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One of the last developable commercial lots in Northwest Crossing, 
an area of exponential growth of both residential, service retail and 
office. Nearly an acre between Skyliners Rd and Lolo Dr which can be 
partitioned.  

This area fosters a live/work/play lifestyle by providing all the amen-
ities of a city, on a smaller scale, within 3 miles of every rooftop.  

Nearby District 2 development and schools. Excellent demographics, 
high traffic counts and extremely low vacancy rates.   

LOT SIZE 0.90 AC 

OFFERING PRICE $1,764,180 

ZONING ME (Mixed Employment) 

UTILITIES In street 

TRAFFIC COUNT 2,552 ADT @ Skyliners Rd 

9,117 ADT @ Lolo Dr & Mt Washington Dr 
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ME (Mixed Employment District) zoning provides a broad mix of uses to offer a variety 
of employment opportunities. This zoning allows for commercial  
businesses and supporting residential in a mixed-use, modern aesthetic. Residential 
units are within easy walking distance to services and employment.   

 

Outright uses include: 
▪ Food and beverage service (without drive-thru) 
▪ Offices and clinics 
▪ Convention center and meeting rooms 
▪ Lodging, short-term rentals 
▪ Hospitals 
▪ Parking 
▪ Daycare 
▪ Government 
▪ Parks and open spaces 
▪ Schools 
▪ Limited multifamily residential 
 
Development standards include: 
▪ 10 ft minimum front yard from street with on-street parking  

(80 ft without on-street parking 
▪ No rear or side yard setbacks  
▪ No maximum lot coverage 
▪ 45 ft maximum building height 
▪ No maximum residential density 
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Average Household Size  2.35 
Median Age:   42.0 
Median Household Income:       $73,000 
 
Neighborhoods: 

▪ City dwellers of large metropolitan 
areas.  

▪ Married couples, primarily with no 
children or single households. Aver-
age household size at 2.35. 

▪ Home ownership average at 68%, 
nearly half (47%) mortgaged 

▪ Primarily single-family homes 
 
Socioeconomic Traits: 

▪ College educated: 48% are gradu-
ates, 77% with some college educa-
tion.  

▪ Higher labor force participation rate 
at 67% with proportionately more 2
-worker households. 

▪ Median household income of 
$73,000 reveals an affluent market 
with income supplemented by in-
vestments and substantial net 
worth. 

▪ Connected and knowledgeable, the 
carry smartphones and use many of 
the features. 

▪ Attentive to price, they use mobile 
coupons.  

 
 
Average Household Size  2.41 
Median Age:   33.0 
Median Household Income:       $54,000 
 
Neighborhoods: 

▪ Located in urban outskirts of large 
metros.  

▪ Home to young, educated, working 
professionals. 

▪ Household type is primarily married 
couples with above average concen-
trations of single parent or single 
person households.  

▪ Average rent mirrors US index.  

▪ Lower vacancy rate is at 8.2% 
 
Socioeconomic Traits: 

▪ Education completed: 35% with 
some college or an associates de-
gree, 33% with a bachelor’s degree 
or higher.  

▪ Labor force of 72% is higher than 
average US rate.  

▪ These consumers are up to date on 
the latest technology.  

▪ They get most of their information 
from the internet.  

▪ Concern about the environment 
impacts their purchasing decisions.  

 

 
 
Average Household Size  2.06 
Median Age:   37.4 
Median Household Income:       $59,200 
 
Neighborhoods: 

▪ There are mostly older, established 
neighborhoods with homes built 
before 1960 

▪ Just over half of the homes are rent-
er occupied. 

▪ Single-person and nonfamily types 
make up over half of all households.  

▪ Median home value and average 
rent are slightly above US levels.   

 
Socioeconomic Traits: 

▪ Consumers research products care-
fully before making purchases.  

▪ They buy natural, green and envi-
ronmentally friendly products. 

▪ Very conscious of nutrition, they 
regularly buy and eat organic foods.  

▪ Cell phones and text messaging are 
a huge part of daily life.  

▪ They place importance on learning 
new things to keep life fresh and 
variable.  

▪ They are interested in the fine arts 
and especially enjoy listening to 
music.  
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High Lakes  

Elementary 

600 Students 

Summit  

High School 

1,523 Students 

Pacific Crest  

Mid School 

717 Students 

Northwest Crossing  

2000+ rooftops 

William E Miller 

Elementary 

559 Students 
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Walt excels in performing portfolio analysis, assessing investment opportunities, evaluating ground-up development and negoti-
ating sales and leases. His capacity to understand goals and risk tolerance has created long-term trusted partnerships with his 
clients. 

Walt's sales, development, and marketing experience enable him to close complex multi-million dollar transactions by differen-
tiating his client's assets from other commercial real estate opportunities. 

“My background as a developer and as a state licensed assistant appraiser sets me apart. I’ve purchased bare dirt and gone ver-
tical. I’ve been in the trenches. I’ve been the one personally guaranteed on a note. I’ve experienced development pressures first
-hand and understand how to perform and build a project under budget, on time or ahead of  
schedule. I’ve been the one doing the lease up and put those leases in place. That experience gives me a unique perspective 
because of all the intricacies that come with constructing something, while keeping in mind the leasability of the product to 
achieve the overall return for my clients and their partners.” –Walt Ramage 

 

A seamless network of brokerages 

actively managed to work  

cohesively across the country,  

sharing their best ideas with a  

singular purpose:  

exceeding clients’ expectations to 5
  


