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This Business Plan contains 
privileged and confidential 
information and 
unauthorized use of this 
information in any manner 
is strictly prohibited. If you 
are not the intended 
recipient, please notify the 
sender immediately. This 
Business Plan is for 
informational purposes and 
not intended to be a general 
solicitation or a securities 
offering of any kind. The 
information contained 
herein is from sources 
believed to be reliable, 
however no representation 

by Sponsor(s), either 
expressed or implied, is 
made as to the accuracy of 
any information on this 
property and all investors 
should conduct their own 
research to determine the 
accuracy of any statements 
made. An investment in this 
offering will be a 
speculative investment and 
subject to significant risks 
and therefore investors are 
encouraged to consult with 
their personal legal and tax 
advisors. Neither the 
Sponsor(s), nor their 
representatives, officers, 
employees, affiliates, sub-
contractor or vendors 
provide tax, legal or 
investment advice. Nothing 
in this document is 
intended to be or should be 
construed as such advice.
The SEC has not passed 
upon the merits of or given 
its approval to the 

securities, the terms of the 
offering, or the accuracy or 
completeness of any 
offering materials. However, 
prior to making any 
decision to contribute 
capital, all investors must 
review and execute the 
Private Placement 
Memorandum and related 
offering documents. The 
securities are subject to 
legal restrictions on transfer 
and resale and investors 
should not assume they will 
be able to resell their 
securities
Potential investors and 
other readers are also 
cautioned that these 
forward-looking statements 
are predictions only based 
on current information, 
assumptions and 
expectations that are 
inherently subject to risks 
and uncertainties that could 
cause future events or 

results to differ materially 
from those set forth or 
implied by such forward 
looking statements. These 
forward-looking statements 
can be identified by the use 
of forward-looking 
terminology, such as “may,” 
“will,” “seek,” “should,” 
“expect,” “anticipate,” 
“project, “estimate,” 
“intend,” “continue,” or 
“believe” or the negatives 
thereof or other variations 
thereon or comparable 
terminology. These 
forward-looking statements 
are only made as of the date 
of this executive summary 
and Sponsors undertake no 
obligation to publicly 
update such forward-
looking statements to 
reflect subsequent events or 
circumstances.

General
Disclaimer 
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This Business Plan 
further contains 
several future financial 
projections and 
forecasts. These 
estimated projections 
are based on 
numerous 
assumptions and 
hypothetical scenarios 
and Sponsor(s) 
explicitly makes no 
representation or 
warranty of any kind 

with respect to any 
financial projection or 
forecast delivered in 
connection with the 
Offering or any of the 
assumptions 
underlying them.
This Business plan 
further contains 
performance data that 
represents past 
performances. Past 
performance does not 
guarantee future 
results. Current 
performance may be 
lower or higher than 
the performance data 
presented.
All return examples 
provided are based on 
assumptions and 

expectations in light 
of currently available 
information, industry 
trends and 
comparisons to 
competitor’s 
financials. Therefore, 
actual performance 
may, and most likely 
will, substantially 
differ from these 
projections and no 
guarantee is presented 
or implied as to the 
accuracy of specific 
forecasts, projections 
or predictive 
statements contained 
in this Business Plan. 
The Sponsor further 
makes no 
representations or 

warranties that any 
investor will, or is 
likely to, achieve 
profits similar to those 
shown in the pro-
formas or other 
financial projections.
circumstances.

Financial 
Disclaimer 
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Summary

ARIVA APARTMENTS
6201 Woodway Dr
Fort Worth, TX 76133

176 Units
Built 1979

PURCHASE PRICE
$23,900,000

MINIMUM INVESTMENT
$50,000 / 506(c)

INVESTMENT SNAPSHOT

Projected Total Return 
After 5 Years

117%

Projected Annual 
Cash Flow

7%
(Preferred)

Projected 
Equity Multiple

2.17X

Projected IRR

17.9%
Bonus Depreciation

107%

6

Projected Average 
Annualized Return

23.4%



Sponsor Team
NEANDER LIMA Co-Sponsor

DELIA KONG Co-Sponsor
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TARIQ SATTAR Co-Sponsor

IVEN VIAN Co-Sponsor

§ Combined ownership of 15,000+units, with 2476 units as 
General Partner (GP) across 19 properties. $288M asset value 
since 2016 with $72M in equity raised

§ Track record of 79% average total return, 28% average annualized 
return, 25% average IRR, and 1.79X average equity multiple 
across 13 deals full-cycle with average 3 to 4 year hold period

§ Hands-on "boots on the ground” asset managers local to 
Dallas/Fort Worth (DFW)

§ Vertically-integrated asset management & operation
§ In-house construction arm to mitigate rising labor & supply costs 

(proven method across 3 properties in current DFW portfolio)
§ In-house landscaping arm (#1 method to increase curb appeal to 

raise property value, increase traffic, and retain tenants, thereby 
commanding higher rents)

§ All sponsors are members of the Brad Sumrok Apartment 
Investor Mastery Program
§ Neander Lima is the Marketing Director of Sumrok Core Team
§ Tariq Sattar is a Sumrok Coach, where he mentors other investors on 

multifamily acquisition deals  

# Units: 2476 (GP)

# Properties: 19
Asset Value: $288M

Equity Raised: $72M

IRR: 25%
Equity Multiple: 1.79X

Annualized Return: 28%
Total Return: 79%

# Deals Full-Cycle: 13



Sponsor
Bios
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Neander Lima
Multifamily Empire 
Managing Partner

Owner of 1900+ multifamily units, Neander serves as the Managing Principal of
Multifamily Empire. Current Marketing Director of Brad Sumrok Apartment Investor
Mastery, he also manages the media campaign and event production of a
multimillion-dollar multifamily real estate education firm that mentors deal sponsors.

