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​Matching Property Types to

Investment Goals
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[image: ]f you can’t explain why one property type fits your goals better than another, you’ll keep paying for mistakes in the form of slow leasing, surprise repairs, and financing terms you can’t control. Office, retail, in- dustrial, and multifamily can all “look good” on paper, but they behave

differently when demand softens, tenants renegotiate, and costs rise.

The problem this chapter solves is simple: you need a repeatable way to match your goals to property types and to the specific markets where those property types perform. After this chapter, you’ll use practical fil- ters to narrow your search, score markets with a clear method, and avoid drifting toward whatever listing has the flashiest photos.

Start with a hard question: what do you want your investment to do for you in real life? Some investors want steady rent and fewer surprises. Others want upside through value-add. Some need a short path to cash flow; others can wait through renovation and leasing.

Different property types answer different questions. Industrial often rewards locations near logistics routes and strong access to labor and highways. Retail can depend heavily on foot traffic, tenant mix, and lo- cal spending. Office can reward specific building characteristics and ten- ant demand that supports longer-term leases.

Multifamily can reward household formation, job growth, and the operator’s ability to keep units rentable.



| 1 |

Markets also change the game. Two cities can have similar average rents, but one might have strong demand for a specific use (like small industrial bays or mid-size apartment units) and the other might have oversupply or weak household growth. Your job is to choose the right mix of property type and market so your assumptions line up with how the asset will actually perform.

To make that matching process usable, you’ll build a score you can repeat: the CRE Matchmaker Scorecard. You’ll use it to filter property types and then rank markets for the one you choose.

The CRE Matchmaker Scorecard turns “gut feel” into a set of checks you can run on every deal and every market. You will score each option against your goals; then you will only spend time underwriting the win- ners.

Scoring Structure

Use this structure to keep the scoring grounded in decisions you can make:

	Write down what you need from the investment, then convert it into constraints. Example: if you need cash flow, set a minimum target for rent coverage (for example, “my net operating income must support debt after normal expenses”). If you want growth, set a required pathway (for example, “I can raise rents by fixing unit turns and reducing vacancy”). This step prevents you from choosing a property type that conflicts with your reality.

	Each property type has a typical pattern. Office often depends on tenant demand for space quality and location. Retail depends on tenant mix and local consumer spending. Industrial often de- pends on usable warehouse layout, access, and leasing velocity. Multifamily depends on tenant retention, unit condition, and rent-ready demand. You score these based on how comfortable
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you feel managing the key driver (leasing, renovations, tenant turnover, or expense control).


	Instead of chasing headlines, you check whether the market supports the property type you selected. For industrial, you look for consistent job clusters, transportation access, and a pattern of leasing demand for comparable sizes. For multifamily, you look at household formation pressures, rent trends by unit size, and evi- dence that units stay occupied. For retail, you look at the health of nearby tenant categories and whether vacancies fill without long delays. For office, you look at the type of office demand that ac- tually exists in that submarket and whether competing buildings match what tenants want.

	Your score matters, but so does your underwriting confidence. Choose the market where your leasing assumptions require less heroic thinking. If you can’t explain how you’ll lease or re-lease within a reasonable timeline, you don’t have a “good deal” - you have a guess.



Here’s how this looks with Tanya, 32, who moved from stocks to commercial real estate and wants to stop relying on listings that “feel right.” She tells herself she needs dependable cash flow and a clear path to reduce vacancy risk. She also knows she won’t manage multiple pro- jects at once, so she avoids heavy renovation strategies.

Tanya runs the CRE Matchmaker Scorecard across the four main property types using her goal profile. She gives higher scores to the types where tenant demand and unit readiness matter more than major cap- ital upgrades. Then she narrows to two markets that she can research quickly: one with strong employment clusters and one with strong pop- ulation and household growth. She does not pick the market with the most listings; she picks the market where her leasing assumptions fit the property type’s real demand pattern.

To score markets, she uses a practical method: she pulls comparable listings and recent leasing references for the same general asset class,






checks the rent levels for similar sizes, and confirms whether vacancies in that submarket tend to clear within a normal leasing cycle. She also checks whether the market’s competition looks similar to what she would buy (newer competing product versus outdated product) be- cause that changes how tenants choose.
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​Realistic Workflow for Property

Market Selection

––––––––
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[image: ]ow you’ll walk through a realistic workflow that Tanya uses to land on a property type and the right markets. This process takes

a weekend if you keep it tight and use repeatable inputs.




