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I N T R O D U C T I O N

Real property is a finite commodity. It is tangible. You 

can see it, buy it, build on it, and keep it. It will always  

be in demand. The United States alone is projected to  

increase its population by 100 million by  2039. As long 

as  population continues to increase, land will gain   

in value.

As the global population expands, communities will 

continue to sprawl and absorb acreage. Every great 

project starts with a strategic parcel of land. The home-

steader, the speculator, the developer, the end user, 

and the institutional investor are all owners in the timeline 

of a real estate development. What yields the highest 

return along the lifetime of an investment? What is 

the least amount of exposure one can sustain with the 

highest amount of return? We at LandBaron have our 

theories, and over the years these theories have proven 

to be true.

“Buy land, they’re not making it anymore.” 

                                                               -Mark Twain (Samuel Clemens)



I N F O R M A T I O N

Information and foresight are the keys to successful 

real estate investment. At LandBaron, we believe infor-

mation is our most valuable commodity. Our constant 

accumulation and analysis of information enables us  

to stay abreast, and often ahead, of market trends  

occurring in the high demand markets of the Western 

United States.

Our investment portfolio is comprised solely of prop-

erties in the Western United States. After decades of 

living in and investing in the West, we have determined 

that the highest sustainable growth markets are located 

in this fast growing region of the country. We continue  

to track crucial information, such as population growth, 

migratory tendencies, life-style data, development 

trends, construction costs, employment conditions,  

climate, tax structures, quality of life, affordability, 

health care, education, employment growth, and  

governmental infrastructure projects in this region.  

All this information is relative of course, but also  

critical, to determine new investment opportunities  

and ensure the proper timing of asset accrual and 

divestment.

Our analysis at LandBaron is much more than a  

guessing game or plain luck. It is dedicated preparation 

that  meets unique opportunity and involves a  

combination of sophisticated research, analysis of  

public and private industry information. and the  

clinical use of deductive reasoning. This combination 

has proven to be a successful formula for finding  

undervalued real estate  in the ever-changing market.

Interchange Holdings  Las Vegas, NV



I N V E S T M E N T  S T R A T E G Y

LandBaron specializes in identifying and acquiring 

prime investment opportunities. Presently, we are 

seeking strategic positions in pre-development land, 

finished and rough graded residential lots, value- added 

properties, entitled and improved commercial land, 

and other real estate-related investments that include, 

but are not limited to, outdoor signs, options, leasehold 

interests, reversionary landowner rights and joint 

ventures.

Our targeted investment products change with the 

market. During the development boom that began in 

the 1990’s, LandBaron targeted investments situated in 

the path of development. We targeted parcels along  

existing and future primary arterials or within/adja-

cent to successful master-planned communities. We 

have been successful with this investment strategy, 

earning consistent positive returns. We realized these 

gains by closing out the majority of LandBaron’s resi-

dential portfolio prior to 2006, at a time when we felt 

the market was at its zenith. 

The potential to glean returns consistent with our  

record is still possible in today’s investment climate. 

We believe strategic investment positions in pre- 

development land, finished and rough-graded  

residential lots, value- added properties, entitled  

parcels, and improved commercial land  in a position  

to be absorbed (even in a contracting market) will 

prove to be a sound and lucrative strategy.

Aetna Springs 

Resort Project 

Napa Valley, CA



I N G E N U I T Y

LandBaron has successfully completed many profitable transactions by applying unconventional thinking. 

LandBaron is unique in that our portfolio includes investments that are typically overlooked. We have acquired 

property through:

 The ability to discover profitable investments and 

 be present in areas that other real estate investment 

 managers do not know exists;

 Land swaps with Government agencies;

 Non-competitive bidding on Federal lands;

 Contracts for reversionary property ownership 

 rights;

 Purchase of remnant parcels;

 Land Assemblages;

 Eminent Domain;

 Debt replacement;

 Use conversions;

 Location of  absentee land owners; 

 Vacating easements and rights-of-way; and

 Water rights.



 I N V E S T M E N T  H I S T O R Y

Since 1990, the founders of LandBaron have coordinated hundreds of 

transactions that are in excess of $1 Billion by utilizing capital from high 

net worth and institutional investors. We have negotiated with buyers, 

sellers, financial institutions, private lenders, insurance companies, title 

companies, law firms, appraisers, engineers, lobbyists, architects,  

environmentalists, wildlife consultants, government agencies, city  

councils, county commissions, zoning boards, and even protestors  

during that tenure.

