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 Units: 47 
Size:  40,752 sf 

Land: 2.8701 acres 

Price: $4,000,000 

GRM: 10.67 

Cap Rate: 5.42% 

Proforma- 8.47% 

Complete con dentially  
agreement for additional information: www.nmapartment.com/grants 

Virtual tour 1029C: http://www.nmapartment.com/3dbonita1029c 

Seller Concession to Buyer: NMAA-2466069 

Virtual tour 1025C: http://www.nmapartment.com/3dbonita1025c 
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Address: 1069 Bonita Street 
Grants, NM 87020 

Number of  
original units: 47 

Including 
manager’s 
unit 

Year of  
construction:  

1980 per county  
assessors records 

Bldg. Size:  40,752 sf +/- Gross 

Site Size: 2.8701 acres  

Avg. Unit Size: 800 sf   

The Offering The Property 
NM Apartment Advisors and Deacon Property Service are excited to  
bring to market the New West apartments located at 1069 Bonita 
Street in Grants, NM. 
 
This recently renovated and well maintained property is the architectural gem 
of Grants, NM. Well located major employers, hospital, medical centers and re-
tail areas, this property is positioned for long term leases or short term rentals 
to the medical industry. 
 
The owner has added exterior planters in the landscape, made stucco repairs 
and upgrades, replaced three roofs, ve air conditioners added down  spots 
and canales, upgraded balconies carpet/flashings as well as landing wrought 
iron rails, replaced light xtures, signage, 
and added culture stone features to the 
exterior - all of which makes this an “A” 
asset in this marketplace. 
 
In addition to it’s own economic develop-
ment expansion, Grant’s is only 69 miles 
to Albuquerque's west side, where rents 
are double what they are at this commu-
nity offering an opportunity to market to a 
demographics looking for reasonable 
housing costs. 
 
Offered for sale by the original developer, 

this once in a lifetime 
opportunity for an in-
vestor to become 
steward for the next 
generation. 
 

Ask Price: $4,000,000  

$/ unit: $85,106  

$ /sf: $106.81  

 Actual/Est 
(2024) 

Proforma 
(2025) 

Avg. Rent: $665 $901 

GRM: 10.67 7.87 

Cap Rate  
Before              

reserves: 
5.69% 8.47% 

Cap Rate  
After reserves: 5.42% 8.21% 

Year 1 NOI: $216,835 $127,308 

UPC#: 2054063114349 

Legal: Lot 1 thru Lot 6, Block 9, CTS 
Addition D-5-18 & D 
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  Annual Property Operating Data (APOD)  
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   IRR (Internal Rate of Return) 

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 bene t you received; 
 3. Your long term pro t, or capital gain, is taxed at 20% 
 
The combination of these bene ts could help lower an investor’s effective federal tax rate from 
35% federal tax rate to only 19%. 
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  Comparable Sales   
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  Deal runway  
The owner has shared renovated costs and demonstrated 
the run way for this deal to a future value in excess of 
$5,102,358 for an additional 9% over cost upside. 
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  Property Info - Location 

Average rent at New 
West apartments is $665 

 per month 
Average rents in Greater 

Albuquerque Area are 
$1,368 per month 

69 miles to Amazon distribution center 
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   Community of Grants in Cibola County, NM  

“Grants is a gateway to a 
number of Na onal Parks, 
Monuments and Na ve 
American Pueblos.” 
-h ps://www.cityofgrants.net/about-grants-nm 

Grants New Mexico is a diverse community of 9,300 people descending from many 
cultures and backgrounds. Our climate is mild year-round, typical of the high desert. 
We are located 1 hour west of Albuquerque on I-40 and 1 hour east of Gallup. Our 
area offers low property taxes, inexpensive housing, the convenience of a nearby 
large city, and an abundance of open space. 
  
The city of Grants located at the foot of Mt. Taylor, an inactive stratovolcano, which 
was named in 1849 for then-president Zachary Taylor. It is the highest point of the 
San Mateo Mountains and in the Cibola National Forest at 11, 301 feet. This peak 
can be seen throughout the mountainous region and provides irrigation water for 
ranchers, farmers, and the pueblos. The area offers scenic vistas of mountains and 
mesas, historical attractions, a national forest, national monuments, state parks, and 
many forms of outdoor recreation. It also plays a vital role in the mining and forest 
restoration industries as well. 
 
