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ALL PROFESSIONALS

REAL ESTATE

Trade Area Report

Troutdale, OR 97060

Criteria Used for Analysis

2021 Income (Esri):

2021 Age: 5 Year Increrrents

2021 Key Denographic Indicators

2021 Tapestry Market Segmentation

Median Household (Esri): (Esri): (Households):
Income Median Age Total Population 1st Dominant Segment
$76,591 34.8 22,087 Bright Young
Professionals
Consumer Segmentation
Life Mode Urbanization
What are the f Where do people i
people like that Middle Ground like this usually Urban Perlphery

live in this area?

Top Tapestry
Segments

% of Households

Lifestyle Group
Urbanization Group

Residence Type

Household Type

Average Household Size

Median Age

Diversity Index

Median Household Income

Median Net Worth
Median Home Value
Homeownership

Employment

Education

Preferred Activities

Lifestyles of thirtysomethings

Bright Young
Professionals

1,739 (23.1%)
Middle Ground
Urban Periphery

Single Family; Multi-
Units

Manied Couples
24

33.8

69.8

$61,000
$64,200
$243,700

46.3 %

Professional or
Mgmnt/Bus/Financial

Some College No
Degree

Go to barsg/clubs;
attend concerts . Eat at
fast food, family

live?

Workday Drive
1,416 (18.8%)
Family Landscapes
Suburban Periphery
Single Family

Manied Couples
2.95

37.3

53.5

$102,300
$352,100
$310,000

86.1 %

Professonal or
Mgmnt/Bus/Financial

Bachelor's Degree
Prefer outdoor

activitiesand sports
. Family-oriented

Urban Edge
Families

1,318 (17.5%)
Sprouting Explorers
Urban Periphery
Single Family

Manied Couples
3.18

33.2

84.8

$57,400
$100,700
$216,000

66.7 %

Servicesor
Professional

High School Diploma

Family outingsto
theme parks are
popular . Residents

City life for starting families with single-family homes

Home
Improvement

1,205 (16.0%)
Family Landscapes
Suburban Periphery
Single Family

Manied Couples
2.85

384

67.9

$79,800
$239,100
$248,400

81 %

Professonal or
Mgmnt/Bus/Financial

Some College No
Degree

Spend heavily on
eating out . Shop
warehouse/club, home

Down the Road

643 (8.5%)
Rustic Qutposts
Semirural

Mobile Homes, Single
Family

Manied Couples
274

35.7

73.3

$44,800
$77,300
$139,400

68.4 %

Servicesor
Professional

High School Diploma

Place importance on
preserving time-
honored cusoms. Go

restaurants. purchases and favor fag-food dining improvement stores. hunting, fishing.
activities dominate. places.
Financial Own retirement Well insured, investin ~ Spend money Paying off student Shop at Walmart
savings and student a range of funds, high  carefully; buy loans andhome Supercenters,
loans debt necessties mortgages Walgreens and dollar
stores
Media Get most of their Connected, with a host Listen to Hispanic Enjoy working on Use the Intemet to stay
information from the of wirelessdevices radio, use the Intemet  home improvement connected, lisen to
Intemet for socializing projects radio at work
Vehicle Own newer cars Own 2+ vehicles One or two vehicles Own minivan, SUWV Bought used vehicle
(minivans, SUVs) last year
& RPR s & s e Bt Hosing G o {2Y 1017/2022
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About this segment

Bright Young Professionals

Thisisthe

#1

dominant segment
for this area

In thisarea

23.1%

of householdsfall
into this ssgment

In the United States

2.3%

of householdsfall
into this ssgment

An overview of who makes up this segment across the United States

Our Neighborhood

Who We Are

Bright Young Professionals is a large

market, primarily located in urban outskirts

of large metropolitan areas. These
communities are home to young,
educated, working professionals. More
than one out of three householders is
under the age of 35. Slightly more diverse
couples dominate this market, with more
renters than homeowners. More than two-
fiths of the households live in single-
family homes; over a third live in 5+ unit

buildings. Labor force participation is high,

generally white-collar work, with a mix of
food senice and part-time jobs (among
the college students). Median household
income, median home value, and average

Approximately 57% of the households rent;
43% own their homes. Household type is
primarily couples, maried (or unmarried), with
above average concentrations of both single-
parent and single-person households. Multiunit
buildings or row housing make up 56% of the
housing stock (row housing, buildingswith 5 —
19 units); 43% built 1980—99. Average rent
mirrors the US. Lower vacancy rate isat 8.2%.

