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Chapter 1: Understanding Ground-Up Construction

What is Ground-Up Construction?

Ground-up construction refers to the process of developing a new building or structure on a parcel of 
unimproved land—from the ground up. Unlike renovation or redevelopment projects that involve 
modifying or enhancing existing buildings, ground-up construction begins with a blank slate. It involves 
preparing raw land, pouring a new foundation, constructing the building structure, and completing 
interior and exterior finishes until the property is ready for occupancy.

This approach o�ers investors and developers maximum flexibility in design, allowing them to create 
properties tailored specifically to market demand, end-user preferences, and local zoning regulations. 
From the placement of walls to the inclusion of specific amenities and technologies, every aspect can be 
customized.

Ground-up construction is common across real estate asset classes including single-family homes, 
multifamily units, mixed-use buildings, and commercial or retail centers. It is especially appealing in 
areas where older properties are insu�icient, market demand is rising, or zoning supports new 
development.

Key Di�erences from Renovations and Value-Add Projects

It’s important to distinguish ground-up construction from two other common real estate strategies: 
renovations and value-add projects.

Renovation Projects typically involve cosmetic updates or structural repairs to an existing building. 
Examples include updating kitchens, redoing flooring, or replacing a roof. These projects can 
improve a property’s value and increase rental income, but they are constrained by the existing 
layout and infrastructure.
Value-Add Projects go further by improving underperforming properties through significant 
upgrades or operational e�iciencies. This might include adding amenities, modernizing outdated 
units, improving property management, or converting non-functional space into income-producing 
areas. While more intensive than basic renovations, value-add projects still work within the 
constraints of existing structures.
Ground-Up Construction, in contrast, starts with vacant land and creates a new property from 
scratch. There is no legacy infrastructure to deal with—no plumbing to replace, no walls to knock 
down. This method allows for full control over the architectural style, building systems, and site 
planning. However, it also comes with increased complexity, including permitting, zoning, 
construction risk, and longer project timelines.

In essence, renovations and value-adds are about improving what already exists, while ground-up 
construction is about creating something entirely new.

Types of Ground-Up Construction Projects

Ground-up construction projects span various property types. Each category o�ers unique challenges 
and benefits, depending on the developer's goals, local market conditions, and financing options.

1. Residential (1–4 Units)



These are small-scale housing projects such as single-family homes, duplexes, triplexes, or fourplexes. 
These projects are often pursued by new developers due to their manageable scale and simpler 
permitting. Residential ground-up construction is commonly used for:

Primary homes or second homes
Build-to-rent properties
Vacation rentals
For-sale housing in suburban or rural developments

2. Multifamily (5+ Units)

Multifamily projects involve constructing apartment buildings or townhome clusters with five or more 
units. These projects are more complex and typically require:

Advanced architectural planning
Compliance with multifamily building codes
Higher upfront costs and equity contributions
Market research for tenant demand and absorption rates

Multifamily construction is ideal for long-term rental income and equity appreciation. Developers often 
seek to stabilize and refinance the property post-construction into long-term financing.

3. Commercial and Mixed-Use

Commercial ground-up construction includes retail buildings, o�ice spaces, and mixed-use 
developments that combine residential and commercial elements. These projects often have more 
intensive zoning, require significant pre-leasing, and take longer to complete. However, they can generate 
substantial income when positioned in high-demand markets.

Examples include:

Strip malls or standalone retail units
Professional o�ice buildings
Mixed-use projects with ground-floor retail and apartments above

Each property type demands a di�erent strategy and level of sophistication in both development and 
financing. For newer developers, starting with residential construction before expanding into multifamily 
or commercial can help build experience and credibility with lenders.

Example: Building a Short-Term Rental Duplex in a Growing Suburban Market

Let’s walk through a practical example that illustrates the opportunity and flexibility of ground-up 
construction:

The Opportunity

An investor identifies a fast-growing suburban town located 45 minutes outside a major metropolitan 
area. The town has seen a spike in tourism due to a new regional park, and local data shows an 
undersupply of short-term rental properties. Hotels are often booked, and existing Airbnbs lack modern 
amenities.

The Strategy

The investor decides to purchase a vacant parcel of land zoned for residential use, intending to build a 
two-unit duplex tailored for vacation rentals. Each unit will include two bedrooms, a full kitchen, in-unit 



laundry, smart home features, and access to shared outdoor amenities like a fire pit and barbecue area.

The Execution

The investor works with an architect and general contractor to design the property. Instead of dealing with 
an older home’s quirks or outdated systems, the investor can:

Design open-concept layouts with modern finishes
Install high-speed internet and keyless entry systems
Ensure energy e�iciency with new HVAC and insulation
Provide EV charging for eco-conscious travelers

The Financing

To fund the project, the investor secures a private construction loan covering 85% of the total cost. The 
all-in cost, including land, is $600,000, so the loan covers $510,000. The investor contributes $90,000 in 
equity. The loan is draw-based, with disbursements released at project milestones (foundation, framing, 
electrical, finishing).

The Outcome

Construction takes 9 months, and the property is completed on time and within budget. Within a month 
of listing the units on short-term rental platforms, they are fully booked for peak travel seasons. The 
investor refinances into a long-term rental loan and pulls out equity based on the appraised stabilized 
value, allowing reinvestment into a second project.

Conclusion

Ground-up construction is an exciting path for real estate investors seeking creative control, long-term 
value, and custom-built assets. While it requires more planning and upfront work compared to 
renovations or value-add projects, it o�ers unmatched flexibility and profit potential—especially when 
paired with the speed and adaptability of private lending.

As you continue through this guide, you’ll learn how to finance these developments e�iciently, structure 
deals that align with your investment goals, and navigate the risks with clarity and confidence.



Chapter 2: The Real Estate Development Cycle

Ground-up construction projects follow a specific and repeatable lifecycle known as the real estate 
development cycle. Whether you’re building a single-family home or a large apartment complex, the 
development process involves distinct phases, each requiring careful planning, execution, and 
collaboration with various professionals. Understanding these phases is critical not only to keep your 
project on time and on budget but also to attract financing from private lenders who evaluate deals based 
on the soundness of your entire plan.

Phases of Ground-Up Development

The development cycle can be broken down into four core phases: Land Acquisition, Entitlements and 
Pre-Development, Construction, and Exit. Each phase builds upon the previous one and must be 
managed carefully to avoid delays and budget overruns.

1. Land Acquisition

The first step in any ground-up project is identifying and purchasing a suitable parcel of land. Developers 
should look for locations with favorable zoning, utility access, market demand, and proximity to 
amenities. Due diligence is critical at this stage and typically includes:

Zoning and land use verification
Soil tests and environmental reports
Flood zone designation
Access to infrastructure and utilities
Comparable property values in the area

Purchasing land without clear development potential or municipal approval can be a costly mistake. 
Some investors secure land under contract with contingencies tied to permitting or financing to reduce 
this risk.

2. Entitlements and Pre-Development

Once the land is secured, the project must go through an entitlement process. Entitlements refer to the 
legal approvals required from local jurisdictions to develop the property. This stage can vary significantly 
in duration depending on location and project complexity. Key tasks include:

Site plan development and architectural design
Submitting permit applications
Navigating zoning hearings or variances
Obtaining environmental and utility approvals
Securing building permits

This is also the phase where you finalize your project budget, secure financing, and assemble your 
project team. Private lenders will review your construction budget, design plans, and builder credentials 
before approving a draw-based loan. Having a detailed pro forma and clearly defined exit strategy 
increases the likelihood of loan approval.