Cibola County Community Pro le 
The county is mostly rural and has one city, one town, surrounded by several 
smaller communities; the city of Grants is the county seat. Cibola County is home to 
three Native American tribes – the Pueblo of Acoma, Pueblo of Laguna, and the 
Ramah Navajo Chapter. 
Our of cial state question is, after all, “RED or GREEN", referring to our well-known 
types of chil 

History of Grants, NM 
Grants began as a railroad camp in the 1880s, when three 
Canadian brothers – Angus A. Grant, John R. Grant, and Lewis 
A. Grant – were awarded a contract to build a section of 
the Atlantic and Paci c Railroad through the region. The Grant 
brothers' camp was rst called Grants Camp, then Grants 
Station, and nally Grants. The new city enveloped the existing 
colonial New Mexican settlement of Los Alamitos and grew 
along the tracks of the Atlantic and Paci c Railroad. — https://
en.wikipedia.org/wiki/Grants,_New_Mexico 
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   New Economic Development in Grants, NM 
will have for its “Drugs Made In America” plan. Mr, Singh shared that 
“Bright Green is the rst company in almost a century to receive approval 
to produce these controlled substances in the U.S., so this is a new 
concept for the U.S. pharmaceutical industry. The opportunity to mitigate 
the national security risk associated with dependency on foreign imports—

manufactured in 
countries that may 
have different 
ideologies and quality 
standards that 
practiced by U.S 
companies—is to 
substantial to ignore.” 
 
The company is 
nalizing negotiations 

for the necessary 
services from the 
city, landowners' land 
parcels and the 

necessary state permitting for the construction and occupancy.  The 
company believes the fully integrated approach in rural Grants, New Mexico 
will substantially reduce the costs of drugs to both the state and all 
Americans. 
 
About Bright Green Corporation 
Bright Green is one of the very few companies selected by the New Mexico 
Board of Pharmacy and the US government for the production, API and 
drug manufacture, market and distribute Schedule 1-V plant-based drugs 
API including opium, cannabis and cannabis-related products for research, 
pharmaceutical applications, and af liated export. Our approval based on 
already agreed terms from the U.S. Drug Enforcement Administration gives 
us the opportunity to advance our vision of improving quality of life through 
the opportunities presented by cannabis-derived therapies. To learn more, 
visit www.brightgreen.us. 

“Announces Plans For $250 Million Expansion 
Of Its Controlled Substances Drug Production 
Facility In Grants, New Mexico And Obtains 
$60 Million In Financing” 

- http://www.nmapartment.com/grantsjobs 

GRANTS, NEW MEXICO, March 12, 2024 (GLOBE NEWSWIRE) -- Bright 
Green Corporation (Nasdaq: BGXX) (“Bright Green” or the “Company”) 
today announced that it has signed an agreement with Dalsem 
Greenhouse Technologies BV for a $250 million construction project to 
expand the Company’s current research, production and extraction 
processing facility located in rural Grants, New Mexico (the “Dalsem 
Agreement”). The proposed expansion will add 7 million square feet of 
manufacturing and production capabilities. The Dalsem Agreement 
provides that Dalsem will construct the additional facility to its 
speci cations and build them in a modular fashion. 
 
Additionally, the Company has entered into a credit agreement with a 
lender for a $60 million senior debt nancing to fund the expansion 
construction project (the “Credit Agreement”). The Credit Agreement has 
a term of 10 years with a xed interest rate and will have a $5 million 
tranched draw schedule with up to 12 draw requests over the 10 year 
term. The remainder of the funds are expected to be sourced from the 
Company’s EB-5 investment visa opportunity, currently being marketed 
by Asia Capital Pioneers Group. 
 
This expansion is a direct result of Bright Green obtaining the regulatory 
approvals for the production of Schedule I and II controlled substances 
from the DEA and the State of New Mexico Board of Pharmacy. The 
expansion will facilitate the production and manufacturing required to 
process the active pharmaceutical ingredients (“API”) and to make 
generic prescription drugs, supporting Bright Green's “Drugs Made in 
America” initiative. 
Lynn Stockwell, Bright Green’s Chairwoman said “This cutting-edge 
bespoke greenhouse project incorporates state of the art technology and 
is designed with a modular approach. The number of modules 
constructed at any given time is contingent upon the capital from our EB-5 
investors and other federal infrastructure assistance. I am also pleased to 
con rm that this project will be powered by energy from solar panels with 
the components soon to be produced here in Albuquerque. Ms. Stockwell 
continues “shareholders will bene t from a producer/manufacturer with a 
solar power generation eld as the state and federal tax credits are 
unprecedented allowing our rural based company signi cant advantages 
over foreign competition resulting in a low-cost generic drug 
manufacturing company and importantly, leaving a carbon neutral 
footprint.” 
 
