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$5,850,000
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TOTAL LOT SIZE: 5.29 acres 

ENVIRONMENTAL STATUS: CLEAN PHASE I AND II IN FILE

URBAN RENEWAL AREA: WEST SALEM FOR MORE INFORMATION

SDC CREDITS: ≈$1,000,000

FLOODPLAIN: ZONE X

ZONE: MU-III

With approximately $1,000,000 in SDC Credits available, this flat, rectangular site is primed 
for redevelopment under the current MU-III zoning which encourages infill development and 
redevelopment in mixed-use corridors and promotes pedestrian access. This zone generally 
allows a variety of retail and office uses, commercial services, and multiple family residential 
uses.

With the city’s recent completion of 2nd Street connecting Wallace Road to the site’s  
southern boundary, including the completion of pedestrian connections and landscaping, this 
site is a blank slate waiting for a developer’s vision to be realized. The West Salem trade area is  
underserved for its growing population and sample site plans show numerous options for 
multi-family, retail, office and hospitality. With four universities within a 25-mile radius, and 
over 40,000 VPD in front of this site, it is ready for new life. Because this site contains space  
underground in an existing structure for an estimated 50 vehicles, there is more capacity for  
on-grade maximization.

This property is located within the West Salem Urban Renewal Area which  
provides opportunity to leverage city grant funds to enhance project viability.  
Current maximum grant amount is $300,000 but the urban renewal agency will 
consider exceptions to that limit on a case by case basis depending on need and 
impact of the project to the community.

OVERVIEW  FULL SITE - 5.29 ACRES 
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY

CLICK HERE FOR DRONE TOUR

https://www.cityofsalem.net/government/departments-agencies/urban-renewal-agency/urban-renewal-areas/west-salem-urban-renewal-area
https://vimeo.com/1007108971


CONCEPTUAL SITE PLANS- FULL SITE 
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY

503-364-7400  |  365 STATE ST, SALEM, OR 97301  |  FIRSTCOMMERCIALOREGON.COM 
All brokers listed above are licensed in the State of Oregon. The information contained herein has been obtained from the owner of the property or from other sources that we deem reliable. We have no reason to doubt its accuracy, but we do not guarantee it. All information is subject to change without notice.

NWC OF WALLACE AND 2ND ST NW, SALEM, OR 97304

Mixed-Use III

This zone is the most flexible in the city of Salem and 
allows for virtually all uses with a focus on mixed-use 
projects enhancing the urban feel of this site and 
leverage the existing transportation infrastructure, 
proximity to downtown Salem and the Willamette River.

MIXED USE ZONE CODE

https://library.municode.com/or/salem/codes/code_of_ordinances?nodeId=TITXUNDECO_UDC_CH535XEUI_S535.001PU


$3,775,000
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OVERVIEW
This approximately three-acre parcel (exact boundaries to be confirmed through negotiation prior to closing) offers a fantastic opportunity for an 
anchored retail development in a high-traffic, high-visibility location. Positioned along a major commuter route with traffic counts exceeding 40,000 
vehicles per day, the site is ideally suited for up to 35,000–40,000 square feet of retail space. Surrounded by established national retailers and service 
providers, this location offers strong synergies and consumer draw. Urban Renewal Area incentives and System Development Charge (SDC) credits 
are available to enhance feasibility and reduce upfront costs.

OVERVIEW  3 ACRE RETAIL PAD 
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY

CONCEPT PLAN PROVIDED BY CB2. SITE PLANS ARE NOT APPROVED BY THE CITY OF SALEM AND ARE PROVIDED TO SHOW CONCEPTS OF THE CAPACITY OF THE PROPERTY



$2,250,000
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OVERVIEW
This site presents an excellent opportunity for an owner-user seeking to develop a medical or professional office building, or for a developer  
pursuing a cottage cluster or similarly scaled multi-family project. Located within a transitioning neighborhood, the property benefits from Urban 
Renewal Area incentives and available System Development Charge (SDC) credits—both of which can significantly enhance project feasibility and 
reduce upfront costs. The surrounding area is experiencing revitalization, making this a strategic time to invest in a well-positioned infill location.

OVERVIEW  2.3 ACRE PAD 
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY

CONCEPT PLAN PROVIDED BY CB2. SITE PLANS ARE NOT APPROVED BY THE CITY OF SALEM AND ARE PROVIDED TO SHOW CONCEPTS OF THE CAPACITY OF THE PROPERTY



503-364-7400  |  365 STATE ST, SALEM, OR 97301  |  FIRSTCOMMERCIALOREGON.COM 
All brokers listed above are licensed in the State of Oregon. The information contained herein has been obtained from the owner of the property or from other sources that we deem reliable. We have no reason to doubt its accuracy, but we do not guarantee it. All information is subject to change without notice.

