
by Jeremy Holden 

The Potential to Offset W-2 Income 
While Building Cash Flow

I haven’t paid taxes in four years, and 
that experience has changed how 
I look at real 
estate. As an 
investor helping 
clients pursue 
this strategy, 
I see short-
term rentals as 
the strongest 
residential 
investment play 
for one specifi c 
trifecta: 
cash fl ow, 
appreciation, 
and tax 
savings. The 
opportunity to 
combine all 
three is what makes this approach so 
compelling to me.

The tax write-off  craze gets the 
headlines. Keeping more of what you 
earn can help build wealth. But when 
I look at a short-term rental, I want to 
understand the whole investment. The 
tax benefi t is one part of a property 
that also needs to perform.

Cash fl ow comes fi rst. A well-chosen 
short-term rental can generate 
income while you own it, giving you 
money to reinvest, build reserves, or 

support your lifestyle. Getting there 
takes realistic numbers. I want to know 
what remains after the mortgage, 
cleaning, utilities, insurance, repairs, 
and management. Strong booking 
revenue is exciting, but the money left 

after expenses 
is what matters. 
The property also 
needs room to 
handle slower 
months.

Appreciation 
is the second 
piece. Owning 
real estate in 
a market with 
lasting demand 
creates the 
opportunity for 
your property 
to become 
more valuable 
over time. 

Location, the surrounding community, 
and the price you pay all matter. 
I see appreciation as a long-term 
opportunity, and I still want the 
purchase to make sense if values stay 
fl at for a while. Future growth should 
strengthen the investment without 
being required to rescue it.

Tax savings complete the trifecta. 
Real estate off ers ways to account for 
the cost of a property over time, and 
strategies such as cost segregation 
can move some deductions forward. 
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Why Investors Are Chasing Short Term Rental Tax 

Phoenix Monthly Meeting
Tuesday, October 13

In Person & Streaming - 5:15pm
· Association Update
· Market Update & Outlook
· Beyond the AirBNB Hype: The Real

Business of Short Term Rentals

Tucson Monthly Meeting
Wednesday, October 14

In Person - 6:00pm
· Food
· Haves & Wants + Association Update
· Tucson Market Discussion
· Beyond the AirBNB Hype: The Real

Business of Short Term Rentals
· Open Networking

http://www.azreia.org
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Stop Negotiating Only on Price. Start Negotiating Terms.
EXECUTIVE DIRECTOR’S MESSAGE

by Michael Del Prete
Executive Director, AZREIA 

Here’s a number that caught my attention: 59% of 
recent Greater Phoenix MLS sales included some 
kind of seller-paid incentive. The median was 
about $10,000. In the $350,000 to $400,000 price 
range, that number climbed to 71%.

Sellers are already making concessions to get 
deals done. Are you asking for the terms that 
would make a deal work for you?

Buyers have also been closing at roughly 97% to 
97.5% of list price for almost two years. That doesn’t 
mean the market is crashing. It means there’s 
room for a conversation.

When you write your next off er, look beyond the 
price. Could the seller help with closing costs or 
repairs. Would a diff erent closing date solve a 
problem for them? Is seller fi nancing possible? With 
the average 30-year mortgage rate near 7%, the 

right fi nancing terms could matter more 
than a $15,000 price cut.

Start by fi nding out what the seller needs. It might 
be speed. It might be certainty. It might be a way 
to sell without fi xing the roof.

And keep the holidays in mind. A lot of buyers step 
away in November and December, but sellers with 
a job transfer, an estate, or a vacant house may 
still need to move. That’s a good time to have a 
real conversation and put together an off er that 
works for both sides.

My challenge to AZREIA members for the next 90 
days: stay active. Write off ers. Think through the 
terms on every one. Ask the listing agent, “What 
would make this easy for your seller?” Then listen.

Come January, you could already have deals 
closing.

Why Investors Are Chasing Short Term Rental Tax ____________________________________Continued from pg 1

For eligible short-term rental owners, those 
deductions may reduce taxes on other income. 
That is why this conversation has gained so much 
attention: a property can potentially generate 
cash while also creating valuable tax benefi ts.

My role is to help clients evaluate the investment 
opportunity. Their CPA determines how the tax 
strategy applies to them. The owner’s involvement, 
how the property is used, and their individual 
situation all matter. My experience is personal; it is 
not a promise that someone else will get the same 
result. I want clients working with a qualifi ed tax 
advisor before they count on projected savings.

I would never encourage someone to buy a 
bad deal just to get a write-off . Overpaying, 
overlooking local rental rules, or assuming 
every weekend will be booked can erase the 
advantages quickly. For me, the strongest 
opportunity is a property bought at the right price, 
operated well, and supported by thoughtful tax 
planning. That is the appeal of short-term rentals: 
cash fl ow today, the potential for appreciation 
over time, and tax savings that can help you keep 
more of what you earn.

For more on this, follow @homesby_holden on 
Instagram or come to our subgroup.

■ ■  ■
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Insuring PadSplit Properties: What AZREIA Investors Need to Know
AZREIA ADVANTAGE: INSURANCE EXPERT

Renting by the room through 
platforms like PadSplit has 
become one of the more 
popular cash-fl ow strategies 
among Arizona investors, and 
it’s easy to see why: multiple 
income streams from a single 
property can signifi cantly 
outperform a traditional single-
family rental. But before you list 
a room-rental property, it’s worth 
understanding that these homes 
create an insurance problem 
most investors don’t see coming 
until a claim gets denied.

