nd enerationt Rai
STANDALONE BUILDING

101 Watering St., Tabor City, NC 28463

This 4,000 sqg. ft. facility on the corner of N Lewis St and
Watering Street in the heart of Tabor City, Columbus
County, offers a turnkey opportunity for an
automotive professional or a visionary developer.

Built in 1977, this durable one-story concrete building
is fully equipped for immediate automotive
operations while sitting on a versatile plot with
significant upside.



<40
N Cm

N
R
1

<440
N Cm
-0 Z
<440
N Cm
-0 Z
<40
N Cm
-0 Z
<440
N Cm
-0 Z
<440
N Cm
-0 Z
<40
N Cm
-0 Z
<440
N Cm
-0 Z
<440
N Cm
-0 Z
<40
N Cm
-0 Z
<440
N Cm
-0 Z
<440
N Cm
-0 Z
<40
N Cm
-0 Z
<440
N Cm
-0 Z
<440
N Cm
-0 Z
<40
N Cm
-0 Z

4,000 +/-
.37 Acres

AN OVERVIEW

Zoning

RMST district
Residential Main
Street Transition

District

0.37

ACRE LOT

Zoning:

SELLER AGENT
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SQ FT on

Sq Ft

4,000

Office or retail
building

Year

1977

Year Built

(2I COMMERCIAL

S

To Downtown
Wilmington,
North Carolina

minutes

50

To Myrtle Beach,
South Carolina
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KEY SELLING POINTS

Turnkey 2nd-Auto Repair Shop

« Ready for Business: Features a 4,000 sqg. ft. open floor plan optimized for
workflow.

« Professional Equipment: Includes two installed auto lifts, allowing for immediate
service revenue.

« Prime Location: Positioned in the "Heart of Tabor City," providing high visibility
and easy access for local and regional clientele.

« Durable Construction: Solid one-story concrete block building designed for
industrial longevity.
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SALES PRICE $190,000.00

Sales Price $190,000.00

« SQ FT: 4,000 -/+SQ FT
Retail/Office/Flex on .37 +/- Acres

« Standalone Building
« In the heart of Tabor City

« Zoned RMST
Residential Main Street
Transition District

Great location for Audio Repair
Day care or Medical Offices

* Proximity to Highway 904 and
Business 701

« On the boarder of South and
North Carolina
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RMST ZONING & UDO INFORMATION

Town of Tabor City Jurisdiction

101 Watering St., Tabor City, NC 28463, is in the RMST zoning district.

The property is zoned Residential Main Street Transition District, RMST. In
addition to the Existing use as Auto repair Shop, other uses are listed

below: Athletic fields

Day care

Family Care center
Townhomes
Multifamily

Health Care
Billboard

Swim tennis club
Storage or Office
Pump station

Wireless felecommunications

Town Contact Information:

Josh Ward Jward@taborcity.org
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CENTURY 21 commerciar

WHY INVEST IN TABOR CITY?

Tabor City is currently revitalizing its downtown core through
initiatives like the Business Incubator project and the Tabor
City Town Plan 2040, which prioritizes resilient growth and
investment-friendly infrastructure.

Part of a land use plan is designed to provide an overview of a
community’s existing conditions and physical development. The main
function of the plan is fo serve as a guide to a community’s future
development policy. The goals of a land use plan aim to:

* involve the community in developing a long-term vision,

* address what should be maintained or changed in the future to
achieve that vision, and

* identify future land uses in an overall community-wide context.

SELLER/LANDLORD AGENT
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DEMOGRAPHICS

Demographics

Population
Households
Median Age
Median HH Income

Daytime Employees

Population Growth '24 - '29
Household Growth '24 - '29

1 mile 3 miles
2,961 5,245
1,005 1,750
42 4210
$36,617 $35,034
1,271 1,462

¥ -0.98% $1.66%
¥-0.60% A 2.46%

Traffic

Collection Street Cross Street Traffic Vol Last Measu... Distance
Hickman Road W3rdsStsS 3,414 2025 0.05 mi
Hickman Road Live Oak St S 3,300 2023 0.06 mi
US 701 Business;NC 4 Live Oak St S 3,079 2024 0.06 mi
Hickman Rd E Bell St S 3171 2023 0.10 mi
S Main St E 4th St S 5,944 2025 0.11 mi
Hickman Rd E 5th StN 4,675 2018 0.12 mi
West 4th Street S Main StE 1,00 2023 0.13 mi
NC 410 W 2nd St NE 1,218 2024 0.16 mi
Green Sea Rd W 2nd St NE 1,201 2023 0.16 mi
North Main Street W 5th St S 2,303 2025 0.18 mi

