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Andrew Rosivach: 00:00: …excited to speak to Aimco this morning and this 
a�ernoon.  Super excited to have Wes Powell, President and CEO of Aimco.  Mr. 
Powell joined Aimco in 2004 and has been serving as Chief Execu�ve since 
December 2020.  Aimco is a really interes�ng strategy and I’m looking forward to 
talking about it with Wes.  They focus on value add, opportunis�c, [and] 
alterna�ve investments in mul�-family.  They’ve got 26 opera�ng communi�es 
with 5,600 apartment homes.  In addi�on to a commercial office but also 
residen�al development opportuni�es.  Before we start, if you have a ques�on, 
feel free to write it in to the ques�ons box at any �me, and we will try to ask them 
at the end.  But Wes, what I thought would be great, and this is actually a big help 
for me too, is to start with the origins, your communi�es [which] spun from Aimco 
in 2020, maybe you could talk about the original goal of the transac�on and how 
different assets were chosen between the two companies. 
 
Wes Powell: 01:29: Sure, and Andrew thanks for having me, it’s great to be here 
and I always love to tell the Aimco story.  You’re right, we’re for many people, you 
know, Aimco has been around a long �me.  We’ve been a public company for 
almost 30 years, but in many ways we were reborn a couple of years ago.  And I 
think the origins of the spin-off, it was really investor driven and we had two 
business lines within the old Aimco, and in some ways they were very 
complimentary, but in some ways they were evaluated on different metrics which 
gave rise to a conflict.  On one hand we had a growing development business that 
was performing well but making, you know, two, three, four year investments that 
were going to be measured over �me and really around growth and NAV.  Then 
we had the bulk of the company [which] was stabilized apartment proper�es that 
were evaluated quarterly on FFO.  And we had certain investors that said ramp up 
your development business, we love what you’re doing, but it needs to be a 
bigger propor�on of your overall asset base to move the needle.  We had other 
investors that said don’t do the development stuff because it’s dilu�ng our short 
term FFO numbers.  And so, out of that conflict, we thought there was an 
opportunity to create a pure-play mul�-family investment vehicle which is now 
AIR Communi�es, and take Aimco and posi�on it as more of a value add vehicle, 
again focused on a balance between a larger propor�on of our alloca�on towards 
value add, and the rest towards stabilized property.  And there was a part two to 
that, which was, which assets went where, and I think it really followed those 
alloca�ons.  So again, everything that was stable and cash flowing for the most 
part went to AIR.  At Aimco, we took over the ac�ve development projects, we 
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had a small pipeline of future development opportuni�es, but we also wanted to 
make sure business was set up for success and so we le� about 6,000 stabilized 
proper�es within the por�olio.  So that was the way we allocated it.  
 
Andrew: 04:01: So I’m curious, what would you think of, I say as a comp, but that’s 
not really a good way of pu�ng it, you know, is there a previous story, if you will, 
that could, in commercial real estate, that you think is analogous to what you’re 
trying to do?  When I sent over ques�ons to you I kind of thought of Howard 
Hughes as an example, but I leave it to you if you’d have some ideas.  
 
Wes: 04:28: Yeah, I think it’s a great ques�on because I think a lot of people today 
want to, you know, put us in a box and that is one of the challenges is we don’t fit 
squarely into a comparable set.  But I think, Howard Hughes is not at all a bad 
example, I think in the context that they’re making longer investments, they have 
some, you know, a handful of strategic bets that they’re going to unlock value 
through over a longer period of �me; I think that’s analogous.  I think surely not a 
comp today but if you think about how Prologis grew their business, again, in 
development but also in bringing capital in from outside the public markets, 
people might think about them.  And of course, in the private markets there are a 
number of relevant examples be-it Hines or Related, but businesses that are ac�ve 
in value add, opportunis�c inves�ng but also have an alloca�on to a stable and 
steady cash flow that provides a ballast against those ac�vi�es.  
 