3. Construction

Construction is where the vision becomes reality. The project moves through several key stages:

Site Work and Foundation: Land clearing, grading, and laying the foundation
Framing: The structure takes shape—walls, floors, and roofing
Mechanical, Electrical, and Plumbing (MEP): HVAC, electrical wiring, plumbing systems
Interior Finishes: Drywall, flooring, cabinetry, paint, and fixtures
Final Inspections and Certificate of Occupancy (CO): Local inspectors verify compliance and issue 
the CO

Private lenders typically disburse funds in draws tied to these milestones. Borrowers request a draw, an 
inspector verifies progress, and funds are released. E�icient coordination with contractors and 
inspectors is key to avoiding construction delays and cash flow gaps.

4. Exit Strategy

After construction is complete and the certificate of occupancy is issued, the final phase involves exiting 
the project. This might take several forms:

Refinance: Transition the construction loan into permanent financing (e.g., DSCR or long-term 
mortgage), allowing you to hold the property for rental income.
Sale: Sell the finished property to an owner-occupant or investor. Profit is realized when the sales 
price exceeds total development cost.
Portfolio Hold: Some developers prefer to hold the asset and lease it, either as a short-term or long-
term rental.

A successful exit depends on executing earlier phases e�ectively. Missed timelines, budget overruns, or 
market shifts can all reduce your return. That’s why a clear exit plan—supported by market comps and 
projected cash flows—is essential from day one.

Key Stakeholders in Ground-Up Development

Every successful development is the result of collaboration among a well-organized team. Here are the 
core stakeholders involved:

1. Developer

The developer is the project leader, responsible for overseeing every phase—from land acquisition to 
final sale or lease. The developer manages the budget, secures financing, hires the team, and ensures 
the project aligns with timelines and objectives.

2. Architect

The architect designs the building, develops construction documents, and may assist in securing 
permits. They play a critical role in ensuring the design is both aesthetically pleasing and compliant with 
local codes.

3. Contractor / Builder



The general contractor executes the construction work and manages subcontractors. Reputable 
contractors are crucial for quality control, budget management, and scheduling.

4. Private Lender

The private lender funds the project through a construction loan, often disbursed in phases. They 
conduct due diligence before funding and require regular updates, inspections, and documentation 
throughout construction.

Other participants may include civil engineers, land use attorneys, real estate agents, and title 
companies, depending on the project’s scope.

Timeline Expectations and Coordination

While timelines vary by project type, a typical 12-month ground-up development might look like this:

Phase Estimated Duration

Land Acquisition 1 month

Entitlements & Pre-Dev 2–3 months

Construction 6–8 months

Exit (sale/refinance) 1–2 months

Total Project Timeline 10–14 months

E�icient coordination is vital. Delays in permitting can hold up groundbreaking. Miscommunications 
between the architect and contractor can result in costly change orders. Overlapping tasks—such as 
finalizing design while awaiting zoning approval—can compress the timeline if managed correctly.

Private lenders often provide an 18-month loan term with a possible 6-month extension to account for 
unforeseen delays. Developers should build in bu�er time and contingencies to avoid stress toward the 
end of the loan term.

Example: 12-Month Single-Family Home Build

Let’s look at a simplified real-world timeline for a ground-up single-family rental project:

Project Overview

Location: Charlotte, North Carolina
Land Cost: $50,000
Construction Budget: $250,000



Total Cost: $300,000
ARV: $400,000
Private Construction Loan: $255,000 (85% LTC)
Developer Equity: $45,000

Timeline Breakdown

Month 1: Land Acquisition & Initial Planning

Lot secured and closed
Survey completed
Architect hired to draft blueprints

Months 2–3: Permitting and Pre-Development

Plans submitted to local municipality
Utility access confirmed
Building permit issued by end of month 3

Months 4–9: Construction

Month 4–5: Site work and foundation poured
Month 6–7: Framing, roofing, and exterior completed
Month 8: Plumbing, HVAC, and electrical rough-ins
Month 9: Interior finishes, flooring, appliances

Month 10: Final Inspections & Certificate of Occupancy

Passed all inspections
Certificate of Occupancy received

Month 11: Refinance Application and Appraisal

Property appraises at $410,000
DSCR loan secured for $328,000
Original loan repaid; equity extracted

Month 12: Property Listed for Rent

Rented within 3 weeks at $2,400/month

This example demonstrates how careful planning and coordination can bring a project to market quickly 
and profitably. By executing each phase e�iciently, the developer not only built equity but also created a 
steady cash-flowing asset.

Understanding the real estate development cycle is essential to successful ground-up construction. 
Each phase—from land acquisition to final exit—requires thoughtful planning, competent professionals, 
and diligent oversight. Working with the right team and financing partners ensures that your project not 
only reaches the finish line but does so on time, on budget, and with strong returns.

As we move into the next chapters, we’ll dive deeper into the financial structure of these projects, 
including how to leverage private lending to make ground-up development both 



Chapter 3: Introduction to Private Lending for Construction 
Projects

Financing is the lifeblood of any successful real estate project—especially when it comes to ground-up 
construction. Traditional lenders like banks can be slow, rigid, and risk-averse, making them ill-suited for 
developers who need fast, flexible funding. That’s where private lending comes in.

Private lending has emerged as a powerful tool for real estate investors and developers, o�ering tailored 
financing solutions that align more closely with the speed and unpredictability of real-world development 
cycles. In this chapter, we’ll explore what private lending is, how it compares to other financing methods, 
and when it’s the right choice for your ground-up construction project.

What Is Private Lending?

Private lending refers to loans funded by individuals, companies, or private institutions rather than 
traditional banks or credit unions. These lenders specialize in real estate and often operate outside of 
federal banking regulations, giving them greater flexibility in their underwriting and loan terms.

Private lenders o�er capital for a range of projects, including fix-and-flips, value-add rehabs, and new 
construction developments. Unlike conventional lenders who rely heavily on the borrower’s credit 
history, W-2 income, and tax returns, private lenders are more focused on:

The quality of the deal
The strength of the asset
The borrower’s experience
The project's projected return and exit strategy

This asset-based approach makes private lending particularly attractive to entrepreneurs, investors, and 
small-to-midsize developers who may not qualify for—or simply don’t want to wait for—bank financing.

Private Lending vs. Hard Money vs. Bank Loans

To understand the unique position of private lenders in the financing ecosystem, it helps to compare 
them with both hard money lenders and traditional banks.



Feature Private Lending Hard Money Lending Bank Loans

Approval Speed Fast (days to a couple 
weeks) Very fast (24–72 hours) Slow (4–8 weeks)

Loan Flexibility High – tailored to project Medium – high rates, 
stricter terms Low – rigid underwriting

Documentation Moderate (pro forma, 
experience, etc.) Minimal Extensive (tax returns, 

credit reports)

Interest Rates Moderate (8–12%) High (10–15% or more) Low (5–8%)

Loan Term Short (12–24 months) Very short (6–12 months) Longer (15–30 years)

Loan-to-Cost Ratio High (up to 85%) Moderate (65–75%) Moderate (60–75%)

While “private lending” and “hard money” are sometimes used interchangeably, there’s a subtle but 
important di�erence. Hard money lenders are typically more transactional—they o�er fast cash but 
often at higher rates and stricter terms. Private lenders, on the other hand, tend to form relationships 
with borrowers, assess the full project, and may o�er more favorable rates for repeat clients or 
experienced developers.

Advantages of Private Lending for Developers

Private lending isn’t just about speed—it’s about strategic flexibility. For ground-up construction, where 
delays, design changes, and unexpected costs are common, having a lender who understands the 
development process can be a game-changer.

Here are some key advantages:

1. Faster Funding Times

Bank loans often take 30 to 60 days—or longer—to underwrite and approve. In competitive markets, that 
delay can cost you the deal. Private lenders can typically fund projects in 1 to 3 weeks, sometimes even 
faster if the borrower is prepared.