Assumptions Tanya Starts With:

• Goal: dependable cash flow first, growth second

• Constraint: she avoids deals that require major structural reno- vations before leasing

• Time horizon: she wants to see proof within the first year after acquisition




She chooses to score three markets for one property type at a time. She starts with multifamily because she can control turn costs and she understands residential demand better than office leasing.




Steps in the Process:

1.   Tanya chooses multifamily because her work style fits ongoing unit readiness, not major repositioning. She writes down the key driver she can manage: keeping units rentable and turnover costs controlled.
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2.   She sets a simple target: her projected net operating income must cover debt service after normal expenses. She does not need complicated formulas yet; she just needs a reason to reject markets quickly if rents don’t support the payment.

3.   Tanya picks three markets that meet the same baseline: she can find rental comps for similar unit types, she can locate compara- ble multifamily properties with reliable occupancy, and she can verify basic demand (job presence, household growth, and tenant retention indicators). She does not pick markets based on “best city” lists.

4.   She scores categories like these (keep them consistent across markets):




◦ Rent support for her unit mix (does the market support the rents she needs?)

◦ Leasing and re-leasing friction (does it usually take long to fill units?)

◦ Expense pressure (does insurance, taxes, and utilities look manageable?)

◦ Competition profile (are comparable buildings similar in age and condition?)

◦ Tenant stability signals (does occupancy tend to hold up over time?)




She writes down evidence for each score, even if it’s brief. If she can’t find anything to support a score, she lowers it.

5.   Tanya sets rejection thresholds. For example: if a market forces her to underwrite vacancy that feels too optimistic compared to what comparable properties show, she rejects it. If she can’t justify rent levels for her target unit sizes without ignoring competition, she rejects it.

6.   She takes the top two markets and looks for assets with the right unit mix and manageable capex needs. She also checks








whether the property’s location supports tenant demand (near jobs, transit, shopping that matches the tenant profile). She does not accept “great area” as an answer; she checks how tenants actu- ally live there.

7.   Tanya picks the market where her assumptions require the least stretch. She writes one page of notes: property type match, market demand match, and her control levers (unit turns, ex- pense control, leasing execution).




She ends with one property type and one or two top markets.

She eliminates markets where her cash flow rule fails because rent support doesn’t exist for her unit mix.

She avoids spending weeks underwriting deals in markets where competition looks too strong or where leasing friction will likely crush returns.




Key Takeaways:

• Choose one property type first, then score markets for that type.

• Write a cash flow fit rule before you look at listings.

• Score markets with consistent categories and record evidence for each score.

• Set “nope lines” based on vacancy and rent assumptions you can defend.

• Confirm the top market by checking unit mix, competition pro- file, and location demand - not just headlines.




If Tanya follows this, she spends less time chasing deals that look promising but don’t match her goals. She also builds a repeatable deci- sion process she can reuse when she moves to office, retail, or industrial later.
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​Investment Strategies and

Market Evaluation
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[image: ]ven strong investors make predictable errors when they match goals to property types and markets. You can avoid most of them with


tighter filters.

If you choose multifamily but you evaluate markets like an office in- vestor, you’ll misread demand. For example, you might focus on “walk- ability” and ignore unit competition and turnover patterns.

Score each market using the demand driver that matches the prop- erty type you picked (for multifamily, focus on rent-ready supply, occu- pancy behavior, and tenant stability signals).


Score markets using a generic “best city for real estate” lens.


Some deals look great because the seller frames renovations as op- tional. In practice, you still need units rent-ready, and repairs still hit your budget. If you rely on “we’ll fix it later,” you can blow up your cash flow rule.

Match your goal profile to your repair tolerance. If you avoid heavy repositioning, reduce your acceptable capex and reject deals where ma- jor systems or widespread interior issues likely require immediate spend- ing.

Underwrite a deal assuming repairs vanish, then act surprised when vacancy rises during rehab.
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Two markets can share a city name but behave differently by neigh- borhood or corridor. Retail and office especially shift by submarket be- cause tenant demand concentrates.

Multifamily and industrial also differ based on access and competing supply.

Narrow your market filter to the submarket where comparable assets actually compete. Use the same radius and the same tenant pool logic you’ll use for
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