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Disclaimer
Capacity Commercial Group, LLC (”Agent”) have been engaged as the exclusive agent for the sale of 2219 – 2231 SE 66th Ave Portland, OR 97215 (the “Property”). 
The Property is being offered for sale in its “as-is, where-is” condition, and Seller and Agent make no representations or warranties as to the accuracy of the information contained in this Offering Memorandum. The 
enclosed materials include highly confidential information and are being furnished solely for the purpose of review by prospective purchasers of the interest described herein. Neither the enclosed materials nor any 
information contained herein is to be used for any other purpose or made available to any other person without the express written consent of Seller. 
The enclosed materials are being provided solely to facilitate the Prospective Purchaser‘s own due diligence for which it shall be fully and solely responsible. The material contained herein is based on information and 
sources deemed to be reliable, but no representation or warranty, express or implied, is being made by Agent or Seller or any of their respective representatives, affiliates, officers, employees, shareholders, partners, 
and directors, as to the accuracy or completeness of the information contained herein. Summaries contained herein of any legal or other documents are not intended to be comprehensive statements of the terms of 
such documents, but rather only outlines of some of the principal provisions contained therein. Neither Agent nor Seller shall have any liability whatsoever for the accuracy or completeness of the information contained 
herein or any other written or oral communication or information transmitted or made available, or any action taken, or decision made by the recipient with respect to the Property. Interested parties are to make their 
own investigations, projections, and conclusions without reliance upon the material contained herein. 
Seller reserves the right, at its sole and absolute discretion, to withdraw the Property from being marketed for sale at any time and for any reason. Seller and Agent each expressly reserves the right, at its sole and 
absolute discretion, to reject any and all expressions of interest or offers regarding the Property and/or to terminate discussions with any entity at any time, with or without notice. This Offering Memorandum is made 
subject to omissions, correction of errors, change of price or other terms, prior sale or withdrawal from the market without notice. Agent is not authorized to make any representations or agreements on behalf of Seller.
Seller shall have no legal commitment or obligation to any interested party reviewing the enclosed materials, performing additional investigation and/or making an offer to purchase the Property unless and until a 
binding written agreement for the purchase of the Property has been fully executed, delivered and approved by Seller, and any conditions to Seller‘s obligations thereunder have been satisfied or waived. 
By taking possession of and reviewing the information contained herein, the recipient agrees that (a) the enclosed materials and their contents are of a highly confidential nature and will be held and treated in the 
strictest confidence and shall be returned to Agent or Seller promptly upon request; (b) the recipient shall not contact employees or tenants of the Property directly or indirectly regarding any aspect of the enclosed 
materials or the Property without the prior written approval of Seller or Agent and (c) no portion of the enclosed materials may be copied or otherwise reproduced without the prior written authorization of Seller or Agent.
If you have no interest in the Property at this time, please destroy or return this Offering Memorandum immediately the exclusive listing brokers.

TABOR TERRACE 
APARTMENTS
2219 – 2231 SE 66th Ave
Portland, OR 97215
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Property Overview

Address 2219 – 2231 SE 66th Ave 
Portland, OR 97215

Sale Price $4,090,000 ($170,417/Unit)

Cap Rate 5.50%

Property Size 19,800 SF

Total Units 24

24-Unit Multifamily 
Investment Opportunity
Capacity Commercial Group is is pleased to exclusively present for 
sale a value-add 24-unit apartment building in Portland’s South 
Tabor Neighborhood.

•	 Value-add 24-Unit Multifamily Investment Opportunity
•	 26 Surface Parking Spaces (1.08 Spaces Per Unit)
•	 Great Location, Steps from Mount Tabor and Warner Pacific University
•	 Spacious 2-Bedroom Units
•	 Absolute Net Lease Apartment Sale with Warner Pacific University as the 

Tenant

3The information contained herein has been obtained from sources deemed reliable. However, Capacity and its agents make no guarantee of accuracy.
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Property Overview

Address 2219 – 2231 SE 66th Ave
Portland, OR 97215

Asset Type Multi-Family Building

Number of Buildings 3

Number of Units 24, 2-bedroom, 1 bath units

Property Size 19,800 SF

Gross Land Area 40,269 SF | 0.92 AC

Parcel ID # R332535

Property Zoning CI1 – Campus Institutional 1 - 
View Online

Property Financials

Sale Price $4,090,000 ($170,417 / Unit)

Cap Rate 5.50%

Lease Term 10 Years NNN

NOI - Year 1 $225,000

Annual Rent Increases 3%

Capacity Commercial Group is pleased to exclusively present 
for sale a value-add 24-unit apartment building in the South 
Tabor Neighborhood.