Andrew: 05:37: So I, and I apologize since I, you know, I’m ge�ng up to speed on 
your story, too.  Do you feel like joint ventures are a big part of how this business 
model could play out? 
 
Wes: 05:49: I think so.  Surely for now, obviously, where our stock is trading today, 
accessing the public markets isn’t a source of new capital.  We did announce last 
year a programma�c venture with Alaska Permanent Fund, and so as we look to 
capitalize new development opportuni�es we’ll do that through a mix of recycled 
AIV capital but also bring in construc�on debt and JV equity, which we think is the 
right balance both to reduce the rela�ve exposure in those investments but also 
finance it in a way that makes sense and then allocate AIV capital to those places 
were we get the highest risk adjusted return.  
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Andrew: 06:34: Alright, so now I was going to shi� to the actual por�olio.  Maybe 
if we go through the components of the company today.  First down the middle, 
you have 21 stabilized proper�es, 5,600 units in a small number of markets, one 
of them you’re actually planning to exit.  But maybe if you could talk through the 
outlook for these different markets.  And, by the way, just as an Aimco 
commercial, just last week they did a terrific presenta�on that walks through a 
number of the topics we’ll be hi�ng today.  But over to you, Wes. 
 
Wes: 07:16: Great, thank you Andrew.  Yeah, the stabilized por�olio is primarily – 
it’s all apartment homes, it’s primarily ‘B’ in terms of price point and asset class; 
average rents are about $2,100 a month, a very good customer base rent to 
income is below 20%, and as you said Andrew, concentrated in really four markets 
which would be suburban Boston, New York, south Florida and suburban Chicago.  
I think we exited last year Seatle.  We sold proper�es in the first half of last year 
at what I thought was good pricing out of Seatle, and out of our largest property 
in California and I think we’ve made a commitment to exit the California market 
and the west coast markets over �me.  I think suburban Chicago is probably a 
market we will lighten our alloca�on to and probably exit over �me, but again, 
that por�olio for us is really a ballast to provide stability against our value add 
development ac�vi�es.  So, we think it’s nicely diversified today but our goal is, of 
course, to op�mize it and make sure we’ve got money to work where we think 
regula�on’s low, where we think long term rent growth is highest and we can 
achieve the best returns we can for that alloca�on of capital.   
 
Andrew: 08:47: So, a big ques�on that I get on mul�-family, some markets, not in 
others, is supply.  And if you look at your footprint, do you see if that’s any reason 
for cau�on in any par�cular markets? 
 
Wes: 09:04: You know, I think supply is always a reason for cau�on and I think, but 
it always helps to think about it, you know, first at the macro and then down into 
the submarket then of course down to the individual property and neighborhood 
level.  You know, the broad macro view, housing looks like a prety good place to 
put your money, I think there are certainly pockets where building has ramped up 
over the years.  I think it’s been slowing down as rates have gone up and there’s 
addi�onal barriers to new starts but long term supply has not kept up with 
demand.  In individual markets that have been hot, Sunbelt and elsewhere, you 
know, there will be increased supply, and for Aimco that’s where we really drill in 
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and look at individual loca�ons.  So, we, just as a very early screening mechanism, 
prefer markets that are truly high-barrier to entry and that doesn’t just mean 
they’re expensive but where there’s less chance that’s there is compe��ve new 
supply over �me.  So, I think if you look at our stabilized por�olio, those are 
primarily suburban assets.  I think, and their price point puts them a litle bit 
outside of the risk of new supply that will deliver at the higher end.  And in our 
development por�olio, I think I would ask people to look at the individual 
loca�ons and the quality of those projects and future sites to say that we think 
they have a litle bit of a moat, if you will, to stave off the impacts of new supply.  
Of course it’s not that we’re immune, but on the margin I think that waterfront 
property in Miami is going to do beter no mater the cycle than something that’s 
a litle more commodity.  
 
Andrew: 10:58: So, I was actually going to ask you about your price point.  Do you 
feel like the B’s insulate you?  There’s some debate in the market on that, you 
know, something that kind of helps you for a while then the A’s drop in rate, but it 
be great to know your view. 
 
