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T HIS  IS  A C ONF IDE NT IAL ME MOR ANDUM intended s olely for your own limited us e in 
cons idering whether to purs ue negotiations  to purchas e 411 E . 17th S treet, C os ta Mes a, C A (the 
“P roperty”).   T he Owner has  retained Newmark G rubb K night F rank (“NG K F ”) as  the exclus ive 
s ales  broker to s ell the P roperty. No other agent or broker is  authorized to offer the P roperty 
unles s  and until that agent or broker has  executed a written agreement with NG K F  and that 
agreement has  been executed by their interes ted purchas er. 

T his  confidential memorandum contains  brief,  s elected information pertaining to the bus ines s  and 
affairs  of the P roperty and has  been prepared by NG K F .  Although this  confidential memorandum 
has  been reviewed by repres entatives  of the Owner, it does  not purport to be all-inclus ive or to 
contain all of the information which a pros pective purchas er may des ire.  Neither the Owner nor 
NG K F , nor any of their partners , officers ,  employees  or agents  have independently verified the 
information contained herein and they are not res pons ible for any errors  or inaccuracies  in the 
information. No repres entation or warranty, expres s  or implied, is  made as  to the accuracy or 
completenes s  of this  confidential memorandum or any of its  contents , or any other written or oral 
communication trans mitted to a pros pective purchas er in the cours e of its  evaluation of the 
propos ed s ale of the P roperty. T here is  no repres entation as  to the environmental condition of the 
P roperty. 

Y ou agree that the memorandum and its  contents  are confidential,  that you will hold and treat it in 
confidence and that you will not dis clos e this  memorandum or its  contents  to any other firm or 
entity without prior written authorization. P hotocopying or other duplication is  prohibited. Y ou will 
us e this  confidential memorandum only for the purpos e of evaluating the pos s ible acquis ition of 
the P roperty. All pros pective purchas ers  agree that they will conduct their own independent 
inves tigation of thos e matters  which they deem appropriate in order to evaluate this  offering. 

Owner and Newmark expres s ly res erve the right at their s ole dis cretion to reject any or all 
propos als ,  offers ,  or expres s ions  of interes t in the P roperty and to terminate dis cus s ions  with any 
party at any time with or without notice. 

T his  confidential memorandum s hall not be deemed a repres entation of the s tate of affairs  of the 
P roperty or imply that there has  been no change in the bus ines s  or affairs  of the P roperty s ince 
the date of preparation of this  memorandum. T he P roperty is  s ubmitted for s ale s ubject to the right 
to make changes  in any of the terms  without notice.
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E XE C UT IV E  S UMMAR Y

• 411 E . 17th S treet is  a 6,420 square foot retail building on 16,552 
square feet of land in C osta Mesa, C A.

• T he P roperty is  well located in a “high demand” retail area that is  
experiencing a retail renaissance.

• T here are few retail lease opportunities .  Local market retail 
vacancy rate is  only 1.7%

• T he P roperty is  tenanted by the highly successful and internationally 
renowned Art of J iu J itsu Academy – www.artofjiujitsu.com.

• T he P roperty is  leased on a fully NNN bas is , with the Landlord 
having no additional financial responsibilities .

• Lease term has  5 years  remaining from March 2017.  R ental 
escalates  annually by 3%.

THE PROPERTY

PRICE: $5,000,000

SIZE: 6,420

SITE SIZE: 16,522

NOI: $201,000

CAP RATE: 4.02%

PRICE/SF: $778

TYPE: Freestanding Retail Building

APN: 425-143-38

PARKING: 23 Spaces
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COSTA MESA
T he C ity of C osta Mesa is  one mile from the 

P acific C oast in the heart of Orange C ounty 

and is  one of C alifornia’s  most eclectic and 

vibrant cities .  T he city is  home to S outh 

C oast P laza, one of the nation’s  largest 

shopping centers , S egerstrom C enter for the 

Arts , and S outh C oast R epertory T heater. 

C osta Mesa is  also the capitol of the action 

sports  industry and the headquarters  for 

companies  such as  Hurley International, 

V olcom, R V C A and P aul F rank Industries . 

T he city’s  diverse dining scene has  earned 

C osta Mesa the award from R and/McNally 

and US A T oday as  being the best small town 

for restaurants  west of the Miss iss ippi R iver. 

C osta Mesa’s  creative bent has  given rise to 

T he Lab and T he C amp, two counter-culture 

retail developments , and the S oC o 

C ollection, a cutting edge, environmentally 

friendly shopping center.