Socioeconomic Traits

Education completed: 35% with some college
or an asociate’s degree, 33% with a bachelor’s
degree or higher. Labor force participation rate
of 72% is higher than the US rate. These
consumers are up on the latest technology.
They get mogt of their information from the
Intemet. Concem about the environment

rent are close to the US values. Residents impacts their purchasing decisions.

of this segment are physically active and
up on the latest technology.

Market Profile

Own retirement savings and student loans.
Own newer computers (desiktop, laptop, or
both), iPods, and 2+ TVs Go online and use
mobile devices for banking, access YouTube or
Facebook, visit blogs, download movies, and
play games. Use cell phonesto text, redeem
mobile coupons, listen to music, and check for
news and financial information. Find leisure
going to barg/clubs, attending concerts, going
to the beach. Enjoy a variety of sports,
including backpacking, rock climbing, football,
Pilates running, and yoga. Eat out often at
fast-food and family restaurants.

The denographic segmentation show n here can help you understand the lifestyles and life stages of consuners in a market. Data provider Esri classifies
U.S. residential neighborhoods into 67 unique market segments based on socioeconormic and denographic characteristics. Data Source: Esri 2021. Update

Frequency: Annually.
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About this segment

Workday Drive

Thisisthe In thisarea
#2 18.8%
dominant segment of householdsfall

for this area into this ssgment

In the United States

3.0%

of householdsfall
into this ssgment

An overview of who makes up this segment across the United States

Who We Are

Workday Drive is an affluent, family-
oriented market with a country flavor.
Residents are partial to new housing
away from the bustle of the city but close
enough to commute to professional job
centers. Life in this suburban wilderness
offsets the hectic pace of two working
parents with growing children. They favor
time-saving devices, like banking online or
housekeeping senvices, and family-
oriented pursuits.

Our Neighborhood

« Workday Drive residents prefer the suburban
periphery of metropolitan areas.
Predominantly single family, homesare in
newer neighborhoods, 34% built in the 1990s,
31% built since 2000. Owner-occupied homes
have high rate of mortgages at 68%, and low
rate vacancy at 4%. Median home value is
$257,400. Mogt households are maried
coupleswith children; average household sze
is2.97. Most households have 2 or 3 vehicles;
long travel time to workincluding a
disproportionate number commuting from a
different county

Socioeconomic Traits

o Education: 40.5% college graduates, more
than 72% with some college education. High
labor force participation rate at 71%; 2 out of 3
householdsinclude 2+ workers. Connected,
with a hogt of wireless devices, anything that
enables convenience, like banking, paying
bills, or even shopping online. Well insured
and invested in a range of funds, from savings
accounts or bonds to stocks. Cary a higher
level of debt, including first and second
mortgages and auto loans.

Market Profile

o Mo households own at least 2 vehicles the
most popular types are minivans and SUVs.
Family-oriented purchases and activities
dominate, like 4+ televisons, movie purchases
or rentals, children’s apparel and toys, and
viststo theme parks or zoos. Outdoor activities
and sports are characterigtic of life in the
suburban periphery. They attend sporting
events, aswell as participate in them like
bicycling, jogging, golfing, and boating. Home
maintenance services are frequently
contracted, but these families also like their
gardens and own the tools for minor upkeep,
like lawn mowers, trimmers, and blowers.

The denographic segmentation show n here can help you understand the lifestyles and life stages of consuners in a market. Data provider Esri classifies
U.S. residential neighborhoods into 67 unique market segments based on socioeconormic and denographic characteristics. Data Source: Esri 2021. Update

Frequency: Annually.

& RPR

Cop}riqht 2022 Realtors Property Resource® LLC. All Rights Reserved.

nformation is not guaranteed. Equal Housing Opportunity.

= 10/17/2022



.

