
buildingwebsite.com

 New Carrollton Regional Medical Center 

For lease
Total building: 66,535 SF 
30,139 SF available

Exterior signage and turn-key solutions available
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320 Multifamily units
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DC’s Beltway

Access
Conveniently located directly off the I-495, and 20 mins from downtown DC.
Just 1.2 miles from Metro + future Purple Line.
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Regional healthcare landscape
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Property overview

Executive summary
8500 Annapolis road

Location
8500 Annapolis Road 
New Carrollton, MD 
Prince George’s County

Total area 66,535 SF

Available space 30,139 SF

Year built/completed 2008/2014

Last renovation 2019

Occupancy and tenants
•	 Current occupancy: 62.3% leased
•	 Major Medical tenants:
•	 Children’s Choice Pediatric Dentistry
•	 Metro Dental
•	 Aspire Behavioral Health
•	 Maryland Health Corporation - Physical Therapy

Positioning
•	 Serves a diverse population of 323,381 people 

and 109,116 households within a 5-mile radius
•	 In 2023, 2.4 million medical appointments 

were made within a 5-mile radius, indicating 
high demand for healthcare services

•	 1,893 multifamily units sit within 1 - mile 
radius of the property.

Opportunities
•	 30,139 SF of available space 
•	 High local demand for medical services. Based on Advisory Board data, Physical Therapy, Orthopedics, 

Oncology, Gastroenterology, Pulmonology, and OB/GYN specialty groups are critically underserved 
in this market.

•	 Diverse existing tenant mix provides an established in-building referral network for new tenants. 
•	 Recent renovation (2019) included the lobby and common areas throughout the building, providing  

a modern, first-class visitor experience.

The building’s strategic location in a densely populated area with high healthcare demand,  modern renovated facilities, 
and the diverse existing tenant base offer potential for both established practices and new market entrants to thrive.
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Surrounding patient demographics

Specialty void analysis

75% of Prince George’s County residents leave the county for their healthcare…

34.9
Median age

332,290
Total 

daytime population

0.11%
2024-2029 

Annual growth rate

182,939
Total employees

323,381
Total population

11,884
Total business

109,116
Total households

$90,807
Median  

household income

Pleasantville 
14,875 households

13.6% 
of households

TAPESTRY
SEGMENTATION

TM

esri.com/tapestry

Households: 2,718,100

Average Household Size: 2.88 

Median Age: 42.6

Median Household Income: $92,900

LifeMode Group: Upscale Avenues 

Pleasantville

WHO ARE WE?
Prosperous domesticity best describes the settled denizens 
of Pleasantville. Situated principally in older housing in 
suburban areas in the Northeast (especially in New York 
and New Jersey) and secondarily in the West (especially in 
California), these slightly older couples move less than any 
other market. Many couples have already transitioned to 
empty nesters; many are still home to adult children. Families 
own older, single-family homes and maintain their standard 
of living with dual incomes. These consumers have higher 
incomes and home values and much higher net worth 
(Index 364). Older homes require upkeep; home improvement 
and remodeling projects are a priority—preferably done by 
contractors. Residents spend their spare time participating 
in a variety of sports or watching movies. They shop online 
and in a variety of stores, from upscale to discount, and use 
the internet largely for financial purposes.

OUR NEIGHBORHOOD
• Suburban periphery of large 

metropolitan areas, primarily in Middle 
Atlantic or Pacific states.

• Most homes owned (and mortgaged) 
(Index 146).

• Households composed of older 
married-couple families, more without  
children under 18, but many with   
children over 18 years (Index 141).

• Older, single-family homes: two-thirds  
built before 1970, close to half from   
1950 to 1969. 

• One of the lowest percentages of   
vacant housing units at 4.5% (Index 39).

• Suburban households with three or 
more vehicles and a longer travel time 
to work (Index 132).

SOCIOECONOMIC TRAITS
• Education: 66% college educated, 

37% with a bachelor’s degree or higher.

• Higher labor force participation rate at 67%   
(Index 107); higher proportion of households 
with two or more workers (Index 118).

• Many professionals in finance, information/  
technology, education, or management.

