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HOURLY CONSULTATION MODEL 

It is a common misconception that real estate professionals can only help clients when a property transaction occurs.  
Sometimes a property analysis, lease renegotiation or other real estate related issue needs an expert.  I provide hourly 

consulting and project specific services that help my clients make good decisions without breaking the bank. 
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Tug of War 
With mixed news again, surely making mixed emotions as well, the 
real estate climate seems to be stabilizing with a tone of caution.  
While weaker retail spending has been reported for the past three 
quarters and business spending has pulled back, vacancies are 
shrinking across asset classes and rental rates are slowly ticking up 
across the countries.  While most of the recovery can be found in 
Primary Markets, Charleston in experiencing positive trends and 
increased interest from companies hoping to grow and expand.  
Residential recovery is also occurring with Charleston area home 
sales and median prices making steady and sustainable increases for 
the past nine months—since November 2011.  While foreclosures 
and short sales are still very much a reality, new home construction 
appears to be on the rise. 
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Commercial Real Estate Update  

1

Jobs are still lacking as a critical 
component to an Economic Recovery and 
debt concerns abroad have allowed fears to 
rekindle.  Hope is on the horizon for 2013 
for commercial real estate if we can make 
it and residentially, the Charleston Trident 
Association of Realtors report that 972 
homes sold at a median price of 
$205,000 in July; compared to July 
2011, when preliminary figures showed 
829 homes sold at a median price of 
$180,000.  Year-to-date, sales volume 
is 10% higher and the median price 
has increased 2.5% compared to this 
time last year. 5,940 homes have sold 
at a median price of $182,305 thus far 
in 2012. Through July 2011, 5,395 
homes had sold at a median price of 
$177,837.  Inventory has declined 26% 
from a year ago, with 6,328 homes 
currently listed as actively for sale in 
the MLS. Days on market dropped 
below 100 days for the first time since 
December 2008, to an average of 97 
days in July. 

According to the Real Estate 
Research Corporation (RERC) and the 
CCIM Institute’s Investment Trends 
Quarterly Confidence Scale of 10 (10 being 
Excellent), Commercial Real Estate 
Investments (6.0) are outpacing all the 
recovery good news ranking ahead of 
Stocks (4.7), Bonds (4.3) and Cash (4.7) 

The National and Charleston Market Q3 2012 
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supported by the NCREIF Property Index 
Rate of Return for 3 Months at 14.26%.  
Overall there is the perception that 
Commercial Real Estate Investments pose 
more reward than risk and more value than 
market price presently.  Good news indeed. 

Statistically, our National 
Vacancy Rates are improving with 17.3% 
for Office, 9.6% for Industrial, 11% for 
Retail, 5.2% for Multi-Family/Apts and 
49% Occupancy for Hotel Properties.  
Investors across the country are 
experiencing Rates of Return at 8.7% for 
Office, 9.1% for Industrial, 8.3% for 
Retail, 7.6% for Apartments and 10.6% for 
Hotels, while calculating corresponding 
Capitalization Rates of 6.3%, 7.3%, 7.5%, 
6.0% and 6.5% respectively. 

The Charleston Office Market 
(improving) is slightly above 14% in 
vacancy with average rental rates just 
above $17 Triple Net.  The Retail Market 
(improving) in town is 8.4% vacant with 
Downtown boasting a 5.2% vacancy as 
King Street is a national name and even the 
Super Regional Centers are close to 100% 
occupied.  The Industrial Sector 
(improving) is 12.1% vacant. 

Owner-Occupied transactions are 
consistent. Local banks are working 
aggressively to fund deals and some 
investment properties are getting funded. 

 

 

While each investor, user, buyer or 
seller's individual objectives must 
drive real estate decisions; I feel it is 
appropriate to rate asset classes of 
real estate relative to overall 
opportunity in general from Strongest 
to Weakest (10 representing the 
strongest): 
 
7.0 - Apartments  (Cap 5.9%) 
5.7 – Industrial (Cap 7.2%) 
5.6 – Hotels (6.6%) 
5.3 – Retail (Cap 7.4%) 
5.5 – Office (Cap 6.1%) 
 
Buy Ratings 
Apartments  
Industrial 
Hotels 
Owner-Occupied Commercial for Businesses 
Single Family Rentals 
 
Hold Ratings 
Office (Start looking for Buys) 
Retail (Start looking for Buys) 
 
 
VACANCY RATES (% Change): 
Office (CHS) 12% (-2) 
Submarkets: 
Downtown CBD 5% (-3) 
Daniel Island 16% (+3) 
Mount Pleasant 14% (+1) 
North Charleston 15% (-4) 
West Ashley 14% (0) 
 
Industrial (CHS) 15% (+3) 
 
Retail (CHS) 9% (0) 
Submarkets: 
Downtown CBD 7% (+1) 
Berkeley 11% 
Mount Pleasant 8% (+1) 
Super regional (CHS) 1% 
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 For Sale or Lease  
     Do you have any interest in these featured PROPERTIES? 