Wes: 11:15: Yeah, I think, you know, I think it’s a ques�on about where the B’s are 
and what they are, but generally they do perform a litle beter over �me.  I think 
if you look back, and Green Street’s done some good research on this, I think 
they’re shown to have a litle bit more resilience in down turns as people look at 
their pocketbooks and decide where they want, you know, give up on the 
expenses and generally B product has done a litle bit beter.  There’s no doubt, of 
course, there’s a trickle-down effect.  And if B’s, or A’s come down enough they 
will encroach on B’s and even C’s.  
 
Andrew: 11:58: So, then I wanted to talk with you about more exci�ng stuff which 
is the value crea�on.  So, you got 1,300 units that are under development or 
redevelopment, $618M costs, which rela�ve to the size of the company is a very 
large development pipeline.  Maybe you could talk about the value crea�on that 
you think would be able to produce, you know, some proper�es, all that good 
stuff. 
 
Wes: 12:30: Yeah, happy to touch on the ac�ve projects.  I think that’s right, the 
incremental investment is about $618M.  Of course we have land and value to add 
in there and exis�ng basis so on the whole it’s about $800, maybe a litle north of 
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$800M current book of business on the development front.  And we expect when 
those proper�es are stabilized they’ll produce somewhere around $55M of NOI, 
so the quick math there is somewhere around 6.8% NOI yield on cost, which 
seems prety good even in a higher interest rate market.  I think that what’s really 
emblema�c is that there’s this balancing effect and when we go to underwrite 
proper�es, again, we’ve had the benefit of picking the right loca�ons, picking 
markets that have had very strong rent growth and again, without the impacts of 
direct compe��ve supply that have allowed out-performance on the rent side to 
overcome, for the most part, any detriment to higher cap rates.  So we feel great 
about that pipeline.  We’ve got one project, which is a massive renova�on of an 
exis�ng building in Miami’s Edgewater neighborhood right on Biscayne Bay, really 
great bones in that project.  But, average unit size is about 1,400 square feet, 
really large balconies.  That won’t be fully completed here for another month or 
so but we’re 75% leased and demand has been very strong and pricing has been 
very strong so that’s going great.  In Washington D.C., in upper northwest D.C., 
part of the old Fannie Mae headquarters, we will deliver at the end of this year 
our first units in a 680-unit project, and again, it’s a submarket that’s seen 
tremendous rent growth.  We feel good about where it’s posi�oned and how that 
one going to come to market.  That also had a hundred thousand square feet of 
commercial space with it, which in the depths of Covid, a litle anxious about, but 
again, happy to report there that we’re more than 80% leased on that commercial 
space so those are all falling into place nicely.  
 
Andrew: 15:01: By the way, I’m sorry I moved out the markets.  I did want to ask 
you, and I’m going out of order everyone, sorry.  New York. 
 
Wes: 15:10: Yeah. 
 
Andrew: 15:12: Given the 421-a expira�on, I don’t want to lead the witness, but it 
looks like it’ll be a reasonably atrac�ve market for a while, but we need to get 
your views. 
 
Wes: 15:26: I think that’s right.  I think, you know, New York’s obviously been an 
interes�ng market for a long �me.  We’ve been inves�ng there for many, many 
years.  We’ve got a por�olio that is a few kind of elevator buildings but also a fair 
number of high quality, recently renovated – and I’d say recently in the last 5-7 
years – walk-up buildings on the upper East side.  And we feel good about those 
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assets over the, I’d say short and medium term, a longer term, of course, in New 
York there’s a heightened risk of regulatory interven�on.  But so long as it’s very 
hard for people to build because they don’t get a tax abatement they used to 
enjoy, that only helps. 
 
Andrew: 16:18: And then, and then, you touched on the office in your 
development pipeline and you also have some office in your stabilized por�olio, 
which would tend to terrify me, but the opera�ng por�olio is in Miami, which as I 
understand it, if you’re going to have office you’d rather have it there than 
anywhere else. 
 