2. Flexible Terms

Private lenders evaluate each project on its own merits and are more likely to tailor the loan to your 
unique situation. For example, you may be able to negotiate:

Interest-only payments during construction
A draw-based disbursement schedule
Extension options built into the loan
Customized repayment terms to match your exit strategy



3. Less Emphasis on Personal Financials

Banks often require high credit scores, stable W-2 income, and years of tax returns. Private lenders focus 
more on the asset and project economics, making them ideal for self-employed individuals, new 
businesses, or investors scaling rapidly.

4. Higher Leverage

Many private lenders o�er up to 85% loan-to-cost (LTC) and up to 75% of the after-repair value (ARV). 
This allows developers to conserve capital and take on more projects with less out-of-pocket investment.

5. Relationship-Driven Lending

Good private lenders want repeat borrowers. They’re often willing to work through challenges, o�er 
advice, and be more flexible if you have a proven track record or communicate openly about project 
hiccups.

When and Why to Choose Private Over Traditional Financing

Private lending isn’t for every project. The rates are higher than traditional bank loans, and the terms are 
shorter. But in the right circumstances, private financing can be the best option—or even the only option
—for getting your project o� the ground.

Scenarios Where Private Lending Excels:

You need to move fast: You found a great lot and need to close in 10 days. A bank can’t help you. A 
private lender can.
You’re self-employed or lack traditional documentation: Private lenders understand 
entrepreneurial income and will underwrite based on the deal itself.
Your project is unique or non-conforming: Custom builds, mixed-use designs, or first-time 
developments can spook banks but excite a private lender.
You want a relationship-based lender: Banks may see you as a file number. Private lenders often 
work with you personally and provide insights to help your project succeed.
You’re using the project as a bridge: Private construction loans are ideal for short-term financing 
that leads into a long-term refinance after the property is stabilized.

The Bottom Line

Private lending is a versatile and powerful financing strategy for ground-up construction. It bridges the 
gap between rigid bank financing and expensive hard money, o�ering a sweet spot of flexibility, speed, 
and relationship-based service.

While private lending may not be the cheapest option, it is often the most e�icient—and in real estate 
development, time is money. By the end of this book, you’ll not only understand how to use private loans 
e�ectively but how to build relationships with lenders that support your long-term success as a 
developer.

In the next chapter, we’ll dive into loan metrics and structure, helping you understand how private 
lenders underwrite deals, calculate risk, and determine how much they’re willing to lend on your project.



Chapter 4: Key Loan Metrics and Lending Guidelines
In ground-up construction financing, numbers drive decisions. Whether you’re pitching your project to a 
private lender or analyzing it for your own due diligence, you must understand how lenders think. Their 
decisions aren’t just about how promising your project looks on paper—they’re grounded in precise loan 
metrics that determine risk, leverage, and feasibility.

In this chapter, we’ll break down the most important financial metrics in private construction lending: 
Loan-to-Cost (LTC), Loan-to-Value (LTV), and After-Repair Value (ARV). We’ll also walk through typical 
loan terms and how lenders calculate funding limits using these benchmarks. Finally, we’ll solidify your 
understanding with a real-world duplex development example.

Loan-to-Cost (LTC): Measuring Leverage Against Project Costs

Loan-to-Cost (LTC) is one of the most critical metrics in construction financing. It represents the 
percentage of total project costs that a lender is willing to finance.

LTC Formula:

ini

CopyEdit

LTC = Loan Amount ÷ Total Project Cost

For example, if your total project cost (including land, permits, labor, materials, and soft costs) is 
$600,000, and your lender o�ers 85% LTC, the maximum loan amount would be:

bash

CopyEdit

$600,000 × 0.85 = $510,000

The remaining 15%—in this case, $90,000—must come from your own equity. This equity requirement 
ensures the borrower has “skin in the game,” aligning interests and reducing default risk.

Loan-to-Value (LTV): Risk Based on Property Value

Loan-to-Value (LTV) measures the loan amount against the current appraised value of the property. In 
ground-up construction, LTV is more commonly applied in refinance or exit loans, but it still serves as a 
reference point for assessing overall project leverage.

LTV Formula:

ini

CopyEdit

LTV = Loan Amount ÷ Appraised Property Value



For new construction, since the property doesn’t yet exist, lenders often substitute Loan-to-After-Repair 
Value (ARV) instead.

After-Repair Value (ARV): Estimating Future Value

ARV, or After-Repair Value, represents the projected appraised value of the property once construction 
is complete. Lenders use ARV to assess their exposure relative to the property’s end value.

Most private lenders cap the loan at 70–75% of ARV, even if their LTC calculation supports a higher 
amount. This adds an extra layer of security.

ARV Formula:

ini

CopyEdit

ARV = Estimated Post-Construction Appraised Value

Loan-to-ARV = Loan Amount ÷ ARV

Continuing with our earlier example: If your duplex is expected to appraise at $800,000 once completed, 
a 75% ARV limit caps your loan at:

bash

CopyEdit

$800,000 × 0.75 = $600,000

However, your LTC cap might still be lower. Let’s say your total cost is $600,000 and the lender only o�ers 
85% LTC ($510,000). Since $510,000 is less than the $600,000 ARV cap, your actual loan will be 
determined by the LTC, not ARV.

Lenders will always fund the lower of the two limits—LTC or ARV.

Typical Loan Terms in Private Construction Financing

Understanding the typical terms of a private construction loan helps developers plan for cash flow and 
risk management. These terms vary by lender and borrower profile, but some common guidelines 
include:

1. Interest Rate

Typically ranges from 8.5% to 12%, depending on experience, credit, and project type.
Most loans are interest-only, meaning the borrower pays only the interest during the term—no 
principal.

2. Loan Term

Standard term is 12–18 months, often with a 6-month extension available for a fee.
Extension terms must be negotiated upfront and may require proof of project progress.

3. Loan Fees



1. 
2. 
3. 
4. 
5. 

Origination Fees: 1–3% of the loan amount, paid at closing.
Inspection Fees: For draw disbursements, often ranging from $150–$300 per visit.
Extension Fees: 0.5–1.0% if the borrower needs more time.

4. Draw-Based Disbursement

Loan funds are not disbursed all at once. Instead, they are released in draws as construction 
milestones are met.
Borrowers must submit draw requests, followed by an inspection to verify work completion.

5. Personal Guarantees

Most private lenders require a personal guarantee unless the borrower has a strong track record 
and balance sheet.
This guarantees the lender that the borrower is personally liable for repayment.

How to Calculate Funding Limits

Private lenders use a two-pronged approach to calculate funding limits—whichever number is lower 
between LTC and ARV determines the maximum loan amount.

Step-by-Step Process:

Estimate your Total Project Cost (land, construction, soft costs)
Estimate the ARV (based on market comps and broker opinions)
Apply the lender’s LTC cap (e.g., 85%)
Apply the lender’s ARV cap (e.g., 75%)
Choose the lower of the two results

This approach protects lenders from overexposure and encourages developers to build responsibly 
within market-supported values.

Example: Duplex Project with 85% LTC and 75% ARV

Let’s walk through a real-world scenario to reinforce these concepts:

Project Details:

Land Purchase: $100,000
Construction Costs: $450,000
Soft Costs & Fees: $50,000
Total Project Cost: $600,000
Estimated ARV: $800,000

Lender’s Guidelines:

Max Loan-to-Cost (LTC): 85%
Max Loan-to-ARV: 75%

Step 1: Calculate Loan by LTC

bash

CopyEdit



$600,000 × 0.85 = $510,000

Step 2: Calculate Loan by ARV

bash

CopyEdit

$800,000 × 0.75 = $600,000

Since $510,000 is lower, that becomes the maximum loan amount. The borrower must contribute:

bash

CopyEdit

$600,000 – $510,000 = $90,000 in equity

Loan Terms:

Interest Rate: 9.25% interest-only
Loan Term: 18 months, with 6-month extension option
Origination Fee: 2% ($10,200)
Draws issued at 4 construction milestones
Exit Plan: Refinance into a long-term DSCR loan once stabilized

Conclusion

Mastering loan metrics like LTC, ARV, and LTV empowers you to speak the language of lenders and 
structure your deals with confidence. These numbers determine not only how much you can borrow but 
also how much capital you’ll need to bring to the table—and what kind of return you can expect.

