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Tight Land Supply in Miami, Other 
Coastal Cities Drives Demand for 
Older, Less Central Property 
Shortage of Lots Is Forcing Retailers to Redevelop or Settle for 
Secondary Sites 

 
 
Finding an acre or two of dirt to develop in greater Miami is a dilemma for some of the nation’s biggest 
names in retail, including Wawa, Walgreens and 7-11. 
 
South Florida growth patterns are more limited than Atlanta, Dallas and other major markets because the 
region is wedged between the Atlantic Ocean on the east and the Everglades on the west. This unique 
geography greatly restricts homebuilders in need of larger tracts and even retailers and other businesses 
looking for far less land.  
 
Identifying lots along the coast near Interstate 95 is a major struggle, often forcing prospective buyers to 
redevelop older, existing properties or move to less-desirable locales farther west. I-95 is key, because it’s 
one of the nation’s most important transportation arteries that also increases demand for commercial real 
estate nearby.  
 



“There are not many times when you can drive around in South Florida and say, ‘Why is this site 
vacant?’” said Barry Wolfe, a senior managing director for Marcus Millichap in Fort Lauderdale, Florida. 
“There’s not a lot of virgin land waiting for someone to develop it.” 
 
But it is not just a South Florida problem. Coastal cities like San Diego, limited by the Pacific Ocean, the 
desert and the Mexican border, also has finite development possibilities, while now even some booming 
markets on the rise like Nashville are quickly running out of prime spots. The result is that retailers often 
end up compromising and accepting conditions they never would have agreed years ago, brokers say.  
 
Even so, Florida provides a unique snapshot of the commercial real estate challenge facing these retail 
chains in high-demand areas. Wawa, the Pennsylvania-based chain of more than 630 gas station 
convenience store expanding rapidly in Florida, opened in late June about 700 feet west of I-95 north of 
Miami in central Palm Beach County, a coup for the company with roots that date back to 1803. 
 
The chain previously secured coveted Florida sites just off I-95 in West Palm Beach and Deerfield Beach. 
But increasingly Wawa is opening farther west of I-95, as it did recently on a 2.25-acre site at 15001 S. 
State Road 7 in suburban Delray Beach.  
 
Wawa and other retailers typically work with developers, who put the land under contract while trying to 
convince the chain that the demographics and traffic patterns warrant putting a store there, said Doug 
Aronson, a senior managing director with Colliers International in South Florida. If the retailers agree, 
they sign leases, secure government approvals and build the stores. Once the stores open, the developers 
often sell the improved lot to investors.  
 
Wolfe and colleague Alan Lipsky recently represented Banyan Development of Boca Raton, Florida, 
which sold Wawa’s Delray Beach site to Kenneth Gaul, an investor from Port Jefferson Station, New 
York, for $6.8 million according to CoStar data. 
 



 
 

Palm Beach Potential 

Palm Beach County has more land for development in its western reaches than either Miami-Dade or 
Broward counties. Wawa’s Delray Beach store is in a burgeoning residential corridor, with more high-end 
homes on the way. That is an important consideration because the old adage “retailers follow rooftops” 
still applies today, brokers say, though the Delray Beach site doesn’t have the benefit of capturing any 
commuter traffic from I-95. 

Wawa officials did not return phone calls or emails for comment. 

Some parcels have multiple owners, which complicates potential deals. In other cases, landowners are 
willing to sell, but only for top dollar because they know their sites are in high demand, brokers say. 
Transactions can and do fall apart when land prices are too expensive for what the retailers can generate 
in sales.  

“Every owner of a hard corner in South Florida believes they’re sitting on a gold mine,” said Dave 
Preston, executive managing director for retail services with Colliers in Miami. “But at some point, the 
numbers become so ridiculous that no tenant can pay the rent.” 

 

So, some retailers have to tear down existing buildings to make way for new stores. In Coral Springs, 
Florida, a sprawling bedroom community northwest of Miami, a nursery was redeveloped into a 
Cumberland Farms and an AutoZone. A couple of miles away, Wawa is planning a store at what was a 
two-story office building.  



If they can’t find suitable redevelopment opportunities, retail chains may have to settle for less than ideal 
locales, said Arthur Perlen, principal at Centennial Retail Services in Nashville. 

Some of his clients including Verizon Wireless, have given up on freestanding stores in certain areas and 
reluctantly agreed to open inside shopping centers, where the signs aren’t visible and the parking isn’t as 
plentiful, according to Perlen. 