AR E A P HOT OS
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LOC AT ION MAP
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AR T  OF  J IU J IT S U | ME NDE S  B R OS . | 411 E . 17T H S T R E E T , C OS T A ME S A, C A 92072
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AR T  OF  J IU J IT S U | WWW.AR T OF J IUJ UT S U.C OM
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AR T  OF  J IU J IT S U | WWW.AR T OF J IUJ UT S U.C OM
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AE R IAL/P AR C E L MAP
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P R OP E R T Y  DE T AIL R E P OR T
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2016 SUMMARY 1 MILE 2 MILES 3 MILES

P opulation 23,141 140,420 288,171

Households 9,837 56,624 112,740

F amilies 5,203 30,293 63,808

Average Household S ize 2.31 2.42 2.48

Owner Occupied Housing Units 4,188 23,703 53,516

R enter Occupied Housing Units 5,649 32,921 59,225

Median Age 37.7 37.8 37.1

Median Household Income $88,106 $78,943 $80,845

Average Household Income $129,497 $120,925 $119,874

Daytime E mployees 19,406 97,854 271,289

DE MOG R AP HIC S
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WHO ARE WE?
Armed with the motto “you’re only young 
once,” Trendsetters residents live life to its 
full potential. These educated young singles 
aren’t ready to settle down; they do not own 
homes or vehicles and choose to spend their 
disposable income on upscale city living and 
entertainment.  Dressed head to toe in the 
most current fashions, their weeknights and 
weekends are filled discovering local art and 
culture, dining out, or exploring new hobbies. 
Their vacations are often spontaneous, 
packed with new experiences and chronicled 
on their Facebook pages.

OUR NEIGHBORHOOD
• Trendsetters res idents  are s ingles

living alone or with roommates  
or partners .

• Approximately 75% rent in ups cale,
multiunit s tructures .

• High-rent cities  like New Y ork; S an 
F rancis co; C hicago; and Was hington, DC  
are popular among renters  willing to pay 
well above US  average rent.

• C ommuting can take up to an hour;
public trans portation, walking, and
biking are popular; many own no vehicle.

SOCIOECONOMIC TRAITS
• T hes e res idents  are young and well educated;

almos t half have a bachelor’s  degree or more.

• Well paid, with little financial res pons ibility, thes e
cons umers  are s penders  rather than s avers . T hey
s eek financial advice and are already building
their s tock portfolios .

• Image is  important to thes e cons umers . T hey us e
the Internet to keep up with the lates t s tyles  and
trends  and s hop around for good deals .

• Trendsetters res idents  travel often, exploring new
des tinations  and experiences .

• S ocially and environmentally cons cious , they
are willing to pay more for products  that s upport
their caus es .

• Up-to-date on technology, they explore and
exploit all the features  of their s martphones .

• T hey are attentive to good health and nutrition.

LifeMode G roup:  Uptown Individuals

Trendsetters – Ranked #1

Households :  1,264,000

Average Household S ize:  2.10

Median Age:  35.5

Median Household Income:  $51,000  

P S Y C HOG R AP HIC S
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WHO ARE WE?
Urban C hic res idents  are 
profes s ionals  that live a 
s ophis ticated, exclus ive lifes tyle. Half 
of all hous eholds  are occupied by 
married-couple families  and about 
30% are s ingles . T hes e are bus y, 
well-connected, and well-educated 
cons umers —avid readers  and 
moviegoers , environmentally active, 
and financially s table. T his  market
is  a bit older, with a median age of 
almos t 43 years , and growing s lowly, 
but s teadily.

OUR NEIGHBORHOOD
• More than half of Urban Chic households 

include married couples; 30% are singles.
• Average household size is slightly lower at 

2.37.
• Homes range from prewar to recent 

construction, high-rise to single family. Over 
60% of householders live in single-family 
homes; more than one in four live in multiunit 
structures.

• Two-thirds of homes are owner occupied.
• Major concentrations of these neighborhoods 

are found in the suburban periphery of large 
metropolitan areas on the California coast and 
along the East Coast.

• Most households have two vehicles available.  
Commuting time is slightly longer, but 
commuting by bicycle is common.

SOCIOECONOMIC TRAITS
• Well educated, more than 60% of residents hold a 

bachelor’s degree or higher.
• Unemployment rate is well below average at 5%; 

labor force participation is higher at 69%.
• Residents are employed in white collar

occupations—in managerial, technical, and legal 
positions.

• Over 40% of households receive income from 
investments.

• Environmentally aware, residents actively recycle 
and maintain a “green” lifestyle.

• These busy, tech-savvy residents use PCs
extensively for an array of activities such as 
shopping, banking, and staying current—a top 
market for Apple computers.