ZONE MAP 
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY
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DRONE AERIALS 
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY
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TRAFFIC COUNTS & DEMOGRAPHICS
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY

1 MILE 3 MILE 5 MILE

9,578 93,123 224,048

1 MILE 3 MILE 5 MILE

4,031 35,220 82,237

1 MILE 3 MILE 5 MILE

$90,547 $91,848 $90,915

1 MILE 3 MILE 5 MILE

$37,830 $35,255 $33,398

POPULATION

NUMBER OF HOUSEHOLDS

AVERAGE HOUSEHOLD INCOME

PER CAPITA INCOME

NWC OF WALLACE AND 2ND ST NW, SALEM, OR 97304
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97304 DEMOGRAPHIC SUMMARY 
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY

NWC OF WALLACE AND 2ND ST NW, SALEM, OR 97304

Demographics show 42% bachelor’s degree 
and above with median household incomes 
of almost $90,000/year. This part of Salem 
seeks to operate very autonomously due to 
the natural geographic boundary provided by 
the Willamette River and the area’s residents 
seek destination shopping and services on 
the west side of the river. This part of Salem 
contains relatively little land to develop and 
there is demand in the following underserved 
retail categories: electronics, health & beauty, 
home improvement, clothing, restaurants,  
furniture and motor vehicle services.
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PLAT MAP
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY

NWC OF WALLACE AND 2ND ST NW, SALEM, OR 97304



NWC OF WALLACE AND 2ND ST NW, SALEM, OR 97304

503-364-7400  |  365 STATE ST, SALEM, OR 97301  |  FIRSTCOMMERCIALOREGON.COM 
All brokers listed above are licensed in the State of Oregon. The information contained herein has been obtained from the owner of the property or from other sources that we deem reliable. We have no reason to doubt its accuracy, but we do not guarantee it. All information is subject to change without notice.

REGIONAL PROFILE 
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY

SALEM, OREGON
Salem is the capital city of the U.S. state 
of Oregon, situated in the heart of the 
Willamette Valley. As one of the oldest  
cities in the state, Salem offers a rich blend 
of history, culture, and natural beauty. 
With a population of over 170,000 residents,  
Salem is the third-largest city in Oregon, 
and it serves as the seat of government for 
the state. This regional profile will provide an  
overview of Salem, its history, economy,  
culture, and the natural surroundings that make 
it a unique and attractive place to live.

WILLAMETTE VALLEY REGION
The Willamette Valley is renowned for its wine  
production and Salem is no exception. Tourists can 
explore local wineries and vineyards, sampling some 
of the world’s finest Pinot Noir wines. The city also 
boasts a thriving food scene, with farm-to-table restau-
rants that showcase the region’s agricultural bounty, 
making it a culinary delight for visitors.

ECONOMY
Salem’s economy is diverse, with key sectors including 
government, healthcare, education, agriculture and  
manufacturing. As the state capitol, the government is a  
significant employer in the city, with the Oregon State Capitol 
and various state agencies located in Salem. The healthcare 

sector is anchored by Salem Health, a major regional medical center. Education 
is another important aspect of the local economy, with institutions like Willamette 
University and Corban University contributing to the community. Additionally, 
Salem benefits from the fertile Willamette Valley, making agriculture a vital 
part of its economy, with a focus on berry farming and wine production.  
Manufacturing also plays a role, with companies engaged in food processing,  
electronics, and transportation equipment production.

CULTURE
Salem offers a vibrant cultural scene, with a mix of traditional and  
contemporary influences. The city hosts various cultural events and  
festivals throughout the year, including the Salem Art Fair & Festival and 
the Oregon State Fair. The Elsinore Theatre, a historic landmark, hosts a 
variety of performances, from live music to theater productions. Local 
museums, such as the Hallie Ford Museum of Art and the Mission Mill 
Museum, provide insight into the region’s history and culture.
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REGIONAL PROFILE 
WALLACE ROAD PRIME REDEVELOPMENT OPPORTUNITY

EDUCATION
Salem is home to several educational institutions, including public and private schools, colleges, and universities, offering a variety of educational  
opportunities to its residents. Higher education includes  Willamette University – a prestigious private liberal arts university, and Corban University – another 
private university providing a range of undergraduate and graduate programs, including degrees in business, education, and psychology. Salem  
encourages cultural and art education through local museums, theaters, and community organizations. These venues often host educational events and 
activities to enrich the cultural and artistic knowledge of residents.

