
258 N Kutch St
Carlton, OR

All 7,525 approx. sq. ft offers a blank canvas
to create something uniquely yours, or a
Turn-key passive income investment.
What was once Light Industrial/Office/Gallery
is currently fitted as Winery/Tasting
rooms/Event space. What’s your vision? 
Busy corner location, offers easy access and
BIG signage opportunities on just over 1/3
acre in the heart of downtown Carlton!

Mary Martin Miller, CCIMMike Morris, Broker
Direct: 971-241-3847 
Mike@MillerConsultingGroup.net 

Owner/Principal Broker 
Direct: 503-740-9200 
Mary@MillerConsultingGroup.net

Information contained herein has been obtained from the owner of the property or other sources that are deemed to be
reliable. There is no reason to doubt the accuracy, but it is not guaranteed 

For  SaleFor Sale

$2,500,000 
Rare Opportunity to own a piece of Historic downtown Carlton!



This building was designed to have
separate suites, or open pass-through
doors for one contiguous business use
i.e.; Think Magnolia Silo’s in Texas – a
charming business compound!
Guests can relax on one of the private
patio spaces in the Courtyard; there is
plenty of space for large catering
events.
Surrounded by restaurants, shops,
tasting rooms, and a bakery – you’re
never far from potential customers!
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Lovingly restored over time, this property includes
original barn doors, stove & smokestack, as well as cedar
trim soffits, glass block windows, and shiplap
appointments.
This property currently has 3 distinct suites, including
two beautifully appointed tasting rooms that are
currently leased.
The largest suite can be reopened to the smaller suites
for easy accessibility throughout its many sections, i.e.,
temp-controlled room, warehouse, and food processing
space, each with commercial-door access.
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A Historic “Jewel” in Wine Country
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In the heart of downtown Carlton there are
numerous dining/winery establishments, including
Ken Wright Cellars, Lavinea Wines, Barking Dog
Tasting Room, Carlton Bakery, Hayward
Restaurant, Cuvee French Restaurant, Tendril Wine
Cellars, and many more.
Easy street and semi-private alley access for
processing, bottling and/or delivery.
This property offers a new chapter for: Brand
Headquarters, Community/Lifestyle Enjoyment, or
reprieve from big city life and commutes.
Imagine your next chapter!

$2,500,000 
Turnkey Industrial Commercial Property
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Proforma and some additional
information available with a signed Non-
Disclosure Agreement.
Schedule a viewing: Contact us today to
schedule a private tour of this unique
space.

Please do not disturb tenants
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3D Tour: https://my.matterport.com/show/?m=m38VKL2kq1R
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EQUAL HOUSING 
OPPORTUNITY 

OREGON REAL ESTATE AGENCY 
DISCLOSURE PAMPHLET OAR 

863-015-215 (4) 

This pamphlet describes agency relationships and the duties and responsibilities of real estate licensees in
Oregon. This pamphlet is informational only and neither the pamphlet nor its delivery to you may be construed to
be evidence of intent to create an agency relationship.

 
Real Estate Agency Relationships 

An "agency" relationship is a voluntary legal relationship in which a real estate licensee (the "agent"), agrees to act
on behalf of a buyer or a seller (the "client") in a real estate transaction. 

Oregon law provides for three types of agency relationships between real estate agents and their clients: 
Seller's Agent - Represents the seller only; 
Buyer's Agent - Represents the buyer only; 
Disclosed Limited Agent - Represents both the buyer and seller, or multiple buyers who want to purchase the
same property. This can be done only with the written permission of both clients.

The actual agency relationships between the seller, buyer and their agents in a real estate transaction must be
acknowledged at the time an offer to purchase is made. Please read this pamphlet carefully before entering into an
agency relationship with a real estate agent.

