SALE, LAND LEASE OR
BUILDING LEASE

2136 N Main Street, Fuquay-Varina, NC

Approximately 1,925 SQ FT for Retail, Office,
Institutional, Regional Retail Shopping, Employment
Centers, and Service Uses.

High Visibility - Located right on HWY 401 in Wake
County.
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Almost 1,925 SQ FT on
.84 Acres

AN OVERVIEW

Zoning GC 5q Ft miles

o 1,925

Commercial Office or retail To Downtown Raleigh
District GC building

Year minutes

.84 2006 20

ACRE LOT Year Built To Research Triangle
Park

Property available for Land Lease, Building
Lease or Sale
Zoning:

SELLER/LANDLORD AGENT
MARGUERITE GREENE

SVP COMMERCIAL,
Century 21 Triangle Group

919 219-9312
mgreene@marccom.com

BUYER/TENANT AGENT
~ AKASH JOSHI

\ COMMERCIAL SPECIALIST,
| CENTURY 21 Triangle Group
| conay g (21 COMMERCIAL

ajrealty833@gmail.com



https://online.flippingbook.com/view/1031340238/84-85/
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CENTURY 21 commerciar

Lease Terms

Land Lease: $75,000 Annually
with 1,925 Sq Ft Building on property
(remove to develop)

20-year term plus renewals
Absolute NNN lease

Corporate Guarantee

$75K annually

Building Lease: $57,750 Annually
Base Rent for YR 1

5to 10 years term plus renewals
Absolute NNN lease

SELLER/LANDLORD AGENT Base Rent $30 psf for yr. 1
MARGUERITE GREENE

SVP COMMERCIAL, 3% Annual Escalations
Century 21 Triangle Group
919 219-9312 Corporate Guarantee

mgreene@mar m m

BUYER/TENANT AGENT
AKASH JOSHI
.. COMMERCIAL SPECIALIST,
' CENTURY 21 Triangle Group
| M (984) 319-9106

. : :
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Sales Terms

VT

SELLER/LANDLORD AGENT
MARGUERITE GREENE

SVP COMMERCIAL,
Century 21 Triangle Group
919 219-9312

mgreene@mar m m

BUYER/TENANT AGENT

' AKASH JOSHI

COMMERCIAL SPECIALIST,
CENTURY 21 Triangle Group

| M (984) 319-9106

ajrealty833@gmail.com

Sales Price: $200,000

Proceeds to be used for 1031 Exchange
closing in 2025

$50,000.00 Earnest, applied to purchase

price

Investigation period 90 days

Close 30 days after end of investigation
Additional hard Earnest Deposits for any

extensions. Each additional earnest

deposits applied to purchase price


mailto:mgreene@marccom.com
mailto:ajrealty833@gmail.com
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CENTURY 21 commerciaL

GC & HCO ZONING & UDO INFORMATION

Town of Fuquay-Varina Jurisdiction

2136 N Main Street is in the zoning districts of both General Commercial
(GC) & Highway Corridor Overlay (HCO) district.

The GC Zoning District is intfended for a
mix of nonresidential development of
convenience services, refail, office,
institutional, regional retail shopping,

employment centers, and service uses.

Permitted Use Table, pages 78-89 of

Land Development Ordinance, shows
both uses that are allowed and not
allowed. Most are commercial in nature

and can be found in the Nonresidential

The HCO Zoning District is intended to
encourage and enhance vibrant
commercial corridors immediately
adjacent to significant highways
throughout town while protecting the
transportation capacity of these
roadways through controlled access

points.

The HCO has specific prohibited uses.
The list of Prohibited Uses are on pages
68-69 of the LDO.

Uses categories, found on pages 82-85.

Town Contact Information:

Pam Davison pdavison@fuguay-varina.org


https://online.flippingbook.com/view/1031340238/78-79/
https://online.flippingbook.com/view/1031340238/82-83/
https://online.flippingbook.com/view/1031340238/68/
https://online.flippingbook.com/view/1031340238/68/
mailto:pdavison@fuquay-varina.org
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CENTURY 21 commerciac

FUTURE COMMUNITY VISION LAND USE PLAN

Future Land Use Impacts

This parcel is designated as

Suburban Commercial.

