
MEREDITH BAY SHOPS

AVAILABLE 6,500 SF

38 NH ROUTE 25 | MEREDITH, NH 03253

ANCHORED BY

	– 65,000 SF grocery-anchored 
shopping center in Meredith, NH

	– 6,500 SF free-standing building 
adjacent to Route 25 with 
dedicated pylon sign

	– Dominant retail destination in 
the area - co-tenants include 
Hannaford, Aubuchon Hardware, 
and Domino’s

	– Year-round tourist destination 
and strong permanent resident 
demographics

- Available 6,500 SF

2025
DEMOGRAPHICS 1 MILE 3 MILE 5 MILE

POPULATION 1,983 21,233 31,026

MEDIAN HH INC $84,372 $98,974 $106,438

AVERAGE HH INC $99,369 $131,485 $144,073

PROPERTY INFORMATION

AVAILABLE SPACE

AREA DEMOGRAPHICS

Principal Broker:
Charter Realty Company Corp.

NH License #: 080288
203-227-2922 

www.CharterRealty.com
FOR MORE INFORMATION CONTACT:
BRYAN FURZE  |   617.947.0428  |  Bryan@CharterRealty.com

mailto:Bryan%40CharterRealty.com?subject=New%20London%20-%20Mountain%20View%20Shopping%20Center
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6,500 SF

Premiere
Nails

Fish Tails

ROUTE 25
TO NORTH CONWAY



TRADE AREA DEMOGRAPHICS

Total Population:  5,751 Average Household Income:  $110,635

Median Household Income:  $76,392Households:  2,535

Daytime Population:  5,000

Median Age:  52.6

3 MILE RADIUS:

Total Population:  11,638 Average Household Income:  $129,319

Median Household Incom:  $93,171Households:  5,351

Daytime Population:  8,672

Median Age:  53.8

5 MILE RADIUS:

Total Population:  2,079 Average Household Income:  $86,157

Median Household Income:  $45,617Households:  970

Daytime Population:  2,071

Median Age:  49.9

1 MILE RADIUS:
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10 MINUTE DRIVE TIME

KEY FACTS

Population
5,851

Median Household Income
$88,959

Daytime Population
7,752

Median Age
56.1

TAPESTRY SEGMENTS

ANNUAL HOUSEHOLD SPENDING
$4,053 $2,419 $8,229 $222 $9,664

Eating 
Out

Apparel &
Services

Groceries Computer & 
Hardware

Health 
Care

TOTAL
RETAIL SALES

Includes F&B

$74,818,959 

EDUCATION

Bachelor’s Degree
or Higher Average

44%

OWNER OCCUPIED
HOME VALUE

$697,996
Principal Broker:

Charter Realty Company Corp.
NH License #: 080288

203-227-2922 
www.CharterRealty.com

Rural Resort Dwellers
1,192 households

Single Family
Typical Housing

Household Types
Married couples with no kids

Socioeconomic Traits

Spread nationwide, especially 
in resort areas, these older, 

married-couple households often 
work skilled trades. Many own 
second homes for recreation. 

Long commutes and higher-than-
average self-employment and 

veteran populations are common.

Silver and Gold
578 households

Single Family
Typical Housing

Household Types
Married couples with no 

kids

Socioeconomic Traits
Located in warmer, low-density 

areas, these mostly older, married-
couple households have high net 
worth and incomes. Many work 
professionally or self-employed. 
Homes are newer single-family 
units with significant seasonal 

vacancies and low affordability. 

Small Town Sincerity
410 households

Single Family
Typical Housing

Household Types
 Singles living alone; 

married couples

Socioeconomic Traits

In semirural small towns, mostly 
older, nonfamily households 

earn middle incomes, working in 
manufacturing and retail. Homes 

are older, affordable, mostly 
single-family or duplexes. Many 

own vehicles; some walk 
or bike to work.



CHARTER REALTY     
Information contained in this document has been reviewed and approved by Charter Realty; however, errors sometimes occur.  Charter disclaims any warranty of any 
kind, expressed or implied, as to any matter whatsoever relating to this service.  In no event shall Charter be liable for any indirect, special, incidental or consequential 
damages arising out of any use of or reliance on any content or materials contained herein.

Principal Broker:
Charter Realty Company Corp.

NH License #: 080288
203-227-2922 

www.CharterRealty.com

MEREDITH BAY SHOPS
38 NH ROUTE 25 | MEREDITH, NH 03253

Etcetera 
Shoppe

Meredith 
Public 
Works

Meredith 
Community 

Center

Trinity 
Episcopal 
Church

Bay Point at 
Mill Falls

Lakehouse at 
Church Landing

Meredith
Library

Meredith 
Bay Village

Interlakes
Summer 
Theater

Interlakes
High 

School

Lake Winni 
Home 

Theater
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