Private lenders aren’t just giving out loans—they’re risk managers. When you understand how they 
assess deals, you can position your project to meet their criteria while still achieving your investment 
goals.

In the next chapter, we’ll explore interest structures, including the di�erence between Dutch and Draw-
Based loans, so you can optimize your cash flow during construction.



Chapter 5: Interest Structures – Dutch vs. Draw-Based

When financing a ground-up construction project, interest structure is one of the most important yet 
often overlooked aspects of a loan. While terms like loan-to-cost (LTC) and after-repair value (ARV) help 
determine how much you can borrow, the interest structure dictates how much you’ll actually pay during 
the life of the loan.

In private lending, two main types of interest structures dominate the market: Dutch Interest and Draw-
Based Interest. Understanding the di�erence between the two—and how each impacts your cash flow 
and project economics—can mean the di�erence between a profitable development and one that 
stretches your budget too thin.

Dutch Interest: Full Interest from Day One

In a Dutch interest loan, the full loan amount begins accruing interest immediately after closing, 
regardless of how much of the loan has actually been disbursed to the borrower. This means that even if 
you’ve only drawn 20% of the total loan during the first few months of construction, you’re still paying 
interest as if you have the full amount in hand.

Dutch interest loans are most common in higher-risk lending environments or when the lender wants 
certainty about their return from day one. In many cases, the lender will place the full loan amount into 
escrow, reserving it exclusively for your project. This ensures that the capital is available as you reach 
each construction milestone.

How It Works:

Loan amount: $500,000
Interest rate: 10%
Disbursed at closing: $100,000 (for land purchase)
Monthly interest payment: $4,167 (10% annualized on full $500,000)

Even though you’ve only used $100,000 so far, you’re paying interest on the entire $500,000 balance.

Draw-Based Interest: Pay Only on Disbursed Funds

In contrast, a Draw-Based Interest structure (also called non-Dutch or accrued interest) allows the 
borrower to pay interest only on the portion of the loan that has actually been disbursed. This is the more 
common structure in traditional construction financing and is generally more borrower-friendly.

In this model, as construction progresses and the borrower requests draws for completed work, the 
interest payment gradually increases to reflect the growing loan balance. Early-stage payments are 
smaller, giving the borrower more financial flexibility during the initial stages of development.

How It Works:

Loan amount: $500,000
Interest rate: 10%
Month 1 disbursed: $100,000 → Interest: $833
Month 3 disbursed: +$150,000 (total $250,000) → Interest: $2,083



Month 6 disbursed: Full $500,000 → Interest: $4,167

With draw-based interest, payments scale as you access more of the loan, allowing you to preserve 
working capital during early development stages.

Pros and Cons for Borrowers

Both Dutch and draw-based interest loans have pros and cons. The best option depends on your project 
timeline, capital reserves, and risk appetite.

Dutch Interest: Pros

Certainty of Funds: The full loan amount is typically held in escrow, ensuring funds are available 
when needed—ideal in volatile credit markets.
Simplified Loan Accounting: Since the full balance accrues interest immediately, payment 
amounts remain consistent throughout the term.
Stronger Lender Commitment: Having full access to the capital signals lender confidence in your 
project.

Dutch Interest: Cons

Higher Carrying Costs: You pay more in interest, especially during the early stages when only a 
small portion of the loan has been used.
Reduced Cash Flow: Fixed monthly payments can strain your budget before the project generates 
income or reaches later stages.
Limited Flexibility: You pay the price of liquidity—even if you don’t use it all immediately.

Draw-Based Interest: Pros

Lower Initial Payments: Since payments scale with your draw schedule, you conserve capital in the 
early months.
Cash Flow Friendly: Ideal for developers who need to prioritize construction expenses and bu�er 
reserves.
Aligned with Project Timeline: You only pay for what you use—nothing more.

Draw-Based Interest: Cons

Funds May Not Be Reserved: Some lenders may not allocate the entire loan amount at once, 
potentially leading to delays if capital is constrained.
More Administrative Oversight: You’ll need to submit detailed draw requests, pass inspections, 
and potentially deal with slower disbursements.
Variable Monthly Payments: Payments can fluctuate, which may complicate monthly budgeting.

Choosing the Best Option for Your Project

So how do you decide between Dutch and draw-based interest structures? The right choice depends on 
your project size, financial strength, timeline certainty, and relationship with your lender.

Consider Draw-Based Interest If:

You're working with a tight budget and need to minimize upfront costs
Your lender is reliable and draw approvals are fast



Your project will take 6–12 months with clearly defined construction phases
You prefer lower payments during early stages

Consider Dutch Interest If:

You want 100% certainty that the funds are committed to your project
Your project is in a hot market where speed is critical and delays are expensive
You’re willing to pay more in exchange for guaranteed capital and faster execution
You’re an experienced developer and can absorb the higher carrying costs

Quick Comparison Table

Feature Dutch Interest Draw-Based Interest

Interest Accrual Begins On full loan amount at closing On disbursed amounts only

Monthly Payments (Initial) High Low

Cash Flow Impact Greater early cash demands Easier to manage early cash flow

Fund Availability Fully reserved in escrow May be subject to future lender funding

Ideal For Larger projects, risk-averse 
borrowers

Smaller projects, budget-conscious 
borrowers

Conclusion

Interest structure is more than just a technical detail—it’s a strategic choice that can significantly impact 
your project’s financial health. While Dutch interest may give you more confidence in fund availability, it 
can burden your early-stage cash flow. Draw-based interest keeps payments lean but requires e�icient 
coordination and lender trust.

Before committing to a private construction loan, always ask your lender about the interest structure—
and calculate how it a�ects your cash flow under best-case and worst-case scenarios. Being proactive in 
this stage of planning puts you in a stronger position to negotiate terms, stay within budget, and ensure 
your project is built not just to spec, but to success.

In the next chapter, we’ll dive into how draw disbursements work, including inspection timelines, fund 
release protocols, and how to streamline the process with your lender and builder.



Chapter 6: The Draw Disbursement Process

Once a private construction loan is approved and the project is underway, the flow of funds doesn't 
happen all at once. Unlike a traditional mortgage where you receive the full loan amount at closing, 
ground-up construction loans operate on a draw-based disbursement model. This means capital is 
released in stages as construction progresses—allowing lenders to manage risk and borrowers to access 
funds e�iciently.

In this chapter, we’ll break down how the draw process works, what developers should expect at each 
stage, and how to avoid delays. You’ll also learn the importance of inspection coordination, 
documentation, and communication in keeping your project moving on schedule.

What Is a Draw-Based Loan?

A draw-based loan is a type of construction financing in which the lender disburses funds incrementally 
rather than in a lump sum. Draws are requested by the borrower after completing specific stages of 
construction, and funds are released only after the lender (or their third-party inspector) verifies the work 
has been done.

Draws typically follow a pre-approved schedule outlined in the loan agreement. Each draw corresponds 
to a milestone in the construction process, such as completing the foundation, framing, or interior 
finishes.

