Albuquerque Academy (2014-2015; 2019)

Kim Murphy was engaged by Albuquerque Academy to perform a comprehensive evaluation of
their non-campus lands for possible development. Economic return on the vacant land was
important for their endowment. But formulating a development plan that was sensitive to the
academic campus environment was also critical, as was attracting a developer of the highest
quality and integrity to execute the project on one of the most prominent sites in Albuquerque’s
Northeast Heights.

The consulting assignment included: 1) determine vacant land development potential, 2) identify
appropriate development strategies, 3) determine favorable transaction structures, 4) solicit
qualified developer interest, and 5) negotiate development agreements.

The project concluded with the identification of 16 “targeted” developers: five from New Mexico
and 11 from surrounding states plus California. Background and project “fact sheets” were
prepared for each, and a development prospectus of solicitation was prepared. For reasons
unrelated to this effort, the Academy elected not to move forward with the project.

Phase 1: Development Potential (2014) Project 40 - Potential Development Parcels
Site Analysis & Entitlements
Real Estate Market Assessment
Developer Prospects

. Phase 2: Feasibility & Economics (2014)

Consultation Economic Feasibility Model

History Public Finance Opportunities
Development Strategies

Phase 3: Developer Solicitation (2015)
Target Developers & Project Site Visits
Development Prospectus
Two-step Solicitation: RFI/Q & RFP
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Phase 4: City Comp Plan & IDO (2015-19) Campus 1226 Public Street ROW 58
Comprehensive Plan Update Pk i {84 ZmCollechr e
Integrated Development Ordinance
Project 40- Developer Prospects Pf()]LCt4(2 Economic Model

* Tentative Developer List

— Nearly 40 Firms Identified v Single Family Finished Lot Sales
— Active in Mid-market Western, Southwestern & Midwestern States v Multi-family Improved Parcel Sale
— Feature Mixed-Use Residential & Commercial Projects v Retail Improved Space for Lease
— Design Innovation & Merchandizing Creativity v Healthcare Improved Parcel Sale

— National RE Organization Participation {Urban Land Institute; ICSC)

* Developer Pre-screening
— Based on desirable company & project attributes

CCRC Improved Parcel Sale

— Informal Interviews: “Sell” Albugquerque & Project

— Create Target List for Formal Selection Process {8-10 Firms} v Consolidated IRR - Land Sale 11.3% Un[eve{aged
+ Two-Step RFI/Q and RFP Solicitation Process v Retail IRR - Land Sale 10.2% Unleveraged

* Evaluation and Selection Process v Retail IRR - Land Sale 22.5% Leveraged
Retail IRR - Ground Lease 21.1% Leveraged