A standard dwelling fi re policy 
(the DP-3 most investors already 
have on their rentals) is built 
around a simple model: one 
household, one lease, one clear 
tenant-landlord relationship. 
Room-by-room rentals break 
that model completely. You’ve 
got multiple unrelated tenants, 
separate leases, and shared 
common spaces like kitchens 
and living rooms. When a 
tenant’s cooking fi re damages 
another tenant’s bedroom, 

it’s suddenly unclear whose 
claim applies and whose lease 
governs liability — and many 
dwelling fi re carriers will simply 
decline the claim, or non-renew 
the policy once they learn 
how the property is actually 
being used. Incidentally, that 
ambiguity underscores the 
reasons to ensure all your 
tenants of their own renters 
policies.

Because of that liability 
ambiguity, relatively few carriers 
are willing to write this business 
at all. The ones that do typically 
place it on commercial policy 
forms rather than a residential 
dwelling form — built around 
premises liability and separate 
tenant liability coverage, so 
a loss caused by one tenant 
doesn’t fall back on you as the 
owner. This is a fundamentally 
diff erent underwriting approach 
than a standard rental policy, 
and it should never be insured 
on a DP-3.

That specialized underwriting 
comes at a cost. These policies 
run more than a standard 
landlord policy, and that 
premium needs to be built into 
your numbers from the start — 
not discovered after you’ve 
already closed. In other words, 
don’t simply just use a standard 
rental property insurance policy 

cost to pencil out the 
numbers; get a quote. It matters. 
In the process, you will also learn 
that there are some nuances in 
the underwriting. Most carriers 
want to see a copy of the lease 
you will use, so be prepared. 

One line investors consistently 
underinsure is loss of rents. 
A room-by-room property 
generates far more gross 
income than a single-tenant 
rental, so if a covered loss 
makes the home uninhabitable, 
your loss-of-rents limit needs to 
refl ect the full rent roll across all 
rooms — not what a standard 
single-family policy would carry. 
Set that limit too low, and a fi re 
or water loss that shuts the house 
down for months leaves a gap 
you’re covering out of pocket, 
on top of the mortgage.

The good news is you don’t 
have to guess at who writes this 
coverage. Gila Insurance Group 
works with several markets 
built specifi cally for co-living 
and rent-by-the-room risk that 
understand the model and price 
it correctly. If you’re evaluating 
a PadSplit property — or already 
own one insured on a standard 
dwelling policy — reach out 
before your next renewal so we 
can make sure the coverage 
actually matches how the 
property is being used.

by
Derek

Kartchner

Derek Kartchner
Gila Insurance

Phone: (877) 784-6787

Derek@
GilaInsurance.com

www.GilaInsurance.com

AZ.R.E.I.A., Inc. (the “Association”) does not: (1) render legal, tax, economic, or investment advice, (2) investigate its members, or 
(3) represent or warrant the quality of goods or services provided by its members, the honesty, integrity, reliability, motives and/or 
resources of its members or their offi cers, directors, managers, employees, agents, and/or contractors. Consult your legal counsel, 
accountant, and other advisors as to risks and legal, tax, economic, investment and other matters concerning real estate and other 
investments. Members will comply with the Code of Ethics of the Association.

http://www.gilainsurance.com
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While higher interest rates often 
generate concern, they can 
actually create a healthier 
economic environment and 
new opportunities for real estate 
investors in Maricopa County, 
Arizona. When borrowing costs 
increase, housing demand tends 
to moderate, reducing the 
intense competition and bidding 
wars that have characterized 
recent years. As a result, home 
prices often grow at a more 
sustainable pace, giving investors 
greater negotiating power 
and the opportunity to acquire 
properties at more favorable 
prices.

Higher rates also help fi lter 
out speculative buyers who 

may have entered the market 
with unrealistic expectations. 
This leaves a larger share 
of transactions to serious 
homeowners and long-term 
investors, creating a more stable 
housing market. In Maricopa 
County, where population 
growth and job creation 
continue to support long-term 
housing demand, this stability 
can be especially benefi cial.

For investors focused on rental 
properties, higher mortgage 
rates can encourage more 
people to rent rather than 
buy. This increased rental 
demand may lead to 
stronger occupancy rates 
and potentially higher rental 
income, helping off set increased 
fi nancing costs. Investors 
who are well-capitalized and 
focused on cash fl ow rather 
than short-term appreciation 
may fi nd today’s market 
conditions particularly 
attractive.

From a broader economic 
perspective, rising rates are 
often used to control infl ation. As 
infl ation moderates, construction 
costs, labor expenses, and other 
operating costs may stabilize, 
improving long-term investment 
performance. A stronger, more 
balanced economy ultimately 
supports sustainable real estate 
growth rather than the boom-
and-bust cycles that can occur 
when borrowing remains too 
inexpensive for too long.

For savvy investors, market 
adjustments caused by higher 
rates often create opportunities 
that are unavailable during 
periods of rapid price 
appreciation. In Maricopa 
County, investors who remain 
patient, focus on fundamentals, 
and seek properties with strong 
cash-fl ow potential may fi nd 
that a higher-rate environment 
is not a setback but a strategic 
advantage for building
long-term wealth.