CEO Groovy Singh expressed his optimism for the impact the expansion 
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  Property Info - Neighborhood Map 

Adjacent to Cibola General Hospital, a 25 bed critical 
access hospital in a 50,000 square foot facility “they 
provide general surgery, 24-hour emergency care, 
intensive care nursing, internal medicine, obstetrics, 
pathology, pediatric dentistry, podiatry, primary care and 
radiology. “ 

https://www.ruralcenter.org/news-events/articles/spotlight-
cibola-general-hospital#:~:text=Cibola%20General%
20Hospital%20(CGH)%2C,50%2C000%2Dsquare%
2Dfoot%20setting. 

The subject property is also also walking distance to a 
Smith’s grocery store and the 13th Judicial District Court 
for Cibola County. 
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  Exterior Photos 
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  Exterior Photos 
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  Interior Pictures (Matterport) 
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  Interior Pictures (Matterport) 
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  Interior Pictures (Matterport) 
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  Manager’s of ce and laundry room 
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  Drone Photos 
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  Floorplan & Virtual Tour– 1025 Unit C 

All Measurements are Approximate 

Virtual tour: http://www.nmapartment.com/3dbonita1025c 
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  Floorplan & Virtual Tour—1029 Unit C 

All Measurements are Approximate 

Virtual tourhttp://www.nmapartment.com/3dbonita1029c 
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  Site Plan / Topo 
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New Amazon 
Facility 

New Facebook 
Datacenter 

SpacePort New 
Mexico 

New Netflix  
Studios 

Sandia National 
Labs 

Meow Wolf 

Taos 

New Mexico is home to the oldest Capitol in the 
country, the chile capital of North America, 3rd 
best place for lm 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. 

Very Large  
Array 

State Capitol 

Chile Capitol 
Hatch 
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The Market—Albuquerque, NM 
Although the rest of the country might know  
Albuquerque for its award winning TV Show,  
Breaking Bad, astute investors are looking at  
Albuquerque as the place to invest.  

With neither a boom or bust mentality, Albuquerque 
has a strong record of rent increases and a lack of 
new product.  This results in high barriers to entry 
for competing apartments making multifamily in-
vestment a solid choice. 

Thanks to major employers like Sandia National  
Laboratories and Intel Albuquerque is home to 
more PhD’s per capita than in any city in North 
America. 

Albuquerque has an exceptional quality of living,  
offering over 147 miles of hiking and biking trails 
inside the city as well as mile high Sandia moun-
tains, and North Americas  largest cottonwood for-
est, Albuquerque is known for its 300+ days of sun-
shine, skiing and golf in the same day, stunning 
sunsets, and abundance of outdoor activities, Albu-
querque is the amenity for most apartment resi-
dents. 

#1 place where 
home prices are 

likely to rise 

Albuquerque, New Mexico in the news 
  

Forbes Ranks Albuquerque #8 in Best Cities for Jobs  

   Forbes, October 2007  

  

UNM Schools Ranked Among Best  

    Hispanic Business-    September 2007  

  

Albuquerque Named 25th Among America's Hottest Job Markets  

   Washington Business Journal—Bizjournal September 2007  

  

Albuquerque Named Among the 50 Best Adventure Towns 

    National Geographic Magazine, September 2007  

  

New Mexico Ranked Fifth Nationally for Manufacturing Momentum  

    Business Facilities, June 2007  

  

Albuquerque Ranked #9 Among Cities for Most Educated Workforce 

    Business Facilities- June 2007  

  

New Mexico Ranked #7 for Pro-Business Climate (#1 in the 
Southwest) 

     Business Facilities, June 2007  

  

Albuquerque Ranked #2 Arts Destination  

   AmericanStyle Magazine, June 2007  

  

Albuquerque Named Among the Top 20 Metros for Nanotech 

    Wilson Center's Project on Emerging Nanotechnologies, May 2007  

  Albuquerque Named one of the Top 20 Midsize Cities for Doing 
Business  

   Inc.com, April 2007  

  