Made with TrafficMetrix® Products
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LOCATION
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NC Disclosure Working with Real Estate Agents

When buying or selling real estate, you may find it helpful to
have a real estate agent assist you. Real estate agents can
provide many usefu services and work with you in different
ways. Insome real estate fransactions, the agents work for
the seller. In others, the seller and buyer may each have
agentfs. And sometimes the same agents work for both the
buyer and the seller. It isimportant for you to know whether
an agent is representing you as your agent or simply
assisting you while acting as an agent of the other party.
This brochure address the various types of agency
relationships that may be available o you. It should help
you decide which relationship you want to have with areal
estate agent. It will also give you useful information about
the various servicesreal estate agents can provide buyers
and sellers, and it will help explain how real estate agents
are paid.

SELLERS
Seller’s Agent

If you are seling real estate, you may want to “list” your
property for sale with areadl estate firm. If so, you will signa
“listing agreement” authorizing the firm and its agents to
represent you in your dealings with buyers are you seller’s
agent. You may also be asked to allow agents from other
firms to help find a buyer for your property.

Be sure toread and understand the listing agreement
before yousignit. Your agent must give you a copy of the
listing agreement after you sign .

Duties to Seller: The listing firm and its agents must: promote
your best interests; be loyal fo you; follow yourlawful
instructions; provide you with material facts that could
influence your deckions; use reasonable skill, care and
diligence; and account for all monies they handle foryou.
Once you have signed the listing agreement, the firm and
its agents may not give any confidential information about
you to prospective buyers or their agents without your
permission so long cs they represent you. But until you sign
the listing agreement, you shoud avoid teling the listing
agent anything you would not want a buyer to know.

Services and Compensation: To help you sell your property,
the listing firm and its agents will offer to perform a number
of services for you. These may include helping you price
your property; advertising and marketing your property;
giving you all required property disclosure forms for you to
complete; negotiating for you the best possible price and
terms; reviewing dll written offers with you; and otherwise
promoting your interests.

SELLER AGENT
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SVP COMMERCIAL,
Century 21 Triangle Group

919 219-9312

mgreen mar m m

For representing you and helping you sell your property,
you will pay the listing firm a sales commission or fee. The
listing agreement must state the amount or method for
determining the sales commission or fee and whether you
will dllow the firm to share its commission with agents
representing the buyer.

Dual Agent: You may even permit the listing firm and its
agents fo represent you and a buyer at the same time. This
"dual agency relationship™ s most ikely to happenif an
agent with your listing firm is working as a buyer’s agent
with someone who wants to purchase your property. If this
occurs and you have not already agreed to a dual
agency relationship inyour listing agreement, your listing
agent will ask you to amend your listing agreement to
permit the agent to act as agent for both you and the
buyer.

It may be difficult for a dual agent o advance the
interests of both buyer and seller. Nevertheless, a dual
agent must treat buyers and sellers fairly and equally.
Although dual agent owes them the same duties, buyers
and sellers can prohibit dual agents from divulging certain
confidential information about them to the other party.

Some firms also offer a form of dual agency called
"designated agency"” where one agent in the firm
represents the seller and another agent represent the
buyer. This option (when available) may dlow each
"designated agent” to more fully represent each party. If
you choose the “dual agency” option, remember that
since a dual agent’s loyalty is divided between parties with
competing interests, it is especially important that you
have a clear understanding of what your relationship is
with the dual agent and what the agent willbe doing for
youin the fransaction.

When buying real estate, you may have several choices as
fo how you want a real estate firm and its agents to work
with you. For example, you may want them to represent
only you (as a buyer’'s agent). You may be wiling for them
fo represent both you and the seller af the same time (as a
dual agent). Or you may agree fo let them represent only
the seller (seler’'s agent or sub agent). Some agents wil
offer you a choice of these services. Others may not.

BUYERS

When buying real estate, you may have several choices as
to how you want a real estate firm and its agents to work
with you. For example, you may want them to represent
only you (as a buyer’'s agent). You may be wiling for them
to represent both you and the seller af the same time (as a
dual agent). Or you may agree to let them represent only
the seller (seler's agent or sub agent). Some agents wil
offer you a choice of these services. Others may not.

