
Mixed-Use Sales, Service & Storage Facility - Prime
Highway Location

I4 acres with highway frontage outlined in blue
I 21,000 sq. ft. facility ready for redevelopment
I $700,000 SC Abandoned Building Rehabilitation Credit
I '1 Mile from Kiwi Marina
I High-visibility Hwy 123 frontage, near Oconee Lanes & retail

Perfect for RV, Tractor, Heavy Equipment, PowerSports, Truck Sa/es, or Rentat Companies (Sunbelt /
United Rentals style).

Financial Snapshot & Pro Forma

lnitial Net lnvestment (after credit) | $OZS,OOO



Phase 2 Expansion (year 3) $450,000
Total Net lnvestment $1.075M

I Year 5 NOt: -$950K
I Valuation at 10o/o Cap Rate: -$9.5MI Equity Muttipte: -8-9xf Multi-industry potential reduces riskI Recurring Boat, RV, Trailer, Car storage cash flowI Long-term equity lift from qedit . fVOl"gio*il.,

lmmediate cash frow. Mutti-industry potentiat. Long-term equity growth.

98 uncovered + 1 00 covered + service dept.
137 uncovered + 100 covered + service dept.

-

191 uncovered + 100 covered + service dept.



hy1yv Storage &_Sales Opportunity in Sunu"r, Se298 By-Pass 123 & 210 Wdrtn Streer
This property is a rare opportunity to create a high-end boat and RV storage facility, dealership, orservice center in a rocation with unmatcheo visin"iiit/ano rtexinitity.

Designed for premium Storage, ldeal for tuxury Boat A-"nV Storage
with over 21'ooo square feet undeiroof and nearly 4 acres of land, this property is built toaccommodate large vehicles with ease. There's ample room for covered or enclosedstorage, varet service, and crimate-controtteJLptions.

" [-ligh-[mpaet Display Area
The elevated frontag-e offers a natural showcase for high-end boats, RVs, or vehicles*perfect for attracting attention from il * nigh*I! uno highlighting premium inventory.o Engineer-ApproveO AuilOing
The structure has been reviewed and approved by,a licensed engineer and is ready forimmediate use' whether for storage, u"rui"", or sales, the hard part is already done.

Visibility and Brand Fresenee, Direet Aeeess and Visibility on By-pass 123
Located on a major corridor wittr consistent tiattic, your operation will benefit fromexceptional visibility and easy access for customers trailering boats or driving motorhomes.o iMonument Signa$e in Flae'e
Professionally instilled signage is already up and ready for branding, saving you iime andcost.

o Room to Expand
lncludes an adjacent parcel with..frontage on worth street, giving you flexibility to expandinto additional services like detailing, .,i.torn bu]lds, or client amenities.

Financia! Advarrtages
" AbandoncrJ.Euilding Tax e redit Eligible

rhis site qualifies for south carolina's"retlntrv approved tax credit program, potentiallyoffering significant savings on rehabilitation *iJo"u"topment costs.o Minirnal earrying eosti
Annual prooe{v tixes are approximately $146, allowing for low overhead while you build outa high-margin business model.

Ideal for:
" High-end boat and RV storage. Premium marine or RV dealJrshipo lndoor/outdoor showroom with customer lounge

o C.oncierge service and detailing center
' Multi-use retair or comrnerciar hub with expansion potentiar
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lnvestor Questions e&A

From: Lee Levandowski (lee@charlotteskiboats.com)

To: afhennes@aol.com

Cc: amanda@charlotteskiboats.com

Date: Tuesday, September 2, ZO25 at 11:25AM EDT

Adrienne
I created this for you for quick answers,

AOL Mail - lnvestor euestions e&A

lnvestor Q&A - seneca Mixed-use Facilit
QI: Does it cash flow?
A: Yes' Even in Year '1, uncovered Boat, RV, Trailer, and car storage generates -$45,600 in netoperating income' with covered storage and service bays addeo iriyJar 3, projected Nol growsto -$862,000, stabilizing near -$950,d00 ,nnrutiy-Oy V"ur. S.