Local to Dallas/Fort Worth for over 20 years, Neander is a veteran in this market and
serves as the “boots on the ground” asset manager. The co-founder of Multifamily
Empire, he also built Multifamily Empire Construction and Green Empire Landscaping
arms, creating a vertically integrated acquisitions, operations, and asset management
firm.

Neander firmly believes that by being “hands-on” at the properties, we create a higher
quality of product and a better experience for our residents. That translates into an
overall higher property performance, which in turn generates a higher return for our
investors. A win-win situation.

When he isn’t onsite at the properties, Neander enjoys spending time with his wife
Delia and two daughters, traveling, salsa dancing, RV trips, motorcycles, and playing
the saxophone. He is also a Certified Masters Scuba Diver.

§ UNASP, BA in Communications & 
Marketing

§ Marketing Director & Member, Brad 
Sumrok Apartment Investor Mastery
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Delia Lima
Multifamily Empire
Managing Partner

Owner of 1900+ multifamily units, Delia serves as the Managing Principal
of Multifamily Empire. Harvard-educated and former Fortune 200
Infrastructure Program/Project Manager, she led $80M+ conversions for
a billion-dollar hospital corporation across 29 states. Delia leverages her
experience in complex enterprise level implementations to strategically
navigate the moving pieces of multifamily real estate transactions.

She oversees its $191M+ property portfolio and serves as a “boots on
the ground” asset manager, ensuring onsite operations hit projected
returns. In the first year of a 147-unit acquisition, the property realized a
72% NOI increase and 55% property value increase under her supervision.
Delia’s motto truly is “to under promise and to overdeliver.”

When she isn’t doing all things ”multifamily”, Delia enjoys spending time
with her husband and business partner Neander and their two daughters,
traveling, salsa dancing, and playing a mean game of Scrabble.

§ Harvard University, BA in 
Psychology (Neuroscience) 

§ Brad Sumrok Apartment Investor 
Mastery Program Member



TARIQ SATTAR, ANTHEM CAPITAL FOUNDER
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2ZQHU�RI�RYHU������PXOWLIDPLO\�XQLWV��7DULT�EULQJV�D�ZHDOWK�RI�LQYHVWPHQW�LQVLJKWV�
DQG�H[SHULHQFH�WR�$QWKHP�&DSLWDO���+H�EHJDQ�KLV�SURIHVVLRQDO�FDUHHU�LQ�PDQDJHPHQW�
FRQVXOWLQJ��ȴUVW�VSHQGLQJ�VL[�\HDUV�DW�'HORLWWH�	�7RXFKH�EHIRUH�PRYLQJ�WR�D�'LUHFWRU�OHYHO�
SRVLWLRQ�DW�$OYDUH]�	�0DUVDO��DQG�XOWLPDWHO\�ODXQFKLQJ�KLV�RZQ�SUDFWLFH�LQ�������$OO�WROG��
7DULT�KDV�RYHU�WZHQW\�WZR�\HDUV�RI�FRUSRUDWH�UHVWUXFWXULQJ�H[SHULHQFH�WKDW�VSDQV�WZHQW\�
VL[�FRXQWULHV�DQG�PXOWLSOH�LQGXVWULHV��+H�LV�DQ�H[SHUW�DW�WKH�VHOHFWLRQ�DQG�WKH�VXFFHVVIXO�
H[HFXWLRQ�RI�QHZ�SURMHFWV�DQG�KDV�VHFXUHG�RXU�UHSXWDWLRQ�DV�RQH�RI�WKH�WRS�UHDO�HVWDWH�
LQYHVWPHQW�ȴUPV�WR�ZDWFK�
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Tariq Sattar
Anthem Capital 
Managing Partner

Owner of over 10,000 multifamily units, Tariq brings a wealth of
investment insights and experience to Anthem Capital as Director of
Transactions.

Tariq began his professional career in management consulting,
spending six years at Deloitte & Touche before accepting a Director
level position at Alvarez & Marsal and ultimately launching his own
practice in 2006.

All told, Tariq has over twenty-two years of corporate restructuring
experience that spans twenty-six countries and multiple industries.
He is an expert at every stage of Anthem’s project lifecycle: selection,
acquisition, development, and disposition of properties. The depth of
his financial expertise secures our reputation as one of the top real
estate investment firms to watch.

Tariq has been married for 25 years and has two daughters and a son.
When he isn’t working, he finds joy in traveling, hunting and riding
motorcycles.