“In some cases, just to get into the market, you’ve got to be creative and do things you weren’t willing to 
do 10 years ago or five years ago,” Perlen said. 

Retail Changes  

The changing face of retail may help some financially stable chains solve their woes, said Michael 
Lagazo, an independent retail broker in San Diego. When retailers close and consolidate, store locations 
become available and well-capitalized firms stand to benefit and increase their real estate holdings, 
Lagazo explained. 

“The opportunity is in transition,” he said. 

While the shortage of land in South Florida is an issue, particularly in well-trafficked urban cores, it’s not 
as if the region lacks development possibilities. 

An online tool developed by the University of Miami and Citi Community Development, a division of 
financial services giant Citigroup, shows 500 million square feet of vacant or underused land in Miami-
Dade County. Ines Hernandez Citi and Robin F. Bachin, a professor at UM, wrote in a column for the 
Miami Herald that not all the lots could be used for development. But, they noted, there are “significant 
opportunities” to assemble parcels to help ease the county’s affordable housing crunch. 

Christos Costandinides, a market analyst tracking the South Florida region for CoStar Market Analytics, 
said land is limited in much of the region. But he adds that the argument is too often cited to “make a case 
for why prices should be higher.” 

Costandinides explained that Homestead, Florida, about 40 miles south of downtown Miami, has plenty 
of land to offer developers. Residents are discovering the area, and local officials hope to attract more 
development by adding bus rapid transit in the next few years. For now, Homestead remains nearly an 
hour commute to Miami, leaving the city disconnected from the rest of South Florida, some real estate 
analyst say. 

Collier’s Aronson said the lot shortage won’t keep national retailers from expanding across the region. He 
insists that finding and executing deal in prime locations will continue to be a test of wills.  

“It takes a lot of time, a lot of money and a lot of patience,” he said.   
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Single-Tenant Building Sales Prove Lucrative in 
South Florida 
Owners Look to Maximize Returns at Shopping Centers 

 
McDonald's in St. Augustine, Florida, is for sale. Photo: CoStar 

The Shopping Center Group is the latest real estate firm to enter South Florida's routine but 
lucrative niche division of selling single-tenant net-lease properties, where the landlord is not 
responsible for certain extra costs associated with commercial building ownership. 

Net lease is an industry class of freestanding buildings, such as restaurants, drugstores, banks and 
gyms leased by established national tenants. Net-lease building sales in Miami-Dade, Broward 
and Palm Beach counties hit $235.9 million last year, up from $224.8 million in 2017, according 
to CoStar data. Nationally, sales totaled nearly $13 billion last year after peaking at $15.3 billion 
in 2015. 

Triple-net leases are considered one of the safest investments, where the tenant typically pays a 
base rent, plus the property owner’s building expenses, including taxes, insurance and common-
area maintenance. 



The Shopping Center Group started its venture with four listings in Florida and plans to expand 
across the Southeast. Tyler Freeman heads the new division in partnership with Anthony Blanco, 
the brokerage’s director of investment sales. 

"There's a significant amount of activity in this right now because you've got a lot of institutional 
investors looking to dispose of properties and a lot of private investors looking to buy," Freeman 
said in an interview. 

Many of the net-lease properties for sale are part of shopping centers and the owners want to 
maximize returns by selling some of the outparcels separately. 

“I believe this is a trend that's going to continue,” Blanco said. "There are a number of shopping 
centers across the nation where the owners can carve up the outparcels to bring in liquidity." 

Last summer, Colliers International South Florida launched a net-lease division. Other firms, 
including Marcus & Millichap and CBRE, also have the specialty. 

“If you want to be a true, full-service broker, you want to be able to offer this to your clients,” 
said Doug Aronson, a senior vice president who heads Colliers’ net-lease division in South 
Florida. 

The niche division has grown sharply in the past decade as interest rates plummeted following 
the Great Recession, Aronson explained. 

“With those meager returns, investors were saying, ‘Where else can I put my money?’” he said. 

The Shopping Center Group, founded in 1984 and based in Atlanta, provides services to tenants 
and landlords. Its investment sales division has sold multitenant properties for the past seven 
years and is expanding its offerings by taking single-tenant, net-lease listings. 

In South Florida, it has two Miami-area listings for sale in Pembroke Pines: Goodyear at 8301 
Pines Blvd. for $1.65 million and TGI Friday’s at 90 N. University Drive for $3.1 million. 