LifeMode Group:  Upscale Avenues

Urban Chic – Ranked #2

Households:  1,574,000

Average Household Size:  2.37

Median Age:  42.6

Median Household Income:  $98,000  

PSYCHOGRAPHICS
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WHO ARE WE?
T he res idents  of the wealthies t T apes try market, 
Top Tier, earn more than three times the US 
household income. They have the purchasing power 
to indulge any choice, but what do their hearts’ 
desire? Aside from the obvious expense for the 
upkeep of their lavish homes, consumers select 
upscale salons, spas, and fitness centers for their 
personal well-being and shop at high-end retailers 
for their personal effects. Whether short or long, 
domestic or foreign, their frequent vacations spare 
no expense. Residents fill their weekends and 
evenings with opera, classical music concerts, 
charity dinners, and shopping. These highly 
educated professionals have reached their 
corporate career goals. With an accumulated 
average net worth of over 1.5 million dollars and 
income from a strong investment portfolio, many of 
these older residents have moved into consulting 
roles or operate their own businesses.

OUR NEIGHBORHOOD
• Married couples  

without children or 
married couples  with 
older children 
dominate this  market.

• Hous ing units  are 
owner occupied with 
the highes t home
values —and above 
average us e of 
mortgages .

• Neighborhoods  are 
older and located in 
the s uburban
periphery of the larges t
metropolitan areas , 
es pecially along the 
coas ts .

SOCIOECONOMIC TRAITS
• Top Tier is  a highly educated, s ucces s ful cons umer market: more 

than one in three res idents  has  a pos tgraduate degree.

• Annually, they earn more than three times  the US  median 
hous ehold income, primarily from wages  and s alary, but als o 
s elf-employment income and inves tments .

• T hes e are the nation’s  wealthies t cons umers . T hey hire financial 
advis ers  to manage their divers e inves tment portfolios  but s tay 
abreas t of current financial trends  and products .

• S ocially res pons ible cons umers  who aim for a balanced lifes tyle, 
they are goal oriented and hardworking but make time for their 
kids  or grandkids  and maintain a clos e-knit group of friends .

• T hes e bus y cons umers  s eek variety in life. T hey take an interes t 
in the fi ne arts ; read to expand their knowledge; and cons ider the 
Internet, radio, and news papers  as  key media s ources .

• T hey regularly cook their meals  at home, attentive to good 
nutrition and fres h organic foods .

LifeMode G roup:  Affluent E states

Top Tier – Ranked #3

Households :  2,052,000

Average Household S ize:  2.82

Median Age:  46.2

Median Household Income:  $157,000  

P S Y C HOG R AP HIC S
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T he C osta Mesa retail marketplace has  a current inventory of 

8.5 million square feet with a vacancy factor of 1.7%.  R etail 

rents  overall have increased about 10% over the last 24 

months  but rents  along 17th street are at an all-time high.  

C osta Mesa, specifically “E asts ide” C osta Mesa  (principally 

17th S treet) has  evolved into the “place to be” for new, 

innovative and relevant retail uses .  S purred by the G en X 

and Millennial populations , “E asts ide” C osta Mesa has  taken 

on the mantle as  the “hip capital” of Orange C ounty and retail 

rents have skyrocketed! 

COSTA MESA RETAIL RENTAL RATES
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2700 HAR B OR  B LV D., C OS T A ME S A

S ize: 8,118 S F
S ale P rice: $5,037,000
$/S F :  $620.47
Units : 1
S ale Date: 10/22/14
Months  on Market: 3

2700 E . C OAS T  HWY ., C OR ONA DE L MAR

S ize: 8,500 S F
S ale P rice: $5,000,000
$/S F :  $588.24
Units : 6
S ale Date: May 2012
Months  on Market: 3

3224-3250 E . C OAS T  HWY ., C OR ONA DE L MAR

S ize: 7,217 S F
S ale P rice: $7,000,000
$/S F :  $969.93
Units : 1
S ale Date: March 2014
Days  on Market: 2

3800&3810 E . C OAS T  HWY ., C OR ONA DE L MAR  

S ize: 11,526 S F
S ale P rice: $8,364,750
$/S F :  $692.95
Units : 1
S ale Date: S eptember 2015
Days  on Market: -

2711 E . C OAS T  HWY ., C OR ONA DE L MAR

S ize: 13,678 S F
S ale P rice: $8,500,000
$/S F :  $621
Units : 12
S ale Date: J une 2016
Days  on Market: 6