Historically operating as student housing for Warner Pacific 
University, this property offers convenience for both students 
and those who value proximity to the outdoors, with direct 
access to one of Portland’s most popular parks. It’s also ideally 
located near the retail corridors of SE Division, Hawthorne, 
and Belmont, appealing to renters seeking walkability and 
local amenities.

Backed by a structured 10-year leaseback from Warner Pacific 
University, the property offers stable, long-term cash flow and 
a strong credit tenant. Beyond its immediate income potential, 
the property presents a value-add opportunity through 
renovations and upgrades, positioning it well for significant 
upside and strong returns post-improvement.

4The information contained herein has been obtained from sources deemed reliable. However, Capacity and its agents make no guarantee of accuracy.
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https://www.portland.gov/sites/default/files/code/150-campus-inst-zones_1.pdf
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MT. TABOR NEIGHBORHOOD
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Mt. Tabor is a neighborhood in Portland, Oregon with a population of 11,384. Mt. Tabor 
is in Multnomah County and is one of the best places to live in Oregon. Living in Mt. 
Tabor offers residents an urban suburban mix feel and most residents own their homes. 
In Mt. Tabor there are a lot of bars, restaurants, coffee shops, and parks. Many young 
professionals live in Mt. Tabor and residents tend to be liberal. The public schools in Mt. 
Tabor are highly rated. - Read more about Mt. Tabor on Niche.

Powered by

Map data ©2025 Google Imagery ©2025, Airbus, CNES / Airbus, Maxar Technologies, Metro, Portland Oregon, Public Laboratory, State of Oregon, U.S. Geological Survey, USDA/FPAC/GEO

MT. TABOR PARK
•	 Picnic Area
•	 Play Area
•	 Restroom
•	 Horseshoe Pit
•	 Picnic Shelter
•	 Picnic Table
•	 Playground
•	 Plaza
•	 Outdoor Stage 

•	 Dog Off-leash 
Area

•	 Paths
•	 Basketball 

Court
•	 Tennis Court 

(Lighted)
•	 Volleyball 

Court

A
A- Public Schools C- Cost of Living A+ Health & Fitness

C Housing A+ Night Life A Outdoor Activities

A Good For Families B+ Diversity A Commute

46
Walk Score®

“Car-Dependent”

54
“Bikeable”
Bike Score®

48
“Some Transit”
Transit Score®

Ratings provided by
walkscore.com

SITE
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700+
Students 
(2025-2026)

1937
Founded

Warner Pacific University
Warner Pacific University, founded in 1937 and located in Portland, Oregon, 
is a private Christian institution accredited by the Northwest Commission 
on Colleges and Universities. The university offers a comprehensive portfolio 
of associate, bachelor’s, and graduate degree programs through traditional, 
online, and adult-learning formats, serving a diverse and engaged student 
body. Designated as both a Hispanic-Serving Institution and an Asian 
American and Native American Pacific Islander-Serving Institution, Warner 
Pacific has built a strong reputation for access, affordability, and student 
success, with nearly half of its students being the first in their families to 
attend college.

Warner Pacific’s 10:1 student-to-faculty ratio, coupled with its commitment 
to community engagement and career readiness, ensures graduates 
are well-prepared to make meaningful contributions across professions 
and industries.
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Capacity Commercial Group  |  805 SW Broadway, Suite 600, Portland, OR  |  503-326-9000  |  capacitycommercial.com
2219 – 2231 SE 66th Ave Portland, OR

T
e

n
a

n
t

 P
r

o
f

il
e

TENANT PROFILE

Tenant Profile



Portland’s geographic beauty, economic vibrancy, commitment to sustainability, and rich cultural 
scene, makes it a superb place to work and live.

