
MIDLOTHIAN, VA 23113

1315 HUGUENOT ROAD

FREESTANDING SECOND GENERATION 
RESTAURANT BUILDING AVAILABLE
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PROPERTY HIGHLIGHTS
	� 3,880 sf free standing building with 

surface parking 

	� Pylon signage available 

	� Second generation restaurant4000 FT



2000 FT



300 FT





AVAILABLE



3 Bethesda Metro Center,
Suite 620

Bethesda, MD 20814
301.656.3030

Geoffrey Mackler
240.482.3616
gmackler@hrretail.com

Please Contact
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AVERAGE HH INCOME ($)

# OF HOUSEHOLDS
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INCOME

$109,419
Median Household Income

$57,383
Per Capita Income5 mile ring

DEMOGRAPHIC PROFILE (2025)
1315 Huguenot Rd

BUSINESS

5,276
Total Businesses

138,973
Daytime

Population

337
Food Srv &

Drinking Places

Midlothian, VA
EDUCATION

13%
High School Diploma

34%
Bachelor's Degree

22%
Graduate/Professional

Degree

KEY FACTS

132,146
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Median Age
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TOP TAPESTRY SEGMENTS

Savvy Suburbanites (L1)
8,136 (15.5%) of households

These neighborhoods tend to be concentrated in New England 
and the Mid-Atlantic. Some couples have children who have grown 
up and left the house, and around a quarter still have kids at home. 
Residents work in professional fields such as management and 
finance. The combined wages of both spouses position these 
families solidly in the middle to upper income tiers. Investments, 
retirement income, and valuable properties also contribute to the 
high net worth of households commonly found in these 
neighborhoods. Residents in this segment gravitate toward 
suburban communities, which include both newly developed and 
well-established areas, within major metropolitan areas. Nearly all 
homes are single-family and owner-occupied, with very few rental 
properties available, and most homes were built between 1970 
and 2000.

• Residents frequently use credit cards, and they seldom have 
outstanding monthly balances.

• They tend to invest a significant amount of resources on home 
improvement and landscaping. Residents have a variety of 
investment and retirement accounts.

Dreambelt (K5)
7,620 (14.5%) of households

These suburban neighborhoods are predominantly located in the 
West, often outside the principal cities of major metropolitan areas. 
About half of the population is between 35 and 74, and most 
households consist of married or cohabiting couples. Most 
households earn middle-tier incomes, and labor force participation 
is high. This segment has a high concentration of employment in 
public administration, construction, health care, and retail trade 
sectors. Neighborhoods consist mainly of single-family homes built 
between 1950 and 1990, offering ample parking space, often for 
three or more vehicles. A significant portion of the population 
commutes alone by car. Rental rates and home prices are 
substantial, with more than half of the properties for purchase 
valued between $300,000 and $500,000.

• Residents typically shop at warehouse clubs, and they tend to 
exhibit brand loyalty.

• They often spend money on their pets and tools for gardening. 
Residents take active roles in planing their financial future.

Top Tier (L3)
6,049 (11.5%) of households

The concentration of neighborhoods in this segment is particularly 
high in New England, the Mid-Atlantic, and the Pacific. Residents of 
this segment reside in suburban neighborhoods within the largest 
metropolitan areas. Nearly half of householders are between the ages 
of 45 and 64, and households are primarily married couples with or 
without children living at home. Many families send their children to 
private K-12 schools. Approximately three-quarters of residents hold 
undergraduate or graduate degrees, and they typically hold positions 
as executives, professionals, or business owners. A growing number 
of workers in this segment work from home. This segment has the 
highest net worth among all segments. Neighborhoods are almost 
exclusively composed of single-family homes.

• Residents tend to shop at upscale retailers and frequent fine dining 
restaurants.

• They hire personal services such as financial planners, personal 
chefs, and gardeners. These individuals often drive high-end 
vehicles and own vacation homes.

Information herein has been obtained from sources believed to be reliable. While we do not doubt its accuracy, we have not verified it and make no guarantee, warranty or representation about it. Independent confirmation of  its accuracy and completeness is your responsibility. H&R Retail, Inc.

Bryan Davis
240.482.3612
bdavis@hrretail.com