§ BSc & MSc (Civil Engineering) - Cooper 
Union School of Engineering NY

§ MBA – NYU

§ A Certified Insolvency and 
Restructuring Advisor (CIRA)

§ Oklahoma realtors license 
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IVEN VIAN, ANTHEM CAPITAL FOUNDER
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$V�D�/LHXWHQDQW�&RORQHO�LQ�WKH�8QLWHG�6WDWHV�$LU�)RUFH��ΖYHQȇV����\HDU�PLOLWDU\�FDUHHU�DSWO\�
HTXLSV�KLP�IRU�KLV�UROH�DV�$QWKHP�&DSLWDOȇV�VWUDWHJLVW�DQG�SULPDU\�DVVHW�PDQDJHU��ΖYHQ�
RYHUVHHV�$QWKHPȇV�RSHUDWLRQV�ZLWK�PLOLWDU\�SUHFLVLRQ��ZRUNLQJ�LQ�WDQGHP�ZLWK�RXU�SURSHUW\�
PDQDJHPHQW�FRPSDQLHV�WR�HQVXUH�WKH�VXFFHVVIXO�H[HFXWLRQ�RI�HDFK�SURMHFW���+LV�UHDO�
HVWDWH�GRVVLHU�LQFOXGHV�WKH�H[HFXWLRQ�RI�RYHU�����VLQJOH�IDPLO\�SURSHUW\�WUDQVDFWLRQV��FR�
VSRQVRU�RI����PXOWLIDPLO\�DVVHWV�WRWDOLQJ������XQLWV������0�KROGLQJ�YDOXH�ZLWK����0�HTXLW\��
DQG�VXFFHVVIXO�SURMHFWV�LQFOXGLQJ�D�����52Ζ�RQ�D����XQLW�SURSHUW\�LQ�MXVW���\HDUV�DQG�WKH�
UHȴQDQFLQJ�RI�D�����XQLW�SURSHUW\�ZLWK�D�����HTXLW\�UHWXUQ�WR�LQYHVWRUV���+LV�DGDSWDELOLW\�
DQG�KDQGV�RQ�PHWKRGRORJ\�KDYH�SURSHOOHG�KLP�WR�LPSUHVVLYH�VXFFHVVHV�DQG�VLJQLȴFDQW�
52Ζ�LQ�KLV����\HDUV�RI�UHVLGHQWLDO�DQG�FRPPHUFLDO�UHDO�HVWDWH�LQYHVWPHQWV�DQG�PDNH�KLP�
LQYDOXDEOH�WR�$QWKHP�&DSLWDOȇV�GD\�WR�GD\�RSHUDWLRQV����+LV�H[WHQVLYH�H[SHULHQFH�ZLWK�GLJLWDO�
RSHUDWLRQV��LQYHVWPHQW�DFTXLVLWLRQ�SURFHVVHV��DQG�SUR�IRUPD�EXLOGLQJ�LV�FULWLFDO�WR�$QWKHP�
&DSLWDOȇV�FRQWLQXHG�VXFFHVV���
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Iven Vian
Anthem Capital
Managing Partner

Iven Vian is results oriented, first as a retired Air Force Lieutenant Colonel and then
in his 15 years of residential and commercial real estate investments. Attention to
detail, an entrepreneurial spirit and a strong team ethic drive his management of
his portfolio of over 3700 units and inspires his role as Anthem Capital’s Lead
Operations Manager.

Iven is responsible for all business plan executions, deploying the latest property
management technologies, and installing cutting-edge operational systems to stay
ahead of the competition. In addition, his military training has taught Iven the
genuine meaning of investment responsibility and due diligence in assessing new
ventures.

Anthem’s team ethic is close to Iven’s heart: He strives to build Anthem into a
prominent investment enterprise with back-end staff and asset managers capable
of executing operations with military precision. Moreover, the team builds
relationships with local agents and brokers to access the best opportunities and
build credibility wherever Anthem establishes a position.

Iven has been married for 18 years and is a devoted husband and father of three
sons. In his free time, he enjoys travel, hiking and fishing with his family.

§ BSc (Engineering Mechanics) -
Air Force Academy

§ MBA in International Finance -
Touro University
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RETURN

Property City State # of
Units

Date 
Acquired

Purchase
Price

Current
Loan

Equity
Raised

Market
Value

Total
Transactions Status Total Annualized IRR

Esencia Garland TX 200 2020 $24,500,000 $17,776,000 $8,400,000 $38,000,000 $25,276,000 Holding TBD TBD TBD

Enclave on Pioneer Dallas TX 147 2020 $15,000,000 $11,762,000 $5,000,000 $23,300,000 $15,000,000 Holding TBD TBD TBD

Estrella at Broadmoor Fort Worth TX 96 2021 $9,250,000 $6,450,000 $3,800,000 $11,800,000 $9,250,000 Holding TBD TBD TBD

Milagro Fort Worth TX 68 2021 $5,875,000 $4,230,000 $2,450,000 $6,500,000 $5,875,000 Holding TBD TBD TBD

Towers on Main Salt Lake UT 174 2021 $32,055,555 $23,860,000 $12,700,000 $35,000,000 $32,055,555 Holding TBD TBD TBD