Nothing can replace the experience of navigating through the  

challenges of closing a transaction. No two real estate transactions  

are ever the same, however solid experience with the process always 

produces the best results.



 I N F R A S T R U C T U R E

In 1988 the founders of LandBaron Investments, 

Michael Chernine and Randy Black Jr. met at the 

Nevada Title Company. One entered into the escrow 

division and the other into the title department.  

After gaining a fundamental understanding of real 

estate principals, they began investing with private 

funds in 1992 with $100,000 raised from relatives and 

friends. This initial capital was used to purchase a 

parcel adjacent to an assemblage they had orches-

trated for the largest homebuilder in Nevada.  As a 

result of their relationship with this homebuilder, 

they knew the purchased land  would be a critical 

parcel needed for commercial development. That 

investment returned $250,000 in six months and  

set the standard of performance that LandBaron  

still relies on today.

Mike and Randy are Las Vegas natives and thus were 

fortunate to have area insight and well-established 

relationships that provided a clear advantage over 

competing investors during the development boom.

LandBaron continues to place emphasis on community 

knowledge and successful relationships and have, 

over time, assembled a team of educated professionals 

to assist in the friendly infiltration of newly targeted  

areas. The Las Vegas headquarters has a full-time 

staff that includes a designated real estate broker, a 

certified public accountant, a licensed civil engineer, 

a graphic artist, project managers, an office manager, 

an escrow coordinator, research analyst, and several 

administrative assistants. The entire team shares our 

philosophy and enthusiasm for real estate and seeks 

to create and maintain strategic, positive relation-

ships in all our investment markets.

Our team diligently monitors escrow documents, 

completion of all outlined due diligence, closing of 

the acquisition, interim management, and disposition 

of the asset.

LandBaron is well equipped to provide for manage-

ment of an asset and administration of a capital asset.  

Our team is experienced in handling investments 

from 400-square-foot, drive-through coffee kiosks to 

thousand acre master-planned communities.



Target Return Minimums & Exit Strategy Viability

Preliminary Due Diligence,

Submittal of Letter of Intent

Execute Purchase and Sale Agreement

Open Escrow

Contract & Complete Due Diligence

Zoning   |   Engineering   |   Environmental

Complete Tasks / Execute Vision and Enhance Value

Undeveloped

Real Estate

Renegotiate

if Possible

or Drop Deal

Joint

Ventures

Land Baron Clientele 

Direct Owner Contact 

Lending Institutions

Public Record

Internet Searches

Periodicals

Broker Inquiries & Submittals 

Title Company Referrals

Listing Services

Prepare Task List to

Critical Path Completion

Finalize Cost Carry & Improvement Plan

and Complete Corporate Organizational Structure

Acquisition Process

Entitled and

Developed Property

Real Estate

Related Investments

Sell Property for the Highest and Best Use 

at the Most Optimal Time

Close of Escrow / Acquire Asset

Property Acquisition Approval / Disapproval



I N S I G H T

The new market dynamic has altered the identity of those from whom we 

purchase these assets.  In the past, we coordinated with  individual sellers 

and holding companies. The profile of today’s seller is proving to be the 

mortgage holder who is liquidating assets to accomplish regulatory  

compliance or the commercial/residential builder looking to achieve a 

tax benefit by selling property below their costs. These sharply discounted 

properties, when sold, are then re-classified with their reduced basis 

making them an economically feasible purchase option for the end user.

Our relationship with private lenders, banks, public and private home 

builders, developers, and title companies in Nevada and throughout the 

Southwestern United States has forged a market advantage that distinc-

tively allows us to identify and consummate valuable new opportunities 

prior to public knowledge.

Regional Replacement Airport & Beltway Interchange  St. George, UT



LandBaron evaluates approximately 200 real 

estate investment opportunities each month and 

may pursue one, two, or none.  In the current 

market, a majority of our focus is communicat-

ing with banks, homebuilders, developers, and 

hospitality and gaming companies to gather data 

related to distressed inventory. Armed with this 

public and private information, we carefully  

determine which investments will return the 

safest and highest yields while being the most 

desirable as the real estate cycle stabilizes.

