1028 East Bender
Hobbs, NM 88240

Register for Additional Info: www.nmapartment.com/bender1028
Zoom Tour: Noon on Tuesday, 1/10/2023
Offer Deadline: Noon on Thursday,1/12/2023

26 unit extreme value add in NM’s EnergyPlex Region

Units:
Size:
Land:
Price:
GRM:
Cap Rate:
Cash on Cash:
IRR after Tax:

26
18,200 sf
1.73 acres
$704,572
4.48
10.00%
21.22%
27.3%

The Offering
On behalf of the owners, NM Apartment Advisors is excited to bring this Hobbs
26 unit community to market. Located in the middle of of Hobbs NM which is the
epicenter of NM’s energyplex, this property offers the features of an owner occupant (large units, garage, private yard area), with the returns for an
investor—10.00 actual cap rate on 74% occupancy.
Hobbs as a community has made major investments in expanding their quality of
living including the addition of the $62 million, 160,000 square foot community
center known as the CORE Center for Recreation excellence.
Did you know NM is #2 in the country for oil production? Or that this market
(Hobbs) is severely underserved for new housing?
This property is not for the feint of heart and is in need of major renovation,
but the upside potential is over $500,000 (see pages 3 & 5 for a comparison ).
Do not miss out on this amazing and rare opportunity to invest in one NM’s fastest growing areas!

The Property
Address: 1028 East Bender
Number of
units: 26
Year of
construction:
Bldg. Size: 15,800 sf +/Site Size: 1.73 acres
Avg. Unit Size: 700 sf
UPC#:
Legal:

Start Price: $704,572
$/ unit: $27,099
$ /sf: $38.71
Actual/Est

Proforma

(2022)
Avg. Rent:

505

$823

GRM:

4.48

2.74

Cap Rate
Before
reserves:

10.83%

26.32%

Cap Rate
After reserves:

10.00%

25.49%

Year 1 NOI:

$70,457

$179,594

Cash on Cash:

21.22%

Before Tax IRR:

35.2%

After Tax IRR:

27.3%

Annual Property Operating Data (APOD) - As-Is

5 year hold analysis with internal rate of returns

1.
2.

2.
3.

As a commercial real estate investor, the federal tax code gives you three advantages
compared to other investments including:
1. Deduct your annual mortgage interest before you calculate your taxable
amount;
2. Deduct your cost recovery/depreciation before you calculate your taxable
amount, in the future when you sell the property, you only pay back 25% of the beneÞt
you received;
3. Your long term proÞt, or capital gain, is taxed at 23%

Annual Property Operating Data (APOD) - renovated

Potential Lender - Ventana Fund
Ventana Fund is a NM headquartered, non-profit, CDFI and lender for mul family product that supports
aﬀordable housing with renova ons that include energy savings.

Proper es that need extensive renova on / rehabilita on like this
property are ideal for the Ventana Fund’s Threshold product.
Applica on, term sheet and more can be found at
h p://www.ventanafund.org/loan-products/

“We have worked with the Ventana Fund on several deals and have
enjoyed working with them. They have allowed us to look at many deals
in underserved areas of New Mexico, like Las Vegas or Moriarty, that we
normally wouldn't have been able to. Places that need investment but
that currently have holes in the capital market for financing.” - Sam
Kunzman, Cory Sutphin, Edge Capital
“I have worked with many lenders in the past and working with Ventana
Fund is by far the easiest and least painful process I have encountered.
Ventana Fund has extremely compe ve rates and terms, and has been
able to move more quickly than any other lender I have ever worked
with. I would do all of my deals with Ventana Fund if I could.” - Joey Barr

Term Sheet
Loan to Value:

Up to 80%

% of renova ons funded in loan

Up to 80%

Interest rate range
(depends on aﬀordability, risk and
% of renova ons dedicated to energy savings)

3.85% to 4.85%

Applica on Fee

$2,500

Origina on Fee

1% of loan value

Amor za on:

30 years

Balloon

5 years

For More info Contact Loan Oﬃcer:
Bill Dolan
vwdolan@hotmail.com
(505) 270-5650

*Disclosure: Todd Clarke is a unpaid, volunteer board member of Ventana Fund

The Market—Southern NM

Distance from Hobbs to:
Carlsbad, NM
Artesia, NM
Midland/Odessa, TX
Lubbock, TX
Roswell, NM
Amarillo, TX
El Paso, TX
Las Cruces, NM
Santa Fe, NM
Albuquerque
Dallas, TX
San Antonio, TX

69 miles
77 miles
97 miles
109 miles
116 miles
220 miles
234 miles
287 miles
307 miles
314 miles
396 miles
412 miles

Although the rest of the country
might know New Mexico for its
award winning TV Show, Breaking Bad, astute investors are looking at New Mexico as the place to
invest.
Thanks to major employers like
Sandia National Laboratories and
Intel, New Mexico is home to
more PhD’s per capita than in any
state in North America.
New Mexico has an exceptional
quality of living, as well as mile
high Sandia mountains, and North
Americas largest cottonwood forest. It is known for its 300+ days
of sunshine, skiing and golf in the
same day, stunning sunsets, and
abundance of outdoor activities.