Common types of Suburban

Commercial Uses include:
Multi-tenant Strip Centers
Big Box Stores

Retail
Dining
Entertainment
Hoftel
SELLER/LANDLORD AGENT )
MARGUERITE GREENE Leisure Uses

1 SVP COMMERCIAL,
Century 21 Triangle Group

919 219-9312

mgreene@mar m m

W BUYER/TENANT AGENT
= AKASH JOSHI
| COMMERCIALSPECIALIST,
. CENTURY 21 Triangle Group
! M (984) 319-9106
. .
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SITE MAP

SELLER/LANDLORD AGENT
MARGUERITE GREENE
SVP COMMERCIAL,

BUYER/TENANT AGENT
AKASH JOSHI

COMMERCIAL SPECIALIST,
Century 21 Triangle Group CENTURY 21 Triangle Group  CENTURY 21

919 219-9312 ! M (984) 319-9106 COMMERCIAL
mgreene@marccom.com jreal mail.com Triangle Group
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SITE PHOTOS
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ABOUT FUQUAY-VARINA

Fuquay-Varina is one of North Carolina's fastest growing communities that is well
positioned for investment, growth and development. Strategically located nearby
world-famous Research Triangle Park, Raleigh, Durham and Chapel Hill, Fuquay-
Varina is a prime location for businesses that are looking to locate or expand,
offering companies access to a skilled, qualified and diverse talented workforce;
affordable, flexible, and attractive real estate options; strategic access via a

mulfi-modal tfransportation network; and excellent education options.

Fuquay-Varina boasts of existing industry base, the corporate headquarters of
Fidelity Bank, Bob Barker Company, Southbend, Apex Instruments and InServe
Corporation are all located in this community as well as major manufacturing

facilities for John Deere Turf Care and TE Connectivity.

SELLER/LANDLORD AGENT ¥ BUYER/TENANT AGENT
MARGUERITE GREENE g = AKASH JOSHI
SVP COMMERCIAL, | COMMERCIAL SPECIALIST,

Century 21 Triangle Group A CENTURY 21 Triangle Group
919 219-9312 ! M (984) 319-9106
) .
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DEMOGRAPHICS

DEMOGRAPHICS near 2136 N MAIN ST

1MILE 3 MILE 5 MILE
2024 Total Population 2,988 32,770 93,512
2029 Population 3,299 36,137 103,035
Pop Growth 2024-2029 +10.41% +10.27% +10.18%
Average Age 40 40 39
2024 Total Households 1,078 11,851 32,853
HH Growth 2024-2029 +10.48% +10.25% +10.20%
Median Household Inc $99,518 $95,988 $97,647
Avg Household Size 2.70 2.70 2.80
2024 Avg HH Vehicles 3.00 2.00 2.00
Median Home Value $363,294 $362,001 $348,688
Median Year Built 2006 2005 2004

SELLER/LANDLORD AGENT
MARGUERITE GREENE

SVP COMMERCIAL,
Century 21 Triangle Group
919 219-9312

mgreene@mar m m

BUYER/TENANT AGENT
AKASH JOSHI
COMMERCIAL SPECIALIST,
CENTURY 21 Triangle Group
M (984) 319-9106

. : :
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SELLER/LANDLORD AGENT
MARGUERITE GREENE

SVP COMMERCIAL,
Century 21 Triangle Group
919 219-9312

mgreene@mar m m

BUYER/TENANT AGENT
AKASH JOSHI
COMMERCIAL SPECIALIST,
CENTURY 21 Triangle Group
M (984) 319-9106
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NC Disclosure Working with Real Estate Agents

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

SELLERS
Seller's Agent

If you are selling real estate, you may want to “list” your
property for sale with a real estate firm. If so, you will sign a
“listing agreement” authorizing the fim 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 fo read and understand the listing agreement
before you sign it. Your agent must give you a copy of the
listihng agreement after you sign it.

Duties to Seller: The listing firm and its agents must: promote
your best interests; be loyal to you; follow your lawful
instructions; provide you with material facts that could
influence your decisions; use reasonable skill, care and
diigence; and accountfor al monies they handle for you.
Once you have signed the listihng agreement, the firm and
its agents may not give any confidential information about
you to prospective buyers or their agents without your
permission solong as they represent you. But unfil you sign
the listing agreement, you should 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 fim and its agents wil offer to perform a number
of services for you. These may include helping you price
your property; advertising and marke ting your property;
giving you allrequired property disclosure forms for you to
complete; negofiating for you the best possible price and
terms; reviewing all written offers with you; and otherwise
promotfing your interests.