1 2 3

4 5

C OMP AR AB LE  S ALE  T R ANS AC T IONS

3141 E . C OAS T  HWY ., NE WP OR T  B E AC H

S ize: 9,563 S F
S ale P rice: $8,000,000
$/S F :  $836.56
Units : 1
S ale Date: J anuary 2015
Days  on Market: 1

6
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3060 B R IS T OL S T .,  C OS T A ME S A

S ize: 5,700 S F
P rice: $4.00
Leas e T ype:  NNN
Leas e Date: 7/1/15
Months  on Market: N/A

1 2 3

4 5

230 E . 17T H S T .,  C OS T A ME S A

S ize: 3,186 S F
P rice: $3.25
Leas e T ype:  NNN
Leas e Date: 7/27/15
Months  on Market: N/A

103 E . 17T H S T .,  C OS T A ME S A

S ize: 3,477 S F
P rice: $4.25
Leas e T ype:  NNN
Leas e Date: S ept. 15
Months  on Market: N/A

401 E . 17T H S T .,  C OS T A ME S A

S ize: 4,202 S F
P rice: $4.00
Leas e T ype:  NNN
Leas e Date: 4/21/14
Months  on Market: 4

1617 WE S T C LIF F  DR ., NE WP OR T  B E AC H 

S ize: 3,722 S F
P rice: $3.50
Leas e T ype:  NNN
Leas e Date:  As king
Months  on Market: 2

C OMP AR AB LE  LE AS E  T R ANS AC T IONS
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IAN BROWN
Managing Director
C A R E  Licens e #00775650

Newmark G rubb K night F rank
4675 MacArthur C ourt,  S uite 1600
Newport B each, C A 92660
C orporate C A R E  Licens e #01355491

T  949.608.2050
M 949.683.0640 
ibrown@ ngkf.com

Y ears  of E xperience
35 years

Areas  of S pecialization
• R etail S ervices

E ducation
• C alifornia S tate Univers ity of 

F ullerton, B S  in B us ines s  
Adminis tration - Marketing

P rofes s ional B ackground
Ian has  35 years  of commercial real es tate experience and is  continually one of Newmark G rubb K night F rank's  (NG K F ’s ) 
top producers  nationally.  He and his  retail team are experts  in all phas es  of the real es tate cycle from “ground up” concept
to development-leas ing to inves tment-s ales .  He has  “s pearheaded” projects  ranging from neighborhoods  through 
community s hopping centers  to urban entertainment and hos pitality dis tricts . 

Ian, with his  team, repres ents  retail tenants , with a s pecific focus  on res taurants  throughout S outhern C alifornia and the 
United S tates .  T hey have an in-depth real es tate and landlord knowledge in all greater LA B as in markets  to include Los  
Angeles , Orange, S an B ernardino, R ivers ide, V entura, and S an Diego C ounties .

E xperience
1985 – P res ent: Newmark G rubb K night F rank, Newport B each
1980 – 1985: C us hman & Wakefield of C A

Client Property SF Transaction  
Value

Lease/
Sale

Mission Viejo Co. Aliso Viejo Town Center 350,000 $56,000,000 L/S

Koll Company Rancho Santa Margarita 250,000 $50,000,000 S

Katell Development Chesterfield Square, Los Angeles 230,000 $38,000,000 L

Stacked Restaurants LLC Torrance, San Diego, Cerritos, Thousand 
Oaks, Huntington Beach

40,500 $24,650,000 L

Santa Margarita Co. Santa Margarita Town Center 130,000 $22,500,000 L

Zan Marquis French Valley Commons, Riverside 217,800 $21,000,000 S

Masters Trust 3800 & 3810 E. Coast Hwy, CDM 11,526 $8,324,000 S

Masters Trust 2700 E. Coast Hwy, CDM 7,986 $5,000,000 S

Farrell’s Brea, Rancho Cucamonga 6,500 $4,800,000 L

Wells Fargo Trust 26811 Aliso Creek, Aliso Viejo 4,269 $3,800,000 S

Wells Fargo Trust Manufacture Lane, Huntington Beach 10,360 $1,520,000 S

Masters Trust 2711 E. Coast Hwy., CDM 13,670 $8,500,000 S

Professional Recognitions/Affiliations
• International Council of Shopping Centers (ICSC)
• Irvine Company Broker of the Year
• NAIOP Member
• NGKF (Top Retail Producer)

Significant Transactions

TEAM RESUMES
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VANESSA BROWN-POPE
As s ociate Director
C A R E  Licens e #01311341

Newmark G rubb K night F rank
4675 MacArthur C ourt,  S uite 1600
Newport B each, C A 92660
C A R E  Licens e #01355491