The Market—NM’s Energyplex
Lubbock

The cities of Eunice, Hobbs, Jal, Lovington and Tatum
have banded together to form the EnergyPlex—
economic development focused on the abundant natural resources offered in Lea and adjoining Eddy
counties.
Lea county ranked as the fastest growing county in
NM from 2010 to 2014 with a 8.1% growth, followed
by Curry (Clovis), and Eddy County (Carlsbad) at
4.8%.

Hobbs Area major employers (Q2-2015)

Hobbs, NM

Midland/Odessa

100 mile radius

Within 100 miles of Hobbs is:
859,752 people

with a median age of

30.9 years

with a median household income
of

$65,274

442,523 employees
309,858 households
39,444 businesses

Hobbs Municipal Schools

1193

Haliburton

608

City of Hobbs

431

Lea Regional Medical Center

423

Ferguson Construction

411

Nor-Lea hospital

394

NM Junior College

389

Walmart

368

Urenco

362

Lea County

302

GEO Group (Correctional Facility)

267

D & D Pipeline Construction

254

NovaMud

225

Zia Park Racetrack and Casino

216

McDonald's

215

Willibros

181

Baker Hugest

183

Lin-Mar

174

WCS

171

The Permian Basin is growing...

https://www.bizjournals.com/albuquerque/news/2018/10/29/join-us-nov-8-for-our-energy-outlook-on-doing.html

Area Demographics/Employment
The W Calle Sur Triplex is within a few
minutes drive time of
a majority of the city
including access to
some 1,886 businesses, 21,885
employees, people
whose average household income is
$82,980.

Hobbs Average Household Income

Retail opportunities in Hobbs, NM

The subject property is located
in the heart of Hobbs and within a 10 minute drive of most
anything a resident might need
in the city.

The Neighborhood
The subject property is a short distance to a new(er) Walmart, Lowes, Applebees,
Home Depot, Texas Road house and a half dozen new hotels/apartments. It is just a
couple of stop lights from Hobbs Center of Recrea on Excellent (CORE—a 160,000
state of the art community center $62.5M investment by the community—more
info at www.corehobbs.com)

UN
M
Park

Photographs

Photographs interior that needs renovation

Aerial photographs

Aerial photographs

Aerial layout

Survey

New Mexico is on the international map
New Mexico is home to the oldest Capitol in the
country, the chile capital of North America, 3rd
best place for Þlm and TV and Spaceport NM
home to Virgin Galactic.
More PhDs per capita than anywhere in the US,
home to two nuclear laboratories and founding
location of the personal computer and Microsoft.