• Median household income denotes affluence,  
with income primarily from salaries and also   
from investments (Index 130) or Social Security  
(Index 106) and retirement income (Index 122).

• Not cost-conscious, these consumers willing to 
spend more for quality and brands they like.

• Prefer fashion that is classic and timeless as 
opposed to trendy.

• Use all types of media equally (newspapers,   
magazines, radio, internet, TV).

Note: The Index represents the ratio of the segment rate to the US rate multiplied by 100.
    Consumer preferences are estimated from data by MRI-Simmons.
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City lights 
9,405 households

8.6% 
of households

TAPESTRY
SEGMENTATION

TM

esri.com/tapestry

Households: 1,813,400

Average Household Size: 2.59 

Median Age: 39.3

Median Household Income: $69,200

LifeMode Group: Middle Ground 

City Lights

Note: The Index represents the ratio of the segment rate to the US rate multiplied by 100.
    Consumer preferences are estimated from data by MRI-Simmons.

8A

WHO ARE WE?
City Lights is a densely populated urban market. The 
wide-ranging demographic characteristics of residents 
mirror their passion for social welfare and equal opportunity. 
Household types range from single person to married- 
couple families, with and without children. A blend of 
owners and renters, single-family homes and townhomes, 
midrise and high-rise apartments, these neighborhoods are  
racially and ethnically diverse. Many residents have com-
pleted some college or have a degree, and they earn a 
good income in professional and service occupations. 
Willing to commute to their jobs, they work hard and 
budget well to support their urban lifestyles, laying the 
foundation for stable financial futures. 

OUR NEIGHBORHOOD
• More than half of the homes are 

single-family residences or  
townhomes.

• Tenure is 50-50: about half of 
households are owned and half are 
rented. Median home value  
(Index 185) and average gross rent 
(Index 129) exceed US values.

• Households include families, both 
married couples and single parents, as 
well as singles. The distribution is 
similar to the US, with slightly more 
single-person households (Index 109).

• Housing is older in this market: 
nearly two out of three homes were 
built before 1970.

• Most households own one vehicle, 
but public transportation is still a 
necessity for daily commutes.

SOCIOECONOMIC TRAITS
• City Lights residents earn above-average incomes, 

but lag the nation in net worth.

• Labor force participation exceeds the US average 
(Index 108). Residents work hard in professional and 
service occupations but also seek to enjoy life.

• These consumers save for the future, often to 
achieve their dream of homeownership. They often 
engage in discussion about financial products and 
services among their peers. They earn dividend 
incomes from their portfolios but steer away from 
risky investments.

• These consumers are price savvy but will pay for 
quality brands they trust.

• Residents stand by their belief in equal opportunity.

• Attuned to nature and the environment, and when 
they can, purchase natural products.

8A

Family foundations 
8,963 households

8.2% 
of households

TAPESTRY
SEGMENTATION

TM

esri.com/tapestry

Households: 1,299,600

Average Household Size: 2.71 

Median Age: 39.6

Median Household Income: $43,100

LifeMode Group: Hometown 

Family Foundations

WHO ARE WE?
Family and faith are the cornerstones of life in these 
communities. Older children, still living at home, working 
toward financial independence, are common within these 
households. Neighborhoods are stable: little household 
growth has occurred for more than a decade. Many  
residents work in the health-care industry or public  
administration across all levels of government. Style is 
important to these consumers, who spend on clothing for 
themselves and their children as well as on smartphones.

OUR NEIGHBORHOOD
• Family Foundations residents are a mix  

of married couples, single parents,  
grandparents, and children, young and adult.

• Average household size is slightly higher  
at 2.71.

• Neighborhoods are found in principal cities 
of major metropolitan areas throughout the 
South and West.

• More than two-thirds are homeowners living 
in single-family houses built before 1970.

• Nearly three-fourths of all households have 
one or two vehicles at their disposal; average 
commute time is slightly higher.

SOCIOECONOMIC TRAITS
• More than half have either attended 

college or obtained a degree; one-third 
have only finished high school.

• Labor force participation rate is slightly 
lower at 58% as workers begin to retire.

• Over one-third of households currently 
receive Social Security benefits; just under  
a quarter draw income from retirement 
accounts.

