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Golf course frontage community 
First time for sale in decades 
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Register for Con�dential Information and tour: www.nmapartment.com/sunport 

Seller Concession to Buyer: NMAA-2687325 

Register for Tour: Noon on 10/21/2026 

Offer deadline: Noon on 10/22/2026 

80 Units 

Size:  28,600 sf 

Land: 1.53 acres 

Price: $4,500,000 

GRM: 7.63 

Cap Rate: 8.35% 

After Tax IRR: Off the 
charts 
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NM Apartment Advisors is proud to 
bring to market a once in a genera-
tion opportunity to own a golf 
course fronting community —
welcome to the Sunport  
apartments. 
  
Located in the heart of Albu-
querque's  Airport Area, The 
Sunport apartments is  
adjacent to the Puerta Del 
Sol Golf course and due 
north of KAFB/Sandia Na-
tional  Laboratories and 
the new Max-Q tech/
business park. 

Three key numbers to know 
about ABQ: 

- 320 years old 
-100 year history of Route 66 

-24,353 units short in current 
housing shortage 

Summary of Property Offering  
Start Price: $4,500,000  

$/Unit: $56,250  

$/sf: $157.34 Per sf 

Number of Residential 
Units 

80   32 - studios  
48 - 1 bedroom       

Number of buildings: 3  

Total Gross Building Size:    28,600  sf 

Total Land Size: 1.53 acres 

  

  

Financial Summary  

 Actual 2025 Proforma 
2027 if at 60% 
of AMI 

Average Rent: $615 $1,100 

GRM: 7.63 4.26 

CAP rate  8.35% 17.37% 

   

2023 Appraisal $5,490,000 (2023) 

Year Built: 1970  

Zoning: R-ML  

 
 

For Sale - Sunport - Airport Area Apartments—1301-1325 Wellesley SE, Albuquer-

Property tours and  offering memorandum available to quali�ed 
Investors Register for at www.nmapartment.com/sunport 

Please do not shop the property or disturb the residents. 

Amenities: 

 - Golf Course views (and adjacent) 

- On site Laundry 

 - Perimeter fencing 

- Adjacent to community garden 

Affordability Requirements: 

A portion of the property is encumbered 
with an affordability requirement related to a 
Work Force Housing Trust Fund loan from a 
few years ago. This requirements relates to 

20 units (8 studios and 12 one bedroom 
units). 

The owner has reached out to the City to 
determine if the affordability terminates 

when the loan is paid off. 
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Annual Property Operating Data 
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5 year hold analysis - internal rate of returns (IRR) 

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 17.0%. 
 
Consult your tax advisor about the 2018 Tax Cut Jobs Act and the O.B.B.B.A and how it 
could lower your taxes. 
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    Photos  - The Sunport Apartments 



6  

 
 

    Photos  - The Sunport Apartments 
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Sunport Apartments Floorplans 

One Bedroom- ~375 square feet 

Studio - ~300 square feet 
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The community is located just south 
of the University and CNM, north of 
KAFB/ Sandia National Laboratories 
and biking distance to the under 
construction Target and In-N-Out 
burgers. 

 

Location Map– Sunport apartments 

Uptown 

Downtown UNM 

Old Town 

N I-25 
Corridor 

CNM 

 

Marketed by Todd Clarke CCIM - 505-440-TODD &  
Anita Maestas 505-463-3565 - www.nmapartment.com 
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3 important numbers for ABQ - 100, 320, & 24,353 

As Albuquerque celebrates its 320th birthday, 

it also recognizes the impact of Route 66 cen-

tury of service as it bi-sects the city.   

 

This is the 5th housing shortage in the last 100 

years and based on forecasted job growth the 
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CABQ GIS Info 
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New Mexico is on the international map 

Las Cruces 
Chile capital 

Very Large  
Array 

Amazon Facility Facebook  
Datacenter 

SpacePort New 
Mexico 

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. 
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Albuquerque offers a diversity of 

economic engines from Amazon, 

to Intel, to UNN/CNM to Face-

book/Meta , Sandia Na�onal La-

boratories to the downtown medi-

cal cluster (3 hospitals) to the 

Ne�lix studios. 

