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FOR SUBLEASE |  13,516± SF CLASS A OFFICE SPACE 
45 SOUTH MAIN STREET, CONCORD, NH 03301

PROPERTY OVERVIEW
The Boulos Company is pleased to present 45 South Main Street in Concord, New Hampshire. Located just six blocks from the 

New Hampshire State House, this 69,000± SF office building has 13,516± SF available for sublease on the lower level. The space 

features 27± offices, conference rooms, lab space, open areas, cafeteria and in-suite restrooms. There are up to 41 parking spaces 

available included in the sublease. 

Built in 2013, 45 South Main Street offers a polished image with state-of-the-art infrastructure, voice and data fiber optics, high-

speed internet access, elegant lobby and common area finishes. Located near all downtown amenities and state government 

offices, the property offers easy highway access from points north and south, and is just minutes from Interstates 93, 293 & 89.

•  Highly visible location with public transportation nearby

•  Access to all downtown amenities

•  Up to 41 parking spaces available

•  Quick highway access to Interstates 93, 393 & 89, 

•  Sublease available through Oct. 31, 2027

•  Lease Rate: Negotiable
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LOWER LEVEL FLOOR PLAN — 13,516± SF

PHOTOS
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ECONOMIC OVERVIEW
Concord is the capital of New Hampshire and is centrally located in the south-central part of the state. Concord is a city where 
historical heritage meets modern economic vitality. Its diverse economic base, growing technology sector, and commitment to 
quality of life make it an attractive place for businesses and 
residents alike. Whether you are looking to start a business, 
advance your career, or simply enjoy a vibrant community, 
Concord offers a promising future.

DIVERSE ECONOMIC BASE 
Concord boasts a diverse economy that includes government 
services, healthcare, education, retail, and manufacturing. As 
the state capital, government and public administration play a 
significant role in the local economy, providing stability and a 
plethora of employment opportunities. 
 
SUPPORTIVE BUSINESS ENVIRONMENT
Concord’s local government is committed to supporting business development and economic growth. Numerous programs 
and initiatives are in place to assist new and existing businesses, including tax incentives, grants, and support services from 
organizations like the Greater Concord Chamber of Commerce. 

HEALTHCARE AND EDUCATION 
Healthcare and education are cornerstones of Concord’s economy. The healthcare sector not only offers high-quality medical 
services but also drives innovation and research, attracting skilled professionals from across the region. The city hosts several 
higher education institutions, including the University of New Hampshire School of Law, fostering a well-educated workforce 
and contributing to the local economy through academic and research initiatives
 
RETAIL AND COMMERCIAL ACTIVITY
Concord’s vibrant downtown area is a bustling commercial hub, featuring a mix of local businesses, retail stores, restaurants, 
and cultural attractions. The revitalized downtown area has become a focal point for both residents and visitors, offering a 
dynamic shopping and dining experience. Additionally, Concord’s strategic location along major highways makes it an attractive 
destination for retail and commerce.
 
QUALITY OF LIFE AND WORKFORCE
Concord’s high quality of life is a significant asset in attracting and retaining a talented workforce. The city offers excellent 
schools, abundant recreational opportunities, and a strong sense of community. Affordable housing and a relatively low cost of 
living compared to larger metropolitan areas further enhance its appeal.
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2023 DEMOGRAPHICS 2 MILES 5 MILES 10 MILES

POPULATION 21,627 46,339 95,553

MEDIAN AGE 41.2 42.4 43.3

AVERAGE INCOME $78,206 $93,401 $100,580

NO. OF HOUSEHOLDS 9,183 18,709 37,880

CONTACT US MICHAEL TAMPOSI
Broker | Partner 
+1 603.333.1333   D
+1 603.315.4348  C 
mtamposi@boulos.com

ROGER DIEKER
Managing Broker | Partner 
+1 603.333.1333   D
+1 603.540.8315  C 
rdieker@boulos.com

CHRISTOPHER HEALEY
Broker | Partner 
+1 603.333.1333   D
+1 603.475.1235   C 
chealey@boulos.com

NICK DENISCO
Associate 
+1 603.333.1333   D
+1 978.239.8128  C 
ndenisco@boulos.com

©2024 Boulos Holdings, LLC d/b/a The Boulos Company. All rights reserved. This information has been obtained from sources believed reliable, but has not been verified for accuracy 
or completeness. You should conduct a careful, independent investigation of the property and verify all information. Any reliance on this information is solely at your own risk. The Boulos 
Company and The Boulos Company logo are service marks of The Boulos Company, Inc. and Boulos Holdings, LLC.  All other marks displayed on this document are the property of their 
respective owners. Photos herein are the property of their respective owners. Use of these images without the express written consent of the owner is prohibited.
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LOCATION



State of New Hampshire 
OFFICE OF PROFESSIONAL LICENSURE AND CERTIFICATION 

DIVISION OF LICENSING AND BOARD ADMINISTRATION 
7 Eagle Square, Concord, NH 03301-4980 

Phone: 603-271-2152 

BROKERAGE RELATIONSHIP DISCLOSURE FORM 
(This is Not a Contract)

This form shall be presented to the consumer at the time of first business meeting, prior to any discussion of confidential information 

To check on the license status of a real estate firm or licensee use the licensee look up at oplc.nh.gov 
Inactive licensees may not practice real estate brokerage. 8/18/17 P a g e  | 1

For important information about your choices in real estate relationships, please see page 2 of this disclosure form. 