TOURISM
Salem’s proximity to the beautiful Cascade Range 

and the Oregon Coast means that outdoor  

enthusiasts can engage in a wide range of  

activities. Throughout the year, Salem hosts a  

variety of festivals and events that celebrate its 

culture, arts, and diverse communities. Events like 

the Salem Art Fair & Festival and the Cherry Blossom 

Theatre Festival offer tourists a chance to engage 

with the local scene and enjoy a unique, authentic 

experience. Salem offers a range of family- 

friendly attractions, including the Oregon State Fair, 

the Enchanted Forest Theme Park, and educational 

experiences at places like the Oregon Museum of 

Science and Industry (OMSI) and the Gilbert House 

Children’s Museum. These attractions provide  

entertainment and learning opportunities for  

travelers of all ages.



A licensed real estate broker or principal real estate broker is required to give a copy of an Initial 
Agency Disclosure Pamphlet to each consumer the broker will represent.  The pamphlet describes 
the legal relationship between a broker and the consumer when the broker acts as the consumer’s 
“agent.”  
Real estate brokers and principal real estate brokers have legal obligations, called affirmative 
duties, to both buyers and sellers in a real estate transaction. 
Oregon Revised Statute (ORS) 696.805 lists the affirmative duties of a licensed real estate broker 
or principal real estate broker acting as a seller’s agent.
The affirmative duties of a broker or principal broker acting as a buyer’s agent are found in ORS 
696.810.
ORS 696.815(1) allows a real estate licensee to represent both the seller and the buyer in a real 
estate transaction under a disclosed limited agency agreement, provided there is full disclosure of 
the relationship under the agreement. 
Oregon Administrative Rules (OAR), adopted by the Oregon Real Estate Agency, provide the 
form and content of the disclosures and the related pamphlet. OAR 863-015-0215 is set forth 
below for the convenience of licensees. The Agency has provided a sample Initial Agency Disclo-
sure Pamphlet after the broken line that meets the requirements of OAR 863-015-0125.

863-015-0215
Initial Agency Disclosure Pamphlet
(1)  For purposes of this rule, “at first contact” means at the time the agent has sufficient contact 
information about a person to be able to provide an initial agency disclosure pamphlet to that 
person. Contact with a person includes, but is not limited to contacts in person, by telephone, 
over the Internet, by electronic mail, or by similar methods.
(2)  An agent shall provide a copy of the initial agency disclosure pamphlet, which complies with 
section (5) of this rule, at first contact with:

(a)  A prospective party to a real property transaction; or
(b)  An unrepresented party seeking representation during the course of a real property 
transaction.

(3)  An agent must provide the initial agency disclosure pamphlet in a written format by elec-
tronic mail, over the Internet, by USPS mail, facsimile, hand delivery or similar delivery method.
(4)  An agent need not provide a copy of the initial agency disclosure pamphlet to a party who 
has, or may be reasonably assumed to have, received a copy of the pamphlet from another agent. 
(5)  The initial agency disclosure pamphlet must contain:

(a)  The following information, directed to the consumer:
(A)  A licensed real estate broker or principal broker must give a copy of the initial agency 
disclosure pamphlet at first contact with a prospective party to a real property transaction 
or at first contact with an unrepresented party seeking representation during the course of 
a real property transaction.
(B)  A licensed real estate broker or principal broker need not provide a copy of the initial 
agency disclosure pamphlet to a party who has, or may be reasonably assumed to have, 
received a copy of the pamphlet from another broker. 
(C)  The pamphlet describes the legal relationship between a broker and a consumer when 
the broker acts as the consumer’s agent; and
(D)  The pamphlet is informational only and may not be construed to be evidence of 
intent to create an agency relationship, as provided in ORS 696.820.

(b)  A general definition of an agency relationship and the three real estate agency relation-
ships of seller’s agent, a buyer’s agent and a disclosed limited agent.
(c)  The definition of “confidential information” in ORS 696.800.
(d)  The affirmative duties and responsibilities of a seller’s agent under ORS 696.805.
(e)  The affirmative duties and responsibilities of a buyer’s agent under ORS 696.810.
(f )  The affirmative duties and responsibilities of a disclosed limited agent who represents 
both the buyer and the seller in a transaction under ORS 696.815.
(g)  The following statement to the consumer, “Whether you are a buyer or seller, you cannot 
make a licensee your agent without the licensee’s knowledge and consent, and an agent 
cannot make you a client without your knowledge and consent.”