Albuquerque Fittest City in the Nation  

    Men's Fitness, March 2007  

  

Albuquerque One of America's 50 Hottest Cities,  

     Expansion Management, February 2007  

  Albuquerque Named a Top 10 City for Movie Making,  

    MovieMaker Magazine, Winter 2007  

  

Albuquerque Ranked 3rd Smartest City to Live,  

    Kiplinger’s Personal Finance, May 2006 

  
Albuquerque One of the Top Metros in U.S. Overall for Public Schools
-  Expansion Management, May 2006 

  

Bizjournals Survey Ranks Albuquerque 18th for Jobs,  

   BizJournals, November 2006 

  

Albuquerque Best in Nation for Business and Careers  

    Forbes, May 2006 

  
Forbes Magazine Ranks Albuquerque as 5th Best Metro Overall and 
Lowest Cost City for Doing Business-  Forbes, May 2005 

  6th best city in US for connecting workers to jobs using 
Public Transportation  

   Brookings Institute—July 2012 

  One of the 10 best park systems in the nation 

   Trust for Public Land—2012 

  3rd most ttest city 

   Men’s Fitness Magazine– 2012 

  3rd best city to make movies 

   Moviemaker.com– June 2012 

  Top 25 best places to Retire 

   CNNMoney.com—Sept. 2011 

  15th best city in Bloomberg’s Business Week (best cities) 

   Bloomberg’s Business Week—2011 

  #17th best bike friendly city 

   Bicycling Magazine—2010 

  Top Ten for Being a Healthy Community 

   Outside Magazine—#6—August 2009 

  One of the Best Cities in the Nation 

Kiplinger Magazine—#2—July  2009 

  Top 10 places to Live 

   U.S. News & World Report—June 2009 

  AAA rates Albuquerque 2nd in vacation affordability 

   American Automobile Association—June 2008 

  UNM Anderson School Ranked in Global 100 

   Aspen Institute, October 2007  

  9th best mid-sized city of the Future 

Foreign Direct Investment magazine—03/2015 

  6th best city to travel to for food snobs    

Travel+Leisure—03/2015 

  3rd best city for rent growth 

   All Property Management as reported in ABQ Journal—
10/2013 

  America’s best city for Global Trade for Skilled 
Workforce 

Global Trade magazine—11/2014 
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Multifamily investment sales process and thoughts: 
My name is Todd Clarke CCIM CIPS and I am a commercial Realtor who has been selling apart-
ment investments for over 35 years. In that time, I have listed/sold over 17,802 units totaling 
$859M in over 900 transactions. I also teach investment sales analysis for the CCIM institute (27 
years, over 4,000 students in a dozen countries).  I share this with you so you know that the bal-
ance 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 writ-
ten 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 definition – 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 perspec-
tive, 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 mar-
ket 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 let 
you know when a (low) offer is likely not to be responded to by my Seller, so call 
first before your client suggests a low ball offer. 

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 mar-
ket? 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 qualified lender. 

The standard in commercial transactions is that the Buyer pays for their own inspections and 
financing 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 final round with a final 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 for-

giveness 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 en-
thusiasm 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 

Is the Seller offering a credit for a buyer to self represent or paying a fee for a 
buyer's broker? 

NM Apartment Advisors has created a mechanism, where you can email 24/7 to  
discover what compensation/credit a seller is offering by sending an  

Email to compensation@nmapartment.com with the subject: NMAA-2480317 
To receive a document confirming buyer’s broker compensation and/or buyer’s credit 

from the seller for this listing. 
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Marketing Advisors 

Do not disturb residents. Contact listing agent for         
additional information and register online for con dential 
information (see front page). 

Further Information 

In the event of multiple offers, BID process will be 
used. Additional information on the sales process 
can be found at www.nmapartment.com/bidprocess/
bidprocess.pdf 

The owner and property are represented by Todd 
Clarke CCIM of NM Apartment.  If there is any infor-
mation you need on the market, submarket, or the 
property, please do not hesitate to ask. 

Todd Clarke  
Qualifying Broker, CEO 

NM Apartment Advisors Inc.  

NMREC License #13711 

505-440-TODD 

tclarke@nmapartment.com 

www.nmapartment.com 

Kyle Deacon 
Qualifying Broker 

Deacon Property Services, LLC  

505-878-0100 

kyledeacon@deaconpropertyservices.com  

www.deaconpropertyservices.com 

NMREC Lic. #15579 