Once the management team has decided  

to pursue a parcel, LandBaron negotiates a  

contract, deposits earnest money, and  

commences the underwriting process. The 

results are then condensed and proposed to a 

potential investor.  Our proposals contain  

accumulated data and explain clearly how the  

investment is anticipated to perform. Also  

included are the costs associated with purchase 

and improvement of an investment (a Cost, 

Carry and Improvement Plan or “CCIP”) and an 

analysis explaining why the acquisition would be 

a profitable investment. 

Thereafter, our team mobilizes to accomplish 

the closing and, in the case of improvement 

investments, performs the necessary tasks to 

add value to the parcel. At the inception of the 

analysis, we determine if the property value can 

be increased through hard or soft improvement, 

whether that improvement is zoning, re-zoning, 

assembling, subdividing or engineering, or 

off-site work. These improvements, or their 

absence, can alter the future development  

potential of an investment and subsequently the 

value of the parcel. Entitlements, managed  

properly, can provide the perfect path to immediate 

and higher returns and assist in equity preservation 

as well as enhancement of a project’s life span 

and its cash flow.

 I D E N T I F I C A T I O N

West Valley Assemblage  Phoenix, AZ



I M P A C T

“We simply attempt to be fearful when others are greedy 

and to be greedy only when others are fearful.” 

                                                                          -Warren Buffett

In August of 2007, the United States experienced a  

credit crunch unlike any other in its history, catching 

the community off guard and ill prepared to withstand 

current market conditions. Public home builders are 

today faced with an inventory of overvalued or over-

leveraged single-family and multi-family lots that require 

a positive correction of equal or greater value than  

realized in 2004-2006,  something we believe is unrea-

sonable to expect. This dynamic has created a symbiotic 

relationship for our business model. Publicly traded 

home builders can dispose of their premier assets  

with the highest cost basis at fire-sale prices to investor 

groups, such as LandBaron, while bringing needed cash 

into their companies and writing down the transaction to 

offset gains from earlier profitable years.

It is still  important to realize that location-location- 

location remains an important guideline for acquiring 

real estate. One must be discerning in selecting clean 

properties for one’s portfolio. The property should be 

located within or near successful master-planned  

communities. The property should be in close  

proximity to services, employment bases, and  

transportation routes. It must also be free of legal  

entanglements related to offsite development and  

utility infrastructure responsibilities.



I N C E N T I V E S

2009 will be a buyer’s market. It is important, however, 

to cherry-pick the opportunities and realize that  

purchasing a property for pennies on the dollar does  

not necessarily equate to a sound investment. It has 

been said that it is better to buy a great property at a  

fair price than a fair property at a great price. However, 

in this market, it is possible to buy great properties at 

great prices.

LandBaron is more comfortable seeking properties  

that are not in the public knowledge. This strategy  

limits competitive bidding and allows us to negotiate 

from a position of strength and thus offer deeply  

discounted pricing with short closing times to entice  

the seller to liquidate. Several of our recent purchases 

have been on a basis that equates to free land and paying 

only a percentage of the improvement costs. We will be  

able to  compete effectively at these same basis levels 

even  as the market cycle improves.

The saying “Cash is King” could not be truer than in the  

current market. Capital markets are completely retracted. 

Commercial lenders are taking non-performing loans 

to market at substantial discounts to par. The FDIC is 

auctioning off loans on a 60/40 joint venture program.  

Most public homebuilders across all asset categories are 

liquidating assets, and cutting both staff and overhead 

to hibernate. National home builders are entering bank-

ruptcy and/or leaving the industry. Ironically, never in 

the history of the U.S. has there been more Hedge Fund 

money raised for distressed debt, and yet to this point in 

time, never has so little been deployed. The majority of 

these funds will be used to acquire portfolios of debt that 

call for arduous underwriting to assess the bad from the 

not-as-bad borrower profiles and the underlying assets.



  I N  C O N C L U S I O N

We are always hands-on when managing current holdings or finding 

new opportunities, while remaining at the same time available to our 

clients. To date, land has been a patient and low-maintenance invest-

ment that has proven to be one of the most profitable components of 

our clients’ strategic portfolios.

No matter how you approach present and future investments in  

the current volatile real estate climate, you can put your trust in a 

company that has been through yesterday’s market, is still performing 

in today’s market, and is poised to capitalize on tomorrow’s market.  

That is what LandBaron is prepared to do for you.