Typical Construction Draw Schedule

While every project is unique, most ground-up construction projects follow a common draw structure. 
Here’s a simplified example for a single-family or small multifamily development:

1. Draw 1 – Land Acquisition & Pre-Development

Used for purchasing the land and covering initial soft costs (surveys, permits, architectural plans)
Typically disbursed at or shortly after closing

2. Draw 2 – Foundation & Site Work

Funds for clearing the lot, excavation, foundation pouring, and slab work

3. Draw 3 – Framing & Roofing

Includes framing, trusses, roof decking, and roofing material installation

4. Draw 4 – MEP Rough-Ins (Mechanical, Electrical, Plumbing)

Covers HVAC installation, plumbing rough-in, and electrical wiring

5. Draw 5 – Interior Finishes

Funds for drywall, flooring, cabinetry, paint, appliances, and fixtures

6. Final Draw – Completion & Certificate of Occupancy (CO)



Released once final inspections are passed and a CO is issued
May include a retainage (typically 5–10% held back from earlier draws)

Inspection and Approval Process

To receive a draw, the borrower must submit a draw request with supporting documentation. This may 
include:

A detailed breakdown of completed work
Invoices from subcontractors or suppliers
Lien waivers (to prevent payment disputes)
Updated construction photos

The lender then arranges an on-site inspection to verify that the work aligns with the draw request. Once 
the inspector confirms progress, funds are typically released within 24–72 hours.

Some private lenders use their own internal inspectors, while others contract third-party professionals. 
Either way, it’s critical that the borrower coordinates inspections e�iciently to avoid delays in funding.

Best Practices for Smooth Draw Disbursements

A smooth draw process is key to maintaining construction momentum and avoiding costly delays. Here 
are some strategies developers can use to streamline the experience:

1. Maintain Detailed Records

Keep a well-organized record of invoices, receipts, contracts, and subcontractor payment logs. The more 
documentation you can provide with your draw request, the easier it will be for the lender to approve.

2. Schedule Inspections in Advance

Don’t wait until the last minute to request an inspection. Coordinate with your general contractor to 
schedule inspections immediately after milestone completion.

3. Communicate with Your Lender

Establish clear communication lines with your lender’s draw coordinator or loan servicer. Let them know 
about your timeline, potential changes, and expected draw dates.

4. Monitor Budget vs. Draw Balance

Keep track of how much of your loan has been disbursed versus how much construction remains. 
Overdrawing early may leave you short on funds later, so pace your requests in line with your budget.

5. Anticipate Delays

Weather, supply chain issues, or permitting hiccups can push back your timeline. Build in bu�er time 
between draws to allow for inspection delays or work that takes longer than expected.

Advantages of Draw-Based Disbursements



Although draw-based funding requires more administrative steps, it o�ers distinct benefits for both 
borrowers and lenders:

For Borrowers:

Lower Initial Interest Payments: You only pay interest on the amount disbursed, improving cash 
flow in early stages
Improved Budget Control: Draws help prevent overspending or misallocation of funds
Project Accountability: Forces you and your contractor to stay on task and document progress

For Lenders:

Reduced Risk: Funding is tied to verified progress, reducing the chance of borrower default or 
project abandonment
Better Oversight: Regular inspections ensure quality control and prevent misuse of funds

Case Example: 4-Unit Townhouse Project

Let’s look at a real-world example of a developer building four townhomes with a private lender:

Total Project Cost: $1,200,000
Loan Amount: $1,020,000 (85% LTC)
Loan Term: 18 months
Draw Structure: 6 draws, each linked to a specific milestone

Draw Timeline:

Draw # Milestone Amount Disbursed

Draw 1 Land Purchase $250,000

Draw 2 Foundation Complete $150,000

Draw 3 Framing and Roofing $200,000

Draw 4 Mechanical Rough-Ins $150,000

Draw 5 Interior Finishes $200,000

Draw 6 Final Inspection & CO $70,000

Each draw was requested with an invoice package and photos, followed by inspections. Funds were 
wired to the borrower’s construction account within 48 hours of approval.

The draw-based structure gave the developer predictable cash flow while allowing the lender to stay 
involved and informed throughout the project. Final payment of $70,000 included the release of a 5% 



retainage once the Certificate of Occupancy was issued.

Conclusion

The draw disbursement process is at the heart of ground-up construction financing. It’s where planning 
meets execution—and where strong communication between borrower, builder, and lender pays 
dividends.

By understanding how draws work and proactively managing inspections, documentation, and 
scheduling, developers can avoid funding delays and keep their project on time and on budget.

In the next chapter, we’ll shift our focus to borrower qualifications and project types, helping you 
understand what private lenders look for and how to position yourself for success when applying for a 
ground-up construction loan.
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Chapter 7: Borrower Requirements and Project Qualification

Private lending for ground-up construction o�ers speed and flexibility, but that doesn’t mean approval is 
automatic. Lenders still conduct due diligence—just in a di�erent way than traditional banks. Rather than 
basing decisions purely on tax returns and credit scores, private lenders focus on the borrower’s 
experience, execution plan, and project viability.

In this chapter, we’ll explore what private lenders look for in a borrower, what types of projects tend to 
qualify, and how to package your deal for maximum appeal. Whether you’re a first-time developer or a 
seasoned builder, understanding these requirements is essential to securing funding.

Who Are Private Lenders Looking For?

Private lenders aren’t bound by the same rigid underwriting criteria as banks, but they are still selective. 
Their ideal borrower is someone who knows how to complete a project on time, on budget, and with a 
clear plan to repay the loan.

Top Traits of Ideal Borrowers:

Relevant ExperienceLenders favor borrowers who have completed similar projects in the past. If 
you’re building a duplex, they’ll want to see that you’ve managed a single-family home build or 
extensive renovation. Experience reduces the risk of delays, mismanagement, and cost overruns.
Detailed Project PlanA strong application includes a complete scope of work, construction 
budget, and timeline. Lenders want to know exactly what you’re building, how much it will cost, 
who’s doing the work, and how long it will take.
Strong TeamEven if you’re a newer developer, working with a licensed, experienced general 
contractor can enhance your credibility. Lenders want assurance that the builder has the capacity 
and professionalism to deliver results.
Clear Exit StrategyWhether it’s a refinance, sale, or rental hold, you need a realistic plan for 
repaying the loan. Lenders will assess your exit plan to ensure it aligns with your projected timeline 
and the market’s conditions.
Financial Contribution (Equity)Most private lenders require the borrower to contribute 10–20% of 
the total project cost as equity. This investment demonstrates commitment and reduces the 
lender’s exposure.

Required Documentation

While private lenders don’t require the paperwork overload typical of banks, they still expect a 
professional loan package. Be prepared to submit:

Executive Summary: A one-page project overview
Scope of Work: Itemized construction tasks and materials
Detailed Budget: Soft and hard costs, contingencies, fees
Draw Schedule: Anticipated milestones for funding
Timeline: Project duration with key benchmarks
Exit Strategy: Explanation of how the loan will be repaid
Contractor Credentials: License, insurance, project resume
Personal Financial Statement: Assets, liabilities, credit score
Previous Project Portfolio (if applicable)



Packaging this information cleanly and concisely shows lenders you’re prepared and organized—a good 
indicator of how you’ll manage the construction process.

Project Types That Qualify for Private Construction Loans

Not every construction project is a good fit for private lending. Lenders specialize in certain asset classes 
and deal sizes that allow them to manage risk and underwrite e�iciently. The most common types of 
qualifying projects include:

1. Single-Family and Small Multifamily (1–4 Units)

Ideal for new and intermediate developers
Projects can include primary homes, rentals, or spec builds
Permitting and timelines are generally more predictable
Easier to comp out for ARV calculations

2. Medium-Sized Multifamily (5–20 Units)

Suitable for more experienced developers
May require higher equity or builder track record
Greater income potential and economies of scale
Often held as rentals post-construction or sold in bulk

3. Spec Homes and Build-to-Sell Projects

Developers construct homes intended for resale upon completion
Often used in hot markets with housing shortages
Lenders assess market comps and absorption rates before funding

4. Build-to-Rent Properties

Single-family or multifamily units intended for long-term rental
Attractive for investors looking to refinance into DSCR loans
Lenders will evaluate both construction and stabilized rental value

5. Light Commercial or Mixed-Use (Case-by-case)

Some private lenders fund small retail or mixed-use projects
These require more documentation and may involve lower LTC caps
Best suited for experienced developers in strong markets

Red Flags That May Hinder Approval

Private lenders move fast, but they still say “no” when risk is too high. Here are some common red flags 
that may reduce your chances of approval:

No prior construction or investment experience
Incomplete or unrealistic budget
Overly aggressive timelines
Contractor lacks licensing or insurance
Weak or unproven exit strategy
Borrower has insu�icient equity or liquidity
Unfavorable market conditions or low demand



That said, some of these challenges can be overcome. For example, a first-time developer can partner 
with an experienced builder or hire a construction manager. A lack of liquidity can be o�set with a co-
borrower or investor.

