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P R O P E R T Y  O V E R V I E W
Cli�on Glendale Self Storage is located at 4089 Cli�on Glendale Rd
in Spartanburg, SC. The self storage building is a conversion of a
retail building and is expected to be completed in December 2023.
This facility offers 264 climate-controlled units with 31,009 +/- RSF
and 154 outdoor parking spaces. Ameni�es include digital keypad
gate entry, security cameras, exterior ligh�ng, an office, and fencing.

 
Spartanburg, SC has been named the 12th fastest growing metro
area in the US, according to US News & World Report. In addi�on to
the established and new subdivisions in the surrounding areas,
Spartanburg offers a variety of entertainment, recrea�onal ac�vi�es,
dining and shopping. Hatcher Gardens, Cleveland Park, Cro� State
Park, Spartanburg Art Museum, and the Downtown cultural district
are just a few of the many places to visit in this thriving community.

I N V E S T M E N T  H I G H L I G H T S
All Climate-Controlled Units plus Parking

Expected CO in December 2023

Located in a Growing and Thriving Market

Room for Poten�al Expansion

O F F E R I N G  S U M M A R Y

Sale Price: $4,500,000

Price / RSF: $145

Number of Units: 418

Building RSF: 31,009

RSF Nota�on: Per building plans and/or so�ware reports

Lot Size: 8.67 +/- Acres

F I N A N C I A L   E S T I M A T E S
EGI  -   Year 2

NOI  -   Year 2

Cap Rate  -   Year 2

EGI -  Year 3 At Stabiliza�on

NOI -  Year 3 At Stabiliza�on

Cap Rate -  Year 3 At Stabiliza�on

$417,006 

$261,722 

5.82%

$521,835 

$354,808 

7.88%

C L I F T O N  G L E N D A L E  S E L F  S T O R A G E
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C.O. INVESTMENT OPPORTUNITY IN GROWING MARKET
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C O N F I D E N T I A L I T Y  &  D I S C L A I M E R

Midcoast Proper�es, Inc. is the agent of the Seller and its associated state licensees as subagents (together referred to as “Broker”)
represent the seller. Except as indicated herein, no other par�es are or will become agent of or for the Seller in the contemplated
transac�on. Broker will not employ any subagents unless such agents are employed by Broker’s real estate firm. Offers to buy or sell this
property can only be made through the lis�ng agent iden�fied herein.

 

All materials and informa�on received or derived from Midcoast Proper�es, Inc., LLC its directors, officers, agents, advisors, affiliates and/or
any third party sources are provided without representa�on or warranty as to completeness , veracity, or accuracy, condi�on of the
property, compliance or lack of compliance with applicable governmental requirements, developability or suitability, financial performance
of the property, projected financial performance of the property for any party’s intended use or any and all other ma�ers.

 

Neither Midcoast Proper�es, Inc., LLC its directors, officers, agents, advisors, or affiliates makes any representa�on or warranty, express or
implied, as to accuracy or completeness of the any materials or informa�on provided, derived, or received. Materials and informa�on from
any source, whether wri�en or verbal, that may be furnished for review are not a subs�tute for a party’s ac�ve conduct of its own due
diligence to determine these and other ma�ers of significance to such party. Midcoast Proper�es, Inc., LLC will not inves�gate or verify any
such ma�ers or conduct due diligence for a party unless otherwise agreed in wri�ng.

 

EACH PARTY SHALL CONDUCT ITS OWN INDEPENDENT INVESTIGATION AND DUE DILIGENCE.
 

Any party contempla�ng or under contract or in escrow for a transac�on is urged to verify all informa�on and to conduct their own
inspec�ons and inves�ga�ons including through appropriate third party independent professionals selected by such party.  All financial data
should be verified by the party including by obtaining and reading applicable documents and reports and consul�ng appropriate
independent professionals. Midcoast Proper�es, Inc., LLC makes no warran�es and/or representa�ons regarding the veracity,
completeness, or relevance of any financial data or assump�ons. Midcoast Proper�es, Inc., LLC does not serve as a financial advisor to any
party regarding any proposed transac�on. All data and assump�ons regarding financial performance, including that used for financial
modeling purposes, may differ from actual data or performance. Any es�mates of market rents and/or projected rents that may be provided
to a party do not necessarily mean that rents can be established at or increased to that level. Par�es must evaluate any applicable
contractual and governmental limita�ons as well as market condi�ons,vacancy factors and other issues in order to determine rents from or
for the property.

