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AUTOMOTIVE PROPERTY BUYER & TENANT GUIDE

The right location.
A stronger next chapter.
A practical guide for automotive operators buying, leasing,

relocating or expanding into their next property.

THE STARTING POINT

Start with your business. Then the site.
The right property should support how you operate, the customers you want to reach and the capital you need to grow. Before

touring locations, define your requirements and the economics of the move. A familiar automotive use does not automatically

make a site right for your business.

01 Your Operation

Define your service mix, bay count,

equipment, vehicle storage and

staffing needs. Separate what you

must have on opening day from

what you may need as you grow.

02 Your Customers

Map where customers live or work,

how they reach you and where

competitors operate. Consider

visibility, convenient access and the

effect of a move on existing

customers.

03 Your Capital

Set a total project budget covering

the property, equipment,

improvements and opening costs.

Preserve working capital for delays,

staffing and the time needed to build

revenue.

THREE PERSPECTIVES ON VALUE

A location that works on every level.
Operating Fit

A useful layout can support more efficient

work and a better customer experience.

We compare access, bays, parking and

conversion costs against the way your

business actually operates.

Market Opportunity

Traffic alone does not create customers.

We evaluate the trade area, competition

and referral opportunities to help you

identify locations aligned with your

service offering and growth goals.

Real Estate Value

Look beyond your occupancy. We assess

land, location, adaptability and demand

from future users. Buyers should consider

resale potential; tenants should weigh

flexibility and the value of their

improvements.

A property can fit your operation and still be the wrong deal. Compare its total cost, approval requirements and long-term
options before committing. Strong site selection connects business performance with real estate fundamentals.
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EVALUATE BEFORE YOU COMMIT

An automotive address is only a start.
Dealerships, collision centers, repair shops, service centers, used auto sales and car washes have different requirements.

Automotive land may need substantial improvements before it can open. Confirm the proposed operation, the condition of the

site and the cost of making it work.

Test The Daily Operation

• Customer access and drop-off

• Service bays and equipment clearances

• Vehicle storage and delivery routes

• Power, water, drainage and ventilation

• Visibility, signage and nearby demand

01 Zoning and Licensing

Confirm that your specific activities are permitted, including sales, repairs, painting, washing and outdoor storage. Check

occupancy, signage and operating approvals. Do not assume the prior operator’s licenses transfer or cover your business;

verify requirements and timing with the responsible authorities.

02 Building and Site Capacity

Inspect doors, ceiling heights, lifts, slab suitability, electrical service, ventilation and drainage. Test parking, tow-truck access

and vehicle queues at busy periods. Obtain realistic improvement estimates and confirm who owns existing equipment

before treating it as part of the transaction.

03 Environmental Due Diligence

Investigate tanks, waste oil, solvents, floor drains, spills and prior uses. Engage an environmental professional early to scope

a Phase I assessment and any further work. Confirm report timing, reliance and lender requirements; an old report or

absence of visible problems is not enough.

04 Environmental Deal Terms

Environmental findings can affect financing, insurability, cost and future marketability. With counsel and specialists, define

investigation access, cleanup obligations and rights if results are unacceptable. For a lease, document starting conditions

and responsibility for pre-existing issues; a contract alone does not eliminate regulatory exposure.

05 Underlying Value and Flexibility

Review title, easements, flood exposure and physical constraints. Compare alternative automotive users and future

demand, not just your own projected revenue. Test expansion or conversion ideas before paying for them; zoning, utilities

and approvals can limit what the site may become.

The purchase price or rent is only part of the commitment. Environmental work, approvals and utility upgrades can change both
the budget and the opening date. Build time to investigate and clear decision points into the deal before your deposit or lease
obligations become difficult to unwind.
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BUY OR LEASE

Structure the deal around the business.
Ownership can provide control and a long-term asset. Leasing can preserve capital and provide flexibility. Compare both against

your expected occupancy, cash flow and growth plans. The right structure should fund the move without leaving the operation

short of cash.

BUY
Control the property. Protect your capital.