I

ALL PROFESSIONALS

REAL ESTATE

Trade Area Report

Troutdale, OR 97060

Thisisthe In thisarea

#3 - 17.5%

dominant segment
for thisarea

of households fall
into this ssgment

In the United States

1.5%

of households fall
into this ssgment

An overview of who makes up this segment across the United States

Who We Are

Located throughout the South and West,
most Urban Edge Families residents own
their own homes, primarily single-family
housing—out of the city, where housing is
more affordable. Median household
income is slightly below average. The
majority of households include younger

married-couple families with children and,

frequently, grandparents. Many residents
are foreign born. Spending is focused
more on the members of the household
than the home. Entertainment includes
multiple televisions, movie rentals, and
video games at home or visits to theme
parks and zoos. This market is connected
and adept at accessing what they want
from the Internet.

Our Neighborhood

o Urban Edge Families resdents are family-

centric. Mogt are manied coupleswith children
of all agesor single parents; multigenerational
homes are common. Average household size is
higher at 3.19. Residentstend to live further
out from urban centers—more affordable
single-family homes and more elbow room.
Tenure isdightly above average with 64%
owner occupancy; primarily sngle-family
homes with more mortgages and dightly
higher monthly costs. Three quarters of all
housing were built 1970 or later. Many
neighborhoods are located in the urban
periphery of the largest metropolitan areas
across the South and West. Most households
have one or two vehicles available and a
longer commute to work

Socioeconomic Traits
o Nearly 17% have eamed a college degree,

and 63% hold a high school diploma only or
have spent some time at a college or
universty. Labor force participation is higher at
66%. Most Urban Edge Families residents
derive income from wages or salaries. They
tend to spend money carefully and focus more
on necessties. They are captivated by new
technology, particularly feature-rich
smartphones. Connected: They use the
Intemet primarily for socializing but also for
convenience, like paying billsonline.

Market Profile

« When dining out, these residents favor fast-

food dining places such as Taco Bell or Little
Caesars, aswell asfamily-friendly restaurants
like Olive Garden, Denny’s, or IHOP. Cell
phones are preferred over landlines. Favorite
channelsinclude Animal Planet, MTV, ABC
Family Channel, Bravo, and Nick Jr., aswell as
programming on Spanish TV. Residentslisten
to urban or Hispanic radio. During the summer,
family outings to theme parks are especially
popular.

The dempgraphic segmentation show n here can help you understand the lifestyles and life stages of consurrers in a market. Data provider Esri classifies
U.S. residential neighborhoods into 67 unique market segments based on socioeconorric and dermmographic characteristics. Data Source: Esri 2021. Update

Frequency: Annually.
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About this segment

Home Improvement

Thisisthe

#4

dominant segment
for this area

In thisarea

16.0%

of householdsfall
into this ssgment

In the United States

1.7%

of householdsfall
into this ssgment

An overview of who makes up this segment across the United States

Who We Are

Married-couple families occupy well over
half of these suburban households. Most
Home Improvement residences are
single-family homes that are owner
occupied, with only one-fifth of the
households occupied byrenters.
Education and diversity levels are similar
to the U.S. as a whole. These families
spend a lot of time on the go and therefore
tend to eat out regularly. When at home,
weekends are consumed with home
improvement and remodeling projects.

Our Neighborhood

e These are low densty suburban
neighborhoods. Eight of every 10 homes are
traditional single-family dwellings, owner
occupied. Majority of the homes were built
between 1970 and 2000. More than half of the
households consist of mamied-couple families;
another 12% include single-parent families.

Socioeconomic Traits

o Higher participation in the labor force; most
households have 2+ workers. Cautious
consumers that do their research before
buying, they protect their investments.
Typically spend 4—7 hours per week
commuting, and, therefore, spend significant
amounts on car maintenance (performed at a
department store or auto repair chain store).
They are paying off sudent loans and home
mortgages. They spend heavily on eating out,
at both fast-food and family restaurants. They
like to work from home, when possible.

Market Profile

¢ Enjoy working on home improvement projects
and watching DIY networks. Make frequent trips
to warehouse/club and home improvement
doresin their minivan or SUV. Own a giant
screen TV with fiber-optic connection and
premium cable; rent movies from Netflix. Very
comfortable with new technology; embrace the
convenience of completing tasks on a mobile
device. Enjoy dining at Chili’s, Chickdil-A, and
KFC. Frequently buy children’s clothes and
toys.