HolmesWood Kansas City MO 166 2022 $14,100,000 $12,163,363 $4,300,000 $15,000,000 $14,100,000 Holding TBD TBD TBD

The Meadows Lancaster TX 120 2019 $11,730,000 $8,470,000 $4,200,000 $19,500,000 $11,730,000 Listed 129% 47% 35%

Tribecca Pointe Hurst TX 175 2019 $15,705,000 $10,270,000 $6,500,000 $24,500,000 $15,705,000 Listed 82% 29% 24%

Orlando Sky Orlando FL 140 2019 $11,200,000 $7,840,000 $4,200,000 $16,150,000 $19,950,000 Listed 75% 25% 21%

Winding Creek Chickasha OK 50 2016 $1,350,000 $0.00 $540,000 $2,175,000 $3,525,000 Sold 2018 85% 34% 36%

Plaza 24 Norman OK 100 2016 $3,425,000 $0.00 $1,210,000 $4,200,000 $8,060,000 Sold 2019 10% 4% 2%

Broadmoor 24 Norman OK 65 2016 $2,575,000 $0.00 $890,000 $3,100,000 $5,587,750 Sold 2019 10% 4% 2%

Summit Ridge Lawton OK 168 2018 $8,500,000 $0.00 $2,900,000 $10,700,000 $19,200,000 Sold 2021 40% 16% 15%

The Eleanor Oklahoma City OK 111 2017 $3,430,000 $0.00 $1,200,000 $7,250,000 $14,950,000 Sold 2021 125% 31% 34%

Prairie Village Pryor OK 100 2019 $4,225,000 $0.00 $1,400,000 $6,550,000 $10,775,000 Sold 2021 85% 43% 38%

Villa Serena Phoenix AZ 137 2019 $17,575,000 $0.00 $5,800,000 $32,000,000 $49,575,000 Sold 2021 154% 68% 55%

Augusta Place North Little Rock AR 210 2018 $3,850,000 $0.00 $2,100,000 $9,350,000 $18,730,000 Sold 2021 103% 29% 29%

Legacy Pointe Little Rock AR 126 2018 $6,100,000 $6,200,000 $1,650,000 $8,300,000 $20,600,000 Sold 2022 50% 13% 12%

Prairie Court Grand Prairie TX 123 2018 $9,325,555 $7,550,000 $2,310,000 $14,200,000 $23,525,555 Sold 2022 85% 21% 17%

TOTALS 19 2476 $199,771,110 $116,571,363 $71,575,000 $287,975,000 $323,469,860 79% 28% 25%
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Case Study

Enclave on Pioneer, our co-sponsored GP deal, is performing very strongly in our current 
hold of 1.5 years. It is very similar in terms of profile sizing to Ariva, a 176-unit Class B 
asset built in 1979 in the same Dallas/Fort Worth (DFW) market with a 1-mile MHHI of $63k.

14

§ 147-unit Class B value-add multifamily in Dallas/Fort Worth
§ Built 1982, pitched roofs, individual HVAC & electric, 1-mi MHHI $53k
§ $15M purchase price, with $1M Capex & $5M equity raised
§ Value-add strategy:

§ Water conservation to reduce expenses
§ Interior upgrades to increase rents
§ Amenities: playground, leasing office remodel

§ Rent growth = 14.9%
§ Increased NOI = 72.3%
§ Property value = $23.3M (55% increase)
§ Distributions = 7.5% (projected), 10.9% (actual) - 45% higher
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Aligned Missions

Our mission is to help busy
professionals achieve higher passive
returns through secure multifamily
real estate investments, increase
equity, and reap tax benefits - all
while taking care of the communities
we invest in.

We help busy, high income professionals
who struggle with making time for what
they love by providing passive real estate
investment opportunities and education
that will unlock their wealth potential,
give them the freedom to do what they
want in their lives, and create a lasting
and positive impact in their community.



Testimonials

“I have invested passively in several deals. And it is my great pleasure to say that I am
extremely happy with our association. These guys are pros—they are hardworking,
very knowledgeable, and provide a routine, comprehensive report that keeps us
updated… They go to great lengths to discuss all types of issues that may arise.
Thanks, guys!”
- Narendra Guntunur, New Jersey
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“We invested in a multifamily property last year and were pleased with the results. We
had an onsite investor meeting where they showed the improvements completed
since the purchase.”
- Bruce Orr, Texas

“As an out-of-state investor, I appreciate their dedication to overseeing my investment.
Their reporting is regular and detailed, and I always feel fully informed. My
inquiries are always answered very promptly. I’m happy to say that they have met their
projections thus far, and I look forward to them doing so in the future. Thanks!”
- Tracey Lee, California



BUSINESS 
PARTNERS
Great things in business are never 
done by one person. They're done 
by a team of people. STEVE JOBS
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Executive
Summary
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High growth 
Dallas/Fort Worth 
(DFW) submarket