Q2: What is the Cap Rate?
A: At full build-out (Year 5), NOI is proje_cted at -g950,000. At a conservative 1 0o/o caprate, theproperty would be valued around $9.5M That's ,r-, -a-g* equity multiple on the net $1.025Minvested.

Q3: How soon does the investment begin producing in"or";-- -
gJflilrf:?,li:nil:Ef:""i:i:11';"T rli:^:i:::: ,l y.:, 1) provide recurrins month,vcash rrow rrom dav one. Expansion in year s i"""i5ll;;;;fr] Jfilffi;T}|Iij,"flJHXcovered storage.

Q4: What are the risks?
A: Downside risk is rrmited by the $700,000 south carorina Abandoned BuirdingRehabilitation credit, which t"oules net,investoi capitar to sozs,ooti'In y"r, 1. storage demand
SJii: ill{[::,,';F:]", 

and the r*iritv is oesisneJ iJ'murti-inorrt[ r." - reducins reliance on a

Q5: What industries can this property serve?A: The facility is versatile. lt works ftr:
. RV Sales & Service. Tractor i Heavy Equipment Dealership. PowerSports & Truck Sales

: il:yJ3;r*T,"Xfl,9."-T,l1i,-:s 
( S u n be t, U n ited Re nta rs styre)Marine i Boat Deatershi[ i"rigiiri;oncept)

Q6: Why is this location strategic?
A:

. Highway 123-frontage (high visibility).. 1 mile from Kiwi Marina dtrfu feowee., A-acre site with 21,OOO sq. ft. nuifOing. 
-

about: blank
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' surrounded by recreation, residentiar, and retair growth.

Q7: What's the exit strategy?
A: With stabilized NOI near $gS0X and strong demandinvestors can expect resale valuation around $g_10M

for mixed-use storage/service facilities,
at a 10% cap rate.

Q8: How much could it rent for?
A:

. Uncovered Boat/RV/Trailer/Car Storage: $gS_$100/month per space.o 191 spaces at fuil build_out = $tAS:iOO frtbrl.. Covered Storage (12,x40, units): $150_$200)monttr per space.o 100 units = $192,000 NOI).. Service Department (4 bays): -7,680 billable hours/year @ $t 25lhr= $576,000 margin).. Showroom/Facility Lease potential: $B*$1ilsq. ft. annually.o With 21 ,000 sq. ft., that,s $16g,000_SZSi^ObO p", y"ri if leased longterm.
This communication may contain privileged and/or confidential information. lt is intended solely for the use of theaddressee' lf you are not the intended ,.;"ipiunt, you are strility prorribited from oisctosing, copying, distributing or usingany of this information. If you received this'tommunication i, 

"ir!r, 
pi"u;; ;;;tr"t ;;" ."i.,0",- immediarety and destroythe material in its entirety, whether electronL or hard 

"opy, 
ir,i" 

"ommunicatio-n 
may contain nonpubric personalinformation about consumers subject to the restrictions oi tt.," c*-m-Leach-Blir"v h"t. vo, may not direc,y or indirectlyreuse or redisclose such information for any purpose other than to provide the services for which you are receiving theinformation' charlotte Ski Boats rzoa aru;"/#;;iR;i Ir7oor"".uirre, NC 281 1T. (704)s25-6006

about: blank
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,. .."n"T::,,^Tlif:: lI ,nj:1":t (Marine vs. Mutti_tndustry)

298 By Pass Next Steps

From: Lee Levandowski (lee@charlotteskiboats.com)
'io. 

afhennes@aol.com

(.c: amanda@charlotteskiboats.com

l)aie: Tuesday, September 2, 2O2S at 11:32AM EDT

Team we have created some great momentum with our new flyer, potential customers engagedand now backed with financiai-data showing , .rriunt und a 5 yr future state. This is all VERyGOOD.

Below are some next steps and good points for us to stay on to get this property sold. Rememberthis is a great opportunity, ws jusi need to find that plison!

The next moves should do three things: build confidence, narrow the fietd, and createurgency.
Here's how l'd suggest positioning your next steps:

1. Control the Narrative with the Flyer + pro Forma
' You now have a professional i-pug" nv"r il rt ties the vision, location, and numberstogether.