  Please let me know if you have any contacts that would like to learn more about these properties.   
Thank you for your support. 

     -RESIDENTIAL PROPERTIES FOR SALE- 

OFFICE  - 1073-B JOHNNIE DODDS MOUNT PLEASANT           
Quiet, first floor space with plenty of parking (shared) in warm vanilla box condition. Tenant can quickly prepare this 
space for occupancy. Plenty of windows and convenient to I-526 and downtown as well as Coleman Blvd. 
Neighboring tenant is in medical profession and also quiet tenant. Plenty of places to shop and eat. Space has 
ceiling and drywall in place and power and HVAC is in place. There is a back door exit if a tenant wants a discreet 
way to enter/exit. For Lease at $2,100 per month. 

OFFICE  - 3400-100B SALTERBECK MOUNT PLEASANT        
Executive offices ranging from $375-$950 per month in a great location.  Landlord will pay for electricity, water and 
maintenance.  Offices ranging from 68-203 square feet and ideal for a small operation or anyone simply wanting to 
move a home-based business to the next level.  Walk to eat, shop or home.  Plenty of professional services close by.  
Entire 2,200 Square Feet can also be leased by one tenant. 

OFFICE  - 3400-100C SALTERBECK MOUNT PLEASANT           
Large open floorplan on the second floor allowing light and square footage for your office needs.  Private staircase 
entrance from street level with the ability to have an open work area or the space can be partitioned for offices.  
Ideal for a mortgage company, law office or smaller employer.  This is a Sublease Opportunity. 

OFFICE/RETAIL  - 106 E. DOTY SUMMERVILLE                           
1,444 Square foot business can easily be converted to a retail location, law office, doctor's office or some other 
professional or medical use for an old town feel. Quaint and charming area close to many retailers, restaurants 
and businesses. Foot and car traffic is steady here and in close proximity to major traffic counts and highway 
access point.  For lease at $1,700 per month or for sale at $199,900. 

2451 BERGERON WAY MT PLEASANT $315,000 3BR/2BA 2,110 SQFT                 
This is a well maintained home kept in great condition and improved nicely over the years. A full screened porch 
14'x14' (tile flooring) and accompanying deck give you a great view of the pond. The inside has ceramic tile and 
wood flooring for a clean living space offering both a formal living and dining room. The kitchen has granite 
countertops, tile backsplash and opens up to a kitchen seating area and family room that has gas logs. Upstairs 
has two bedrooms adjoined by a restroom with the larger master bedroom that has a large tub and large walk in 
closet with wood flooring and nicer built in shelves. There is also a very functional Front Room Over the Garage 
(FROG) that has many uses, including a fourth bedroom.  

MIXED USE  - 1335 LEONARD STONEY MOUNT PLEASANT      
This property is ideal for both a commercial and residential user.  Formerly operated as a volunteer home for the 
United Methodist Relief Center, this property has a commercial kitchen and room to sleep up to 16 people.  This 
property would be a great fit for a religious or non-profit organization that desires a retreat type of property or 
work/live program.  A residential user could have a large amount of acreage and a large home just off Rifle Range 
Road with quick access to Seaside Farms.  For sale at $325,000. Bring ALL Offers - Foreclosure 

RESIDENTIAL  – 2001 HUGO AVE.  N. CHARLESTON $139,000                   
Three lots and this building as is included in the listing price. Formerly a neighborhood store inside of a 
residential area with close proximity to I-26, Noisette, Downtown Charleston and the revitalized Park Circle. 
Building has great bones and brick facade being sold as is. Lot for parking at the back of the building and 
three additional VCR Lots will also convey (TMS 466-12-00-381, 466-12-00-383 and 466-12-00-384) all 
with 0.07 acres each. Ideal buyer will be a house of worship, small corner store operator, small multifamily 
developer, home for the elderly/disadvantaged, daycare or community center. 