Why Rising Interest Rates Can Benefi t
Maricopa County Real Estate Investors

DiAnna Jackman, CEO
Northstar Title Agency 
15051 N Kierland Blvd

Floor 3 
Scottsdale AZ 85254 

844-212-6782
480-454-6704

www.NorthStarTitleAgency.com

by
DiAnna

Jackman

AZREIA ADVANTAGE: TITLE AND ESCROW EXPERT

AZ.R.E.I.A., Inc. (the “Association”) does not: (1) render legal, tax, economic, or investment advice, (2) investigate its members, or 
(3) represent or warrant the quality of goods or services provided by its members, the honesty, integrity, reliability, motives and/or 
resources of its members or their offi cers, directors, managers, employees, agents, and/or contractors. Consult your legal counsel, 
accountant, and other advisors as to risks and legal, tax, economic, investment and other matters concerning real estate and other 
investments. Members will comply with the Code of Ethics of the Association.

■  ■  ■ 

http://www.northstartitleagency.com
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An Oregon landlord was recently hit 
with a judgment for $32,000, after 
a jury found that he had retaliated 
against the tenant for not paying 
a bill. Of course, Oregon law is 
diff erent than Arizona; however 
there are still important lessons to be 
gleaned from the case.

FACTS:

According to the facts as presented 
in court, an Oregon tenant reported 
an issue with an electrical plug. 
The landlord believed the tenant 
caused the problem, and charged 
the tenant $287, for the work, 
which the tenant refused to pay. 
Shortly afterwards, the landlord 
increased the rent $100/month. The 
tenant claimed it was retaliation. 
The landlord alleged it was their 
normal practice. The tenant fi led 
suit, claiming that the landlord was 
retaliating. The jury awarded the 
tenant $16,000, which is doubled 
under Oregon’s laws.

WHAT YOU, AS AN ARIZONA OWNER/
MANAGER CAN LEARN FROM THIS:

In Arizona, there is a statute 
prohibiting retaliation. It says a 
landlord cannot retaliate against 
a tenant for exercising certain 
rights, including (1) complaining 
to a government agency about a 
health or safety code violation, (2) 
complaining to the landlord about 
a habitability issue, (3) joining a 

tenants’ union, or (4) complaining 
about wage-price stabilization 
violations. 

The landlord cannot raise rent, cut 
services, or fi le (or threaten) an 
eviction.  If the tenant complained 
within the prior six months, the law 
presumes the landlord’s later action 
was retaliatory, shifting the burden 
to the landlord to prove otherwise, 
unless the complaint came after 
a termination notice was already 
given.   Finally, a tenant who proves 
retaliation can recover the greater 
of two months’ rent or double actual 
damages (A.R.S. § 33-1367), plus 
possession or lease termination. 

Lesson: document legitimate, non-
retaliatory reasons before raising rent 
on, or acting against, a tenant who 
recently complained. This applies 
for any increase in rent, service 
of a noncompliance notice or a 
non-renewal notice. It is important 
that managers follow policies 
and standard timelines for when 
they act. If a tenant claims that a 
manager is retaliating by serving 

a non-renewal notice, it is 
important that the manager 
have documented letters/notices 
in the fi le, refl ecting the issues that 
the tenant has been causing on 
property - those issues are valid 
reasons for termination. The hardest 
retaliation case to defend against, 
is when the manager has no notes 
and no notices in the fi le. If a tenant 
has never received any kind of 
notice, and they pay on time, the 
general presumption is that they 
would be renewed - therefore, if you 
non-renew them it raises questions. 

It is best to have documented 
reasons for your actions, even if you 
don’t share those reason with the 
resident. If they ask why you are 
non-renewing them, you merely 
state, “It is a business decision.” It is 
only when you are in a lawsuit or FH, 
that you delve into the reason and 
the documentation.

This newsletter is for general 
informational purposes only and 
does not constitute legal advice.

Retaliation Doesn’t End Well For Oregon Landlord
AZREIA ADVANTAGE: LEGAL EXPERT

Mark B. Zinman,
Attorney

Zona Law Group P.C.
7701 E. Indian School Rd.

Suite J
Scottsdale, AZ 85251

Phone: (480) 949-1400
Fax: (480)-946-1211

www.zona.law

by
Mark

Zinman

http://www.zona.law
http://www.zona.law
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Plenty of investors are sitting 
on rentals they bought or 
refi nanced years ago with 
serious equity and fi nancing 
they never want to give up. So 
the equity just sits there while 
they tell themselves they will 
tap it someday. A full cash 
out refi nance would torch the 
existing loan, and nobody 
makes that trade willingly. The 
result is a portfolio that looks 
strong on paper but cannot 
fund the next deal.

The move most investors 
overlook is a HELOC on the 
investment property itself. It sits 
in second position, the existing 
fi rst mortgage stays untouched, 
and you get a revolving line you 
can draw, pay down, and draw 
again. For acquisitions, that 
fl exibility beats a lump sum every 
time. You are not paying interest 
on money sitting idle between 
deals, and you are not resetting 
a loan you fought hard to get.

The use cases go well beyond 
a down payment. Investors use 

these lines for earnest money 
that has to move same day, 
renovation budgets on value 
add projects, and short fuse 
auction or wholesale purchases 
where the seller wants proof 
you can perform. Draw for the 
project, pay the line back down 
when you refi nance or sell, 
then reload for the next one. It 
functions like a private bridge 
fund you control.

What to know before you go 
hunting for one:

1. Fewer lenders off er these 
than primary residence 
HELOCs, and the ones that 
do cap combined loan to 
value more conservatively. 
Expect less available equity 
than you would get on your 
own home, and plan your 
numbers accordingly.