LEASE
Secure the space. Preserve your options.

Plan The Full Capital Stack

Budget for equity, closing costs, inspections, repairs,

equipment and working capital. Discuss conventional and,

where eligible, SBA financing with lenders early. Confirm

which costs can be financed and what cash must remain

available after closing.

Separate Business and Property

If acquiring an operating business, evaluate its earnings and

assets separately from the real estate. Coordinate business,

equipment and property agreements with your advisors.

Clarify inventory, equipment liens, assumed obligations and

what actually transfers at closing.

Protect The Investigation Period

Negotiate time and access for environmental, building, title,

zoning and financing reviews. Define deposits, approval

deadlines, extensions and termination rights with counsel.

Align the contract with lender and licensing timelines before

making funds nonrefundable.

Test The Downside

Model debt service, taxes, insurance, maintenance and

reserves against conservative revenue. Allow for slower

customer growth and higher improvement costs. Consider

whether the property could be leased or sold to another user

if your business plans change.

Compare The All-In Occupancy Cost

Look beyond base rent to increases, taxes, insurance,

common-area charges, repairs and utilities. Include build-out,

equipment and end-of-lease restoration. Compare

competing sites over the same period, and understand the

market for your specific property type.

Define Delivery and Rent Start

Document the landlord’s work, your improvements, required

approvals and when possession and rent begin. Clarify

allowances, payment conditions and responsibility for delays.

A rent-free period may be consumed by permitting or

construction before you serve your first customer.

Negotiate Automotive Requirements

Address permitted uses, lifts, floor penetrations, paint

booths, signage, outdoor storage and environmental duties.

Define responsibility for roof, structure, systems and

equipment. Evaluate renewal, assignment and guaranty

terms with counsel before investing heavily in the space.

Preserve Growth and Exit Options

Match lease term and renewals to the time needed to

recover your investment. Consider expansion rights,

assignment when selling the business and any purchase

option. Understand relocation, demolition or termination

provisions that could interrupt operations or impair a future

business sale.
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FROM LOCATION TO LAUNCH

Make the move work beyond closing.
A signed agreement is one milestone. Opening successfully requires a coordinated plan for approvals, funding, people and

customers. We help operators connect the real estate schedule with their business goals and bring the right advisors into the

process before gaps become delays.

01 Licenses and Approvals

Build a checklist for the proposed business and location:
dealer, inspection, occupancy and other applicable permits.
Identify who applies, what must be completed first and
whether inspections or new approvals are needed before
opening.

02 Business Transition

Plan equipment delivery, staff retention or hiring, utilities,
insurance and vendor accounts. If buying a business, verify
which contracts, phone numbers and digital assets can
transfer. Address unfinished work, deposits, warranties and
the seller’s handover role.

03 Customer Acquisition

Assess how a relocation affects current customers and
referrals. Plan signage, local search listings, launch
marketing and fleet or insurer relationships where relevant.
A customer list or a busy corridor does not guarantee
retained business or new revenue.

04 Coordinated Timing

Work backward from opening day. Align financing,
possession, permits, build-out and equipment installation.
Plan for overlap with the old location and enough cash to
absorb delays. Establish who owns each task and when
unresolved issues require a decision.

A Search Built Around Your Goals

We translate your operating needs into a focused search, compare locations and underlying real estate value, and help negotiate a

workable transaction. Our role is to coordinate the real estate strategy with your lender, attorney, environmental consultant and

other specialists so the business and property decisions move together.

Bring Your Starting Requirements

Share your target area, services, bay and parking needs, budget, preferred opening date and plans for the current business. Include
financing conversations, equipment requirements and whether you intend to buy a business, acquire a property or lease a location. We
can help turn those requirements into a practical plan.

DEFINE IDENTIFY EVALUATE NEGOTIATE TRANSITION

Discuss your next location.
Antonio DiCianni | 215.240.4339

Principal / Partner

antonio@suburbancitygroup.com

Graham Copeland | 610.331.0729

Managing Director

graham@suburbancitygroup.com
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