Case Study: First-Time Developer with a Strong Team

Let’s look at a real-world example of how a newer developer secured financing by aligning with the right 
partners.

Project Summary

Property Type: Two-unit duplex (ground-up)
Location: Nashville suburb
Total Cost: $620,000
Projected ARV: $825,000
Loan Requested: $527,000 (85% LTC)
Exit Plan: Refinance into long-term rental loan

Borrower Profile

First-time developer with a background in project management
Hired a general contractor with 20+ completed builds
Submitted a professionally prepared budget and draw schedule
Provided personal savings of $100,000 to fund equity requirement

Although the borrower was new to development, the strength of the team and clarity of the plan gave the 
lender confidence. The loan was approved within 14 days, and construction was completed in 11 
months, with the borrower successfully refinancing into a 30-year DSCR loan and holding the property as 
a cash-flowing rental.

Conclusion

Private construction loans are not reserved for industry veterans. With the right preparation, clear 
documentation, and a solid team, even first-time developers can qualify. Lenders care less about your 
resume and more about your execution strategy—how you plan to build, what it will cost, and how you’ll 
repay the loan.

Think like a lender. If you wouldn’t bet your own money on your project, don’t expect them to either. But if 
you come to the table with a well-researched plan, financial skin in the game, and a reliable contractor, 
you’re already ahead of most applicants.

In the next chapter, we’ll explore the risks involved in private construction projects—and how you and 
your lender can work together to mitigate them.



Chapter 8: Risk Factors and How to Mitigate Them

Every real estate development project carries a degree of risk—but ground-up construction introduces a 
unique set of challenges that can impact timelines, budgets, and profitability. Whether you’re building a 
single-family home or a multi-unit complex, unexpected issues can derail even the most well-planned 
projects.

Private lenders understand this, which is why risk mitigation is central to their underwriting process. As a 
borrower, being proactive in identifying and managing potential pitfalls not only improves your chances of 
getting approved but also helps ensure a smoother, more profitable outcome.

In this chapter, we’ll explore the most common risk factors in ground-up construction and break down 
the strategies developers and lenders use to manage them e�ectively.

Top Risk Factors in Ground-Up Construction

1. Construction Delays

Delays are one of the most common and costly risks in development. These can stem from:

Permitting slowdowns
Weather interruptions
Labor shortages
Change orders or material delays

Every month of delay eats into your loan term, increases holding costs, and may jeopardize your exit 
strategy. Delays can also trigger extension fees or default penalties if your loan term expires before 
completion.

2. Cost Overruns

Budgets can quickly spiral due to:

Rising material prices (e.g., lumber, concrete, steel)
Unexpected site conditions (e.g., soil issues, environmental remediation)
Underestimated labor costs
Scope creep (adding features beyond the original plan)

Cost overruns can strain your equity position, reduce your profit margin, and cause financing shortfalls 
mid-project.

3. Market Volatility

Real estate markets can shift quickly, especially in times of economic uncertainty. A project that looked 
profitable during underwriting might su�er if:

Interest rates rise, reducing buyer or refinancing demand
Rental rates drop due to oversupply
Property values decline, reducing your ARV

4. Permitting and Regulatory Issues



Zoning changes, unexpected code requirements, or public opposition can stall or even derail your 
project. These risks are especially high when developing in areas with strict regulatory environments or 
changing political climates.

5. Borrower Inexperience

Newer developers may underestimate costs, timelines, or the complexity of coordinating subcontractors, 
permits, and inspections. Even one major mistake can set o� a domino e�ect of delays, cost overruns, or 
failed inspections.

Risk Mitigation Strategies for Developers

Successful developers aren’t just visionaries—they’re risk managers. Here are proven ways to protect 
your project and your profits:

1. Build a Detailed, Realistic Budget

Include line-item costs for all phases: site work, permits, materials, labor, contingency, and soft costs. 
Work with your contractor to ensure the numbers are accurate and reflect current market prices.

Contingency Reserves: Always include a 10–15% contingency bu�er in your budget for unexpected 
expenses.

2. Choose the Right Contractor

Vet your general contractor thoroughly:

Request references from past clients
Confirm licensing, insurance, and bonding
Review their prior work and payment history
Make sure they’re experienced with similar projects in your market

A strong contractor with a proven track record is one of the most e�ective ways to reduce risk.

3. Use Fixed-Price Contracts

Whenever possible, negotiate fixed-price contracts with your general contractor and key subs. This 
locks in pricing and minimizes the chances of budget surprises due to material or labor increases.

4. Stay on Top of Permitting

Start the permitting process early and stay in close contact with city or county o�icials. Know your local 
zoning rules, setbacks, environmental constraints, and required inspections. If possible, work with a 
local architect or permit expediter who knows the ropes.

5. Develop a Clear Timeline

Create a realistic construction timeline with input from your contractor and subcontractors. Don’t rely on 
best-case scenarios. Pad the schedule to account for weather delays, inspection backlogs, and change 
orders.

6. Prepare Multiple Exit Strategies

Markets change. If you plan to sell, also have a backup plan to refinance and hold the property as a 
rental. Flexible exit planning allows you to respond to shifts in buyer demand, interest rates, or lending 



conditions.

Lender Risk Mitigation Strategies

Private lenders also take steps to reduce their exposure on construction loans. These strategies protect 
their capital—and benefit you, the borrower, by keeping the project on track.

1. Budget and Scope Review

Lenders carefully review your project’s budget to ensure it’s realistic and complete. If the numbers seem 
low or the contingency is missing, they’ll likely require revisions before funding.

2. Builder Vetting

Before approving a loan, lenders will often review the builder’s resume, license, insurance, and previous 
projects. Some may require a background check or references.

3. Draw-Based Disbursements

As discussed in Chapter 6, lenders don’t release all funds upfront. Instead, they tie disbursements to 
verified progress milestones. This ensures money is only used for completed work.

4. Inspections and Reporting

Regular site inspections keep the lender informed and help identify issues early. Some lenders require 
updated photos or written progress reports with each draw request.

5. Retainage

Lenders often hold back 5–10% of each draw until project completion to ensure that contractors finish 
the work and address any final punch list items before full payment.

Case Example: Avoiding a Budget Crisis Mid-Project

Project Summary:

Four-unit multifamily project in Central Florida
Total cost: $1.4M
Construction loan: $1.2M
Timeline: 12 months

Six months in, the developer discovered major drainage issues requiring re-engineering the site and 
installing a new stormwater system. The additional cost? $70,000.

Fortunately, the developer had:

Budgeted a 12% contingency ($168,000)
Built a solid relationship with the lender
Communicated the issue early
Provided a revised budget and timeline

Because of these proactive steps, the lender approved a draw for the extra site work, and the project 
continued with minimal delay. The property was completed in 13 months, just one month behind 
schedule.



Conclusion

Ground-up construction is full of moving parts—and risks. But with preparation, experience, and a 
willingness to adapt, you can control those risks and protect your bottom line. Lenders are not just 
funding partners—they’re risk partners. The more you demonstrate control over your project, the more 
confidence they’ll have in you.