Stabilized 
property 
with 99%+ 
occupancy

Conservative 
underwriting

Strong
value-add

opportunities

Tax
depreciation
advantage*

H
IG

H
LI

G
H

TS
Purchase Price $23.9M

Estimated Equity Raise $9M

Number of Units 176 units

Price Per Unit $135,795

Current Asking Rent 
Per Unit $1.46

Proforma Rent Per Unit $1.68

Investment
Offering 
Summary

19

*Please check with your tax and legal 
professional as Sponsors do not provide tax or 
legal advice and the above is not intended to or 
should be construed as such advice. Your 
specific circumstances may, and likely will, vary.
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TOTAL 
RETURN

ä
117%

INVESTOR 
IRR

ä
17.9%

PREFERRED 
ANNUAL CASH FLOW

ä
7.0%

AVERAGE ANNUALIZED 
RETURN

Projected
Investor Returns

$50,000
Minimum Investment 

Cash, Solo 401K or IRA
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Executive 
Summary

The Asset 

Ariva is a 176-unit Class B value-add multifamily investment opportunity in Dallas/Fort Worth, 
TX. Built in 1979, the asset consists of 18 two-story buildings with pitched roofs, 5 boilers, 
individual HVAC and electric, and 263 covered/49 open parking spaces. Purchase price is $23.9M 
with $2.2M in Capex, an attractive $136k/unit as comparable properties are currently trading at 
$140k/unit.

Demographics

Located in a 1-mile high MHHI of $63k, Ariva is situated in SW Fort Worth, off I-20 between the 
major thoroughfares of Chisholm Trail Parkway and 35W. Altamesa Blvd connects those two
arteries with Ariva just north of Altamesa on Woodway Dr. Healthcare, government/defense,
university, and retail are key demand drivers. Lockheed Martin, Southside Medical District,
Texas Christian University (TCU), Hulen Mall retail as well as Amazon and Walmart distribution
centers are major area employers.
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Executive 
Summary

Demographics (continued)

Ariva is also located across the street from Southwest High School and within 1 mile of
Woodway Elementary and Wedgewood Middle School. Major retailers such as Kroger grocery,
Starbucks, Bank of America, Chick-fil-A, Whataburger, CVS, and Walgreens are easily accessible
within a 1-mile radius. Hulen Mall and other anchor shops including Costco, Sam’s Club, Home
Depot, Target, Walmart, Dillards, Macy’s, Olive Garden, and Chili’s are within a 2-mile radius.

With an average pro forma rent of $1393 across its 1- and 2-bedroom unit mix, this reflects 27%
of 100% MHHI, well within the rental requirement of 2.5x income or 40% of 100% MHHI. 
Furthermore, the median home price within a 0.5-mile radius is $350k, with median annual rent 
at $13,483. The price-to-rent ratio is 25, an indication it is “much better” to rent than buy. (For 
reference, a price-to-rent ratio of 1-15 indicates it is much better to buy than rent; a ratio of 16-
20, better to rent than buy; a ratio of 21+, “much better” to rent than buy.)
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Executive 
Summary

Debt

We secured debt via BanCorp, a bridge lender with whom Anthem Capital has recently closed
on another deal earlier this year. Interest rate is floating with a locked-in spread of 395 bps plus
30-day average SOFR index (155 bps as of 8/2/22 term sheet), or 5.5%.

We conservatively underwrote at 5.5% in years 1, 2, and 3. This is well above our loan brokers 
realistic projections of 4.2%, 4.7%, and 4.7% in years 1, 2, and 3. This is in line
with our conversative underwriting to build in additional cushion above the anticipated rise in
interest rates.

Furthermore, we purchased a rate cap for years 1-3 at a 1.5% strike. Rate cap for years 1 and 2 
are included in our closing costs; rate cap for year 3 is escrowed monthly for 24 months. If the 
rate cap for year 3 is not exercised, the escrow will be returned back to the LP investors.
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Executive 
Summary

How We Found the Deal
We identified the deal via on market listing from the Silva Multifamily division of Marcus &
Millichap, a brokerage firm from which Anthem Capital and Multifamily Empire Equity have
purchased and sold several deals.

The Opportunity
The current ownership, with a 40+ property portfolio, purchased Ariva in 2018. $1.8M capex
was spent on deferred maintenance items and the “heavy lifting” of the property exterior. Ariva
received a full facelift with its brick and hardie-plank siding completely repainted with a modern
two-tone grey with orange accents. Patios were also renovated with alternating cedar plank
and steel enclosures, reviving this 1979 property with a modern industrial and rustic appeal.

The value-add opportunity, or “meat on the bone,” is to upgrade the interiors to match the
exterior of the property. Rents are on average $131 to $221 below market rents of comparable
properties. Our plan for interior upgrades include renovation of 100 units with stainless steel
appliances, granite countertops, 2” faux wood blinds, hardwood style flooring, kitchen
backsplash, and brushed nickel fixtures. In addition, we plan to implement washer/dryer
machine rent, video doorbells, and extended private patios supported by submarket demand.
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Executive 
Summary

The Opportunity (continued)

Exterior capex includes the addition of desired amenities present at our comparables: the
opportunity to add a large playground and dog park in the rear open area of the property,
adjoining fitness center to the leasing/clubhouse, poolside propane grill, and entrance
monument sign.