T  949.608.2074
M 714.293.0090
vbrown@ ngkf.com

Y ears  of E xperience
17 years

Areas  of S pecialization
• R etail S ervices /T enant R ep

E ducation
• C alifornia S tate Univers ity of Long 

B each – Interpers onal & 
Organizational C ommunications

P rofes s ional B ackground
As  a R etail P roperty S pecialis t with Newmark G rubb K night F rank (NG K F ), V anes s a B rown has  exhibited productivity, 
experience and profes s ionalis m.  S he is  qualified to handle and coordinate all phas es  of real es tate activity: tenant 
repres entation, apprais al,  leas e analys is  and landlord repres entation.  Ms . B rown has  direct experience with unders erved 
markets  and been involved with ground-up retail to inves tment s ale, s it-down QS R s  and tenant rep boutiques  with target 
areas  including Orange C ounty, the Inland E mpire and Los  Angeles .

In 2002 Ms . B rown joined Ian B rown after s erving as  a s ummer intern for four years . Ms . B rown has  es tablis hed 
relations hips  with major owners  and developers  and actively participated on the following projects : Alis o V iejo C ommons , 
Alis o V iejo T own C enter, B ell E agle at C hino Hills  (mixed-us e), B lvd6200 (Hollywood mixed-us e), C as ino S an C lemente 
(mixed-us e), C hes terfield S quare, C hino C enter, Harbor P romenade, Home C enter Murrieta, J amboree P romenade, 
Laguna Niguel P romenade, Imperial P romenade, P laza de la P az, S an J acinto E s planade, T he P ointe at Dana P oint 
T own C enter (mixed us e), T riangle S quare and S avi R anch. 

E xperience
1995 – P res ent: Newmark G rubb K night F rank, Newport B each

Major T rans actions C ompleted

Client Property SF Transaction  Value Lease/Sale

Stacked Restaurants LLC Torrance, San Diego, 
Thousand Oaks, Cerritos, 
Huntington Beach

27,500 $14,650,000 L

Masters Trust 2700 E Coast Hwy, CDM 7,986 $5,000,000 S

Clean Driven 11301 Firestone Blvd.
Norwalk

58,000 $4,455,360 L

Wells Fargo 26811 Aliso Creek, Aliso Viejo 4,269 $3,800,000

Mountain Mikes General 12,500 $3,750,000 L

Farrell’s Rancho Cucamonga, Brea 7,481 & 
6,700

$1,950,000 & 
$2,450,000

S

Aliso Commons Corner, LLC NWC of Aliso Viejo & 73 Fwy. 6,000 $2,433,600 L

The Pint House Orange 4,500 $1,500,000 L

Professional Recognitions/Affiliations
• International Council of Shopping Centers (ICSC)
• “NextGen”: Next Generation Member
• 2009 Power Broker Award, OC Market – CoStar Group
• Commercial Real Estate Women (CREW)

TEAM RESUMES
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NEWMARK GRUBB KNIGHT FRANK’S GLOBAL REACH

• One of the world’s leading real estate service firms

• Global revenues exceeding $1.88 billion 

• More than 370 offices in established and emerging property markets, 
with a global staff of more than 12,800

• Property and/or facility manager for approximately 
508 million square feet

• Comprehensive real estate solutions through an extensive global 
platform of integrated services

COMPREHENSIVE SERVICES

TENANT
REPRESENTATION
SERVICES

OWNER
REPRESENTATION
SERVICES

GLOBAL 
CORPORATE
SERVICES

• S trategic P lanning

• Lease Acquis itions

• Lease Dispos itions

• P rogram and P roject Management

• Leas ing Advisory S ervices
• Investment S ales  and C apital 

Markets
• P roperty Management
• P roject and C onstruction 

Management
• V aluation and Advisory

• G lobal Account Management 

• C onsulting S ervices

• G lobal P rogram Management

• F acilities  Management 

• Lease Administration

NG K F  OV E R V IE W
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P repared B y:

Ian B rown
Managing Director - R etail
C A R E  Licens e #00775650
949.608.2050
ibrown@ ngkf.com

V anes s a B rown-P ope
As s ociate Director - R etail
C A R E  Licens e #01311341
949.608.2074
vbrown@ ngkf.com

4675 MacArthur C ourt,  S uite 1600
Newport B each, C A 92660
C orporate C A R E  Licens e #01355491
949.608.2000

www.ngkf.com

411 E . 17th S treet, C os ta Mes a, C A
CONFIDENTIAL OFFERING MEMORANDUM
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