The denographic segmentation show n here can help you understand the lifestyles and life stages of consuners in a market. Data provider Esri classifies
U.S. residential neighborhoods into 67 unique market segments based on socioeconormic and denographic characteristics. Data Source: Esri 2021. Update

Frequency: Annually.
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About this segment

Down the Road

Thisisthe In thisarea

#5 8.5%

dominant segment
for this area

of householdsfall
into this ssgment

In the United States

1.2%

of householdsfall
into this ssgment

An overview of who makes up this segment across the United States

Who We Are

Down the Road is a mix of low-density,
semirural neighborhoods in large
metropolitan areas; half are located in the
South, with the rest primarily in the West
and Mdwest. Amost half of householders
live in mobile homes; more than two-fifths
live in single-familyhomes. These are
young, family-oriented consumers who
value their traditions. Workers are in
senice, retail trade, manufacturing, and
construction industries, with higher
proportions in agriculture and mining,
compared to the US.

Our Neighborhood

o Nearly two-thirds of households are owned.
Family market, primarily maried couplesor
single-parent households. Close to half of all
householdslive in mobile homes. Fourfifths of
households were built in 1970 or later. About
32% of homes are valued under $50,000.

Socioeconomic Traits

o Education completed: 36% with a high school
diploma only, 41% with some college
education or a degree. Labor force
participation rate is 59.0%, dightly lower than
the US. Family-oriented, outgoing consumers;
they place importance on preserving time-
honored customs.

Market Profile

o Purchased a used vehicle in the pagt year,
likely maintaining the vehicle themselves.
Routinely stop by the convenience store to
purchase gas, groceries, and snacks.
Participate in fishing and hunting. Use the
Intemet to stay connected with friends and play
online video games Ligten to the radio,
especially at work with a preference for rap,
R&B, and country music. Enjoy programson
Investigation Discovery, CMT, and Hallmark,
typically watching via satellite dish. Often
prepare quickmeals, usng packaged or frozen
dinner entrees. Favorite fast food: burgersand
pizza. Frequent Walmart Supercenters,
Walgreens, dollar stores, Kmart, and Big Lots
for all their shopping needs (groceries,
clothing, phamacy, etc.).

The denographic segmentation show n here can help you understand the lifestyles and life stages of consuners in a market. Data provider Esri classifies
U.S. residential neighborhoods into 67 unique market segments based on socioeconormic and denographic characteristics. Data Source: Esri 2021. Update

Frequency: Annually.
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Troutdale, OR 97060: Population Comparison

Total Population

97060 | 22,087

This chart shows the total population in 22,781
an area, compared with other _
geographies. Multnomah County
Data Source: U.S. Census American 864,389
oy Sueynia B, 2021 oregon |
Update Frequency: Annually
4,504,043

B 2021

2025 (Projected)
Population Density 7060 NI

This chart shows the number of people
per square mile in an area, compared
with other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually
Il 2021

2025 (Projected)

1,139.4

1,358.2

Qregon . 44,1

46.4

Population Change Since 2010

This chart shows the percentage change 3.14%
compared with other geographies. ultnomah County
Data Source: U.S. Census American 5.61%
Carnty Sney v B, 20 oo
Update Frequency: Annually
5.18%
I 2021
2025 (Projected)
Total Daytime Population 97060 | 20,434

This chart shows the number of people
who are present in an area during normal
business hours, including workers, and
compares that population to other
geographies. Daytime population isin
contrag to the "resdent" population
present during evening and nighttime
hours.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

Il 97060

Multnomah County JEEEEER

Oregon EaERREID

& RPR
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Daytime Population Density

This chart shows the number people who
are present in an area during normal
business hours, including workers, per
square mile in an area, compared with

other geographies. Daytime population is

in contrast to the "resdent" population
present during evening and nighttime
hours.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

Il 97060

wotmomeh Courty

Cregon I 44,3

Average Household Size

This chart shows the average household 2.93
size in an area, compared with other
amonon wattnoman courry.
Data Source: U.S. Census American 2.35
Community Survey via Esi, 2021 o
Update Frequency: Annually
247
I 2021
2025 (Projected)
Population Living in Family 97060 | 15,348
Households 18,035
This chart shows the percentage of an Multnomah County _
area’s population that livesin a
household with one or more individuals 568,683
et with o e oregon |
. . regon
compared with other geographies.
Data Source: U.S. Census American 3,340,944