Wes: 16:42: That is true.  And I would also ask you and others listening to think 
about that not as an inten�onal alloca�on to office, but really as covered land.  
And so, that property sits immediately adjacent to an apartment building we own.  
Together they represent about a four acre – more than four acre – site directly on 
Biscayne Bay in Brickell and it’s a block north of where Citadel is planning their 
new corporate headquarters.  And so, over �me, that site will be ripe for 
redevelopment and the current zoning will allow for more than three �mes the 
density that’s on the site today.  So, while we’re completely thrilled that the office 
market is going gangbusters in Miami, and it is, long term it’s likely that the value 
of that land is worth more than the value of the current cash flows, in fact, that 
�me is probably upon us now. 
 
Andrew: 17:48: And how would you be able to mone�ze that…do you have to wait 
for leases to roll and stuff like that? 
 
Wes: 17:55: Yeah, so we’ve been, again, when we did the ini�al deal, this was the 
long term strategy, so we’ve been leasing on office spaces on short cycle leases, 
no more than four years, and also incorpora�ng redevelopment and construc�on 
clauses.  Obviously, our apartment leasing is on shorter dura�on, but a project of 
that size and magnitude, which is poten�ally three million square feet will take a 
number of years just to get through planning and final approvals so we’ve got 
enough runway there to plan our way in ge�ng access to the dirt.   
 
Andrew: 18:36: Is that in your, is the next place I was going to go, was your 
planned projects.  Is that in the planned project bucket?  
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Wes: 18:46: It is, it is.  It’s included in there.  And it’s not in the near term starts, 
but perhaps the midterm.  But it’s included in that, and I think what you’ll see 
across all of those pipeline projects is they have some common elements for the 
most part, which is, they are fairly large scale opportuni�es in great loca�ons and 
they have the opportunity for phased development over �me which is something 
we like a lot because a) it’s almost a pipeline within a pipeline, but then there’s a 
great risk mi�gator as you can beter understand costs and pricing and can move 
on to the next phase.  And of course, we have not just the op�on but it’s likely as 
we go through the planning process, we will make incremental decisions on each 
of those pipeline projects at various points in �me, so it may be the best risk 
adjusted decision to mone�ze or sell a piece of property when we get through the 
en�tlement stage and reinvest those proceeds elsewhere, or it may make sense to 
move forward to the build ver�cal stage.  
 
Andrew: 20:03: So, yes, that’s a great segway to what I think is really exci�ng is 
those planned projects; 6,500 units, 1.7 million square feet of commercial, most 
of it in southeast Florida, which is, on our tracking is the best urban market in the 
country right now.  Can you give a sense of the poten�al value crea�on there, and 
then also, I think, any poten�al on the �ming?  I know some are listed as a 
poten�al 2024 start date. 
 
Wes: 20:36: Sure.  Yup I think, just to spend half a second on the loca�ons which 
are as you said about 80% in south Florida, you know, I’d encourage everybody to 
take a look at our investor presenta�on and, the specific quality of those 
loca�ons, which all again have unique atributes, but they’re really some of the 
best development opportuni�es in the region.  In terms of value crea�on 
poten�al, you know, it’s about a $5B pipeline in total to get to it all, and I think, so 
the value crea�on can be quite high over �me, but I’d also say there’s a lot of 
value today in the land and in our ability to either mone�ze or advance those 
projects.  I think as we look forward in terms of �ming, what we’ve said is, and I 
think we’ve outlined in our materials kind of an earliest start date, but I’d go back 
to my comment which was we look at everything on a staged basis and 
underwrite each of these deals almost completely anew as we get to various 
incremental capital decisions.  And so, just because it is ready to start in early ’24, 
we’re going to take a look where the market is, what our alterna�ve uses for 
capital are and make that decision as we get close to that point in �me.  But a 
litle bit longer term horizon is we’ve said we’re probably going to have, or want to 
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have, allocated between 45-55% of our capital in the develop ac�vi�es just in 
terms of our broad capital alloca�ons, which is, as you know, quite heavy related 
to peers, and so would be a point differen�a�on.  In order to get to that point and 
unlock the pipeline, we will probably have between $1-2B of ac�ve projects 
underway at any point in �me.  Now, that is quite a wide range, but it will vary 
based on the �ming of starts and the �ming of comple�ons and today our again, 
pipeline, or not our pipeline, but our ac�ve development is about $815M, so you 
can see we have to ramp up a litle bit to get into that range over �me.  And I 
guess the other point I’d make on the $5B, because it’s a lot for a company our 
size, is that Aimco capital invested into those deals will probably represent 10-15% 
of that $5B with the rest of the funding coming from, what we talked about a litle 
bit earlier, but LP equity and construc�on financing.  
 