Its diverse neighborhoods, collaborative spirit, and accessibility makes it a prime destination for 
both residents and businesses. These factors collectively make Portland a compelling choice for 
future investment.

Geography
Nestled at the confluence of the Willamette and 
Columbia Rivers in the Pacific Northwest, Portland, 
Oregon, is a city of diverse nicknames—Bridgetown, 
the City of Roses, Stumptown—all indicative of 
its unique character, rich history, and stunning 
geographic beauty.

Portland stands out as the largest economic and 
population center on the West Coast between San 
Francisco and Seattle. Ranked as the nation’s 26th 
largest Metropolitan Statistical Area (MSA), Portland’s 
vibrant downtown and waterfront serve as the core 
of a metropolitan region hosting more than 2.5 
million people.

Economy
The city has attracted an impressive in-migration of 
technology-centric firms such as Microsoft, Google, 
Mozilla, and Squarespace, alongside organic growth 
from local giants like Nike, Adidas, Intel, and Mentor 
Graphics. This influx has fueled economic growth and 
contributed to record-low unemployment rates.

Known for encouraging entrepreneurship, fostering 
diversity, and promoting sustainability, Portland’s 
eclectic culture draws in talented people who often 
become long-term residents.

Esteemed educational institutions, including Oregon 
Health & Science University (OSHU), Portland State 
University and Reed College, contribute to the city’s 
intellectual capital and education hub identity.

Transit
The city’s compact footprint and commitment to 
urban design provide convenient proximity to down-
town, easy access to Portland International Airport 
(PDX), and a plethora of outstanding amenities.

An extensive streetcar network and bike lanes, in 
addition to TriMet buses and MAX light rail, contribute 
to the overall accessibility of the city. These alternative 
commute options, a preference among young pro-
fessionals, ultimately save time and money for both 
employers and employees in the region.

Life & Culture
Livability and affordability are hallmarks of the 
Portland area, making it an ideal destination for 
those seeking a high quality of life. The region boasts 
abundant natural beauty, a mild climate, and a wide 
variety of housing options. The city’s commitment to 
sustainability, seen in its extensive public transporta-
tion system and eco-friendly urban planning, further 
enhances its overall appeal.

Portland shines as a cultural and artistic hub. A 
thriving artisan culture celebrated through craft 
breweries, distilleries, and coffee roasters emphasizes 
local and handmade products. The city hosts numer-
ous theaters, galleries, and music venues, with the 
Portland Art Museum standing as a testament to its 
commitment to the arts.

Culinary Scene
Culinary excellence and a thriving food scene, aptly 
earning Portland the nickname “Beervana,” fur-
ther contribute to its vibrant cultural identity. And 
let’s not forget the food cart culture—Portland’s 
food carts offer a diverse array of culinary delights, 
representing flavors from around the world scattered 
across the city in food cart pods. Strong commu-
nity engagement is a hallmark, evident in various 
events, farmers’ markets, and festivals that foster a 
close-knit atmosphere.

9The information contained herein has been obtained from sources deemed reliable. However, Capacity and its agents make no guarantee of accuracy.
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The greater Portland-Vancouver-Hillsboro metro area is a West 
Coast cultural and economic hub. It occupies center stage in 
Oregon and southwest Washington’s economic performance.

Historically reliant on timber, fishing and agriculture, the area is 
now known as a hotbed for technology, healthcare, finance, and 
apparel industries.

Often called the “Silicon Forest”, the area enjoys the presence of major infor-
mation and technology companies such as Intel, Hewlett-Packard, Tektronix, 
Siemens, Salesforce, and Boeing.

Healthcare is a major employment driver in the region. Numerous hospitals 
and medical research centers including OHSU, Kaiser Permanente, Providence, 
Legacy Health and PeaceHealth are integral to the physical and economic 
health of the region.

Globally-recognized sports and outdoor performance apparel companies 
such as Nike and Columbia Sportswear are headquartered in the area.