Community Survey via Esi, 2021
Update Frequency: Annually

I 2021
2025 (Projected)
Female / Male Ratio 97060 49.4%

This chart shows the ratio of femalesto 50.5% 49,5%
malesin an area, compared with other ™
bl wttomah counry | <+
Data Source: U.S. Census American 50.4% 49,6%
Commurity Suvey via Ex 2021 5%
Update Frequency: Annually
50.4% 49,6%

Il Women 2021

Men 2021

Women 2025 (Projected)

Men 2025 (Projected)
a RPR Copyright 2022 Realtors Praperty Resource® LLC. All Rights Reserved.
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Troutdale, OR 97060: Age Comparison

Median Age
This chart shows the median age in an
area, compared with other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

354

wtmamah coure |
38.3

B 2021 40,9
2025 (Projected)
Population by Age cnildren |

This chart breaks down the population of
an area by age group.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually
I 2021

2025 (Projected)

14.2%

Tweens

Teens

9.1%

20s

16.5%

b
=

10.0%

60s

10.7%

70s

Ower 80

Iﬁl

N
G

&
=
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Troutdale, OR 97060: Marital Status Comparison

Married / Unmarried Adults
Ratio

This chart shows the ratio of maried to
unmarried adultsin an area, compared
with other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

97060 [EiEi:

51.7%

B Veried
Unmarried
Married 97060

This chart shows the number of people in
an area who are manied, compared with
other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

Mutomah coury

Never Married

This chart shows the number of people in
an area who have never been manied,
compared with other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

97060

Qregon

Widowed

This chart shows the number of people in
an area who are widowed, compared
with other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

97060 it

o coury

Divorced

This chart shows the number of people in
an area who are divorced, compared with
other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

97060
Mutnomah County
Oregon

& RPR
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Troutdale, OR 97060: Economic Comparison

Average Household Income

This chart shows the average household
income in an area, compared with other
geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually
B 2021

2025 (Projected)

109,397

e oy

£116,354

£102,006

Median Household Income

This chart shows the median household 487,676
income in an area, compared with other
il wanornah courry
Data Source: U.S. Census American $84,313
Community Survey via Esi, 2021 o
Update Frequency: Annually
§76,032
I 2021
2025 (Projected)
Per Capita Income 7000

This chart shows per capita income in an
area, compared with other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually
I 2021

2025 (Projected)

37,206

wtmamah courry

548,390

40491

Average Disposable Income

This chart shows the average disposable
income in an area, compared with other
geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

97060
Multnomah County
Oregon

& RPR
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Unemployment Rate

This chart shows the unemployment
trend in an area, compared with other
geographies.

Data Source: Bureau of Labor Statigtics
via 3DL
Update Frequency: Monthly

B Muitnomah County

I Oregon

USA
Employment Count by Health Care and Social Assistance Wk
Industry Retail Trade [EWEL

This chart showsindusdiriesin an area
and the number of people employed in
each category.

Data Source: Bureau of Labor Statigtics
via Esi, 2021

Update Frequency: Annually

Manufacturing kL

Education BEEL
Construction Q]
Transportation and Warehousing Bk
Accommodation and Food

Professional, Scientificand Technical e

=
] .
%)

Public Administration

s
o
I

Other

Administrative Support and Waste Management

Wholesale Trade [EH

li

(=1

Finance and Insurance

Utilities

[y
=
a

Agriculture, Forestry, Fishing and Hunting

[y
-
(=1

Real Estate, Rental and Leasing

[¥=1
(==

Arts, Entertainment and Recreation

[r=1
(=]

Information

[y
=
)

Business Management

o

Mining 0 orno data
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Troutdale, OR 97060: Education Comparison

Less than gth Grade

This chart shows the percentage of
people in an area who have lessthan a
ninth grade education, compared with
other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

7060
Mutnamah Courty

Qregon

Some High School

This chart shows the percentage of
people in an area whose highest
educational achievement is some high
school, without graduating or passing a
high school GED test, compared with
other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

Oregon AL

High School GED

This chart shows the percentage of
people in an area whose highest
educational achievement ispassing a
high school GED test, compared with
other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

Multnomah County el

High School Graduate

This chart shows the percentage of
people in an area whose highest
educational achievement is high school,
compared with other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

Some College

This chart shows the percentage of
people in an area whose highest
educational achievement is some
college, without receiving a degree,
compared with other geographies.
Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

97060
Hultnomzh County
Oregon

& RPR
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Associate Degree

This chart shows the percentage of
people in an area whose highest
educational achievement isan associate
degree, compared with other
geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

Bachelor's Degree

This chart shows the percentage of
people in an area whose highest
educational achievement isa bachelor's
degree, compared with other
geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

97060
Multnomah County
Oregon

Grad/Professional Degree

This chart shows the percentage of
people in an area whose highest
educational achievement isa graduate
or professonal degree, compared with
other geographies.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

wutnomzh county
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Troutdale, OR 97060: Commute Comparison
| [EBES

9.5%

Average Commute Time

This chart shows average commute times

to work in minutes, by percentage of an
area's population.