© 2019 Century 21 Real Estate LLC. All rights reserved. CENTURY 21 Commercial®, the CENTURY 21 Commercial Logo and C21 Commercial® are registered service
marks owned by Century 21 Real Estate LLC. Century 21 Real Estate LLC fully supports the principles of the Fair Housing Act and the Equal Opportunity Act. Each

office is independently owned and operated. Listing information is deemed reliable butis not guaranteed accurate
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Buyer's Agent

Duties to Buyer: If the real estate firm and its agent
represent you, they must: promote your best interests; be
loydl to you; follow your lawful instructions; provide you with
allmaterial facts that could influence your decisions; use
reasonable skils, care and diligence; and account for all
monies they handle for you. Once you have agreed (either
orally or in writing) for the firm and its agents fo be your
buyer's agent, they may not give any confidential
information about you to sellers or their agents without your
permission so long cs they represent you. But until you make
this agreement with your buyer’'s agent, you should avoid
telling the agent anything you would not want a seler to
know.

Unwritten Agreements: To make sure that you and the real
estate firm have a clear understanding of what your
relationship willbe and what the firm will do for you, you
may want to have a written agreement. However, some
firms may be willing to represent you and assist you fora
fime as a buyer's agent without a written agreement. But if
you decide to make an offer to purchase a particular
property, the agent must obtain a written agency
agreement before writing the offer. If you do not sign it, the
agent can no longer represent and assist you and is no
longer required to keep information about you confidential.

Be sure to read and understand any agency agreement
before yousignit. Once yousignit, the agent must give
you a copy of it.

Services and Compensation: Whether you have a written
agreement or unwritten agreement, a buyer's agent will
perform a number of services for you. There may include
helping you: find a suitable property; arrange financing;
learn more about the property; and otherwise promote
your best inferests. If you have a written agency
agreement, the agent can dlso help you prepare and
submit a written offer to the seller.

A buyer's agent can be compensated in different ways. For
example, you can pay the agent out of your own pocket.
Orthe agent may seek compensation from the seller or
listing agent first but require you to pay if the listing agent
refuses. Whatever the case, be sure your compensation
arrangement with your buyer’s agent is spelled out in a
buyer agency agreement before you make an offer to
purchase property and that you carefuly read and
understand the compensation provision.
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Dual Agent: You may permit an agent or firm to represent
you and the seller at the same time. This “*dual agency
relationship” is most likely to happenif you become
interested in a property listed with your buyer's agent or
the agent’s fim. If this occurs and you have not already
agreed to a dual agency relationship inyour (written or
oral) buyer agency agreement, your buyer's agent will ask
you to amend the buyer agency agreement or sign a
separafe agreement or document permitting him or her to
act as agent for both you and the seller. It may be difficult
to for a dualagent fo advance the interests of both the
buyer and seler. Nevertheless, a dual agent must treat
buyers and sellers fairly and equally. Although the dual
agent owes them the same duties, buyers and sellers can
prohibit dual agents from divulging certain confidential
information about them to the other party.

Some firms also offer a form of dual agency called
"designated dual agency” where one agent in the firm
represents the seller and another agent represents the
buyer. This option (when available) may dlow each
"designated agent” to more fully represent each party.

If you choose the "dual agency” option, remember that
since a dual agent's loyalty is divided between parties with
competing interests, it is especially important that you
have a clear understanding of what your relationship is
with the dual agent and what the agent will be doing for
youin the transaction. This can be accomplished by
putting the arrangement in writing at the earliest possible
fime.

Seller's Agent Working With a Buyer

If the real estate agent or firm that you contact does not
offer buyer agency or you do not want them to act as your
buyer agent, you can still work with the firm and its agents.
However, they will be acting as the seller's agent (or “sub
agent”). The agent can sfillhelp you find and purchase
property and provide many of the same services as a
buyer's agent. The agent must be fair with you and provide
with any “materials facts” (such as a leaky roof) about
properties.

But remember, the agent represents the seller - not you -
and therefore must try fo obtain for the seller the best
possible price and terms for the seler’s property.
Furthermore, a seller's agent isrequired to give the seler
any information about you (even personal, financial or
confidential information) that would help the seller in the
sale of his or her property. Agents must tell you in writing if
they are seller's agents before you say anything that can
help the seller. But untilyou are sure that an agentisnot a
seller’s agent, you should avoid saying anything you do not
want aseller to know.

Seller's agents are compensated by the sellers.

© 2019 Century 21 Real Estate LLC. All rights reserved. CENTURY 21 Commercial®, the CENTURY 21 Commercial Logo and C21 Commercial® are registered service
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