I acknowledge receipt of this disclosure as required by the New Hampshire Real Estate Commission (Pursuant to Rea 701.01). 
I understand as a customer I should not disclose confidential information. 

Name of Consumer (Please Print) Name of Consumer (Please Print) 

Signature of Consumer Date Signature of Consumer Date 

Provided by: Name & License # Date (Name and License # of Real Estate Brokerage Firm) 

________________consumer has declined to sign this form 
(Licensees Initials) 

Right Now, 
You Are a 
Customer 

As a customer, the licensee with 
whom you are working is not 
obligated to keep confidential the 
information that you might share with 
him or her. As a customer, you 
should not reveal any confidential 
information that could harm your 
bargaining position. 

As a customer, you can expect a real estate licensee to 
provide the following customer-level services: 

• To disclose all material defects known by the licensee
pertaining to the on-site physical condition of the real
estate;

• To treat both the buyer/tenant and seller/landlord
honestly;

• To provide reasonable care and skill;
• To account for all monies received from or on behalf of

the buyer/tenant or seller/landlord relating to the
transaction;

• To comply with all state and federal laws relating to real
estate brokerage activity; and 

• To perform ministerial acts, such as showing property,
preparing, and conveying offers, and providing
information and administrative assistance.

To Become a Client Clients receive more services
than customers. You become a 
client by entering into a written 
contract for representation as a 
seller/landlord or as a 
buyer/tenant.

As a client, in addition to the customer-level services, 
you can expect the following client-level services 

• Confidentiality;
• Loyalty;
• Disclosure;
• Lawful Obedience; and
• Promotion of the client’s best interest.
• For seller/landlord clients this means the agent will

put the seller/landlord’s interests first and work on
behalf of the seller/landlord.

• For buyer/tenant clients this means the agent will
put the buyer/tenant’s interest first and work on 
behalf of the buyer/tenant. 

Client-level services also include advice, counsel, 
and assistance in negotiations. 



 
 
 

Types of Brokerage Relationships commonly practiced in New Hampshire 

SELLER AGENCY (RSA 331-A:25-b) 
 

A seller agent is a licensee who acts on behalf of a seller or landlord in the sale, exchange, rental, or 
lease of real estate. The seller is the licensee’s client, and the licensee has the duty to represent the 
seller’s best interest in the real estate transaction. 

 

BUYER AGENCY (RSA 331-A:25-c) 
 

A buyer agent is a licensee who acts on behalf of a buyer or tenant in the purchase, exchange, rental, 
or lease of real  estate. The buyer is the licensee’s client, and the licensee has the duty to represent 
the buyer’s best interests in the real estate transaction. 

 

SINGLE AGENCY (RSA 331-A:25-b; RSA 331-A:25-c) 
 

Single agency is a practice where a firm represents the buyer only, or the seller only, but never in the 
same transaction. Disclosed dual agency cannot occur. 

 

SUB-AGENCY (RSA 331-A:2, XIII) 
 

A sub-agent is a licensee who works for one firm but is engaged by the principal broker of another 
firm to perform  agency functions on behalf of the principal broker’s client. A sub-agent does not 
have an agency relationship with the customer. 

 

DISCLOSED DUAL AGENCY (RSA 331-A:25-d) 

A disclosed dual agent is a licensee acting for both the seller/landlord and the buyer/tenant in the 
same transaction with the knowledge and written consent of all parties. 

The licensee cannot advocate on behalf of one client over another. Because the full range of duties 
cannot be delivered to both parties, written informed consent must be given by all clients in the 
transaction. 

A dual agent may not reveal confidential information without written consent, such as: 
1. Willingness of the seller to accept less than the asking price. 
2. Willingness of the buyer to pay more than what has been offered. 
3. Confidential negotiating strategy not disclosed in the sales contract as terms of the sale. 
4. Motivation of the seller for selling nor the motivation of the buyer for buying. 

DESIGNATED AGENCY (RSA 331-A:25-e) 
 

A designated agent is a licensee who represents one party of a real estate transaction and who 
owes that party client-level services, whether or not the other party to the same transaction is 
represented by another individual licensee associated with the same brokerage firm. 

 

FACILITATOR (RSA 331-A:25-f) 
 

A facilitator is an individual licensee who assists one or more parties during all or a portion of a real 
estate transaction without being an agent or advocate for the interests of any party to such 
transaction. A facilitator can perform ministerial acts, such as showing property, preparing and 
conveying offers, and providing information and administrative assistance, and other customer-
level services listed on page 1 of this form. This relationship may change to an agency relationship 
by entering into a written contract for representation, prior to the preparation of an offer. 

 

ANOTHER RELATIONSHIP (RSA 331-A:25-a) 
 

If another relationship between the licensee who performs the service and the seller, landlord, 
buyer or tenant is intended, it must be described in writing and signed by all parties to the 
relationship prior to services being rendered. 

 