By identifying risks early, working with experienced professionals, and building financial bu�ers into your 
plan, you’ll not only impress your lender—you’ll increase your odds of delivering a profitable, on-time 
development.

In the next chapter, we’ll look at exit strategies—how to complete your project and transition out of your 
construction loan successfully.



Chapter 9: Exit Strategies and Long-Term Planning

Completing construction is a major milestone—but it’s not the finish line. In fact, one of the most critical 
components of your development plan is how you’ll exit the construction loan and transition the 
property into its next phase. Whether you plan to sell, refinance, or hold for income, your exit strategy has 
to be well thought out from day one.

Private lenders want to know how they’ll be repaid, and your ability to outline a clear, realistic exit plan 
can be the deciding factor in whether your loan gets approved. In this chapter, we’ll cover the most 
common exit strategies for ground-up construction, how to align them with your overall investment goals, 
and how to plan for a smooth transition after the build is complete.

Why Exit Planning Matters

Construction loans are typically short-term—most last 12 to 18 months, with a possible 6-month 
extension. Unlike a 30-year mortgage, these loans are designed to be temporary. Once the Certificate of 
Occupancy (CO) is issued and the project is complete, the clock is ticking to repay or replace the loan.

Without a solid exit plan, you could face:

Extension fees or loan default
Missed opportunities for profit
Limited access to refinancing due to market changes or tight deadlines

That’s why your exit strategy must be built into your business plan before you break ground.

Common Exit Strategies

1. Sell the Property

The most straightforward exit strategy is to sell the completed property. This strategy is often used by 
spec builders and developers targeting the resale market. Once the property is sold, the construction 
loan is repaid at closing, and the profit is realized immediately.

Best For:

Hot real estate markets with high buyer demand
Projects with short build times
Developers seeking to cash out and reinvest

Considerations:

Be aware of seasonal fluctuations that can impact sales timing
Pre-selling units (for townhomes or condos) can reduce risk
Include marketing and realtor commissions in your exit budget

2. Refinance Into Long-Term Debt (Buy and Hold)

If your plan is to retain the property for rental income, you’ll need to refinance the construction loan 
into a permanent mortgage. This is often done through:



Conventional mortgages (for 1–4 unit residential properties)
DSCR loans (Debt-Service Coverage Ratio) for rental properties
Agency or portfolio loans for multifamily buildings

Best For:

Long-term rental investors
Properties in appreciating markets
Projects with strong cash flow potential

Key Requirements:

Certificate of Occupancy (CO)
Completed lease-up (for rental properties)
Strong appraised value and rent coverage
Clean title and updated financials

DSCR Example: A property generating $3,500/month in gross rent may qualify for a DSCR loan if the debt 
service (monthly principal + interest) is no more than $2,800/month, reflecting a DSCR of 1.25x.

3. Refinance Into a Bridge or Portfolio Loan

In some cases, a developer may refinance into a short-term bridge loan if the project is not quite ready 
for sale or stabilization. This gives you additional time to:

Complete lease-up
Stabilize income
Improve curb appeal
Wait for better market conditions

Bridge loans can serve as a useful intermediary step between construction and permanent financing, but 
they come at higher interest rates and fees.

Aligning Exit Strategy with Project Type

Your exit strategy should align with the type of property you’re building and your broader investment 
objectives.



Property Type Best Exit Strategy

Single-Family Home Sale or long-term rental refinance

Duplex / Triplex Refinance into DSCR loan, hold as rental

Townhome Development Pre-sell or bulk sale to investors

Multifamily (5+ units) Lease-up → Refinance → Hold or Sell

Mixed-Use or Commercial Stabilize → Sell or Refinance

Timing Your Exit

Proper timing is everything. Start planning your exit before construction is complete:

If You Plan to Sell:

Engage a real estate agent early to price and market the property
Stage and photograph the units as soon as they are ready
Prepare for potential buyer delays and negotiations

If You Plan to Refinance:

Monitor interest rates and lender requirements
Prepare lease agreements, rent rolls, and profit/loss statements
Order an appraisal and property inspection in advance
Keep your credit and liquidity strong to qualify for favorable terms

Exit Strategy Case Study: Build-to-Rent Duplex

Project Summary:

Location: Tampa, Florida
Property: New construction duplex
Total Cost: $600,000
ARV: $800,000
Rents: $2,100/unit/month ($4,200 total)

Exit Strategy:

The developer completed construction in 10 months
After obtaining the CO, both units were leased within 3 weeks
A DSCR lender o�ered 75% LTV based on the $800,000 value
Final refinance loan: $600,000 at 6.5%, 30-year fixed
The construction loan was repaid, and the property now cash flows $800/month net



By having the exit strategy planned early, the developer avoided the need for an extension and secured 
long-term financing while interest rates were still favorable.

Backup Planning: Always Have a Plan B

Even the best-laid plans can shift. What if your property doesn’t appraise high enough to refinance? What 
if buyer demand dries up? Smart developers always have a Plan B—and sometimes even a Plan C.

Examples:

Sell one unit to pay o� the loan, keep the other for rental
Partner with investors to provide equity for refinance
List as a short-term rental while waiting for better long-term rates

The ability to pivot gives you resilience in uncertain markets.

Conclusion

Your exit strategy isn’t just how you finish the project—it’s how you convert e�ort into returns. Whether 
you’re selling, refinancing, or holding, early planning, clean documentation, and financial preparedness 
are key.

Private lenders want to be confident that you know exactly how and when you’ll repay their capital. When 
you have a clear roadmap to the finish line, not only do you increase your chances of loan approval—you 
dramatically reduce your stress and uncertainty along the way.

In the final chapter, we’ll put it all together—walking you through the step-by-step process of launching 
your own ground-up construction project, from idea to funding and execution.



Chapter 10: Getting Started – From Idea to Funded Deal

Now that you’ve walked through the complete landscape of ground-up construction financing—from 
defining your project, structuring your loan, managing risks, and planning your exit—it’s time to bring it all 
together. This chapter will guide you through the step-by-step process of taking your project from 
concept to a fully funded development deal using private lending.

Whether you’re a first-time builder or an experienced investor scaling up, the steps are the same: 
assemble your vision, package your deal professionally, and build relationships with the right lenders and 
partners.

Let’s walk through how to go from idea to execution.

Step 1: Define Your Project Vision

Every successful deal starts with a clear concept. Ask yourself:

What kind of property do I want to build?
Single-family? Duplex? Multifamily? Townhomes?

Where is the best location to build it?
Consider zoning, growth trends, infrastructure, and rental or resale demand.

Who is the end user?
A young family? A traveling professional? A long-term renter? A retail tenant?

What is my intended exit?
Sell, rent, refinance, or a hybrid strategy?

Tip: Be specific. “I want to build a 4-unit rental property for traveling nurses near a regional hospital in 
Charlotte, NC” is stronger than “I want to build a multifamily building somewhere in the Southeast.”

Step 2: Find and Analyze Your Land

Raw land is the foundation of your project—literally and financially. The site you choose will determine 
zoning, permitting timeframes, construction logistics, and resale value.

Key Considerations:

Zoning & Land Use: What is allowed by right? Can it be rezoned?
Topography & Soil Conditions: Will you need grading or remediation?
Utilities: Is there access to water, sewer, electric, and internet?
Comps: What are similar homes or rental units selling or leasing for nearby?

Once a parcel meets your criteria, make an o�er with contingencies that allow time for due diligence 
and financing approval.

Step 3: Build Your Team

Private lenders place significant weight on the quality of your team. Even if you’re new to development, 
surrounding yourself with seasoned professionals builds credibility and reduces risk.



