbing 
fixtures, such as faucets, shower heads and toilets. 

For the social aspect, we offer a variety of programmes 
throughout our portfolio that include scholarship 
programmes, residents’ events, educational classes, kids’ 
programmes, college internships and charity participation. 
We like to say that we are “doing well by doing good.” A big 
theme in our portfolio is creating a sense of belonging and a 
sense of home for our residents. Some properties have sports 
leagues that we organise for our residents, and others have 
Facebook-style pages for those in the community. We cater to 
different clienteles, with programmes and events like “speed 
meeting”, yoga or bootcamp classes, and cooking classes, 
all of which offer residents social opportunities to meet, 
get to know each other, and really feel like they’re part of a 
community. This has been very effective in creating a sense 
of belonging, and a sense of brand and resident retention. 
It’s almost counterintuitive — on one hand, we want to be 

very technologically advanced, yet, on the other hand, we 
find that millennials and baby boomers want to turn off their 
phones and have socially-engaging experiences with other 
people — human interaction — when they come home. 
That’s something we try to foster.

Given the current economic environment, how do you feel 
multifamily investing will fare against the other asset classes 
in 2019?

I’m very bullish on multifamily. People will always need a 
roof over their heads, and multifamily — especially work-
force housing within multifamily — will continue to be an 
attractive investment strategy. More people are renting in 
the United States right now than at any point in the last 
50 years, and the rentership society is expected to grow by 
7 million by 2025. There are 80 million millennials in the 
United States, and they comprise one in three of the total 
US workforce. Only 37 percent are homeowners under age 
35, and that’s because many of them have high student 
debt. The average income is $36,000, so they cannot afford 
homeownership. They want flexibility, and they like the 
amenities and avoiding the maintenance hassle. So millenni-
als — people born between 1981 and 1998 — are choosing 
to rent both by necessity and by choice.

A second category is baby boomers, people born between 
1946 and 1964. Nearly one-quarter of the US population fits 
into this category, and many of them are downsizing. They 
don’t want to be burdened with taking care of a big house. 
The percent of renters in their early 60s increased 84 percent 
between 2006 and 2016. By 2020, we’re expecting 5 million 
additional renters from this age group. 

A third group is Generation X, which comprises people 
born between 1965 and 1980. One in three in this age 
group rents. Many of them lost their homes during the 
financial crisis, and their average income is $54,000, which, 
again, makes it more difficult to purchase a home.  

Castle Lanterra has made its reputation primarily in the  
value-add space. Why focus on this strategy?

Risk-adjusted returns. In the value-add space, we’re buying 
below replacement costs. We’re buying intrinsic value and 
with much less execution risk than developing a property. 
There are also tax efficiencies because of depreciation, and 
then there is appreciation: Assets in good areas generally grow 
to be more valuable while we sleep. Lastly, the returns on mul-
tifamily assets and value-add have less to do with the broader 
macroeconomic environment, which we cannot control, and 
more to do with the owners’ ability to execute the business 
plan, which we can control.

How, specifically, are you creating value at your properties?

We’re doing a combination of things. We’re focusing on 
enhancements to the amenities at the properties — any-
thing from business centres, to basketball courts, to volley-
ball courts, to yoga studios. We’re streamlining expenses, 
utilising staff optimisation and creating ancillary income, 
such as premium parking, amenity fees, pet fees. We’re 
renovating units, which is a key part of our business plan, 
and we’re charging a premium on upgraded units. We’re 
improving collections by minimising arrears and bad-debt 
write-offs. In doing so, we are boosting bottom-line finan-
cial performance while elevating the living experience for 
our residents.

In what markets do you focus?

Generally we focus on the top 50 US MSAs, but we prefer 
to be in the outer rings of the central business district. The 
primary reason for this is what we like to call “a flight to 
value.” In a downturn, renters become more price sensitive, 
and they are much more likely to go from a class A asset to 
a class B asset. We feel this strategy is somewhat recession 
proof due to the high value proposition we are able to offer.

Also, the majority of new construction is luxury 
development. The price of developable land spiked about 
62 percent between 2012 and 2016, and the price of 
labour, materials and construction fees jumped 25 percent 
in that same period, incentivising developers to build at 
the high end in order to achieve a profit. Consequently, 
the demand-supply ratio for middle-income residents 
keeps growing on the demand side, while supply shrinks. 
Every year, workforce housing properties are taken out of 
commission, while the middle-income renter population 
continues to increase. This has created an acute shortage 
for renter households that typically make 60 percent to 120 
percent of the area median income. 

How do you participate in workforce housing?

We generally focus on assets that don’t have a cap on 
rent. We don’t want to have a glass ceiling on our end, 
which is why workforce housing is a very compel-
ling investment space for us. Nearly 50 percent of 
all US renter households spend more than 30 per-
cent of their income on rent, deeming them as cost- 
burdened. On average, 325,000 new units are needed each 
year through 2030 to satisfy the renter growth. An average of 
only 244,000 units came online annually between 2012 and 
2016. So right away, we see a big gap. 

In the five-year period from 2011 to 2016, median rent 
increased 27 percent to $1,480 per month. And during that 
same period, renter income only increased 16 percent to 
$37,300. So, in order to comfortably afford rent of $1,480, 
an individual needs to make $59,000 a year, and that’s not 
happening. Therefore, investing in workforce housing is a very 
safe bet compared with other property types and asset classes.

SPONSORINTERVIEW SPONSORINTERVIEW

EUROPE  | 34  |  MAY 2019 EUROPE  |  35  |  MAY 2019

CONTRIBUTOR
Elie Rieder is the founder and chief 
executive officer of Castle Lanterra 
Properties. An active real estate 
investor, owner and manager since 
1998, Rieder was named to Real Estate 
Forum’s “50 Under 40” list in 2017 and 
was awarded Manager of the Year in 

2017 for performance, innovation and strategy by Real Estate 
Finance & Investment. In his personal life, he volunteers his 
time and energy to numerous charitable organisations and 
community associations focused on providing food, shelter and 
education for underprivileged families, both locally and abroad. 

CORPORATE OVERVIEW
Castle Lanterra Properties is focused on the acquisition 
and management of quality, income-producing workforce and 
multifamily properties within strategic growth markets throughout 
the United States. Through a rigorous value-enhancement 
programme that includes thoughtful renovations, operational 
improvements and ancillary income development, CLP aims to 
reposition each asset with the goal of maximising NOI, elevating 
its competitive position within the market, and generating 
attractive risk-adjusted returns for its investment partners. 

CORPORATE CONTACT
Mike Kim

Vice President, Investor Relations, Castle Lanterra Properties
mkim@castlelanterra.com

This article presents the author’s present opinions reflecting 
current market conditions. It has been written for informational 
and educational purposes only and should not be considered as 
investment advice or as a recommendation of any particular security, 
strategy or investment product.
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