Other income opportunities include the following: 1) Implement reserved parking. Property has
ample covered parking with 263 carports and 49 surface parking spots. No reserved parking
currently in place, but resident demand present. 2) Install washer/dryer connections and 
implement washer/dryer machine rent. 3) Increase pet rents to market. 4) Charge
premium for first floor units in demand for this submarket.

From our completed property due diligence, we have updated our capex to allow for a full roof
replacement during the tenure of our ownership as well as Stab Lok electric panel replacements
to 100 Amp panels on the remaining 85% units. Otherwise, the asset is in excellent condition,
interior and exterior, with no other deferred maintenance items.
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Property
Highlights
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WHY
Curb 
appeal

Fantastic 
location

Stabilized 
as 99% 
occupied

Great 
value-add 
opportunity

High 
growth 
submarket

Why Ariva?

Secure
Investment
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6201 Woodway Drive, Fort Worth, Texas 
A 176-Unit Value-Add Multifamily Property
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TYPE SF

1 bdr / 1 bath 615

Floorplans
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TYPE SF

2 bdr / 1 bath 838

Floorplans
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TYPE SF

2 bdr / 1 bath 838

2 bdr / 2 bath 964

Floorplans
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Financial
Analysis
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TOTAL RETURN

ä
117%

PREFERRED 
ANNUAL CASH FLOW

ä
7%

MINIMUM INVESTMENT

$50K

Tax depreciation 
Advantages*

Conservative 
underwriting

Cash flow

36

*Please check with your tax and legal professional as Sponsors do not provide tax or legal advice and the above is
not intended to or should be construed as such advice. Your specific circumstances may, and likely will, vary.
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TOTAL 
RETURN

ä
117%

INVESTOR 
IRR

ä
17.9%

PREFERRED 
ANNUAL CASH FLOW

ä
7.0%

AVERAGE ANNUALIZED 
RETURN

Projected
Investor Returns

$50,000
Minimum Investment 

Cash, Solo 401K or IRA
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# Property Status Sales Price # Units Price/Unit Total SF Price/SF
Dallas/

Ft Worth 
Submarket

Year
Built

1 Meadows* Under Contract $19,500,000 120 $162,500 109,920 $177.40 Lancaster 1981

2 Dakota Ridge** Closed 
05/27/2022 $38,600,000 272 $141,912 184,080 $209.69 Fort Worth 1984

3 Monterrey Under Contract $14,800,000 105 $140,952 91,348 $162.02 Fort Worth 1969

4 Tribecca Point* Under Contract $24,500,000 175 $140,000 158,691 $154.39 Hurst 1968

5 Diamond Loch Closed 
05/20/2021 $19,300,000 138 $139,855 139,352 $138.50 Fort Worth 1978

6 The Dylan Closed 
02/28/2022 $17,010,000 122 $139,426 99,842 $170.37 Fort Worth 1982

7 Ariva*** Under Contract $23,900,000 176 $135,795 135,696 $176.13 Fort Worth 1979

8 Red Rock** Under Contract $28,512,000 216 $132,000 156,720 $181.93 Fort Worth 1983

9 The Crossings 820 Closed 
05/27/2022 $54,600,000 418 $130,622 428,367 $127.46 Fort Worth 1971

Sales Comparables
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1 BED / 1 BATH 615 80 $979

2 BED / 1 BATH 838 48 $1,189

2 BED / 2 BATH 964 48 $1,299

UNIT MIX
Ariva has seen organic rent growth
above 20% over the last 12 months and
is projected to see similar growth over

the next 3 to 5 years. Ariva is 99%
occupied with current rents far below
its market comps. Interior upgrades
along with organic market rent growth
will enable the property to achieve a
sustained income growth for years to
come.

Ariva’s previous owner invested a
majority of their CapEx dollars in the
property’s deferred maintenance and
exterior curb appeal. Our business
plan is to upgrade Ariva’s interiors to
match its exteriors, allowing us to
increase our pro forma rents to better
match our competitors while
improving the living experience for
our residents.

Current
Rent/mo.
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APARTMENTS
1 BED/1 BATH ä

2 BED/1 BATH ä

2 BED/2 BATH ä
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EXIT 5 year 5 year 5 year 5 year 3 year 3 year

5.30* 117% 7% preferred 23.4% 17.9% 39.0% 30.1%

5.10 127% 7% preferred 25.4% 19.0% 42.3% 32.1%

4.90 138% 7% preferred 27.5% 20.1% 45.9% 34.2%

4.70 149% 7% preferred 29.9% 21.3% 49.8% 36.3%

Cap 
Rates
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ITEM / DESCRIPTION $ / UNIT AMOUNT %

USES

Purchase Price
Capital Improvements
Working Capital
Closing Costs
Total Disbursements

$135,975
$12,663
$1,228

$11,114
$160,795

$23,900,000
$2,228,700

$221,617
$1,949,683

$28,300,000

84%
8%
1%
7%

100%

SOURCES

Loan
Syndication Proceeds
Total Proceeds

$109,659
$51,136

$160,795

$19,300,000
9,000,000

$28,300,000

68%
32%

100%

Sources &
Uses of Cash
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ITEM / DESCRIPTION AMOUNT

Buyer Brokerage
Rate Cap
Loan Fee
Real Estate Legal
Syndication Legal
Due Diligence
Cost Segregation
Loan Application Fee
Insurance (14 months)
Property Taxes (8 months) 
Acquisition Fee
Equity Placement Fee
Contingency
Total

$65,000
$572,000
$289,500
$10,000
$30,000
$8,800
$8,000

$50,000
$105,482
$264,477
$239,000
$150,000
$157,424

$1,949,683

Closing Costs
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TAX
Advantages

We will hire an outside consultant to perform a cost segregation analysis which will be used to 
determine how much of the equity investment can become a tax loss in year one through bonus 
depreciation.

