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team aim to help anyone confidently trade net lease
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Renshaw delivers her keynote presentation on diversity at the recent ULI meeting.

New York, NY The New York Real Estate Journal recently sat down with Camille Renshaw, CEO at
B+E for a question and answer session.
Q: What makes B+E unique?
A: The B+E online trading platforms set the standard for net lease real estate brokerage services
and performance. The mission of B+E is to help virtually anyone confidently trade net lease.
We recently launched the first 1031 online trading platform at the ICSC New York Deal Making
Show, empowering exchangers to review the market for all net lease properties, both on-market and
off-market. Our proprietary system then utilizes user defined criteria to match properties and name
and purchase replacement properties.
This 1031 online trading platform joins our existing B+E triple net lease trading platform, which offers
the first end-to-end solution for buyers and sellers to conduct entire triple net lease transactions
online. The B+E trading platform consists of user-friendly dashboards, real-time predictive pricing
and an AI-driven exchange—all leveraging the largest data set in the industry. Buyers and sellers
can conduct entire transactions online, reviewing real-time credit, news and tenant data while they
trade, much like online stock trading platforms.

Renshaw leads a discussion group at a recent Bisnow meeting.

Q: What led you to your current profession?
A: I started coding when I was in seventh grade, so I would say it’s been a long and winding path
and unpredictable. After selling a tech company, I invested the proceeds in single tenant real estate
and realized what an extraordinary asset net lease property is, in terms of helping you build and
protect wealth while being fairly hands off of the real estate.
Q: What’s your background?
A: Prior to B+E, I was head of sales for Ten-X (a Google Capital company), a leading online
marketplace for commercial real estate with products such as Auction.com. Prior to Ten-X, I founded
the Stan Johnson Company’s New York office where I led their sales team as its top producer for
five years. Before this, I was director of the U.S. Capital Markets division of Colliers International and
a Top 40 Worldwide Producer. I originally entered commercial real estate as an owner, after
founding Dyzco Technologies and successfully selling it to American Financial Services Corp, Inc.
Currently I am an executive in residence at the NYU Stern School of Business, an advisor to
DreamIt’s UrbanTech Accelerator and a board member on the Rutgers Big Data Advisory Board

(part of the Rutgers University Center for Innovation Education).
Q: What is your creative process? What is your favorite part about it?
A: The strategy process. I will often hold full day workshops on a topic. It could be our database and
data dictionary, or current marketing issues. You get your team into a room, turn off all the outside
volume in your workday and brainstorm together.
Q: What is inspiring you now?
A: I am reading a great book called “Hackers and Painters, Big Ideas from the Computer Age.” It’s
about coding/programming and art, and their similarities.
Q: What do you regard as the greatest success in your career to date?
A: The creation of B+E. I’m really proud of this company.
Q: What do you like most about your job?
A: The people. I get to work with people that I trust and respect, working together to help our clients.
Some of our team has been together through three different companies, so we have really built up a
strong, positive culture.
Q: How would you describe your clients?
A: They range from private families that are working on generational transitions of wealth, to
institutions.
Q: What’s the most complex deal you’ve been involved with?
A: Sale leasebacks are very complicated and one that comes to mind is work we carried out for
Tower Radiology, a very large radiology company in the U.S. They’re based in Florida and a sale
leaseback for them involved 30 different principals with different goals and two generations of
doctors trying to transition. It got very complicated. We worked on it with Broadstone and it took
almost a year to get done.
Q: What do you see as the biggest challenges for B+E?
A: Our goal is to increase the number of investors that we help. This means that in addition to
branding, marketing and outreach, we need to scale our team. Great people are hard to find and this
takes time, but is something that you can’t compromise on.
Q: Do you ever truly unplug from work?

A: No.
Q: What can our political leaders do to increase equality in the workplace?
A: Make their own operation teams more diverse. And by diversity, I mean all areas, including race,
sex, age, etc. In addition to being the right thing to do, studies have shown that companies with
diverse leadership perform better on many levels of measurement. Politicians should lead by
example.
Q: What learning experience or professional development most helped you prepare for leadership?
A: The Girl Scouts. It was a great experience and I am still proud of the records I set in selling Girl
Scout cookies!
Q: How do you set priorities?
A: Every day I work from a large scale plan, and then identify daily action items and the associated
key performance indicators.
Q: What about trends you’re seeing in the marketplace?
A: It’s an exciting time, as we are seeing new technologies to help source deals, price properties,
evaluate risk and connect people. We believe that B+E is part of this innovation.
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