Core Team Members:

General Contractor (GC): Licensed, insured, and experienced in similar builds
Architect: For drawings, site planning, and permit support
Engineer or Surveyor: As needed for structural, civil, or environmental planning
Attorney or Title Company: To review purchase and loan documents
Real Estate Agent or Appraiser: For market analysis and ARV estimates

Don’t cut corners on your team. A good builder and architect can save you months—and thousands of 
dollars.

Step 4: Create Your Loan Package

To get funded, you’ll need a professional loan package that outlines every aspect of your project.

Your Loan Package Should Include:

Executive Summary: One-page overview of the project, location, timeline, and team
Scope of Work: Detailed breakdown of construction phases and finishes
Construction Budget: Hard and soft costs, contingency, fees
Draw Schedule: Milestone-based funding timeline
Project Timeline: From land closing to Certificate of Occupancy
Exit Strategy: Refinance, sell, or lease—backed by comps or rental data
Contractor Profile: Experience, license, insurance, references
Borrower Financials: Credit score, liquidity, net worth (basic summary)
Site Photos, Maps, and Market Data (if available)

Tip: Presentation matters. Organize documents into a single PDF or digital folder. Label files clearly, and 
anticipate the lender’s questions before they ask them.

Step 5: Find the Right Private Lender

Not all private lenders are the same. Some specialize in fix-and-flip, others in multifamily, and some only 
lend in specific states. Your goal is to find a lender aligned with your project type, size, and location.

How to Find Private Lenders:

Real estate investor meetups and local REIA events
Referrals from other investors, agents, or contractors
Online marketplaces (e.g., LendingHome, Kiavi, Civic, Fund That Flip)
Direct private lenders in your region
Mortgage brokers who work with multiple funding sources

Questions to Ask Your Lender:

What are your max LTC and ARV ratios?
What are your interest rates and fees?
Do you o�er draw-based or Dutch interest structures?
How fast can you close?
Do you fund land acquisition or only construction?

Shop multiple lenders and compare o�ers—not just by rate, but by service, speed, and flexibility.



Step 6: Close and Break Ground

Once your loan is approved, the lender will issue a term sheet outlining the agreed-upon terms. After you 
accept, you’ll move to closing.

Final Closing Steps:

Sign loan documents and personal guarantees
Fund your equity contribution
Finalize your draw schedule with the lender
Transfer funds for the first draw (usually for land or site prep)
Begin construction!

Be sure to stay in constant communication with your contractor, lender, and inspectors. Submit draw 
requests promptly and document all milestones.

Putting It All Together: A Real-World Walkthrough

Example: Getting a Duplex Project Funded in Austin, TX

Land Purchase: $120,000
Construction Budget: $480,000
Total Cost: $600,000
ARV: $850,000
Private Loan O�er: $510,000 (85% LTC, 75% ARV)
Interest Rate: 9.25%, draw-based
Term: 18 months + 6-month extension
Exit: DSCR refinance into a long-term rental loan

The borrower presented a clear plan, hired a reputable GC, and worked with a lender that specialized in 
small multi-unit rentals. Construction completed in 11 months, and both units were rented within 30 
days. The borrower refinanced and pulled out equity—ready for their next project.

Conclusion: From Vision to Reality

Starting a ground-up development project might seem overwhelming, but it’s entirely achievable when 
broken down into clear steps. Private lending opens the door for entrepreneurs, builders, and investors to 
take control of their real estate vision—without the red tape of traditional banks.

With the knowledge you’ve gained in this book, you now understand:

How to structure a ground-up deal
How private lenders think and evaluate risk
What documents and team members you need to succeed
How to avoid common pitfalls and delays
How to exit a project profitably and sustainably

Now it’s your turn. Find that lot, run the numbers, build your team, and pitch your vision. Whether it’s 
your first deal or your fiftieth, every successful project starts the same way—with a plan and the courage 
to break ground.



Conclusion and Final Remarks

The Power of Partnership: Choosing the Right Private Lender

In real estate development, blueprints and budgets will only take you so far. Behind every successful 
ground-up project is a network of relationships—and none is more critical than the relationship between 
a developer and their private lender.

This is more than a financial transaction. It’s a strategic partnership built on trust, communication, and 
mutual goals. Choosing the right lender can mean the di�erence between confidence and chaos, 
momentum and delays, growth and stagnation.

Trust Is the Foundation

When you partner with a private lender, you’re placing your vision—and your reputation—in their hands. 
At the same time, they’re entrusting you with their capital. That mutual trust is the cornerstone of the 
relationship.

A great private lender doesn’t just wire funds. They:

Help you refine your project plan
Ask the hard questions that protect your downside
Act quickly and transparently
Stand by you when challenges arise
Want you to succeed—because your success is their success

Look for lenders who listen as much as they speak. Who ask about your goals, not just your numbers. 
Who prioritize fit over volume and care about building relationships, not just closing deals.

More Than a Loan—A Long-Term Ally

The best developers don’t hop from lender to lender for every deal—they build long-term lending 
partnerships that grow with them over time.

When you find the right lender, you gain more than financing:

Faster closings because they know your track record
Better terms as trust is built deal after deal
Access to resources, referrals, and market insights
Support during setbacks, not just silence when things go o�-track

This relationship becomes part of your competitive advantage. While others are scrambling for capital, 
you’ve already got your next deal lined up—with a lender who understands your business and backs your 
vision.

What to Look for in a Lending Partner

Not every lender is the right fit for your project—and that’s okay. What matters is alignment. Look for:

Transparency: Clear terms, no hidden fees, straightforward communication
Speed: Responsiveness in underwriting, draw approvals, and decision-making
Experience: Understanding of your asset class and project type
Flexibility: Willingness to tailor the structure to your needs
Integrity: A reputation for following through and treating borrowers with respect



Above all, look for a lender who sees your deal as a partnership—not a transaction.

Build With the Right People

Real estate can be a lonely game—until you build the right team. When you align yourself with 
trustworthy, experienced, and committed professionals, you reduce risk and increase your capacity to 
grow.

So, take your time. Ask the right questions. And when you find the right lending partner, treat that 
relationship like the asset it is.

Because in this business, you’re not just building property—you’re building trust.



As you close the final chapter of this guide, we want to leave you with some parting thoughts—not just as 
professionals in the lending space, but as partners in your journey toward becoming a successful 
developer and investor.

**Marcos Medeiros, Ph.D.

Co-Founder, Apex4k Capital Lenders**

"Ground-up construction is one of the most rewarding paths in real estate. It challenges your discipline, 
creativity, and problem-solving skills—forcing you to think like a builder, a strategist, and a business 
owner. At Apex4k Capital, we believe in empowering new and experienced developers alike with the 
financial tools to bring bold ideas to life. Private lending isn’t just about money—it’s about alignment, 
partnership, and helping entrepreneurs unlock opportunities that banks can’t see. If you plan diligently, 
manage risk responsibly, and execute with focus, there is no limit to what you can build."

**Hector Castro, M.B.A.

CEO, Hera Private Lending**

"The market rewards those who take decisive action—and in construction, timing is everything. That’s 
why private capital plays such a vital role in this industry. At Hera Private Lending, we work with 
developers every day who are solving real housing shortages, revitalizing neighborhoods, and creating 
generational wealth. This book gives you the framework to structure your first—or next—successful 
project. Remember: your lender is not your obstacle. Choose the right one, and they become your 
greatest asset. Lean into relationships, bring clarity to the table, and treat every deal like your reputation 
is on the line—because it is."

**Lucas Medeiros

Principal, Apex4k Capital Lenders**

"My journey into real estate began like many others—curiosity, ambition, and a desire to build something 
real. What I’ve learned along the way is that you don’t need to be a millionaire or have a perfect 
background to succeed in ground-up development. What you need is education, a reliable team, and the 
courage to start. This guide was written to demystify the lending process and equip you with the tools you 
need to break ground with confidence. At Apex4k, we’re proud to support the next generation of builders 
and investors. The future is yours—go build it."