Andrew: 23:29: Has any of the macro, obviously rates, impacted poten�al �meline 
for when that stuff could start? 
 
Wes: 23:45: I think it hasn’t yet but, of course any input to cost that isn’t 
propor�onately offset by a projected income to income-projected impact to 
income or to valua�on mul�ples would have the poten�al to impact the �ming.  
And I think again, what we do is we look at every project anew before we make 
that go-ver�cal decision.  So a higher risk-free rate of course means we’re going to 
underwrite to a higher hurdle rate than we did a year ago.  The cost of financing is 
going to be a litle higher but offse�ng that, as you know, has been tremendous 
rent growth and I think that’s the balance and that’s the million dollar ques�on 
right now is if you’re in a camp that says shelter infla�on is going to be s�cky and 
therefore rates are going to higher for longer, how do those two things balance 
out over�me?  And at least in the apartment and mul�-family market, which 
ul�mately translates down to the value of land and other things, there’s a great 
hedge there of which is to say, if rates are higher for longer it’s probably 
reasonable to say that rent growth has been higher for longer.  And in the inverse, 
if growth flatens, then it could be likely over, you know, �me that rates come 
down and valua�on mul�ples or cap rates, mul�ples go up and cap rates 
compress.  
 
Andrew: 25:21: So my next ques�on, you’ve actually already alluded to, which is 
again, great presenta�on that you have on changing the mix of core to value add 
of what you had, I was wondering of the things that would happen for the mix to 
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change.  I think part of your prior answer was that a piece of it would be having a 
bigger development book, but would there also poten�ally be capital recycling so 
that the core would come down as well? 
 
Wes: 25:53: Yes is the answer.  I think those two components are really the drivers 
as we move.  And when we facilitated the spin-off, I don’t have the exact number 
on hand, but our alloca�on was very heavily weighted towards the stabilized 
proper�es and we ramped up our development efforts, and today that percentage 
is steadily increasing.  So yes, it’s a combina�on of recycling capital and profits 
back into the development business but also marginally pruning some of the 
stabilized assets and in inves�ng that capital into value add ac�vi�es, but with the 
strict guardrail that we want to keep the stable por�olio sized in a way that it 
provides support and again, a ballast to the more lumpy development ac�vi�es.  
So, I’d say most of that shi� will be through recycling of capital and then growth of 
the pipeline.  Some of it will come through the sale of, I’d say, select stabilized 
proper�es, and we’ve also announced that we are going to reduce our exposure 
to what we call alterna�ve assets, but passive investments, and as that alloca�on 
comes down, those funds will, again, be allocated based on whatever the best 
capital alloca�on decision is at the �me, but in part, if it’s the right alloca�on it 
will go to a value add over the ownership of stabilized proper�es.  
 
Andrew: 27:32: Okay, so couple of, like, big 10,000 footers.  We do this call in 
2028, in your five years from now, what would be your defini�on of success for 
Aimco?  
 