SELLER/LANDLORD AGENT
MARGUERITE GREENE

SVP COMMERCIAL,
Century 21 Triangle Group

919 219-9312

Forrepresenting 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 allow the firm to share its commission with agents
representing the buyer.

Dual Agent: You may even permit the listing firm and its
agents to represent you and a buyer at the same time. This
“dual agency relationship™ is most likely to happen if 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 aready agreed to a dual
agency relatfionship in your listing agree ment, 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 freat buyers and sellers fairly and equally.
Although dual agent owes them the same duties, buyers
and sellers can prohibit dual agenfs from divulging certain
confidentialinformation about them to the other party.

Some firms also offer a form of dual agency called
"designated agency” where one agentin the firm
represents the sellerand another agent represent the
buyer. This option (when available) may alow 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 espe cially important that you
have a clear understanding of what your relationship is
with the dual agent and what the agent wil be doing for
you in the transaction.

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 willing for them
to represent both you and the seller at the same fime (as a
dualagent). Or you may agree to let them represent only
the seler (seller's agent or sub agent). Some agents will
offer you a choice of these services. Others may not.

BUYERS

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 willing for them
fo represent both you and the seller at the same time (as a
dualagent). Or you may agree to let them represent only
the seler (seller's agent or sub agent). Some agents will
offer you a choice of these services. Others may not.

BUYER/TENANT AGENT
AKASH JOSHI

COMMERCIAL SPECIALIST, CENTURY 21

CENTURY 21 Triangle Group
M (984) 319-9106 COMMERCIAL

mgreene@marccom.com ajrealty833@gmail.com Triangle Group

© 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
officeisindependently owned and operated. Listing information is deemed reliable but is 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 bestinterests; be
loyal to you; follow your lawfulinstructions; provide you with
al material facts that could influence your decisions; use
reasonable skills, care and diigence; and account for all
monies they handle foryou. Once you have agreed (either
orally or in wiiting) for the firm and its agents to be your
buyer's agent, they may not give any confidential
information about you to sellers or their agents without your
permission solong as 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 seller to
know.

Unwritten Agreements: To make sure thatyou and the real
estate firm have a clearunderstanding of what your
relationship will be and what the fim wil do for you, you
may want to have a written agreement. However, some
firms may be willing to represent you and assist you fora
time as a buyer's agent without a written agreement. But if
you decide to make an offerto purchase a particular
property, the agent must obtain a written agency
agreement before writing the offer. If you do not signit, 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 agree ment
before you signit. Once you sign it, the agent must give
you a copy of it.

Services and Compensation: Whether you have a written
agreement or unwritten agreement, a buyers agent will
perform a number of services for you. There may include
helping you: find a suitable property; arrange financing;
leam more about the property; and otherwise promote
your best interests. If you have a written agency
agreement, the agentcan also help you prepare and
submit a writte n 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.
Or the 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
arangement with your buyer’'s agent is spelled outin a
buyer agency agreement before you make an offer to
purchase property and that you carefully read and
understand the compensation provision.

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 lkely to happen if you become
interested in a property listed with your buyer’'s agent or
the agent’s firm. If this occurs and you have not already
agreed to a dual agency relationship in your (written or
oral) buyer agency agreement, your buyer's agent will ask
you to amend the buyer agency agreement orsign a
separate agreement or document permitting him or her to
act as agent for both you and the seller. It may be difficult
to for a dual agent to advance the interests of both the
buyer and seller. Nevertheless, a dual agent must treat
buyers and sellers fairly and equaly. Athough 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 optfion (when available) may alow 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 espe cially important that you
have a clear understanding of what your relationship is
with the dualagent and what the agent wil be doing for
you in the transaction. This can be accomplished by
putting the arrange ment in writing at the e arliest 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 notwant them to act as your
buyer agent, you can still work with the frm and its agents.
However, they wil be acting as the seller's agent (or “sub
agent”). The agent can still help 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 “materialk facts” (such as a leaky roof) about

pro perties.

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

Seller's agents are compensated by the sellers.

SELLER/LANDLORD AGENT
MARGUERITE GREENE
SVP COMMERCIAL,

BUYER/TENANT AGENT
AKASH JOSHI

COMMERCIAL SPECIALIST, CENTURY 21

Century 21 Triangle Group CENTURY 21 Triangle Group
919 219-9312 M (984) 319-9106 COMMERCIAL
mgreene@marccom.com ajrealty833@gmail.com Triangle Group
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