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GETTING STARTED

► Our discussion will last approximately 75 minutes with a Q&A at the end

► This webinar is being recorded and will be shared with all attendees afterward

► All participants will be muted to ensure sound quality for our discussion

► Throughout the presentation you may submit questions using the chat box

► For additional questions, please email marketing@thirtycapital.com



POLL QUESTION #1

► Asset Manager for an Owner

► Asset Manager for an Investor or Syndicator

► CEO

► CFO

► Developer

► Other

Please introduce 
yourself & tell us 
your role:



DISCUSSION AGENDA

► Current Dynamics: Multifamily Housing

► Specific Impacts to Affordable Housing

► Assessing Property Valuation & Financial Position

► Evaluating Your Options: Preserve, Partners, Refinance, Sell

► Question & Answer
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CHAM Board President
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Senior National Director, Affordable 
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President, The Orlando Neighborhood 
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Market 
Dynamics: 

Recalibration



Transaction 
Slowdown

Source: Urban Land Institute, May 2023



Tighter 
Lending 
& Higher 

Rates
Source: Thirty Capital Financial, September 2023



Cashflow 
Concerns

3x Y/Y Expense Growth
• In 2023:

• Flat income
• 4-6% expense growth
• Thin NOI margins

Source: Thirty Capital Performance Group



Impacts to 
Affordable 

Housing

Neighborworks Portfolio Performance (2022-2023)

► 62.8% NWOs positive performance; historically 80-90%

► Average NCF dropped to $624/unit

► OpEx increased 10.1% to $757/unit -- 2x inflation rate!

► Collection loss rose from $3.4M to $8.1M in 2022

► Vacancy loss rose from $24.1M to $26.5M in 2022



Impacts to 
Affordable 

Housing

► Enterprise watchlists are approaching 2008 levels

► Market pressures & continued expense growth causing 
owners to think about selling

► Investors are looking to take advantage, but not 
coming to the table with eye-popping numbers & fast 
transaction times

► Tough conversations about how to execute the mission 
in this environment



What Do We 
Do Now?

► Assess your property valuation & financial realities of 
your operations, debt, and equity

► Understand your options as you evaluate your 
properties & portfolio performance

► Create discipline for regular reviews & assessments – 
don’t hide from bad news

► Implement tools & leverage industry advisors to help 
you navigate these changes with your team



Assessing Valuation & NOI



Case Study: Methodology



Case Study: What is the Property Worth?



Case Study: Is It Me or the Market?



Case Study: Is It Me or the Market?



Case Study: How Much Can I Impact?



Case Study: Where Do I Focus for Impact?



POLL QUESTION #2

► Yes, quarterly

► Yes, annually

► Yes, when it’s time to transact

► No, not with a regular cadence

► No, we expect someone else to do that

Are you 
assessing the 
valuation of 
your property 
regularly?



Evaluating Your Options

PRESERVE | PARTNER | REFINANCE | SELL



Our Options: Preserve, Partner, Refinance, or Sell
ONIC Evaluation: 

• Operating margins continue to shrink as costs grow

• Condition of the property – nearly 20 years old, potential for large capital expenses

• Impacts to residents, tenants, and community

• Impacts to our team, operations, and services

• Alignment to our mission and vision

• Preserving affordability in the market

• Predictability for equity distributions

• Cost of debt and future capital needs

• Opportunities in the market versus opportunity costs of redevelopment

• Strategic plan for potential proceeds, if any



Evaluating 
Options:

Preserving

►What’s the impact if the decision is to 
preserve the property?

►What factors make this a good decision?

►What factors make this a poor decision?

►Are there concerns I can mitigate if I 
choose to preserve the property?



Evaluating 
Options:

Partnering

►What’s the impact if the decision is to 
partner with another organization?

►What factors make this a good decision?

►What factors make this a poor decision?

►Are there concerns I can mitigate if I 
choose to partner?



Evaluating 
Options:

Refinance

►What’s the impact if the decision is to 
refinance the property?

►What factors make this a good decision?

►What factors make this a poor decision?

►Are there concerns I can mitigate if I 
choose to refinance?



Evaluating 
Options:

Sell

►What’s the impact if the decision is to 
sell the property?

►What factors make this a good decision?

►What factors make this a poor decision?

►Are there concerns I can mitigate if I 
choose to sell?



Case Study: City View

► City View is a 50% Affordable (LIHTC) / 50% market 
rate community of 266 units + 25,000 sq ft of 
commercial space

► 2003 development & syndication by Bank 
of America Community Development Corporation 
(BOACDC) with ONIC as a Co-GP

► Tax credit investor/LP: Bank of America 
via Enterprise Social Investment 
Corporation (BOA/ESIC)



Case Study: City View

► In 2015, BOACDC exits its GP interest to recoup 
investment in the property by refinancing the first 
mortgage with HUD 
• ONIC becomes the property’s sole GP with full 

repayment to BOACDC 

► In 2020, ONIC purchased BOA/ESIC’s LP interests 
for a nominal amount relative to equity
• Property appraisal at $34.5M at a 5.25% cap 

rate

► In 2021, ONIC engages in a portfolio review to 
assess opportunities with existing properties.
• Broker valuation is received at $45M.