2. Title matters. Most of these 
programs want the property 
vested in your personal 
name. If you have deeded 
rentals into an LLC, some 
lenders will require you to 
deed back before closing, 
which carries ripple eff ects 
for insurance and liability 
worth thinking through with 
your advisors fi rst.

3. Draw periods and repayment 
structures vary a lot from 
lender to lender. Some are 
interest only during the draw 

period, some amortize 
from day one, and 
renewal terms diff er. The 
right structure depends on 
whether this is acquisition 
capital or a renovation 
budget.

4. Speed is the real selling 
point. When a wholesaler 
calls with a deal that needs 
to close in two weeks, a line 
you opened months ago lets 
you move like a cash buyer. 
Set it up before you need it, 
not when the deal is already 
on the table, because setup 
takes weeks, not days.

Recent win: We just helped 
an investor tap a little over 
$73,000 in equity from a rental 
she owns in Alabama, and she 
used it to close her next value 
add property entirely in cash. 
No fi nancing contingency and 
no waiting on a purchase loan 
to fund. Equity that had been 
sitting idle became her strongest 
off er.

Sitting on equity and eyeing 
your next acquisition? Text or 
call me at 480-341-0920 and 
we will map out which of your 
properties can carry a line and 
what it unlocks for your next 
twelve months.

AZREIA ADVANTAGE: LENDING EXPERT

The Equity in Your Rentals Is Not Stuck
Andrew Augustyniak
Area Sales Manager

M: 480.735.4095
D: 480.691.3791

Andrew@
Neighborhoodloans.com

25 S. Arizona Pl., Ste 510
Chandler, AZ 85225

by
Andrew

Augustyniak

http://www.neighborhoodloans.com
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AZREIA ADVANTAGE: TITLE EXPERTS

Temperatures are still rising in Arizona.  

Investors, this is the time to raise your 
thermostat and embrace the opportunities 
awaiting you. 

When you encounter transactions that have 
many title issues, and other challenges in 
the transaction, you need a trusted team to 
help navigate through a successful close of 
escrow. 

There are few transactions we cannot tackle 
and we have all the Marketing resources to 
meet your needs!

We are all striving for overall success.  Let us 
partner with you and share in your success.

Please do not hesitate to schedule your 
Marketing/Escrow meeting with Janet and 
Alex.

Thank you,

Janet Moe
Branch Manager/Sr. Escrow Offi  cer
Great American Title Agency

Alex Hollien
Business Development Account Executive
Great American Title Agency

Opportunities in Arizona are on the RISE!

7720 N 16th St Ste 450 • Phoenix 85020

http://www.azgat.com


by Brian and Gina Kingdeski

For years, the fi x-and-fl ip business 
was straightforward. 

Find the right property. Buy it at 
the right price. Renovate it. List it. 
Sell it for a profi t. 

But the landscape has changed. 

Higher interest rates. Higher 
acquisition costs. Higher 
renovation costs. Longer project 
timelines and longer hold times. 

What used to be a predictable 
90-day project can take 
considerably longer now. 

And every additional month you 
hold is more interest, more taxes, 
more insurance, more utilities 
which equals more cash fl ow 
problems. 

Those carrying costs come 
straight off  your number. 

Meanwhile, buyers have gotten 
more sensitive to aff ordability. 
Higher mortgage rates shrink 
purchasing power, which makes 
it harder to hit the retail price you 
projected when you bought. 

So here’s the equation a lot of 
fl ippers are staring at right now: 

Spend more getting it ready. 
Hold it longer. Potentially make 
less when you sell it. 

So what happens when the 
traditional exit gets harder? 

You look for another one. 

Introducing Green Light
Buying Machine

Green Light Buying Machine 
was created for experienced 
fi x-and-fl ippers who want to 
add co-living properties to their 
investment toolbox. 

Instead of looking at every 
property strictly as a traditional 
resale, we teach investors how to 
identify properties that may work 
for the PadSplit co-living model, 
renovate them with that end use 
in mind, and create an income-
producing asset and sell to one 
of our pre-approved end buyers. 

You already understand 
acquisitions. 

You know construction. 

You know how to manage 
contractors, control renovation 
costs, and turn a distressed 
property into something 
desirable. 

We help you apply those 
same skills to a diff erent kind of 
opportunity. 

Our system walks you through 
the whole process — identifying 
properties, running the numbers, 

developing the layout, 
managing the renovation, 
selecting fi nishes, and preparing 
the property for launch. 

Twenty-six years of real estate 
experience, documented and 
handed to you as step-by-step 
guidance. 

Built for investors who already 
understand real estate and are 
looking for another strategy. 

The Market Is Changing.
Your Strategy Can Change With It. 

Successful investors understand 
that what worked yesterday isn’t 
necessarily what works tomorrow. 

The goal isn’t to predict exactly 
where the market is going. 

The goal is to have more than 
one way to win when it moves. 

Green Light Buying Machine 
gives fi x-and-fl ippers another 
framework for evaluating 
properties — one focused on 
creating co-living homes and 
potential cash-fl owing assets 
rather than relying exclusively on 
a traditional retail sale. 

If higher rates, longer hold 
times, rising costs, and tighter 
margins have you rethinking the 
traditional fl ip, it may be time to 
add another tool to your toolbox. 

Don’t stop fl ipping. 

Start thinking diff erently about 
what you fl ip. 

That’s the idea behind Green 
Light Buying Machine. 
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AZREIA ADVANTAGE: PADSPLIT CONVERSION SPECIALISTS
The Fix & Flip Game Has Changed.
Here’s What We’re Doing About It.