Data Source: U.S. Census American
Community Survey via Esi, 2021

Update Frequency: Annually

<5 Minutes
5-10 Minutes
10-15 Minutes
15-20 Minutes
20-25 Minutes
23-30 Minutes

14.0%

10.9%

10.1%

5.6%

. 97060 30-35 Minutes
33-40 Minutes
40-45 Minutes
45-60 Minutes
60-90 Minutes
=90 Minutes
How People Get to Work Drive Alone
This chart shows the types of Carpool
transportation that residents of the area Work at 1
you searched use for their commute, by ork at nome
percentage of an area's population. Public Transit
Data Source: U.S. Census American B
Community Survey via Esi, 2021 us
Update Frequency: Annually Walk
Il 97060 Other
Subway/El
Motorcycle
Bicycle
Taxi
Streetcar/Trolley
a RPR Copyright 2022 Realtors Praperty Resource® LLC. All Rights Reserved.
Friormetion s not guaranteed. Equal Housing Opportunity. 10/17/2022
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Troutdale, OR 97060: Home Value Comparison

Median Estimated Home Value

This chart displays property estimates for
an area and a subject property, where
one hasbeen selected. Estimated home
values are generated by a valuation
model and are not formal appraisals.

Data Source: Valuation calculations
based on public records and MLS sources
where licensed

Update Frequency: Monthly

Mt County

12 mo. Change in Median
Estimated Home Value

This chart shows the 12-month change in
the edimated value of all homesin this
area, the county and the state. Edimated
home values are generated by a
valuation model and are not formal
appraisals.

Data Source: Valuation calculations
based on public records and MLS sources
where licensed

Update Frequency: Monthly

97060 ELFE

Mltorah Couney
oregon

Oregon  EEgGEE

Median Listing Price

This chart displays the median lising
price for homesin thisarea, the county,
and the date.

Data Source: Ligting data
Update Frequency: Monthly

12 mo. Change in Median
Listing Price

This chart displays the 12-month change
in the median listing price of homesin

thisarea, and comparesit to the county
and date.

Data Source: Lisgting data
Update Frequency: Monthly

97060

Multnomah County 0.0%
Oregor

& RPR
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Traffic Counts
ernment /Y AL Cape Horn L
-0p, G
sla’r{\t’i\\ '?6004,} 7
livey - — Columbia R"‘z{ _____________ :
Mt Pleasant
s Interlachen WASHING
__________________ TON
SREGON. Latoure

WILKES EAST
Corbett

NORTHEASH

CENTENNIAL
COMMUNITY
ASSOCIATION

Gresham

POWELL VALLEY

Daily Traffic Counts: Up 6,000/day 4 6,001-15,000 4 15,001 - 30,000
A A
54,202 50,222

2022 Est. daily 2022 Est. daily

Keyboard shortcuts

46,292

2020 Est. daily

45,184

2022 Est. daily

traffic counts traffic counts traffic counts traffic counts

Street: Columbia River Street: 1- 84 Street: Columbia River Street: 1- 84

Freeway Cross: W Historic Columbia Highway Cross: NE Sandy Bivd
Cross: NW Corporate Dr River Hwy Cross: NE Sandy Blvd Cross Dir: SW

Cross Dir: SW
Dist: 0.11 miles

Cross Dir: NE
Dist: 0.06 miles

Cross Dir: NE
Dist: 0.1 miles

Dist: 0.11 miles

Historical counts

Historical counts Historical counts Historical counts

2018 A 54,900 AADT 2012 44,800 AADT 2017 A 52190 AADT | . .. . .. ...
a4 a0 mor 206 A s2200 AwT
C awe A soaw mor 2015 A stto0 AT
a7 4 arow mor 2012 A te000 AT
el B e