• A strong focus is on religion and character.

• Style and appearance are important.

Note: The Index represents the ratio of the segment rate to the US rate multiplied by 100.
    Consumer preferences are estimated from data by MRI-Simmons.

12A

12A

Physician specialty 2023 Volume 2028 Volume 5-Year growth Doc count Docs per 100k Benchmark Delta Current gap 5-Year gap

2.18.20.421%6.61661,2758,1ygolonircodnE -3.7 -3.9

5.39.7214.131893%8.9135,531183,321yrtaihcysP -10.6 -22.0

2.46.218.6115%3.7240,89463,19ralucsavoidraC -12.8 -13.9

Physical Therapy/Rehabilitati 6.01-7.791.78462%1.6950,142012,722no 32.0 23.3

3.0-9.26.28%1.6854,13066,92TNE 0.9 0.6

5.2-7.412.2173%0.5538,93449,73scidepohtrO 7.5 6.2

2.336.8218.161094%9.4242,421514,811seitlaicepS rehtO -100.5 -112.0

0.3-6.66.311%8.4629,093369,273baL 9.1 8.5

0.07.26.28%4.4693,191423,381ygolotamuehR 0.0 -0.2

8.31.49.742%8.2565,4044,4ygolorhpeN -11.6 -12.0

5.536.0031.633810,1%0.1087,898168,988tnemeganaM dna noitaulavE -107.5 -134.3

0.1-6.56.441%4.0525,51664,51ygolorueN 3.0 2.5

0.06.96.992%1.0952,252320,252ygoloidaR 0.0 -0.8

6.3-2.76.311%6.0-125,21295,21ygolocnO 10.8 10.2

8.0-8.50.551%9.1-648,91332,02ygoloretneortsaG 2.5 2.0

7.26.23.561%0.2-166,7618,7ygolorU -8.2 -8.5

0.12.73.852%3.2-299,4901,5yregruS lareneG -3.2 -3.8

6.0-9.33.301%9.6-504,11752,21ygolonomluP 1.8 1.4

3.5-1.029.4154%2.9-338,01639,11ygolocenyG & scirtetsbO 15.9 14.1

Patient Volume Providers

NOTE: Delta represents the diff erence between the per-100,000 clinician supply rate in the area of interest and the selected benchmark.2023 Gap Column represents the number of providers needed today to service patient volume
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Renovated lobby and common areas

©2026 Jones Lang LaSalle Brokerage, Inc. All rights reserved. 6

8500 Annapolis Road/New Carrollton



First floor
1,733 SF available

O�ice lobby
entrance

Suite 115
Vacant shell
1,733 SF

Suite 100
Leased

Covered
loading

UP

UP
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Second floor
28,406 SF available

Suite 235
Vacant shell
8,330 SF

Suite 215
Vacant shell
2,286 SF

Suite 250
Vacant shell
3,627 SF

Suite 230
Vacant shell
3,739 SF

Suite 220
Vacant shell
4,462 SFSuite 200

4,575 SF

Suite 210 
1,387 SF

Suite 200 
Reception area
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https://my.matterport.com/show/?m=UAbZEvAvVdH&brand=0&mls=1&


Amenity map

8500 Annapolis Rd
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 New
Carrollton

Bay Street 
Restaurant & Lounge

Goodies Restaurant 
& Carryout
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Tacos Ricos �������
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8500 Annapolis road
New Carrollton

JLL

Conn Curry
conn.curry@jll.com
+1 703 485 8742

Andy Thau
andrew.thau@jll.com
+1 202 550 6503

About JLL  
Although information has been obtained from sources deemed reliable, JLL does not make any guarantees, warranties or representations, express or implied, as to the completeness or accuracy as to the 
information contained herein. Any projections, opinions, assumptions or estimates used are for example only. There may be differences between projected and actual results, and those differences may be 
material. JLL does not accept any liability for any loss or damage suffered by any party resulting from reliance on this information. If the recipient of this information has signed a confidentiality agreement 
with JLL regarding this matter, this information is subject to the terms of that agreement. ©2026 Jones Lang LaSalle Brokerage, Inc. All rights reserved.