CONTACT:
ginakingdeski@gmail.com

480-332-0143 

Brian Kingdeski Gina Kingdeski
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AZREIA ADVANTAGE: CAPITAL INVESTMENT
FUND PROFESSIONAL

Affordable Housing, First-Lien Credit & Cash Flow in Arizona
Alden Guajardo

Capital Investment
Fund Professional

Silvercrest
Opportunity Fund

Phone: (480) 923-6456
SilvercrestOpportunityFund.com 

by
Alden

Guajardo

Silvercrest Opportunity Fund – 
Win Mobile Homes
Arizona continues to face a basic 
housing challenge: aff ordability. 
Even when conventional home 
prices soften, the monthly cost of 
ownership remains diffi  cult for many 
working households. That creates 
demand for lower-cost housing and 
alternative fi nancing. Our strategy 
is built around that need—not on 
rapid appreciation.

Win Mobile Homes sources, acquires, 
renovates, sells and seller-fi nances 
manufactured homes throughout 
the Valley. Silvercrest Opportunity 
Fund provides and manages 
the private credit behind those 
transactions, allowing investors to 
participate on the paper side of 
aff ordable housing.

The model is simple: Acquire• 
Renovate • Stabilize • Seller Finance 
• Create First-Lien Paper • Season • 
Hold or Transfer

Investors can participate through 
short-term fi rst-lien construction 
credit, whole-note ownership, or 
Silvercrest’s fund structure.

Current Silvercrest fund terms 
include:1-Year Structure: 10% annual 
preferred return, paid monthly 
3-Year Structure: 12% annual 
preferred return, paid quarterly 
Minimum Investment: $50,000

Silvercrest is a Regulation D 
Rule 506(c) off ering for verifi ed 
accredited investors.

CURRENT AVAILABILITY

Construction Credit

Paradise Groves Lot 40 — Glendale
$90,000 fi rst-lien loan
12% deferred return
1987 doublewide
3 bed / 2 bath
1,248 sq. ft.

La Montana Del Sur Lot 37 — Phoenix
$100,000 fi rst-lien loan
12% deferred return
Estimated ARV: $135,000
2006 Fleetwood doublewide
4 bed / 2 bath

San Estrella Lot 23 — Phoenix
$40,000 fi rst-lien loan request
12% paid monthly
$400/month while the full balance is 
outstanding
Planned seller-fi nance exit: $49,900 
sale price, $5,000 down, $1,695.76/
month for 20 years

Seasoned Performing Paper

Chaparral Village Lot 69 — 
$102,260.89 UPB / $1,274.61 monthly
Pueblo Mesa Lot 20 — $109,069.26 
UPB / $1,361.66 monthly
Winter Cove Lot 64 — $54,548.38 UPB 
/ $682.69 monthly
San Estrella Lot 60 — $64,684.50 UPB 
/ $855.91 monthly
La Montana Del Sur Lot 129 — 
$96,500 UPB / $1,200 monthly/
14% / 20-year term

Coming-Soon Paper

Sierra Estates Lot 195 — $125,000 
sale price / $10,000 down / $115,000 
projected UPB / $1,430 monthly / 20-
year term

Casa De Francisco Lot 38 — $85,000 
sale price / $5,000 down / $80,000 

projected UPB / $994.82 monthly / 
20-year term

Why does this make sense in today’s 
market?

Because we are operating where 
housing demand, aff ordability and 
private credit intersect.

Win Mobile Homes creates the 
underlying housing transactions. 
Silvercrest structures the capital and 
fi rst-lien paper behind them. With 
more than 400 transactions and 
$30M+ in transaction volume over 
eight years, our focus is contractual 
cash fl ow backed by real Arizona 
manufactured-housing collateral—
not speculation alone.

Real Arizona housing. Real 
collateral. Contractual payments.

Silvercrest Opportunity Fund
https://silvercrestopportunityfund.
com/

Win Mobile Homes
https://winmobilehomes.com/

Mobile Mailbox Money
https://mobilemailboxmoney.com/

602-888-CASH
Win Mobile Homes — Arizona 
Manufactured Housing Dealer #8670

Disclosure: For informational purposes 
only. Silvercrest Opportunity Fund is 
a Regulation D Rule 506(c) off ering 
for verifi ed accredited investors. 
Any securities off ering is made only 
through applicable offi  cial off ering 
documents. Preferred or targeted 
returns are not guaranteed. Private 
lending, note ownership and fund 
investments involve risk, including 
possible loss of principal. Deal 
availability, balances, payments, 
collateral values and projected exits 
are subject to change and due 
diligence.

http://www.silvercrestopportunityfund.com
http://www.silvercrestopportunityfund.com
http://www.mobilehomes.com
http://www.mobilemailboxmoney.com


10 www.azreia.org The AZREIA Advantage

by Rob Jafek, Principal
Boomerang Capital Partners

Elton John’s chorus to “I’m Still 
Standing’ characterizes the current 
market pretty well:

Don’t you know that I’m still standin’ 
better than I ever did?

Lookin’ like a true survivor, I’m 
feelin’ like a little kid (Ah-ah)

And I’m still standin’ after all this 
time (Ah)

Pickin’ up the pieces of my life 
without you on my mind (Ah-ah) 

You’ve heard this song, and I bet 
you did the ‘ah-ah’ in your head.  
Great song.