(6)  The Real Estate Agency will make available a sample of an initial agency disclosure pamphlet 
that complies with section (5) of this rule on the Agency’s website.

---------------------------------------------------------------------------------------------------------------------
 
SAMPLE INITIAL AGENCY DISCLOSURE  PAMPHLET 
Consumers:  This pamphlet describes the legal obligations of Oregon real estate licensees to consumers. 
Real estate brokers and principal real estate brokers are required to provide this information to you 
when they first contact you. A licensed real estate broker or principal broker need not provide the 
pamphlet to a party who has, or may be reasonably assumed to have, received a copy of the pamphlet 
from another broker.
This pamphlet is informational only. Neither the pamphlet nor its delivery to you may be interpreted as 
evidence of intent to create an agency relationship between you and a broker or a principal broker. 

Real Estate Agency Relationships 
An “agency” relationship is a voluntary legal relationship in which a licensed real estate broker or 
principal broker (the “agent”) agrees to act on behalf of a buyer or a seller (the “client”) in a real 
estate transaction. Oregon law provides for three types of agency relationships between real estate 
agents and their clients: 

Seller’s Agent -- Represents the seller only. 
Buyer’s Agent -- Represents the buyer only. 
Disclosed Limited Agent -- Represents both the buyer and seller, or multiple buyers who 
want to purchase the same property. This can be done only with the written permission of 
all clients. 

The actual agency relationships between the seller, buyer and their agents in a real estate transaction 
must be acknowledged at the time an offer to purchase is made. Please read this pamphlet carefully 
before entering into an agency relationship with a real estate agent. 

Definition of “Confidential Information”
Generally, licensees must maintain confidential information about their clients. “Confidential 
information” is information communicated to a real estate licensee or the licensee’s agent by the 
buyer or seller of one to four residential units regarding the real property transaction, including 
but not limited to price, terms, financial qualifications or motivation to buy or sell. “Confidential 
information” does not mean information that:
(1)  The buyer instructs the licensee or the licensee’s agent to disclose about the buyer to the 
seller, or the seller instructs the licensee or the licensee’s agent to disclose about the seller to the 
buyer; and 
(2)  The licensee or the licensee’s agent knows or should know failure to disclose would constitute 
fraudulent representation.

Duties and Responsibilities of a Seller’s Agent 
Under a written listing agreement to sell property, an agent represents only the seller unless the 
seller agrees in writing to allow the agent to also represent the buyer. 
An agent who represents only the seller owes the following affirmative duties to the seller, the 
other parties and the other parties’ agents involved in a real estate transaction: 
(1)  To deal honestly and in good faith; 
(2)  To present all written offers, notices and other communications to and from the parties in 
a timely manner without regard to whether the  property is subject to a contract for sale or the 
buyer is already a party to a contract to purchase; and
(3)  To disclose material facts known by the agent and not apparent or readily ascertainable to a 
party.

A seller’s agent owes the seller the following affirmative duties:
(1)  To exercise reasonable care and diligence;
(2)  To account in a timely manner for money and property received from or on behalf of the 
seller; 
(3)  To be loyal to the seller by not taking action that is adverse or detrimental to the seller’s 
interest in a transaction; 
(4)  To disclose in a timely manner to the seller any conflict of interest, existing or contemplated; 
(5)  To advise the seller to seek expert advice on matters related to the transaction that are beyond 
the agent’s expertise; 
(6)  To maintain confidential information from or about the seller except under subpoena or 
court order, even after termination of the agency relationship; and 
(7)  Unless agreed otherwise in writing, to make a continuous, good faith effort to find a buyer 
for the property, except that a seller’s agent is not required to seek additional offers to purchase 
the property while the property is subject to a contract for sale. 

None of these affirmative duties of an agent may be waived, except (7). The affirmative duty 
listed in (7) can only be waived by written agreement between seller and agent. 

Under Oregon law, a seller’s agent may show properties owned by another seller to a prospective 
buyer and may list competing properties for sale without breaching any affirmative duty to the 
seller.

Unless agreed to in writing, an agent has no duty to investigate matters that are outside the scope 
of the agent’s expertise, including but not limited to investigation of the condition of property, 
the legal status of the title or the seller’s past conformance with law. 