NEW BENEFIT FROM TAX CUTS AND JOBS ACT OF 2017
• Rule of Thumb - 75% of Passive Investors Equity investment will pass though on their K-1 tax 

form as a loss in year one.*
• Example: $100,000 investment, $75,000 tax loss in year one.*
• Accelerated depreciation will be allocated based on the actual capital contribution and not on 

equity ownership.
• One may be able to utilize these tax losses to offset other Passive income. Real Estate 

Professionals (REPs) can take losses to offset additional sources of income. Please check with 
your tax professional for your specific situation.*

46

*Please check with your tax and legal professional as Sponsors do not provide tax or legal 
advice and the above is not intended to or should be construed as such advice. Your specific
circumstances may, and likely will, vary.



20%
Active Investors

80%
Passive Investors

PARTNERSHIP
STRUCTURE
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Projected
Investor Returns

48

Preferred Return: 100% cash flow is distributed to investors until a 7% preferred cash flow is met. Sponsors receive no cash flow until the 7% 
is distributed to investors, thereafter it is an 80%/20% investor/sponsor compensation split with additional IRR hurdles detailed above. Any 
deficit in the current year is transferred to the following year non-compounded. 

Conservative underwriting: We have conservatively underwritten the deal and project additional upside to exceed our targeted returns. Our 
track record has historically shown performance exceeding original pro-forma projections for cashflow, IRR, average annualized return, and 
total returns.



Business 
Plan
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PL
AN

MANAGEMENT
New property 
management 

VALUE ADD
Renovation

plan

DEVELOPMENT
Interiors

& Amenities

TOTAL CAPEX

$2.2M

BU
SI

N
ES

S
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$2.2M
Total Cost

CA
PE

XBudget
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INTERIOR UPGRADE
Unit Renovation (100 x $7900/unit)

Stainless steel appliances, granite countertops,
hardwood-style flooring, cabinet fronts, lighting
& brushed nickel fixtures

Interior Amenities
W/D Connections (144 x $3000/unit)
W/D Machines (176 x $1000/unit)
Extended Patios (16 x $2500/unit)
Video Doorbell (176 x $200/unit)

Total

$790,000

$432,000
$176,000
$40,000
$35,200

$1,473,200
EXTERIOR UPGRADE
Roof
Electrical
Fitness Center
Playground/Dog Park
Property Signage
Exterior Cameras
Exterior Lighting
Outdoor Kitchen/Poolside Grill
HVAC
Plumbing
Parking lot
Foundation
Exterior paint/carpentry
Total

$235,000
$142,500
$100,000
$40,000
$20,000
$15,000
$7,000
$7,000

$76,500
$35,000
$25,000
$20,000
$15,000

$736,000



$12.3K
Avg per unit

Vinyl flooring

Thin granite countertops

Kitchen backsplash

Stainless steel appliance package

Washer/Dryer connections (144 units)

Video Doorbells (176 units)

Extended private patios (16 units)

RE
N

O
VA

TI
O

N
Renovate
100 of 176 units
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Our
Renovation
Model

VALUE-ADD

Before

After
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VALUE-ADD

Exterior 
Upgrades & 
Resident
Amenities
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Market
Overview
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DFWMarket 
Overview 
î

î

î

î

Texas
DFW
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ECONOMY

DFWMarket 
Overview 

SUBSTANCIAL POPULATION GAINS

LARGE CORPORATE BASE 

MAJOR DISTRIBUTION CENTER 

59



DFWHighlights
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î

î
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Market 
Overview 
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Population Projection 
3-Mile Radius (year 2026)

140,482 
Average Household 

Income (3-mile radius) 

$84,343
Submarket home price

(2022 1Q)

$350,000

Market 
Overview 
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1 to 15 MUCH BETTER to BUY than RENT

16 to 20 BETTER to RENT than BUY

21+ MUCH BETTER TO RENT THAN BUY

25

PRICE-TO-RENT
RATIO

The median home price within a 0.5-

mile radius is $350k, with median
annual rent at $13,483. The price-to-
rent ratio is 25, an indication that it is
“much better” to rent than buy.