It has been easy to fi nd things to 
worry about in real estate over 
the last few years, and the latest 
numbers on existing sales didn’t 
help.  Mortgage rates remain 
high, transaction volumes are low, 
aff ordability is diffi  cult, and Phoenix 
has been digesting a tremendous 
amount of new apartment supply. 
But there are at least two things 
going on right now that deserve 
some attention on the other side of 
the ledger, and I’d argue they are 
a big deal, and more importantly - 
leading indicators.  

The fi rst is demand.

As of September 16, the Atlanta 
Fed’s GDPNow model estimates 
third-quarter real GDP growth at a 
5.1% annual rate. That is a nowcast, 
not an offi  cial GDP number, and 

it will change as additional data 
arrive. Still, 5.1% is an unusually 
strong number this late in the 
quarter.

For real estate, GDP itself is less 
important than what sits underneath 
it. People pay rent and mortgages 
with income, and income generally 
starts with a job.

Phoenix continues to add jobs, 
although at a much more modest 
pace than during the post-
pandemic boom. BLS data show 
Phoenix metro payroll employment 
up about 1.2% from a year ago as 
of July, representing roughly 30,000 
additional jobs. Population continues 
to grow as well. The University of 
Arizona currently projects Phoenix 
MSA population growth of about 
1.5% in 2026. The latest Census 
estimates show Maricopa and Pinal 
counties together added roughly 
59,000 people between July 2024 
and July 2025.

None of those numbers makes 
mortgage rates lower or houses 
more aff ordable. But they matter. 
There are plenty of variables 
aff ecting housing demand, 
but employment, income and 
population are pretty close to the 
foundation. More people with jobs 
and income generally means more 
households needing somewhere to 
live.

The second positive is supply.

Phoenix we’ve built a lot of 
apartments. More accurately, 
developers made decisions 
several years ago to build a lot of 
apartments, and many of those 
units subsequently arrived at roughly 
the same time. We have spent 
the last few years working through 
that supply. And there is increasing 
evidence that we are getting 
through the worst of it.

According to Cushman & 
Wakefi eld, Phoenix absorbed 
12,741 apartment units during 
the fi rst half of 2026, the strongest 
fi rst-half absorption the fi rm has 
recorded since at least 2000. All 
15 Phoenix submarkets recorded 
positive absorption. Vacancy 
declined 100 basis points from a 
year earlier to 11.6%.

Northmarq tells essentially the 
same story using slightly diff erent 
measurements. It recorded more 
than 12,400 units of absorption 
during the fi rst half of 2026 against 
fewer than 6,700 units delivered. 
Meanwhile, the number of 
apartments under construction has 
declined in seven of the past eight 
quarters and is now at its lowest 
level since early 2021.

That does not mean the apartment 
problem is over. And apartments 
matter to SFR because both are 
housing, and people have options. 
Vacancy remains high and rents are 
still under pressure.  But the direction 
has changed. Demand is absorbing 
units faster than developers are 
delivering them, while the pipeline 
behind those deliveries is shrinking.

Those two things fi t together. The 
underlying economy continues 
to create households capable of 
consuming housing at the same 
time that the extraordinary Phoenix 
apartment construction cycle is 
winding down.

Real estate still has plenty of 
headwinds. But demand did not 
disappear, and the supply wave 
does not last forever. We’re still 
standin’, possibly better than we 
ever did.  Lookin’ like a true survivor, 
and optimistic for what’s next.    

AZREIA ADVANTAGE: FINANCING PROFESSIONAL
Still Standing

Andrew Bang
Boomerang Capital Partners

2152 S. Vineyard #105
Mesa, AZ 85210

Offi ce: 480.779.9779
www. boomerangcapital.com

http://www.boomerangcapital.com
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http://www.whhouses.com
http://www.rentperfect.com
http://www.nreia.arcanainsurancehub.com
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Short-term rental investors often 
run into a fi nancing gap that 
traditional rental buyers don’t: 
banks typically want to see 
proof of a property’s rental 
income, or a lease already in 
place, before they’ll fi nance it 
— something a new short-term 
rental doesn’t have on day 
one. That’s why most successful 
STR investors use fi nancing built 
around how these properties 
are acquired, prepared, and 
start generating income, rather 
than a single loan meant for a 
traditional long-term rental.

How the Financing Actually 
Works

Most successful short-term rental 
investors don’t use one loan 
for the life of the property — 
they use two, in sequence. A 
short-term bridge or fi x-and-fl ip 
loan is typically the right tool 
to acquire and prepare the 
property early on, and speed 
matters here: closing quickly 
can be the diff erence between 
winning a strong STR property 
and losing it to another investor. 

Through CF Advantage, that 
can mean up to 92.5% loan-to-
cost — including up to 90% of 
the purchase price and 100% of 
the rehab budget — with terms 
possible as quickly as the same 
day.

Once the property is guest-
ready and generating revenue, 
the smarter long-term move is 
refi nancing out of that short-
term loan. This is standard 
practice for STR owners — 
moving from the initial bridge 
loan into a longer-term 
option once the property has 
established a track record, 
which typically unlocks better 
terms than staying on short-term 
fi nancing. At Capital Fund 1, 
that long-term option is a DSCR 
loan: fi nancing based on the 
property’s income rather than 
the owner’s personal fi nancials.

Where DSCR Fits into the Real 
Business

“Short-term rental investors get 
into trouble when they treat 
their bridge loan as the fi nish 
line instead of the fi rst step,” 
said Scott Shipp, VP of DSCR 
Lending at Capital Fund 1. “The 
real business gets built at the 
refi nance — once you’ve got 
performance history, a DSCR 
loan lets that income qualify 
the property on its own, so your 
portfolio can keep growing 

instead of getting stuck 
waiting on your personal debt-
to-income.”