Portland’s proximity to Silicon Valley and Seattle has made it an attractive 
destination for many California and Washington-headquartered technology 
companies to maintain operations in the area with its business-friendly envi-
ronment and growing inventory of class-A office-focused real estate.

https://www.greaterportlandinc.com/research-center/major-employers
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AREA DEMOGRAPHICS

Population 1 MILE 3 MILE 5 MILE

2025 Est. Population 23,563 217,039 514,737

2030 Proj. Population 22,627 211,928 505,913

2020 Census Population 25,059 226,796 516,809

2010 Census Population 22,740 205,758 461,616

Proj. Annual Growth 
2025 to 2030 -0.8% -0.5% -0.3%

Historical Annual Growth 
2010 to 2025 0.2% 0.4% 0.8%

Households & Income

2025 Est. Households 10,414 96,220 228,922

2025 Est. Average HH Income $152,518 $126,908 $124,383

2025 Est. Median HH Income $112,662 $98,191 $94,961

2025 Est. Per Capita Income $67,634 $56,536 $55,630

Businesses

2025 Est. Total Businesses 1,275 13,357 37,544

2025 Est. Total Employees 6,066 85,383 307,240

Demographic Information, Traffic Counts, and Merchant Locations are Provided by REGIS Online at SitesUSA.com | ©2025, Sites USA, 
Chandler, Arizona, 480-491-1112   Demographic Source: Applied Geographic Solutions 05/2025, TIGER Geography - RS1

SITE
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Consumers: This pamphlet describes the legal obligations of 
Oregon real estate licensees to consumers. Real estate brokers 
and principal real estate brokers are required to provide this infor-
mation to you when they first contact you. A licensed real estate 
broker or principal broker need not provide the pamphlet to a party 
who has, or may be reasonably assumed to have, received a copy 
of the pamphlet from another broker.

This pamphlet is informational only. Neither the pamphlet nor its 
delivery to you may be interpreted as evidence of intent to create an 
agency relationship between you and a broker or a principal broker.

Real Estate Agency Relationships
An “agency” relationship is a voluntary legal relationship in which a 
licensed real estate broker or principal broker (the “agent”) agrees to 
act on behalf of a buyer or a seller (the “client”) in a real estate trans-
action. 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 all 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.

Definition of “Confidential Information”
Generally, licensees must maintain confidential information about 
their clients.

“Confidential information” is information communicated to a real 
estate licensee or the licensee’s agent by the buyer or seller of one 
to four residential units regarding the real property transaction, 
including but not limited to price, terms, financial qualifications or 
motivation to buy or sell. “Confidential information” does not mean 
information that:

1.	 The buyer instructs the licensee or the licensee’s agent to 
disclose about the buyer to the seller, or the seller instructs 
the licensee or the licensee’s agent to disclose about the seller 
to the buyer; and

2.	 The licensee or the licensee’s agent knows or should know 
failure to disclose would constitute fraudulent representation.

Duties and Responsibilities of a Seller’s Agent
Under a written listing agreement to sell property, an agent rep-
resents only the seller unless the seller agrees in writing to allow 
the agent to also represent the buyer. 

An agent who represents only the seller owes the following affir-
mative duties to the seller, the other parties and the other parties’ 
agents involved in a real estate transaction:

1.	 To deal honestly and in good faith;
2.	 To present all written offers, notices and other communi-

cations to and from the parties in a timely manner without 
regard to whether the  property is subject to a contract for sale 
or the buyer is already a party to a contract to purchase; and

3.	 To disclose material facts known by the agent and not appar-
ent or readily ascertainable to a party.

A seller’s agent owes the seller the following affirmative duties:
1.	 To exercise reasonable care and diligence;

2.	 To account in a timely manner for money and property 
received from or on behalf of the seller;

3.	 To be loyal to the seller by not taking action that is adverse or 
detrimental to the seller’s interest in a transaction;

4.	 To disclose in a timely manner to the seller any conflict of inter-
est, existing or contemplated;

5.	 To advise the seller to seek expert advice on matters related to 
the transaction that are beyond the agent’s expertise;

6.	 To maintain confidential information from or about the seller 
except under subpoena or court order, even after termination 
of the agency relationship; and

7.	 Unless agreed otherwise in writing, 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 pur-
chase the property while the property is subject to a contract 
for sale.

None of these affirmative duties of an agent may be waived, except 
(7). The affirmative duty listed in (7) can only be waived by written 
agreement between seller and agent.