Wes: 27:48: You know, I think I would measure success as having done what we 
said we were going to do.  Which is, we’ve tried to be prety consistent in laying 
out a plan and a roadmap that includes the capital alloca�on we just talked about, 
it includes a balanced but prudent view about on where we’re going to invest our 
money.  I think I want to maintain our focus on the three target markets we talked 
about being D.C., south Florida and the front range of Colorado.  I want to make 
sure our team is s�ll engaged and at what I think are the best in class real estate 
folks in the business.  I want to make sure our balance sheet is s�ll safe.  But 
mostly, I’d consider it a success if we’ve delivered on that plan to increase NAV, 
deliver value for shareholders, and unlock that value over �me.  
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Andrew: 28:46: Feels like something we’re trying to go through as we analyze the 
stock and probably clients are thinking about as well, typical apartment, you 
know, you do same story, you do leasing spreads, you do FFO, you do NAV and 
NAV applies to you guys.  But I’m guessing – something we’ve no�ced is you guys 
give an EPS guidance rather than FFO guidance.  Are there any, like, measurement 
tools that you guys think we should be using when we’re thinking about Aimco 
rela�ve to stuff that we may tradi�onally use for, you know, down the middle, you 
know, Aimco pre-Spin versus Aimco post-Spin?   
 
Wes: 29:31: Yeah, I think what I use, and what I’d encourage people to use, is a 
view on NAV and we provide, I think its schedule 8 in our supplemental, the 
building blocks, and I’d encourage everybody to take a look at it and come up with 
their own numbers.  But really this goes back to the impetus of Aimco which is 
that, we want to be a valued, or our performance evaluated over �me based on 
making good capital alloca�on decisions, good investments that aren’t necessarily 
going to be proven out each quarter but will take a litle bit longer �me to be 
realized.  And so, an FFO number for us is less meaningful than are we consistently 
growing NAV.  So, I think that’s where I spend a lot of �me thinking about is 
everything we’re doing going to be accre�ve to the value of the enterprise.  
 
Andrew: 30:34: Got it. And, I know this is my job and I’m sorry, but would you 
have any thoughts on how to frame the value proposi�on for Aimco given your, 
you know, more of an unconven�onal stock look that you think is really 
compelling for investors? 
 
Wes: 31:01: Yeah.  I think at its simplest level, I would encourage people to look at 
the value of our assets today, again, I’d go through your own build-up, look at the 
quality of loca�ons we own, look at the quality of development ac�vi�es that are 
underway, look at the quality of the exis�ng pipeline, and I think you’ll see that it 
doesn’t take any outsized assump�ons to see that we’re trading today at a 
number that’s very compelling.  Just doing that valua�on in NAV, of course, 
doesn’t take into considera�on the fact that we’ve got a team, a growing pla�orm, 
a capital source to do more not just over the next few years but over the next 
many years.  And so what I’d ask people to do is again, at just the simplest level, 
look at the value of the assets and then if they’re willing to do a deeper at the 
value of the team and the value of our human capital because, I do think, you 
know, we’re rela�vely small in terms of number of people in the company but of 
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high quality having all of us, for the most part, spend our en�re careers in the 
apartment business and really seen it from soup to nuts.  Old Aimco, and I’ve been 
with the company for almost 20 years, there were very few silos and so most 
people were forced to understand the business, all aspects, whether that was 
opera�onally, how to finance projects, how to find land, how to do deals, how to 
think about the customer, how to build great projects and I think that is a culture 
and a mindset that has the ability to, not just unlock value in the assets we own 
today, but do more over �me.  
 
Andrew: 32:55: Okay, so, I’ve got to pause and talk slowly and to give people the 
chance to write into the Q&A box if they have anything.  No problem.  I think we 
can end it there.  Thanks a lot, Wes, I learned a lot.  It’s a really exci�ng story.  
 
Wes: 33:18: Andrew, thank you so much for taking the �me and look forward to 
staying in touch.  Enjoy the rest of the conference.  
 
Andrew: 33:25: Likewise, thanks a lot. 
 
Wes: 33:27: Bye. 