Capital Fund 1’s DSCR loans 
off er fi nancing up to 80% loan-
to-value, with 30-year fi xed and 
adjustable-rate options, and 
qualifi cation available with a 
ratio as low as 1.0 — giving STR 
owners a path to lock in long-
term, predictable fi nancing 
once the property is performing.

The Takeaway

Whether you’re acquiring 
your fi rst short-term rental or 
refi nancing one that’s already 
producing, the diff erence 
between hype and a real 
business is having fi nancing built 
for each stage — not a single 
loan stretched to do a job it 
wasn’t designed for. Our team 
can walk you through which 
program fi ts where you are: 
bridge, construction, or DSCR.

To talk through fi nancing for 
your next short-term rental — or 
a refi nance into DSCR — visit 
http://www.CapitalFund1.com 

Program availability, rates, leverage, 

loan amounts, timelines, and borrower 

eligibility are subject to underwriting 

and may change. Contact our team 

for current guidelines for your property 

and loan program.

Financing That Matches How STRs Actually Work

Jakob Fuhriman
Vice President, Origination

480-542-8692
jakob@capitalfund1.com

14555 N. Scottsdale Rd
Suite 200

Scottsdale, AZ 85254
by

Jakob
Fuhriman

AZREIA ADVANTAGE: HARD MONEY LENDING EXPERTS

http://www.capitalfund1.com


Real Estate
Use your own IRA funds to purchase real
estate, generating rental income and
appreciation within your IRA.

Private Lending
Your IRA can lend money to individuals or
entities, typically secured by real estate, and
earn interest on the loan within your
retirement account.

Private Funds
Invest in multifamily syndications and private
funds using your retirement account.

BUYING
REAL ESTATE
WITH YOUR IRA
Did you know that your IRA or 401(k) can invest in
real estate? It’s true! There are currently 38 trillion
dollars in U.S. retirement accounts—making it one of
the most untapped resources of investable wealth to
invest in real estate.

IRAs can own rental properties, fund real estate deals,
private lend, and so much more. Schedule a Call with
Directed IRA (based in Phoenix) and we’ll walk you
through setting up an account and how to get started!

*Directed IRA is a Tradename of Directed Trust Company. Directed Trust
Company performs the duties of a directed custodian, and as such does not
provide due diligence to third parties on prospective investments, platforms,
sponsors or service providers and does not sell investments or provide
investment, legal, or tax advice. Learn More @ directedira.com

What is a Self-Directed IRA?
A self-directed IRA is an IRA that can invest into any
investment allowed by law. Real estate is the most common
investment for self-directed IRAs. This includes rentals, flips,
lending, multifamily, syndications and private funds.

USE YOUR IRA OR 401K TO
INVEST IN WHAT YOU KNOW

SCAN &
SAVE
$150
USE CODE AZREIA150

(AZREIA MEMBERS ONLY)Funding Your First Deal
The Directed IRA team has helped 20,000+ investors set up
self-directed IRA accounts with over $1.8B in assets under
custody. Everyone has unique goals and circumstances—our
experienced team is ready to answer your questions and help
you get the ball rolling.

BOOK A CALL W/ DIRECTED IRA

700+ 5 Star Reviews on Google

AS SEEN ON:

OPEN AN ACCOUNT
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AZREIA ADVANTAGE: MONTHLY MEETINGS

AZREIA Phoenix Meeting
Tuesday, October 13
In-Person & On-Line
Doors open at 5:15 pm
Venue 8600
8600 E Anderson Dr
Scottsdale, AZ 85255

AZREIA Tucson Meeting
Wednesday, October 14
In-Person 
6:00 pm
Keller Williams Building
1730 E River Rd #200
Tucson, AZ 85718

Phoenix Real Estate Club
Tuesday, October 27
In-Person 
6:00 pm
AZREIA Offi ce 
4527 N 16th Street #105

Phoenix, AZ 85016

Join us this month for two AZREIA meetings 
designed to help Arizona real estate investors 
explore the opportunities available in short-term 
rental investing. Jeremy Holden, AZREIA Short-Term 
Rental Subgroup Leader and Phoenix STR operator, 
will take you beyond the hype and into what 
the business actually looks like. Jeremy will teach 
you how to identify Arizona submarkets with real 
demand and uncover the setup and operating 
costs that are often overlooked. He’ll also break 
down what it takes to get a property guest-ready 
and manage it once bookings begin. You’ll leave 
with a practical understanding of the STR business 
and whether it could be the right strategy for your 
next property.

The Phoenix meeting also features the Market 
Update and Trends presentation with Tina Tamboer, 
Senior Housing Analyst at The Cromford Report. 
Tucson attendees will receive a local market 
update from Patrick Allen. Add in real-world insight 
from experienced STR operators, networking with 
fellow investors, our Business Associate Trade Show 
in Phoenix, Haves & Wants, and opportunities to 
grow your real estate team, and you’ll see why 
AZREIA meetings continue to be Arizona’s premier 
destination for real estate investors.

Phoenix Meeting – Beyond the Airbnb Hype: 
The Real Business Airbnb Rentals

Join AZREIA for a practical look at what it really 
takes to operate a successful short-term rental. 
Jeremy Holden, AZREIA Short-Term Rental 
Subgroup Leader and Phoenix STR operator, will 
take you beyond the revenue projections and 
show you how the business actually works. Learn 
how to evaluate Arizona STR markets, account for 
setup and operating costs, get a property guest-

ready, and understand what it takes to manage 
one once the bookings begin. 