 

Legal ques�ons should be discussed by the party with an a�orney. Tax ques�ons should be discussed by the party with a cer�fied public
accountant or tax a�orney. Title ques�ons should be discussed by the party with a �tle officer or a�orney. Ques�ons regarding the
condi�on of the property and whether the property complies with applicable governmental requirements should be discussed by the party
with appropriate engineers, architects, contractors, other consultants and governmental agencies. All proper�es and services are marketed
by Midcoast Proper�es, Inc., LLC in compliance with all applicable fair housing and equal opportunity laws.

I N S T R U C T I O N S

ALL PROPERTY TOURS MUST BE ARRANGED AT LEAST 48 HOURS IN ADVANCE AND ONLY WITH THE PRIOR APPROVAL OF THE
BROKER. WE ASK THAT YOU DO NOT DISTURB THE ON-SITE PERSONNEL. ALL INQUIRIES SHOULD BE DIRECTED TO THE LEAD
BROKER DOCUMENTED.

 

Please sign and return the appropriate pages of the agency disclosure document found at the end of the OM.
 

Offers should be submi�ed in the form of a Le�er of Intent (LOI) and should include, at a minimum, Offering Price, Earnest Money Deposit,
Due Diligence Time Period, Closing Period, and any substan�al condi�ons or terms.

 

The owner will only consider offers that are submi�ed through its exclusive lis�ng agent, Midcoast Proper�es. The seller reserves the right
to nego�ate with any party at any �me. The seller also reserves the unrestricted right to reject any or all offers.

MIDCOAST PROPERTIES, INC.
AL #106364-0 
GA #H45199  
NC #C12481 
SC #7889

DALE C. EISENMAN
AL #106084-0 
GA #253682 
NC #198276 
SC # 9207

MICHAEL C. MORRISON
AL #106088-0 
GA #360061 
NC #283465 
SC #58247

HAL H. TANNER, III
GA #407685 
NC #318611 
SC #119135

KRIS KNOWLES
AL #132605-0 
GA #379664

MARY SCHUETTE
NC #193025
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Pursuant to South Carolina Real Estate License Law in S.C. Code of Laws Section 40-57-370, a real estate licensee is required to provide you 
a meaningful explanation of agency relationships offered by the licensee’s brokerage firm. This must be done at the first practical 
opportunity when you and the licensee have substantive contact.  
  
Before you begin to work with a real estate licensee, it is important for you to know the difference between a broker-in-charge and 
associated licensees. The broker-in-charge is the person in charge of a real estate brokerage firm. Associated licensees may work only 
through a broker-in-charge. In other words, when you choose to work with any real estate licensee, your business relationship is legally 
with the brokerage firm and not with the associated licensee.  
 
A real estate brokerage firm and its associated licensees can provide buyers and sellers valuable real estate services, whether in the form of 
basic customer services, or through client-level agency representation. The services you can expect will depend upon the legal relationship 
you establish with the brokerage firm. It is important for you to discuss the following information with the real estate licensee and agree on 
whether in your business relationship you will be a customer or a client. 
 

You Are a Customer of the Brokerage Firm 
South Carolina license law defines customers as buyers or sellers who choose NOT to establish an agency relationship. The law requires real 
estate licensees to perform the following basic duties when dealing with any real estate buyer or seller as customers: present all offers in a 
timely manner, account for money or other property received on your behalf, provide an explanation of the scope of services to be 
provided, be fair and honest and provide accurate information, provide limited confidentiality, and disclose “material adverse facts” 
about the property or the transaction which are within the licensee’s knowledge.  
 
Unless or until you enter into a written agreement with the brokerage firm for agency representation, you are considered a “customer” 
of the brokerage firm, and the brokerage firm will not act as your agent. As a customer, you should not expect the brokerage firm or its 
licensees to promote your best interest. 
 
Customer service does not require a written agreement; therefore, you are not committed to the brokerage firm in any way unless a 
transaction broker agreement or compensation agreement obligates you otherwise.  
 

Transaction Brokerage 
A real estate brokerage firm may offer transaction brokerage in accordance with S.C. Code of Laws Section 40-57-350. Transaction broker 
means a real estate brokerage firm that provides customer service to a buyer, a seller, or both in a real estate transaction. A transaction 
broker may be a single agent of a party in a transaction giving the other party customer service. A transaction broker also may facilitate a 
transaction without representing either party. The duties of a brokerage firm offering transaction brokerage relationship to a customer can 
be found in S.C. Code of Laws Section 40-57-350(L)(2). 
 