BUSINESS FOR SALE  - 2576 PLAYERS COURSE DR. MANNING, SC      
Wyboo Plantation lies on the shores of beautiful Lake Marion in the heart of Santee Cooper Country. This 
upscale, gated community is situated on a 650 acre tract that encompasses approximately 500 home sites 
with The Players Course wending its way through the neighborhoods. This excellent 18-hole championship 
golf course is joined by Wyboo Golf Club, designed by architect Tom Jackson and located in the neighboring 
community of Deercreek Plantation. Residents of Wyboo Plantation enjoy membership privileges and personal 
golf cart access to both courses. Waterfront properties and boat slips at two community marinas provide easy 
access to recreational boating, sailing and fishing on Lake Marion. 
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According to Michael Shuman (The Small-Mart Revolution), growing evidence suggests that every dollar spent 
at a locally owned business generates two to four times more economic benefit—measured in income, wealth, 
jobs, and tax revenue—than a dollar spent at a globally owned business. That is because locally owned 
businesses spend much more of their money locally and thereby pump up the so-called economic multiplier. 
Other studies suggest that local businesses are critical to tourism, walk able communities, entrepreneurship, 
social equality, civil society, charitable giving, revitalized downtowns, and even political participation. 
  
Other studies also have proven consistently that locally owned, small business always create more jobs (Small 
Businesses still provide almost half of America’s jobs) and wealth than big, non-locally bases 
businesses.  Small businesses typically have social and environmental benefits as well. 
  
Ask any business owner what aspects of their business that they are most proud of and after 
providing for their families, job creation and relationships rank high on the list. 
  
Real referrals are driven by relationships and the most fruitful part of any networking session is when 
all of the pleasantries have been exchanged and we get down to the “nitty gritty” details of what we do 
and how (the benefits/value we provide) we do it.  
   
Please join us for “B2B Power Hours” and come with the intent to make real connections by meeting all 
participants, explain what type of business you own and what type of new clients/customers you are 
seeking.  “Working the Room” will be expected and comfortable for all attendees given our format.  It will be 
very acceptable to start a conversation with “What do you do?” 
  
We will find the “Networking Sweet Spot” quickly.  You can help efforts by thinking about a purchasing or 
business decision that you will need to make in the next 30-60 days for which you are seeking advice or 
contacts.  We meet (6-7PM) the 2nd Wednesday of every month at O’Brion’s in Mount Pleasant. (I’On 
Location).  Email me if you would like to receive reminders via text and/or email. 

B2B MONTHLY POWER HOURS 

AS ALWAYS, ANY REFERRALS ARE APPRECIATED AS I WANT TO WORK 
WITH FOLKS LIKE YOU, ESPECIALLY IF: 
 

1) YOU ARE AWARE OF ANY HOTELS FOR SALE AS I HAVE BUYERS 
2) YOU KNOW ANY DENTISTS, DENTAL PROFESSIONALS OR 

PHYSICIANS THAT NEED REAL ESTATE ASSISTANCE 
3) YOU HAVE ANY CONTACTS IN THE HOTEL/HOSPTALITY OR 

DENTAL/MEDICAL INDUSTRIES THAT YOU WOULD BE WILLING TO 
INTRODUCE ME FOR NETWORKING PURPOSES AS THESE ARE AREAS 
OF EXPERTISE FOR ME 

4) YOU KNOW HOTEL OWNERS THAT WANT ME TO ANALYZE THEIR 
VALUE AS WE HAVE DEVELOPED A VALUATION TOOL 
 

 

100% Referrals – I want to work with people like you 
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SEAY ADVISORS 
BUSINESS ADVICE & BUSINESS BROKERAGE 
Beyond  real  estate,  businesses  need  to  make 
decisions.    Often  businesses  are  too  close  to  their 
situation and need an independent, objective advisor 
to  assess,  analyze  and  lead  an  organization  to  an 
informed  decision.    Whether  you  are  in  need  of  a 
business  valuation  or  have  a  business  that  you 
would  like  to  buy  or  sell,  I  have  the  ability  to  help 
you. Whether Operations, Management, Marketing or 
Corporate  Culture  Issues  are  limiting  your 
productivity,  solutions  exist  and  the  toughest 
situations  can  be  resolved  which  start  with  a  no 
obligations initial meeting.  People should love work. 
 
REAL ESTATE BROKERAGE SERVICE 
WHY CHOOSE DAVID SEAY AS YOUR REALTOR?  
As  a  former  Financial  Advisor  for  one  of  the world’s 
largest  banks,  I  understand  how  important  other 
people’s assets and investment goals are to them.  By 
leveraging my past business experiences with some of 
the world’s most respected companies and my direct 
life experience as a small business owner as well as a 
commercial  &  residential  property  owner,  I  am 
experienced  to  assist  real  estate  users  and  investors 
as  they  make  informed  real  estate  decisions.    With 
proper  planning,  successful  real  estate  decisions  can 
be  made  in  a  financially  responsible  manner  that 
maximize gain and manage risk.  I also have personal 
experience as both a tenant and a  landlord and have 
seen  both  sides  of  the  equation  and  the  ups  and 
downs  associated  with  each  role,  including  legal 
disputes.    I  have  participated  in  1031  tax  deferred 
property  exchanges  and  sale‐leasebacks  as  well  as 
served  as  a  project  manager,  a  construction 
supervisor and property regime representative. 
 