You’ll walk away with:

• How to identify Arizona STR submarkets with real 
demand

• A better understanding of setup and operating 
costs

• What separates a fi ve-star operation from one 
that struggles

• What to check for with regulations, HOAs, and 
licensing before you buy

• Practical insight into whether a short-term, mid-
term, or long-term rental strategy fi ts your next 
property

Tucson Meeting –Beyond the Airbnb Hype

Join us in Tucson for food, networking, and an 
intimate presentation with Jeremy Holden, AZREIA 
Short-Term Rental Subgroup Leader and Phoenix 
STR operator. Jeremy will take you beyond the hype 
and share what it really takes to run a successful 
short-term rental—from evaluating Arizona markets 
and understanding the costs involved to getting 
a property guest-ready and managing it once 
bookings begin. Come connect, ask questions, and 
gain practical insight into whether a short-term, mid-
term, or long-term rental strategy could be the right 
fi t for your next investment.

Phoenix Real Estate Club 

This is some of the best real estate networking 
anywhere! Meet face-to-face with other investors 
to fi nd what your real estate investing business 
needs! Haves & Wants, structured networking 
activities, market discussion, and Member Deals.
It all still happens!



The AZREIA Advantage	 www.azreia.org	 15

Check www.azreia.org for the current schedule.
AZREIA ADVANTAGE: CALENDAR OF EVENTS

Q:	I am going through an eviciton and the tenant 
turned in keys.  Can I proceed with eh eviction.

A:	  It depends on where you are in the process.  If 
the keys are turned in before the case is filed 
in court, then you must dismiss. Sometimes, this 
means you may even need to check with the 
court the exact time that the process server filed 
the case. If the tenant turns in keys before the 
case is filed, the case must be dismissed. 

AFTER the case is filed, then you can proceed to a 
judgment, even if the tenant turns in keys. Often times, 
we get calls from clients the day before court, letting 
us know that the tenant turned in keys because they 
think they can do so to avoid a judgment. This is not 
true - as long as the case was filed in court, it doesn’t 
matter if the keys are later turned in. You can proceed 
and obtain a judgment.

– Mark B. Zinman, Attorney, Zona Law Group, P.C.

SPEAKINGSPEAKING
LEGALLY
SPEAKINGSPEAKING

Information contained in this article is for informational purposes only and should not be considered legal advice.
You should always contact an attorney for legal advice and not rely on information published here.

http://www.azreia.org/calendar


AZREIA MONTHLY MEETINGS AT A GLANCE

October 13, Phoenix Meeting
• Phoenix Market Update & Market Trends with Tina Tamboer Phoenix Market Update & Market Trends with Tina Tamboer 

The Market Update and Trends presentation features insights from Tina Tamboer, Senior Housing Analyst at The Cromford 
Report, delivering trusted, data-driven analysis of Arizona’s real estate market. This timely update provides investors with the 
clarity and confi dence needed to make informed decisions, adapt to changing conditions, and stay competitive in today’s 
market. Don’t miss the opportunity to learn from one of Arizona’s most respected housing analysts.

• Phoenix Main Meeting: Beyond the Airbnb Hype: The Real Business of Airbnb Rentals Short-term rentals can look like an 
easy way to generate passive income, but there’s a real business behind every successful property. Jeremy Holden, AZREIA 
Short-Term Rental Subgroup Leader and Phoenix STR operator, will break down what the business actually looks like, from 
identifying Arizona submarkets with real demand and understanding the costs most projections leave out to getting a 
property guest-ready and managing it once bookings begin. Then, a live panel of three working STR operators will answer 
the questions you only ask people who have actually done it. Learn what separates a fi ve-star operation from one that 
struggles, what to know about regulations and HOAs, and how to determine whether short-term, mid-term, or long-term 
renting makes the most sense for your next property.

• Networking & Trade Show Join for investor-to-investor networking and an expo of our local investor-friendly Business 
Associates to help build your team and do more deals!

October 14, Tucson Meeting
• Tucson Market Update with Patrick Allen Tucson Market Update, sharing current market trends, investment opportunities,and 

local insights from the Tucson real estate market. Investors will gain valuable perspective on market conditions, emerging 
opportunities, and factors impacting Southern Arizona real estate.

• Tucson Main Meeting: Beyond the Airbnb Hype: The Real Business of Airbnb Rentals Join us for food, networking, and an 
intimate look at the real business behind short-term rentals with Jeremy Holden, AZREIA Short-Term Rental Subgroup Leader 
and Phoenix STR operator. Jeremy will break down what investors should consider before jumping into the STR market—from 
identifying Arizona submarkets with real demand and understanding overlooked set-up and operating costs to getting 
a property guest-ready and managing it once bookings begin. You’ll  have the opportunity to ask questions about what 
works, what doesn’t, and what was learned along the way. Come connect, ask questions, and gain practical insight into 
whether a short-term, mid-term, or long-term rental strategy could be the right fi t for your next investment.

• Haves & Wants Power Networking & Deal Sharing: Come prepared to listen, learn, and share..
October 27, Phoenix Real Estate Club
• This is some of the best real estate networking anywhere! Meet face-to-face with other investors to fi nd what your real estate 

investing business needs! Haves & Wants, structured networking activities, market discussion, and Member Deals.

http://www.azreia.org/show