For reference, a price-to-rent ratio of
1-15 indicates it is much better to buy
than rent; a ratio of 16-20, better to
rent than buy; a ratio of 21+, “much
better” to rent than buy.)
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Drivers
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SW Fort WorthLocation
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SW Fort WorthLocation
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SW Fort WorthLocation

67



SW Fort WorthLocation
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SW Fort WorthLocation
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SW Fort WorthLocation
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Property
Management
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PROPERTY
MANAGEMENTRockwood Multifamily

Alton Smith, Partner Brad Sumrok, Partner

Charles Young, Partner

David Marcinkowski, Partner

Gary Hall, Partner
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Fee
Disclosure
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FE
E 

DI
SC

LO
SU

RE Asset Management Fee 2% Total revenue paid monthly to asset manager

Property Management Fee 3% Total revenue paid monthly to Rockwood Multifamily

Acquisition Fee 1% Paid at closing

Refinance Fee 1%
2%

Of new loan if investors receive 40% and 69% of capital contribution
Of new loan if investors receive 70% or more of capital contribution

Sponsor Compensation

20%
0%
20%
30%
40%

Distributed cash flow after 7% preferred cash flow to investors
Net sales proceed prior to 100% return of investor capital
Net sales proceed after 100% return of investor capital & IRR <14% 
Net sales proceed after 100% return of investor capital & IRR 14-17%
Net sales proceed after 100% return of investor capital & IRR >17%

Equity Investors

100%
100%
80%
70%
60%

100% cash flow to investors until 7% preferred cash flow is met, then 80%
Net sales proceed prior to 100% return of investor capital
Net sales proceed after 100% return of investor capital & IRR <14% 
Net sales proceed after 100% return of investor capital & IRR 14 - 17%
Net sales proceed after 100% return of investor capital & IRR >17%

Disposition Fee 1%
2%

Of sale price if investors achieve between 14% and 16.99% IRR
Of sale price if investors achieve 17% or higher IRR

Item                           %       Comment

74

Note: Sponsor compensation is aligned and incentivized for the property to perform at a higher IRR, 
thereby ensuring a higher return for the equity investors.  
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TS Distributions
The sponsorship team plans on identifying a 
quarterly distribution schedule after the initial 6 
months of ownership. However, we will evaluate 
the ability to make a distribution prior to this. 
Distribution amounts will be approximately 10% 
less than free cash flow; this will allow the entity 
to retain some additional working capital as 
property improvements are implemented and new 
leases absorb the higher rental rate structures. 
Once the property stabilizes, the Manager will 
increase distributions and if working capital 
increases above necessary levels, issue Special 
Distributions to provide a true-up distribution to 
meet original pro-forma projections.

Exit Assumptions
Although the financial model is based on a five
year hold plan, the actual holding period could
be longer or shorter based upon the property’s
performance. After approximately three years, 
the Manager will attain a BOV to evaluate the
property’s value and make a determination on
whether to sell or refinance.
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Timeline
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ACQUISITION TIMELINEMARCH 
31st

APRIL
21st

JUNE
9th

PSA Effective Due Diligence
Complete

Investor Webinar
&

Subscription
Start for 506 B offering

JULY
22nd

Subscription 
End for 506 B

Subscription Start 
for 506 C Offering

JULY
26th

77

Target
Closing

AUGUST
19th



Next
Steps
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Summary

ARIVA APARTMENTS
6201 Woodway Dr
Fort Worth, TX 76133

176 Units
Built 1979

PURCHASE PRICE
$23,900,000

MINIMUM INVESTMENT
$50,000 / 506(c)

INVESTMENT SNAPSHOT

Projected Total Return 
After 5 Years

117%

Projected Annual 
Cash Flow

7%
(Preferred)

Projected 
Equity Multiple

2.17X

Projected IRR

17.9%
Bonus Depreciation

107%

79

Projected Average 
Annualized Return

23.4%



Investor 
Subscription Portal

Instructional Video Link:
Anthem Capital – Partner in Achieving Passive Income Goals - 20 May 2022 - Watch Video
https://www.loom.com/share/e7f27a5b327a4dbab8c13cb398f84490

1. Create a profile in IMS: Go to https://investors.anthemcp.com/login
2. Setup your profile*: Click on Signup
3. IMS will send you a confirmation email.
4. Click on Confirm Email
5. Go back to Anthemcp.com, click on Login, and log in
6. One in the portal, click on Offerings
7. Click on Learn More
8. Click on Invest Today
9. Fill out each of the subscription questions.

• ***Note: It is important to select the correct profile when you sign up (Individual, Joint, Trust, 
LLC, Etc.)

• To create a new profile, click ‘Add New Profile’ link and create your new profile.
• Please ensure you select ‘Wire’ (not ACH) for the payment method.

10.Sign the docs

Any questions, reach our Anthem’s support team at: support@anthemcp.com or call 405-803-8588 80

https://www.loom.com/share/e7f27a5b327a4dbab8c13cb398f84490
https://investors.anthemcp.com/login
http://anthemcp.com/
mailto:support@anthemcp.com
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FAQ
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Contact
Info
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ariva@multifamilyempire.com

Neander Lima, Dallas/Ft Worth, TX
neander@multifamilyempire.com

(469) 556-7867

Delia Kong Lima, Dallas/Ft Worth, TX
delia@multifamilyempire.com

(617) 901-0017

Tariq Sattar, Oklahoma City, OK
tariq@anthemcp.com

(405) 314-5072

Iven Vian, Oklahoma City, OK
iven@anthemcp.com

(405) 757-9897

88


