DISCOVER THE PERFECT OFFICE SPACE TO ELEVATE YOUR BUSINESS IN ROCHESTER, NH.
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The Ridge: Phase Il - Mixed-Use Development

« AVAILABLE OFFICE OPPORTUNITIES: 6,000 SF - 22,500 SF - DELIVERY: Q3/Q4 2025

« OUTPARCELS: Three mixed-use buildings with available 2nd floor office space.  RATE: Contact Broker
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Property Details
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* Located on Route 11, the only road leading to the famed Lakes Region. GLA PHASE 2: 190,000+ SF

OFFICE SPACE: 6,000+ - 22,500+ SF

L[]

 Phase Il includes luxury apartments, restaurants, entertainment, a Beer

i « KEY TENANTS
Cateen anel el - Professional Office
- Restaurants
« Outdoor park area features seasonal entertainment, community events, - Dining
and dining. - Entertainment

- Retail



ELEVATIONS
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2 NORTH ELEVATION
SCALE: 3/32" = 1-0"

1 SOUTH ELEVATION
SCALE: 3/32" = 10"




SITE PLAN

BK:4422 / PG:69 (ACESS EASEMENT)
4422 / PG:72 (EASEMENT)
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FLOOR PLAN

GENERAL FLOOR PLAN NOTES

1. EXIT CONFIGURATIONS SHOWN
ARE PRELIMINARY
SUBJECT TO FURTHER ANALYSIS
UPON RECEIPT OF TENANT
INTERIOR LAYOUTS.

HARRISON FRENCH
T ASSOCIATES. LTD

A
(3]
@ w
7]
<
T
a
5
: w SE |
g [T} =2 |%
7 oz |8
[=] wZ (g
~ 2 |2
o i;*—j e
O} w A
bd |5
F ]
[= 28
T
s
0 )
& |
g
.
‘
J‘ ‘
I
=TT
e s

@] DOGUMENT DATE: Issue Date

<
3
(@)
S
5
<
(@)
O
g
&
/O\
<

@’ 1 \ BUILDING 6,7, & 8 SECOND FLOOR PLAN

A102 ) oo
610G 8
SECOND FLOOR
PLAN

SHEET:
KEY PLAN SCALE: 1= 300 A1 02




OFFICE MARKET PROFILE (10 MILES)

This infographic provides a set of key demographic, market potential and
OFFICE MARKET spending indicators that allow you to quickly understand the market

opportunities and demographics of an area that provide powerful decision- ®
PR OFIL E making insight about office location. @ esr I ‘

68 Farmington Rd, Rochester, New Hampshire,
03867 .
Ring of 3 miles

PROJECTED ANNUAL GROWTH RATE INTERNET ACCESS (INDEX)
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Access to Internet at home Internet at home via high
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LIFESTYLE SPENDING (INDEX) INCOME AND HOME VALUE
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Restaurants Recreation
91 94

Apparel & Services Home Services

h

$81,278 $42,752 $270,531

Median Household Per Capita Income Median Home
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This infographic contains data provided by Esri, Esri-MRI-Simmons, Esri-U.S. BLS. The vintage of the data is 2028, 2023. © 2023 Esri



AREA MAP & HIGHLIGHTS
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ROCHESTER, NEW HAMPSHIRE HIGHLIGHTS

Tax-free New Hampshire status extends the trade area, attracting repeat

shoppers from Maine.

“Gateway to the Lakes Region” and a year-round stop for tourist
destinations such as Lake Winnipesaukee, North Conway and Gunstock

Ski Resort.”

32% increase in traffic counts along the Spaulding Turnpike during peak
travel weekends.

Rochester is the leader in economic growth in NH - home of
300,000 SF Safran/Albany (over 750 employees), and many expanding

business including Sig Sauer, and Laars Heating System:s.

The City of Rochester was featured as a Top 10 Investment Destination
in European CEO Magazine.




MARKET HIGHLIGHTS
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MARKET HIGHLIGHTS

| + 5.3 million people a year drive past The Ridge t
«  3.95 million visitors at the Ridge District: Rochester, NH
«  #3 ranked shopping center in the state of NH

« 216 luxury apartments

+ 6,000 SF lawn for community events, concerts, outdoor movies, family fun!
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CONTACT US FOR MORE

INFORMATION

CHRISTIAN STALLKAMF KATHERINE.GEMMECKE
CSTALLKAMP@BOULOS.COM KGEMMECKE®BOULOS.COM
603.828.3818 CELL 603.427.1333 MA

603.570.2696 DIRECT 403.570.2685 DIREGCT

\\ "\._\ ‘\\ /
AN \ I\

THE BOULOS COMPANY | 1NEW HAMPSHIRE AVENUE, SUITE 207 | 603.427.1333 | WWW.BOULOS.COM

The Ridge is aWaterstone development.

WWAT ERSTONE + :BOULOS THE RIDGE PHASE Il | ROCHESTER, NH 03867

PROPERTIES

COMPANY




AL LICENSy,
oW Re B

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

, As a customer, the licensee with To Become a Client  Clients receive more services
’;’gh;NOW: whom you are working is not than customers. You become a
ou Are a obligated to keep confidential the client by entering into a written
Customer contract for representation as a

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.

seller/landlord or as a
buver/tenant.

As a client, in addition to the customer-level services,

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

provide the following customer-level services:

« Todisclose all material defects known by the licensee ¢  Confidentiality;
pertaining to the on-site physical condition of the real o Loyalty;
estate; o Disclosure;
« Totreat both the buyer/tenant and seller/landlord e Lawful Obedience; and
honestly; . e Promotion of the client's best interest.
+  Toprovide reasonable care and skill e For seller/landlord clients this means the agent will

o To account for all monies received from or on behalf of
the buyer/tenant or seller/landlord relating to the
transaction;

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

o To perform ministerial acts, such as showing property,

preparing, and conveying offers, and providing Client-level services also include advice, counsel,
information and administrative assistance. and assistance in negotiations.

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

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

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

| acknowledge receipt of this disclosure as required by the New Hampshire Real Estate Commission (Pursuant to Rea 701.01).
I understand as a customer | 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)

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 Page |l



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, Xl

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.





