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TWO

• Get the property into the hands of a  
   good owner 

• Create good relationships with local realtors

MAIN GOALS



PRIORITY

• Properties Currently for Sale 

• Publicly-Owned/Main Street-Controlled 

• Vacant* 

• Underused*

PROPERTIES



*Willing/Cooperative Owners



PROPERTIES

CURRENTLY FOR SALE
• Realtor-Listed 
• On YOUR Website + Socials 
• Industry Websites 

MLS 
Zoom Prospector 
OppSites



90%
Of Real Estate Investors Do Research Online 

Before Seeing Property



MARKETING

CURRENTLY FOR SALE
•Minimum: 

Recent Photo 
Sq Ft Lease/Sale Price 
Contact Info 
Zoning 
Link to More Info (Realtor website) 







TAKING IT TO THE

NEXT LEVEL
• Downloadable PDF 
• Location Map  
• Renderings (If Available) 
• Desired Project Description 
• Market Information 









FINDING A 

A DEVELOPER
• RFP vs RFQ 
• Property Information Packages 
• Pro Forma Development 
• Incentives 101 



WHAT’S THE DIFFERENCE BETWEEN

RFP VS RFQ
• Request for Proposal (RFP) 

Built on Procurement 
Best for Defined Projects w Known Variables 



WHAT’S THE DIFFERENCE BETWEEN

RFP VS RFQ
• Request for Qualifications (RFQ) 

Built on Relationships 
Best for Project w Unknown Variables 



RFP       VS     RFQ
Time Consuming 
Expensive 
No Guarantee

Less Time 
Less Expensive 
No Guarantee



VISION
FOR MAJOR PROPERTIES… 

CREATE A COMMUNITY



CREATING A 

COMMUNITY VISION
• Public Visioning 
• Surveys 
• Feedback 

What Do We Want There?  
What Do We Want It to Look Like? 



IF THE DEVELOPER  
ISN’T THE 
TOOL FOR THE  
COMMUNITY’S 
VISION THE COMMUNITY 

WILL BE THE 
TOOL FOR THE  
DEVELOPER’S 

VISION





























CREATING A

PRO FORMA
• Financial Projection 

Construction Pro Forma 
Operating Pro Forma 

•









a

a

b

c

BENCHMARK PROFORMA
Current Configuration Single 5448, 2 buildings, former retail
Potential Redevelopment Mixed Use, Add 4 dwelling units above
estimateD reDevelopment costs

1

Acquisition  $275,000 Listing 
Price *

Rehab  $900,000 $150/
sq foot *

New Construction  $3,300,000 
Developer Fee  $465,500 10%
Total Acquisition 
and Rehab  $4,940,500 

estimateD reDevelopment incentives 

2

State HTC ($225,000) 20%
Federal HTC ($180,000) 25%
Local Incentive 
(PRA)  $- 10%/ 

25% *
Total Incentives  ($405,000)
Net Investment  $4,535,500 

Equity  $907,100 $0 Developer Fee = Equity 
Contribution

Loan Amount  $3,628,400 
estimateD income

3

Annual Gross 
Rent Units Sq Ft Total Sq 

Ft

Monthly 
Rent per 

Unit
1 Bedroom 115200 8 1000 8000 1200
2 Bedroom 108000 6 1250 7500 1500
Retail Bay  $66,240 4 2070 8280  $5,520 
Retail Bay  $- 0 0 0  $- 
Total Annual Income  $289,440 8120 8280
Annual Debt Service ($83,096) 6% *
Gross Cash Flow  $206,344 

Annual Operating 
Expenses  $- 

Taxes, Insurance and Maintenance to 
be calculated (with local tax incentive 
applied)

Net Cash Flow  $206,344 
Return on 
Investment 6%

* = Key cost variable/dependent on negotiation
Rehab costs derived from range of $120 to $200 sf.
Commercial lease rates calculated $8.00 sf annually
Residential lease rates calculated from $1.50 sf 
annually

This proforma is intended to provide a generalized 
benchmark to aid in determining basic investment 
feasibility. Results will vary depending on the final 
investment program. 
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FINDING A

DEVELOPER
• Big Time Developer 
• Regional Developer 
• Mom + Pop 
•



QUESTIONS
+ Thank you!