Duties and Responsibilities of a Buyer’s Agent
An agent, other than the seller’s agent, may agree to act as the buyer’s agent only.  The buyer’s 
agent is not representing the seller, even if the buyer’s agent is receiving compensation for services 
rendered, either in full or in part, from the seller or through the seller’s agent.
An agent who represents only the buyer owes the following affirmative duties to the buyer, the 
other parties and the other parties’ agents involved in a real estate transaction: 
(1)  To deal honestly and in good faith; 

(2)  To present all written offers, notices and other communications to and from the parties in 
a timely manner without regard to whether the property is subject to a contract for sale or the 
buyer is already a party to a contract to purchase; and
(3)  To disclose material facts known by the agent and not apparent or readily ascertainable to a 
party.

A buyer’s agent owes the buyer the following affirmative duties:
(1)  To exercise reasonable care and diligence;
(2)  To account in a timely manner for money and property received from or on behalf of the 
buyer; 
(3)  To be loyal to the buyer by not taking action that is adverse or detrimental to the buyer’s 
interest in a transaction; 
(4)  To disclose in a timely manner to the buyer any conflict of interest, existing or contemplated; 
(5)  To advise the buyer to seek expert advice on matters related to the transaction that are 
beyond the agent’s expertise; 
(6)  To maintain confidential information from or about the buyer except under subpoena or 
court order, even after termination of the agency relationship; and 
(7)  Unless agreed otherwise in writing, to make a continuous, good faith effort to find property 
for the buyer, except that a buyer’s agent is not required to seek additional properties for the 
buyer while the buyer is subject to a contract for purchase. 

None of these affirmative duties of an agent may be waived, except (7). The affirmative duty 
listed in (7) can only be waived by written agreement between buyer and agent. 

Under Oregon law, a buyer’s agent may show properties in which the buyer is interested to other 
prospective buyers without breaching an affirmative duty to the buyer.

Unless agreed to in writing, an agent has no duty to investigate matters that are outside the scope 
of the agent’s expertise, including but not limited to investigation of the condition of property, 
the legal status of the title or the seller’s past conformance with law. 

Duties and Responsibilities of an Agent Who Represents More than One Client in a 
Transaction 
One agent may represent both the seller and the buyer in the same transaction, or multiple 
buyers who want to purchase the same property, only under a written “Disclosed Limited Agency 
Agreement” signed by the seller and buyer(s). 
Disclosed Limited Agents have the following duties to their clients: 
(1)  To the seller, the duties listed above for a seller’s agent; 
(2)  To the buyer, the duties listed above for a buyer’s agent; and
(3)  To both buyer and seller, except with express written permission of the respective person, the 
duty not to disclose to the other person:

(a)  That the seller will accept a price lower or terms less favorable than the listing price or 
terms;
(b)  That the buyer will pay a price greater or terms more favorable than the offering price 
or terms; or
(c)  Confidential information as defined above.

Unless agreed to in writing, an agent has no duty to investigate matters that are outside the scope 
of the agent’s expertise.
When different agents associated with the same principal broker (a real estate licensee who super-
vises other agents) establish agency relationships with different parties to the same transaction, 
only the principal broker will act as a Disclosed Limited Agent for both the buyer and seller. The 
other agents continue to represent only the party with whom the agents have already established 
an agency relationship unless all parties agree otherwise in writing. The principal real estate 
broker and the real estate licensees representing either seller or buyer shall owe the following 
duties to the seller and buyer:
(1)  To disclose a conflict of interest in writing to all parties;
(2)  To take no action that is adverse or detrimental to either party’s interest in the transaction; 
and
(3)  To obey the lawful instructions of both parties. 

No matter whom they represent, an agent must disclose information the agent knows or should 
know that failure to disclose would constitute fraudulent misrepresentation. 
You are encouraged to discuss the above information with the licensee delivering this pamphlet to you. 
If you intend for that licensee, or any other Oregon real estate licensee, to represent you as a Seller’s 
Agent, Buyer’s Agent, or Disclosed Limited Agent, you should have a specific discussion with the agent 
about the nature and scope of the agency relationship. Whether you are a buyer or seller, you cannot 
make a licensee your agent without the licensee’s knowledge and consent, and an agent cannot make 
you a client without your knowledge and consent.
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INITIAL AGENCY DISCLOSURE PAMPHLET
INFORMATION FOR REAL ESTATE BROKERS AND PRINCIPAL BROKERS