Duties and Responsibilities of an Agent 
Who Represents Only the Seller or Only the Buyer

Under a written listing agreement to sell property, an agent represents only the seller unless the seller agrees in
writing to allow the agent to also represent the buyer. An agent who agrees to represent a buyer acts only as the
buyer's agent unless the buyer agrees in writing to allow the agent to also represent the seller. An agent who
represents only the seller or only the buyer owes the following affirmative duties to their client, as well as other
parties and their agents involved in a real estate transaction: 

1. To deal honestly and in good faith; 
2. 
3. To present all written offers, notices and other communications in a timely manner whether or not the seller's
property is subject to a contract for sale or the buyer is already a party to a contract to purchase; To disclose
material facts known by the agent and not apparent or readily ascertainable to a party; 

In addition to Nos. 1, 2, and 3, above, an agent who represents only the seller or only the buyer owes the
following affirmative 



 duties only to their client: 
4. To exercise reasonable care and diligence; 
5. To account in a timely manner for money and property received from or on behalf of the client; 
6. To be loyal by not taking action that is adverse or detrimental to the client's interest in a transaction; 
7. To disclose in a timely manner any conflict of interest, existing or contemplated; 
8. To advise the client to seek expert advice on matters related to the transactions that are beyond the agent's
expertise; To maintain confidential information from or about the client except under subpoena or court order,
even after termination of the agency relationship; and 
9. 
10. When representing a seller, to make a continuous, good faith effort to find a buyer for the property, except
that a seller's agent is not required to seek additional offers to purchase the property while the property is subject
to a contract for sale. When representing a buyer, to make a continuous, good faith effort to find property for the
buyer, except that buyer's agent is not required to seek additional properties for the buyer while the buyer is
subject to a contract for purchase or to show properties for which there is no written agreement to pay
compensation to the buyer's agent. 

 
None of the above affirmative duties of an agent may be waived, except #10, which can only be waived by written
agreement between the client and agent. 
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Under Oregon law, a seller's agent may show properties owned by another seller to a prospective buyer and may
list competing properties for sale without breaching any affirmative duty to the seller. Similarly, a buyer's agent
may show properties in which the buyer is interested to other prospective buyers without breaching any
affirmative duty to the buyer. 

Unless agreed to in writing, an agent has no duty to investigate matters that are outside the scope of the agent's
expertise. 

 
For further details, Buyer is encouraged to review the Oregon Property Buyer Advisory at
"http://www.rea.state.or.us/" or at "http://www.oregonrealtors.org". 

Duties and Responsibilities of an Agent 
Who Represents More than One Client in a Transaction 

One agent may represent both the seller and the buyer in the same transaction, or multiple buyers who want to
purchase the same property only under a written "Disclosed Limited Agency" agreement, signed by the seller,
buyer(s) and their agent. 



When different agents associated with the same real estate firm establish agency relationships with different
parties to the same transaction, only the principal broker (the broker who supervises the other agents) will act as a
Disclosed Limited Agent for both the buyer and seller. The other agents continue to represent only the party with
whom the agent already has an established agency relationship unless all parties agree otherwise in writing. The
supervising broker and the agents representing either the seller or the buyer have the following duties to the buyer
and seller: 

1. To disclose a conflict of interest in writing to all parties; 
2. To take no action that is adverse or detrimental to either party's interest in the transaction; and 
3. To obey the lawful instruction of both parties. 

An agent acting under a Disclosed Limited Agency agreement has the same duties to the client as when
representing only a seller or only a buyer, except that the agent may not, without written permission, disclose any
of the following: 

1. That the seller will accept a lower price or less favorable terms than the listing price or terms; 
2. 
3. That the buyer will pay a greater price or more favorable terms than the offering price or terms; or In
transactions involving one-to-four residential units only, information regarding the real property transaction
including, but not limited to, price, terms, financial qualifications or motivation to buy or sell. 

No matter whom they represent, an agent must disclose information the agent knows or should know that failure
to disclose would constitute fraudulent misrepresentation. Unless agreed to in writing, an agent acting under a
Disclosed Limited Agency agreement has no duty to investigate matters that are outside the scope of the agent's
expertise.

You are encouraged to discuss the above information with the agent delivering this pamphlet to you. If
you intend for that agent, or any other Oregon real estate agent, to represent you as a Seller's Agent,
Buyer's Agent, or Disclosed Limited Agent, you should have a specific discussion with him/her about the
nature and scope of the agency relationship. Whether you are a buyer or seller, you cannot make a
licensee your agent without their knowledge and consent, and an agent cannot make you their client
without your knowledge and consent. 
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