Under Oregon law, a seller’s agent may show properties owned by 
another seller to a prospective buyer and may list competing prop-
erties for sale without breaching any affirmative duty to the seller.

Unless agreed to in writing, an agent has no duty to investigate 
matters that are outside the scope of the agent’s expertise, includ-
ing but not limited to investigation of the condition of property, the 
legal status of the title or the seller’s past conformance with law.

Duties and Responsibilities of a Buyer’s Agent
An agent, other than the seller’s agent, may agree to act as the buy-
er’s agent only.  The buyer’s agent is not representing the seller, even 
if the buyer’s agent is receiving compensation for services rendered, 
either in full or in part, from the seller or through the seller’s agent.

An agent who represents only the buyer owes the following affir-
mative duties to the buyer, the other parties and the other parties’ 
agents involved in a real estate transaction:

1.	 To deal honestly and in good faith;
2.	 To present all written offers, notices and other communi-

cations to and from the parties in a timely manner without 
regard to whether the property is subject to a contract for sale 
or the buyer is already a party to a contract to purchase; and

3.	 To disclose material facts known by the agent and not appar-
ent or readily ascertainable to a party.

A buyer’s agent owes the buyer the following affirmative duties:
1.	 To exercise reasonable care and diligence;
2.	 To account in a timely manner for money and property 

received from or on behalf of the buyer;
3.	 To be loyal to the buyer by not taking action that is adverse or 

detrimental to the buyer’s interest in a transaction;
4.	 To disclose in a timely manner to the buyer any conflict of 

interest, existing or contemplated;
5.	 To advise the buyer to seek expert advice on matters related to 

the transaction that are beyond the agent’s expertise; 
6.	 To maintain confidential information from or about the buyer 

except under subpoena or court order, even after termination 
of the agency relationship; and

7.	 Unless agreed otherwise in writing, to make a continuous, 
good faith effort to find property for the buyer, except that a 

buyer’s agent is not required to seek additional properties for 
the buyer while the buyer is subject to a contract for purchase.

None of these affirmative duties of an agent may be waived, except 
(7). The affirmative duty listed in (7) can only be waived by written 
agreement between buyer and agent.

Under Oregon law, a buyer’s agent may show properties in which 
the buyer is interested to other prospective buyers without breach-
ing an 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, includ-
ing but not limited to investigation of the condition of property, the 
legal status of the title or the seller’s past conformance with law.

Duties and Responsibilities of an Agent Who Rep-
resents 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 and buyer(s).

Disclosed Limited Agents have the following duties to their clients: 
1.	 To the seller, the duties listed above for a seller’s agent; 
2.	 To the buyer, the duties listed above for a buyer’s agent; and
3.	 To both buyer and seller, except with express written permis-

sion of the respective person, the duty not to disclose to the 
other person:

a.	 That the seller will accept a price lower or terms less favorable 
than the listing price or terms;

b.	 That the buyer will pay a price greater or terms more favor-
able than the offering price or terms; or

c.	 Confidential information as defined above.
Unless agreed to in writing, an agent has no duty to investigate 

matters that are outside the scope of the agent’s expertise.
When different agents associated with the same principal broker 

(a real estate licensee who supervises other agents) establish 
agency relationships with different parties to the same transaction, 
only the principal broker 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 agents have already established an 
agency relationship unless all parties agree otherwise in writing. 
The principal real estate broker and the real estate licensees repre-
senting either seller or buyer shall owe the following duties to the 
seller and buyer:

1.	 To disclose a conflict of interest in writing to all parties;
2.	 To take no action that is adverse or detrimental to either par-

ty’s interest in the transaction; and
3.	 To obey the lawful instructions of both parties.

No matter whom they represent, an agent must disclose informa-
tion the agent knows or should know that failure to disclose would 
constitute fraudulent misrepresentation.

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

NICHOLAS G. DIAMOND
Principal Broker  |  Licensed in OR & WA
503-222-2655  |  ndiamond@capacitycommercial.com

RILEY M. HENDERSON, MRED
Senior Associate Broker  |  Licensed in OR & WA
503-975-9301  |  riley@capacitycommercial.com

Michael Horter
Associate Broker  |  Licensed in OR
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