Taos

Sandia National
Labs

Meow Wolf
New Netflix
Studios

SpacePort New
Mexico

New Amazon
Facility

New Facebook
Datacenter

Very Large
Array
Las Cruces
Chile capital

Multifamily investment sales process / thoughts:
My name is Todd Clarke CCIM CIPS and I am a commercial Realtor who has been selling
apartment investments for over 33 years. In that time, I have listed/sold over 15,160 units
totaling $548M. I also teach investment sales analysis for the CCIM institute (25 years, over
4,000 students in a dozen countries). I share this with you so you know that the balance of
this document comes from experience, and my ideals about how the apartment business
runs. This also gives you insight into how we counsel and advocate for our clients.
Most of your Buyer’s questions about rents, expenses, and property info can be answered
by downloading the flyer & APOD (Annual Property Operating Data) from the document center. Please READ THEM. If you are new to investment sales, I am glad to assist you, but
please know:
Showings/Tours
Residents have rights under the NM Landlord Resident Relations act, and Landlords take
that law seriously.
Many Landlords consider their residents to be their customers. They work hard to keep
them happy. Any attempt by a 3rd party to visit the property without the Landlord’s
prior written approval jeopardizes the Landlord’s and Resident’s happy customer relationship.
Do not disturb the residents, do not walk the property. It is considered rude to do either, and many Sellers will refuse to work with Buyers who violate this provision.
Landlords (Sellers) rarely are willing to show a property prior to having an offer.
Where possible, we have included virtual tours in high deÞnition – please look to the flyer
for those links.
Sellers suggest Buyers make an offer subject to inspection and that the buyer work hard to
consolidate their inspections and appraisal review on the same business day, to minimize the impact on the residents, who are the sellers clients.
Commercial vs. Residential Real Estate sales
Apartment investments are considered commercial real estate sales. Although the occasional apartment will sell to an owner/occupant, from the Seller’s and Listing Broker’s
perspective, they approach the transaction in a business-like manner, where it is all
about the numbers, and very little about the emotions.
Commercial brokers work regular business hours during business days, and so do most of
their clients. Please do not write an offer with an expiration date on a weekend, or a
response period of anything less than 3 business days. Please do not text, or expect
return phone calls after regular business hours.
Offers
Commercial transactions often start with a two page letter of intent or LOI – this allows the
parties to share the skeleton of a deal. If they can reach a meeting of the minds, they
will then flesh out the details in a purchase and sale agreement. If your client chooses
to do a letter of intent, please make sure your letter of intent form includes the basics
like price, closing date, contingencies, and who pays what closings costs.
The current (2021) activity level from investors interest in our marketplace is three times
higher than it was before then pandemic, which was 10 times higher than it was in
2016, our market is saturated with out of state investors, and I often tell buyers that
they have a 1 in 10 chance of becoming an owner, where as everyone of my Sellers
have a 1 in 1 chance of selling.
Please let your client know that I work with my clients on a merit based negotiation system
- we do not play the high/low game, and my listing agreement pre-authorizes me to
UNM
let you know when a (low) offer is likely not to be responded to by my Seller, so
Parkcall
& Þrst before your client suggests a low ball offer.

Ride

If your client’s strategy is to count days on market and expect a discount, please let
them know we specialize in helping our clients establish the leading edge of current market pricing, and our clients are prepared to wait for the right investor
who can meet their deal goals.
The follow-up questions Sellers ask after what is the price is, does the Buyer know
the market? Have they been here? Do they have a team (management, lender,
etc.) in place? Be prepared to answer these questions an advocate for your buyer, particularly if there are multiple competing offers.
Most of my Sellers are as focused on certainty of closing as they are the price,
so don’t be surprised when we ask you for proof of funds of down payment and a
prequal letter from a qualiÞed lender.
The standard in commercial transactions is that the Buyer pays for their own inspections and Þnancing costs, and issues raised by the Buyer’s lender are the Buyers
to deal with. As the seller is sharing the information on the property with the
buyer, the expectation is the buyer will share all information with the seller so
they can troubleshoot/problem solve together.
BID Process
If this property is being marketed with the BID process, then the ask (start) price is
set low with the intention of garnering a lot of investor interest that will lead to
multiple offers, a best and Þnal round with a Þnal close price that is considerably higher than the original ask price. This process may be new to you, but we
have been using it for over 16 years. By participating in the BID Process, best
case, your buyer becomes an owner, worst case they receive an education on
current market conditions.
If the property is being marketed using the BID process, the tour date and time is the
only time the property is available for a viewing. This is not an inspection.
Please do not bring your vendors, inspectors, ladders, etc. This is not an open
house, but a guided tour that lasts 10 to 20 minutes and allows you a chance to
view the interior condition.
Client Control
Your client’s actions represent you in this transaction, and your actions represent
them.
Please let your client know they have only one chance to make a good impression
with my Sellers.
When in doubt, please ask for permission via email, do not take action and expect
forgiveness from a Seller. Please let your clients know that their actions will be
considered by the Seller when they review offers and rank them in likelihood to
close.
Open invitation – on a monthly basis, we host a luncheon for brokers and property
managers who have an interest in apartment investments – just email me for an invitation.
Please know that I love this business and I am glad to share my knowledge, expertise
and enthusiasm with you and your Buyer. I want to help you, help them, to be a great
landlord and investor.
I look forward to working on this transaction with you—Sincerely, Todd Clarke CCIM
CIPs

Key Dates
Please do not disturb the residents or walk on site.
Seller suggests interested investors make offers subject to
inspection.
Register for conÞdential documents at:
www.nmapartment.com/bender1028

Marketing Advisors
In the event of a multiple offer situation, this property will be
run using the Bid process - additional info on this process
can be found at
www.nmapartment.com/bidprocess/bidprocess.pdf
The owner and property are represented by Todd Clarke
CCIM of NM Apartment Advisors, who has over thirty-three
years of experience in marketing apartments in the New
Mexico area.
If there is any information you need on the market,
submarket, or the property, please do not hesitate to ask.

Todd Clarke
CEO & Qualifying Broker
NM Apartment Advisors Inc.
NMREC License #13711
505-440-TODD
tclarke@nmapartment.com
www.nmapartment.com