APPLIED PASSION 
CAN YOU BE HAPPY AT WORK? 
Call me crazy, but I believe that we all have a purpose 
in the workplace.  Some have found it and others 
have not, but organizations should inspire and focus 
on positive things while pursuing profitability.  If your 
company needs to reposition assets, whether human 
or capital, call me today. 

    BUY, LEASE, SELL, EXCHANGE OR INVEST 
      REAL ESTATE & BUSINESS BROKERAGE 
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DAVID SEAY 
Real Estate Broker 

Seay Development, LLC 
(843) 364-6720 Direct 

david@seaydevelopment.com 
www.seaydevelopment.com 

 
 

 
TRANSACTIONS  

I provide commercial real estate 
solutions for small business owners and 
commercial real estate investors.  The 
next time you are leasing, purchasing 
or selling commercial property, please 
contact me for a professional process 
and reliable transaction facilitation. 

 
 
 

INVESTMENT ANALYS IS 
As a CCIM Candidate, I have in-depth 

investment analytical skills that can 
help you reach your commercial real 

estate investment objectives.  If you are 
considering a transaction, I provide 

analytical services at an hourly rate to 
aid your due diligence process prior to 

any transaction. 
 
 
 

COMMISSIONS  
Sellers typically pay real estate 

commissions so make sure a Realtor 
always represents you if you are buying 

or leasing commercial space.  It is in 
your best interest.  A typical 

commission rate is 6 to 10% of the sales 
price.  Hourly consultations are also 

available. 

Seay Development 
 REAL ESTATE BROKERAGE 

Lease – Buy – Sell – Exchange – Invest 
 
A Professional Methodology for Effective Real Estate Decisions is what it takes 
to be successful in commercial real estate today.  Tax laws, the economy and market 
conditions influence the ever-changing commercial real estate world.  That is why I 
believe it is critical that I maintain the highest level of knowledge in all aspects of the 
market.  As a Commercial Realtor and Real Estate Investment Advisor, I work 
diligently to apply my knowledge, analytical skill and direct experience in order to 
benefit my clients.  Please read more here about my focus and feel free to share this 
with anyone you know who might benefit from my commercial real estate solutions. 
 
 
SMALL BUSINESS OWNERS 
The real estate component of any business can be critical to its overall success.  
Small business owners need real estate on many levels.  Whether you are negotiating 
space to lease or hope to buy the ideal location for your primary business operations, 
real estate decisions require proper planning and a Transaction Manager who can 
facilitate your objectives.  I am a small business owner so I know how real estate can 
impact a business.  Make sure that you consider your real estate decision an asset for 
years to come.  It is in your best interest to have professional real estate 
representation.  Contact me the next time you are purchasing, negotiating a lease 
(new contracts or renewals) or selling commercial real estate for small business 
purposes. 
 
REAL ESTATE INVESTORS 
Commercial Real Estate is an unbelievable way to build long-term wealth when the 
asset is properly understood and applied to any portfolio.  When considering a 
commercial real estate investment whether retail, office, industrial, multi-family or 
some other special use, you must fully understand how the property works.  How 
does the property generate income?  How much does it cost to operate the property?  
What is the tenant responsible for and what expenses will the landlord absorb?  A 
detailed analysis is critical before entering into any commercial real estate transaction.  
Contact me when you are ready to buy or sell a property and let’s make sure you are 
seeing the whole picture.  
 
 
ABOUT DAVID SEAY_________________________________________________ 
As a former Financial Advisor for one of the world’s largest banks, I understand how 
important other people’s assets and investment goals are to them.  By leveraging my past 
business experiences with some of the world’s most respected companies and my direct life 
experience as a small business and commercial property owner, it is my passion to assist real 
estate users and investors as they make informed real estate decisions.  With proper planning, 
successful real estate decisions can be made in a financially responsible manner that 
maximizes gain while effectively manages risk. 
 
While I am a Commercial Realtor and Real Estate Investment Advisor, I also have personal 
experience as both a tenant and a landlord.  I have seen both sides of the equation and the ups 
and downs associated with each role.  I have participated in 1031 tax deferred property 
exchanges and sale-leasebacks.  Real estate is a tangible investment I enjoy dealing with and 
serving the real estate needs of my clients is something I look forward to every day. 
 
Contact me the next time you are considering a transaction and let’s make sure your real 
estate is properly positioned to help you meet your investment objectives or grow your small 
business. 
 
 