' Your realtor should lead every conversation with this document not just reactively answerquestions.
. This shifts the tone from ,,what 

is this property?,,*_ ,,look 
at this structured, provenopportunity.,,

6 Positioning: "Here's fhe full financial pi.cture, supported by the state credit, with mu1ip* highi:*i:l l':":3;-; y:;'l:;,r:,';" in iv, ,quipi\ii,"ntat, tracto,,, oi po*"r sports, ihis

. some wi, care about,re uoai dearership ;i"i#i;,':,/orr background).' others (likely the strongest buyers) will care *or" about multi-iniustry positioning: RV,rental companies, tractors, power sports.
' Adiust your emphasis depending on who's in front of you but always keep the numbersconsistent (storage + service isales flexibiiityr. l

6 Positioning: "we intentionatty designed this so it isn't singte use. lt flexes between industrieswith equal strength widening your exi{options and ieluring risk.,,

1: B" Ready with Answers to lnvestor euestionsThe ones you'll likely hear next:. "What's my exit strategy?,, -, Cop ra_te story, resale at $g.SM based on NOl.. 
;yJ;S." ff_:.,[!;:::; randscape?,, _+ Hitir.,r,ght scarcity of mixJ use space on Hwy

' "How soon does cash flow start?,, -n Day 1 uncovered storage; year 3 upside withservice + covered storage.

about: blank

1/2
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' "What's my downside risk?" --- Rehab credit lowers capital exposure, and storagedemand is stable across cycles.
6 Positioning: "we've taken downside off the tabte the state covers more than 1/3 of yourcapital. From there, it's about how fast you want to mltaximize rett)rns.,,

4. Create Urgency

;H iff"# r ffi:l iln'#il|ilJ;i vears, but now vou've rerramed it into an opportunity.

' Ask your realtor to set a soft deadline for offers (e.g. "we're moving discussions forwardwith buyers over the next 30 days,,).
' Highlight that multiple parties.are engaged which creates competitive tension.' lnvestors hate missing out ret the reartir i"* on'il.,rt.

n5;: I:ii::,":;y:::2,,:2,!! y:rt,i:u::!?,:,t !h? tabte askins detaited questions rhis isn,t a,,v onAIl lgpassiue listing anymore it's ai ictive oppotlunity that won,t sit.,,

5. Next Tactical Moves
' short'Term (this week): send the flyer to all interested parties; realtor follows up with calls.: Y""j,'jl}T:nlfffl'":,iy::51,^lil{p,i';dy{arkthroushs ror serious buyers' Decision Point (30 days), pu'r,'io'iorJti.,ii""'J'"il;ill;J,yil;lTjii'ijl,,?X[['*-*

ffifl Summary for you & Realtor:

I:J:ll?;$i?,:,:L,:.,:",:ij*ilg tf ilea,it,s to sive investors enough confidence and
X,:n ""r ?il", 9,H,f,: y : li: i, l 

r, 
" 
* ; ,' d, 

,"_ 
";;;"i tfi : 

:,' fi"J;;";' ff iJ,,;l#l ;piece, the sc credit is vour rist<-rlouction hoori, ;;J il;rJ,lllrlLiJ,;ii:-Hi,ff,5i;#;J;!iJXIexpander. s your buyer poolexpander.

This communication may contain privileged and/or confidential information. lt is intended solely for the use of theaddressee' lf you are not the rntenoeJiE"ipi"nt, you are stricity pror,ibited from oiscrosing, copying, distributing or usingany of this information' lf you received tt,i.'.orrnunication rn 
"irlr, 

pr"r." ;;,r;# ."i-,du,^ immediatery and destroythe material in its entirety' whether ut""ironL or hard 
"opv. 

ir,i. 
"ommunicatio-n 

may contain nonpubric personalinformation about consumers subject to the iestrictions bi tr," crrrr-Leach-Bliley h"t. vo, may not directly or indirec,yreuse or redisclose such information for any purpose other than to provide the seivices for which you are receiving theinformation' charlotte Ski Boats rzooEru*l"y school noao N,toolsville, NC 28117.(704)525-6006
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