Near Jacksonville, Florida, the firm is listing Petco at 463713 SR 200 in Yulee and McDonald’s 
at 37 Epic Blvd. in St. Augustine. 

 

https://product.costar.com/home/news/shared/194040?keywords=Aronson&market=37
http://gateway.costar.com/Gateway/Redir/RedirectToProduct.aspx?productId=1&redirUrl=redir%2FDefault.aspx%3FProductMode%3DProperty%26eid%3D6949780
http://gateway.costar.com/Gateway/Redir/RedirectToProduct.aspx?productId=1&redirUrl=redir%2FDefault.aspx%3FProductMode%3DProperty%26eid%3D6949780
http://gateway.costar.com/Gateway/Redir/RedirectToProduct.aspx?productId=1&redirUrl=redir%2FDefault.aspx%3FProductMode%3DProperty%26eid%3D6949804
http://gateway.costar.com/Gateway/Redir/RedirectToProduct.aspx?productId=1&redirUrl=redir%2FDefault.aspx%3FProductMode%3DProperty%26eid%3D7204021
http://gateway.costar.com/Gateway/Redir/RedirectToProduct.aspx?productId=1&redirUrl=redir%2FDefault.aspx%3FProductMode%3DProperty%26eid%3D7141020
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Miami-Area Company Bullish on Medical 
Marijuana Real Estate 
Twenty Dispensary Sites Expected to Pop Up Across Sunshine State 

 

Stratford's Bar in Hollywood, Florida, is due to become a medical marijuana dispensary by the 
end of 2019. Photo: CoStar 

A metropolitan Miami firm is counting on the cannabis industry to deliver suitable real estate 
returns, and has plans to acquire or build roughly 20 properties across Florida this year to lease to 
medical marijuana dispensaries. 

We Would, the cannabis real estate arm for Stadlen Family Holdings, has hired SVN 
Commercial Realty to find potential sites, and the brokerage has already completed two sales in 
Hollywood and Kissimmee, Florida. 

While medical marijuana remains illegal under federal law, Florida voters approved medical 
cannabis use for qualified patients in 2016. Under the law, it can be used to treat cancer, 
epilepsy, multiple sclerosis and other diseases. Qualifying physicians must first diagnose 
patients. 



As of March 1, there were 190,646 qualified patients and 2,086 qualified doctors statewide, 
according to the Florida Department of Health. The state has approved 105 medical marijuana 
dispensaries. 

Legal cannabis spending is expected to total $17 billion worldwide in 2019, while the U.S. 
market is projected to top $23 billion by 2022, according to a study by Arcview Market Research 
and BDS Analytics. 

Still, large commercial landlords and developers throughout Florida are virtually ignoring this 
niche, according to Joseph Stadlen, a principal at Hollywood-based We Would. 

Stadlen said he’s not aware of another real estate firm in Florida focusing specifically on 
acquiring sites for medical marijuana dispensaries. The facilities tend to find their own locations 
on an individual basis, he noted. 

Despite Florida’s approval of medical marijuana, federally insured banks won’t lend for related 
ventures because of federal regulations - institutions that accept money from state-approved 
cannabis operations are in violation of federal law and run the risk of being perceived as 
complaisant to money laundering, Stadlen explained. 

But he insists he’s positioning privately held We Would to become an industry leader. 

“Once the federal government changes their view on the industry, it will normalize, like any 
other property portfolio asset,” he said in an interview with CoStar News. 

We Would has four dispensary sites identified statewide, with only one in operation so far. The 
company also owns a cultivation and processing plant on more than 100 acres in north-central 
Florida. 

The ideal location for a dispensary is in a small strip shopping center or a freestanding building 
that can accommodate 2,500 to 5,000 square feet, Stadlen said. Ample parking and strong 
visibility are important. Aside from existing properties, the company is considering vacant lots 
for development. 

But rules for the placement of dispensaries vary by Florida municipalities, making it a challenge 
to find locations, said Joel Kattan, a senior director of SVN. 

He pointed out that the city of Fort Lauderdale has designated certain pockets for marijuana 
facilities to cluster. South of Fort Lauderdale in Hollywood, dispensaries are not restricted to 
specific areas of the city but can’t be within 500 feet of a school, for instance. 