You Can Become a Client of the Brokerage Firm 
Clients receive more services than customers. If client status is offered by the real estate brokerage firm, you can become a client by 
entering into a written agency agreement requiring the brokerage firm and its associated licensees to act as an agent on your behalf and 
promote your best interests. If you choose to become a client, you will be asked to confirm in your written representation agreement that 
you received this agency relationships disclosure document in a timely manner. 
  
A seller becomes a client of a real estate brokerage firm by signing a formal listing agreement with the brokerage firm. For a seller to 
become a client, this agreement must be in writing and must clearly establish the terms of the agreement and the obligations of both the 
seller and the brokerage firm which becomes the agent for the seller.  
 
A buyer becomes a client of a real estate brokerage firm by signing a formal buyer agency agreement with the brokerage firm. For a buyer 
to become a client, this agreement must be in writing and must clearly establish the terms of the agreement and the obligations of both the 
buyer and the brokerage firm which becomes the agent for the buyer. 
 

http://llronline.com/index.asp
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If you enter into a written agency agreement, as a client, the real estate brokerage has the following client-level duties: obedience, loyalty, 
disclosure, confidentiality, accounting, and reasonable skill and care. Client-level services also include advice, counsel and assistance in 
negotiations.  

Single Agency 
When the brokerage firm represents only one client in the same transaction (the seller or the buyer), it is called single agency. 

 
Dual Agency 

Dual agency exists when the real estate brokerage firm has two clients in one transaction – a seller client and a buyer client. At the time you 
sign an agency agreement, you may be asked to acknowledge whether you would consider giving written consent allowing the brokerage 
firm to represent both you and the other client in a disclosed dual agency relationship. 
 

Disclosed Dual Agency 
In a disclosed dual agency, the brokerage firm’s representation duties are limited because the buyer and seller have recognized conflicts of 
interest. Both clients’ interests are represented by the brokerage firm. As a disclosed dual agent, the brokerage firm and its associated 
licensees cannot advocate on behalf of one client over the other, and cannot disclose confidential client information concerning the price 
negotiations, terms, or factors motivating the buyer/client to buy or the seller/client to sell. Each Dual Agency Agreement contains the 
names of both the seller client(s) and the buyer client(s) and identifies the property. 
 

Designated Agency 
In designated agency, a broker-in-charge may designate individual associated licensees to act solely on behalf of each client. Designated 
agents are not limited by the brokerage firm’s agency relationship with the other client, but instead have a duty to promote the best 
interest of their clients, including negotiating a price. The broker-in-charge remains a disclosed dual agent for both clients, and ensures the 
assigned agents fulfill their duties to their respective clients. At the time you sign an agency agreement, you may be asked to acknowledge 
whether you would consider giving written consent allowing the brokerage firm to designate a representative for you and one for the other 
client in a designated agency. Each Designated Agency Agreement contains the names of both the seller client(s) and the buyer client(s) and 
identifies the property.  

 

It’s Your Choice 
As a real estate consumer in South Carolina, it is your choice as to the type and nature of services you receive.  

• You can choose to remain a customer and represent yourself, with or without a transaction broker agreement. 
• You can choose to hire the brokerage firm for representation through a written agency agreement. 
• If represented by the brokerage firm, you can decide whether to go forward under the shared services of dual agency or 

designated agency or to remain in single agency. 
 
If you plan to become a client of a brokerage firm, the licensee will explain the agreement to you fully and answer questions you may have 
about the agreement. Remember, however that until you enter into a representation agreement with the brokerage firm, you are 
considered a customer and the brokerage firm cannot be your advocate, cannot advise you on price or terms, and only provides limited 
confidentiality unless a transaction broker agreement obligates the brokerage firm otherwise. 
 
The choice of services belongs to you – the South Carolina real estate consumer. 
 
Acknowledgement of Receipt by Consumer: 
 
Signature _____________________________________________    Date ______________ 
 
Signature _____________________________________________    Date ______________ 

THIS DOCUMENT IS NOT A CONTRACT.     
This brochure has been approved by South 
Carolina Real Estate Commission for use in 
explaining representation issues in real 
estate transactions and consumer rights as a 
buyer or seller. Reprinting without 
permission is permitted provided no 
changes or modifications are made. 
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