NOTE: Daily Traffic Counts are a mixture of actual and Estimates (*)

Map data ©2022 Google Terms of Use

Report a map error

30,001 -50,000 4 50,001 -100,000 4 Over 100,000/ day

32,172

2022 Est. daily
traffic counts

Street: 1- 84

Cross: Crown Point Hwy
Cross Dir: E

Dist: 0.08 miles

Historical counts

ht 2022 Realtors Property Resource® LLC. All Rights Reserved.
nformation is not guaranteed. Equal Housing Opportunity.
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About RPR (Realtors Property Resource)

¢ Realtors Property Resource®is a wholly owned subsidiary of the National

Association REALTORS®.

¢ RPR offers comprehensive data — including a nationwide database of 164 million o
properties — as well as powerful analytics and dynamic reports exclusively for R P R
members of the NAR.

e RPR's focus is giving residential and commercial real estate practitioners, REALTORS
brokers, and MLS and Association staff the tools they need to senve their clients. PR :‘; ER ; Y

o This report has been provided to you by a member of the NAR. RESOURCE

L}
About RPR's Data e —
e R ommm S

RPR generates and compiles real estate and other data from a vast array of sources. IR i =T

The data contained in your report includes some or all of the following: o 2 .'.' .":'_.. e

e Listing data from our partner MLSs and CIEs, and related calculations, like i — -

estimated value for a property or median sales price for a local market.

¢ Public records data including tax, assessment, and deed information.
Foreclosure and distressed data from public records.

o Market conditions and forecasts based on listing and public records data.

e Census and employment data from the U.S. Census and the U.S. Bureau of
Labor Statistics.

o Demographics and trends data from Esri. The data in commercial and economic
reports includes Tapestry Segmentation, which classifies U.S. residential
neighborhoods into unique market segments based on socioeconomic and
demographic characteristics.

e Business data including consumer expenditures, commercial market potential,
retail marketplace, SIC and NAICS business information, and banking potential
data from Esri.

e School data and reviews from Niche.
o Specialty data sets such as walkability scores, traffic counts and flood zones.

Update Frequency S8 Nedan s

Price
e Listings and public records data are updated on a continuous basis. $227k glngﬂian Sale
ce
e Charts and statistics calculated from listing and public records data are refreshed
monthly. _6 il '%L R oot

e Other data sets range from dailyto annual updates. . Reree

. ‘65 _Mpd' -

Learn more

NATIONAL .
For more information about RPR, please \isit RPR's Asso?:m'nou OF a | R P R
public website: https://blog.narrpr.com REALTORS®

& RPR O O o op e R Hoig O 10/17/2022
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Ticor Title - Geneva Financial County Financial
Contact: 5 (‘ ]
Devon Morse, Branch Manager/Escrow Off : 7
TeamDevon@TicorTitle.com QENNECVA w
\lévo rk8(§83 )63;98-;23 1 ‘(37"“12“‘3‘“7‘“1;?52"% AUTO | HOME | LIFE | BUSINESS | RETIREMENT
ax:( ) - . Contact: Contact:
1925 NE Stucki Ave . Jamie Bates, Branch Manager Eugene Williams, Advisor
Hillsboro, OR 97006 . jbates@GenevaFi.com eugene.williams @countryfinancial
TicorTitlePortland.com Work:(971) 371-4402 Work:(503) 924-1484
- Mobile:(503) 577-3816 Mobile:(503) 593-3337
Fax:(503) 924-1482
NMLS#: 295976
20001 SW Tualatin Valley 20001 SW Tualatin Valley
Highway Highway
Beaverton, OR 97003 Beaverton, OR 97003
Genevafi.com/jamie-bates countrryfinancial.com/eugene.will
iams

Americas Preferred

AMERICA'S
PREFERRED

Home Warranty, Inc.

Contact:

Ben Lahmers, Sales Manager
blahmers @aphw.com
Work:(800) 648-5006
Mobile:(971) 712-4736

5775 Ann Arbor Rd

Jackson, Ml 49201

APHW.com

NOTE This conmrunication is provided to you for informational purposes only and should not be relied upon by you. The real estate firmidentified on this
report is not a mortgage lender and so you should contact the mortgage conpany identified above directly to learn more about its nortgage products and
your eligibility for such products.
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