DMC 
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  Multifamily investment sales process and thoughts: 
If your c lient’s strategy is to c ount days on market and expec t a disc ount, please let them 

know we spec ialize in helping our c lients establish the leading edge of current market 
pric ing, and our c lients are prepared to wait for the right investor who c an 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 advoc ate for your buyer, particularly if there are 
multiple c ompeting 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 c ommerc ial transac tions is that the Buyer pays for their own inspec tions and 
financ ing c osts, 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 expec tation is 
the buyer will share all information with the seller so they c an 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 partic ipating in the BID Process, best c ase, your buyer bec omes 
an owner, worst c ase they receive an educ ation on c urrent market c onditions. 

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 inspec tion. Please do not 
bring your vendors, inspec tors, ladders, etc . This is not an open house, but a guided tour 
that lasts 10 to 20 minutes and allows you a c hanc e to view the interior c ondition. 

Client Control 
Your c lient’s ac tions represent you in this transac tion, and your ac tions represent them. 
Please let your c lient know they have only one c hance to make a good impression with my 

Sellers. 
When in doubt, please ask for permission via email, do not take ac tion and expec t for-

giveness from a Seller.  Please let your c lients know that their ac tions will be c onsidered 
by the Seller when they review offers and rank them in likelihood to c lose. 

Open invitation – on a monthly basis, we host a lunc heon 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 transac tion with you—Sinc erely, 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 c reated a mec hanism, where you c an email 24/7 to  
disc over what c ompensation/c redit a seller is offering by sending an  

Email to c ompensation@nmapartment.c om with the subjec t: NMAA-2687325 
To receive a document c onfirming buyer’s broker c ompensation and/or buyer’s c redit 

from the seller for this listing. 

My name is Todd Clarke CCIM CIPS and I am a c ommerc ial Realtor who has been selling apart-
ment investments for over 37 years. In that time, I have listed/sold over 20,059 units totaling 
$981.8M in over 1,061 transac tions. I also teac h investment sales analysis for the CCIM institute 
(29 years, over 4,000 students in a dozen c ountries).  I share this with you so you know that the 
balanc e of this doc ument c omes from experience, and my ideals about how the apartment busi-
ness runs.  This also gives you insight into how we c ounsel and advoc ate for our c lients.  
 
Most of your Buyer’s questions about rents, expenses, and property info c an be answered by 
downloading the flyer & APOD (Annual Property Operating Data) from the doc ument c enter. 
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 ac t, and Landlords take that 
law seriously. 

Many Landlords c onsider 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 c onsidered 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 inc luded virtual tours in high definition – please look to the flyer for 

those links. 
Sellers suggest Buyers make an offer subjec t to inspec tion and that the buyer work hard to 

c onsolidate their inspec tions and appraisal review on the same business day, to minimize 
the impac t on the residents, who are the sellers c lients. 

Commercial vs. Residential Real Estate sales 
Apartment investments are c onsidered c ommerc ial real estate sales.  Although the occ asional 

apartment will sell to an owner/occupant, from the Seller’s and Listing Broker’s perspec -
tive, they approac h the transac tion in a business-like manner, where it is all about the 
numbers, and very little about the emotions. 

Commerc ial brokers work regular business hours during business days, and so do most of their 
c lients.  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 expec t return phone 
c alls after regular business hours. 

Offers 
Commerc ial transac tions often start with a two page letter of intent or LOI – this allows the 

parties to share the skeleton of a deal.  If they c an reac h a meeting of the minds, they will 
then flesh out the details in a purc hase and sale agreement. If your c lient c hooses to do a 
letter of intent, please make sure your letter of intent form inc ludes the basic s like price, 
c losing date, c ontingenc ies, and who pays what c losings c osts. 

The current (2021) ac tivity level from investors interest in our marketplace is three times higher 
than it was before then pandemic , whic h 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 
c hance of bec oming an owner, where as everyone of my Sellers have a 1 in 1 c hanc e of 
selling. 

Please let  your c lient know that I work with my c lients 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. 
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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 Advisors and Anita 
Maestas of Maestas Real Estate Services.  If there is any 
information you need on the market, submarket, or the 
property, please do not hesitate to ask. 

Do not walk property, or disturb tenants. 
To register for access to con�dential documents and 
RSVP For the property tour go to:  
www.nmapartment.com/sunport 

Todd Clarke  
CEO  

NM Apartment Advisors Inc.  

NMREC License #13711 

505-440-TODD 

tclarke@nmapartment.com 

www.nmapartment.com 

Additional Information 

Marketing  Advisors 

Anita Maestas  
Qualifying Broker 

Maestas Real Estate Services 

NMREC License #16029 

505-463-3565 

anita@maestasrealty.com  

www.maestasrealty.com  