Case Study: City View
► ONIC Board authorizes team to hire a broker 

and proceed with marketing the property for sale
• Concerns about operating costs, capital 

needs for the portfolio, and meeting 
designated reserves.

► Broker pushes hard for $60M or higher
• Seven offers delivered: three at $60M 

to $62.5M and four from $55M to $58.5M

► ONIC Board decides to sell the property with 
the following consideration:
• Residential Tenant Protection to limit 

rent increases to 5% for two years with a 
fund established to assist tenants ($20-$85/mo)



Case Study: City View



CLAWSON MANOR APARTMENTS (2022)
251 Unit Elderly-Designated Property (Originally HUD Financed) – No Rent Subsidy

▪   Property needed significant renovation
▪ Nonprofit owner had direct offers in the $10,000,000-$12,000,000 range
▪ AHA made contact and provided a broker opinion of value at $19,000,000
▪ Nonprofit was not aware of the opportunity to layer in Project-Based Vouchers 

and increase revenue to support value

Marketing Process
▪ 30-day marketing, 15 offers received from national Preservation Developers 
▪ After the final round of offers AHA had 4 offers at or above $21,000,000
▪ Local Nonprofit Developer was selected, did not have the highest bid

What Happens Next?
▪ Nonprofit received $20,000,000 of sales proceeds reinvested into the 

community 
▪ New owner was able to fully subsidize the property using project-based 

vouchers and ensure long-term affordability 
▪ Property is currently in the process of receiving a full rehab via LIHTC



CLAWSON MANOR APARTMENTS (2022)
What Does a Marketing Process Accomplish?

• Good Process = Good Results

• Fact Finding Mission:

➢ Identify the buyers in the marketplace (nonprofit & for-profit)

➢ Identify the price each buyer is willing to pay

➢ Identify how various business plans impact price/future affordability

➢ Transparency

Sell or Not to Sell?

• Clear set of criteria needed in purchaser (price may or may not be included)

• Scoring System to make Final Decision

• Quality Steward and Highest Price are not mutually exclusive

• Competition is important – You only get one chance to sell

• If choosing to hold, are you prepared to re-invest?

NEVER ANY OBLIGATION TO SELL – NO READY WILLING ABLE BUYER

Do & Don't

Never Sign a “Binding” LOI

▪ All LOI’s should be non-binding

▪ Buyers will use an “expiration date” to 
pressure you into a sale

▪ Purchase Agreement should be the only 
Binding Agreement

Owner Provides the NDA – Not the Buyer

▪ You are in control of the process and dictate 
the flow of information

Enter into purchase agreements with multiple 
contingencies

▪ Earnest Money should always be non-
refundable past Due Diligence

▪ Representation makes a buyer do what they say 
they will do  



POLL QUESTION #3

► Greater portfolio efficiency

► Finding a “better owner” for a property

► For stronger cashflow to support your org

► For free cash to re-invest in other properties

What is the 
primary reason 
you would 
consider selling 
a property?



Question & Answer



POLL QUESTION #4

► Open to potential property sale or refinance?

► Committed to preservation?

► Assessing valuation of your properties?

► Looking for partners?

After this 
discussion, 
are you:



Let CHAM be an Asset to You!
The Consortium for Housing and Asset Management is the only national association of 
affordable housing asset managers.

CHAM hosts an annual Asset Management Conference and offers Asset Management 
Professionals nationally recognized training programs:
• Asset Management Specialist (AMS): a foundational training for anyone looking to 

get started or freshen up their skills.
• Certified Housing Asset Manager Designation: our advanced certificate program 

dives into the analytical and financial details of asset management.

Visit chamonline.org for more resources and tools
Or email us at info@chamonline.org

9/25/2023 36


	Slide 1: Preserve or Sell
	Slide 2: GETTING STARTED
	Slide 3: POLL QUESTION #1
	Slide 4: DISCUSSION AGENDA
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13: Assessing Valuation & NOI
	Slide 14: Case Study: Methodology
	Slide 15: Case Study: What is the Property Worth?
	Slide 16: Case Study: Is It Me or the Market?
	Slide 17: Case Study: Is It Me or the Market?
	Slide 18: Case Study: How Much Can I Impact?
	Slide 19: Case Study: Where Do I Focus for Impact?
	Slide 20: POLL QUESTION #2
	Slide 21: Evaluating Your Options
	Slide 22: Our Options: Preserve, Partner, Refinance, or Sell
	Slide 23
	Slide 24
	Slide 25
	Slide 26
	Slide 27: Case Study: City View
	Slide 28: Case Study: City View
	Slide 29: Case Study: City View
	Slide 30: Case Study: City View
	Slide 31
	Slide 32
	Slide 33: POLL QUESTION #3
	Slide 34: Question & Answer
	Slide 35: POLL QUESTION #4
	Slide 36: Let CHAM be an Asset to You!