Kattan said SVN is knocking on doors to pitch property owners who aren’t in the market on the 
benefits of selling. But once the owners learn that We Would wants the sites for medical 
marijuana dispensaries, their price tags tend to skyrocket, according to Kattan. 

We Would might be willing to pay slightly more than a property is worth, but “they’re not 
Amazon,” he said. 

Last month, SVN brokered a $1.45 million sale of 2908 Hollywood Blvd. in Hollywood, north of 
Miami in Broward County. 

A dispensary is expected to replace Stratford’s Bar, a renowned local watering hole, by the 
fourth quarter of this year. The site met all the criteria and was a perfect fit, according to Kattan. 

Stadlen said tenants near dispensaries have expressed concerns about security, traffic flow and 
the morality of marijuana use. Face-to-face conversations to educate the tenants usually alleviate 
their fears, he added. 

The success of the cannabis real estate niche in Florida hinges on whether the federal 
government legalizes the use of medical marijuana and how fast that approval might come, said 
Ken Johnson, a real estate professor at Florida Atlantic University in Boca Raton. 

“If the federal government comes along and in short order says, ‘It’s fine, it’s legal,’ then this 
guy will have been a first mover, and he will benefit from it,” Johnson said. “But if this is a 
decade or more in the making, it may not be the windfall that he expects.” 

The problem with cannabis real estate is that financing is difficult, added Doug Aronson, a senior 
vice president for the Colliers International brokerage in South Florida. When it wants to sell its 
properties, We Would will have to work exclusively with cash buyers, he said. 

But dispensaries generally are good tenants and willing to pay more than market value in rent for 
the right to lease space, Aronson noted. He compared medical marijuana to the tattoo industry 
and the negative stereotypes it had to overcome. 

“Now getting a tattoo is like getting your ears pierced,” Aronson said of that industry's 
normalization. “But it took a while for that to happen.”  

 

http://gateway.costar.com/Gateway/Redir/RedirectToProduct.aspx?productId=1&redirUrl=redir%2FDefault.aspx%3FProductMode%3DProperty%26eid%3D10254934
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Colliers Starts Net Lease Specialty in South 
Florida 
Freestanding Restaurants, Drugstores Offer Stable Returns, Brokerage 
Says 
Colliers International South Florida has hired a veteran broker to 
launch a net-lease specialty, a mundane but booming niche in 
commercial real estate. 

 
Doug Aronson has joined Colliers’ Boca Raton, FL office as a 
senior vice president. 

In his new role, he will head the global commercial real estate 
services firm's division that focuses on the sale and purchase of 
net-leased properties – an industry class often comprising 
freestanding fast-food restaurants and drugstores with established 
national tenants. 

In a triple-net lease, the tenant pays a base rent, plus the property owner’s building expenses 
including taxes, insurance and common-area maintenance. The landlord receives a net rent 
payment and is not responsible for those extra costs associated with commercial building 
ownership. 

Aronson said the buildings are stable investments that don’t require much maintenance. Most of 
the properties are retail, but there also are net leased industrial and office buildings, he added. 

"Investors like the fact that they are buying a piece of real estate that they can one day reposition 
but for the immediate future can simply collect a rent check with little or no landlord 
responsibilities," he explained. 

The key factors for investors is finding properties on high-traffic street corners with credit-
worthy national tenants locked into long-term leases, said Peter Reed of Commercial Florida 
Realty Services in Boca Raton, FL. 

 

https://ahprd2cdn.csgpimgs.com/si2/dkTUDI-nkADJyNQQaadufvnTHKd49QBSgnpGA-ivkjrq1RblI2A9_ChKxo4dn-eD/1/image.jpg

	1 july 3
	Tight Land Supply in Miami, Other Coastal Cities Drives Demand for Older, Less Central Property
	Shortage of Lots Is Forcing Retailers to Redevelop or Settle for Secondary Sites

	Single-Tenant Building Sales Prove Lucrative in South Florida Article
	Single-Tenant Building Sales Prove Lucrative in South Florida
	Owners Look to Maximize Returns at Shopping Centers

	Miami-Area Company Bullish on Medical Marijuana Real Estate Article
	Miami-Area Company Bullish on Medical Marijuana Real Estate
	Twenty Dispensary Sites Expected to Pop Up Across Sunshine State

	Colliers Starts Net Lease Speciality in South Florida Article
	Colliers Starts Net Lease Specialty in South Florida
	Freestanding Restaurants, Drugstores Offer Stable Returns, Brokerage Says


