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Investment Executive Summary

 20704 San Jose Hills Road, Walnut, CA 91789
 Business & Real Estate | Licensed for 89 Children

Kid Junction Christian Preschool is a long-standing child care and early 
education center located in the highly sought-after city of Walnut, California. 
The offering includes both the business and real estate, with significant upside 
potential through facility improvements, enrollment growth, and positioning 
within a prime corridor adjacent to Mt. San Antonio College. With over 20 
years of community presence, strong Yelp reviews, and valuable license 
capacity, this represents a rare opportunity to acquire a preschool in a 
supply-constrained market with strong investor and operator demand.

Bullet Point Summary

● Licensed for 89 Children (69 preschool, 20 school-age)
● Current Operations in 4,560 SF Building on 0.56 Acres
● Over 20 Years of Established Reputation and Strong Yelp Reviews
● Business & Real Estate Included in Offering
● Valuable Educational Zoning with Broader Commercial Flexibility
● Strong Fit for SBA 7(a) or Conventional Financing
● Potential to Enhance Value Through Facility Upgrades and Enrollment 

Growth
● Located in Walnut, a High-Income, Land-Constrained Market Adjacent 

to Mt. SAC
● Stable Community Recognition with Investor and Operator Buyer 

Appeal
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PROPERTY HIGHLIGHTS



Value-Add Strategies

Unlock substantial upside to increase revenue, efficiency, and long-term asset value:

Increase Enrollment
 Capitalize on strong location demand near Mt. San Antonio College and Walnut’s 
top-ranked schools by modernizing facilities and expanding enrollment back toward 
licensed capacity of 89 children.

Maximize Subsidy Participation
 Pursue greater participation in available California child care funding programs such as 
CSPP, CCTR, and CACFP to enhance per-child income while maintaining affordability for 
families.

Reinvest in Facility Upgrades
 Refresh classrooms, playgrounds, and curb appeal to align with parent expectations in 
this high-income market, directly supporting enrollment growth and premium positioning.

Adjust Tuition to Market Rates
 Evaluate and align tuition across all programs with prevailing Walnut and eastern Los 
Angeles County rates, capturing the pricing power of this affluent, supply-constrained 
area.

Expand Program Offerings
 Introduce enrichment opportunities such as STEM, art, language, and after-school care 
to broaden appeal, attract new families, and strengthen retention.

Boost Marketing & Community Outreach
 Highlight the preschool’s 20+ years of operation, strong Yelp reviews, and trusted 
reputation through digital campaigns, referral networks, and local partnerships to drive 
new enrollment.
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VALUE-ADD STRATEGIES



Investment Highlights

Prime Location – 4,560 SF preschool on 0.56 acres in Walnut’s central corridor, directly 
adjacent to Mt. San Antonio College and within one of the most sought-after school 
districts in California.

Significant Upside – Opportunity to expand enrollment back toward the licensed capacity 
of 89 children, increasing gross operating income by an estimated 40%–60% with 
improved utilization of classrooms and outdoor space.

Affluent Market – $123,000 median household income, strong dual-income households, 
and persistent demand for early education in a land-constrained city with limited supply of 
quality facilities.

Long-Standing Legacy – Over 20 years of continuous operation with strong Yelp 
reviews, trusted reputation, and established alumni relationships in the Walnut 
community.

Staffing Stability – Experienced educators and administrative staff available, maintaining 
compliance with California Title 22 licensing standards.

Strong Community Visibility – Excellent street presence with over 35,000 daily traffic 
counts nearby, plus opportunity to increase awareness through targeted marketing and 
digital presence.

High-Value Demographics – Trade area includes highly educated households, with 
strong disposable income and priority spending on private education.

Facility Enhancement Potential – Targeted capital improvements ($50k–$100k) could 
modernize branding, upgrade classrooms, and boost curb appeal, making the school 
more competitive against newer facilities.

Exit Valuation Potential – With enrollment restored and tuition aligned to market, 
projected NOI could support an exit value in the $3.2M–$3.5M range within five years.

INVESTMENT HIGHLIGHTS
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Potential Exit Strategies

Strategic Buyer Acquisition
 Sell to a regional or national preschool chain seeking expansion in Los Angeles County. 
Preschools with valuable licenses and prime locations near Mt. San Antonio College 
often command premium multiples in strategic acquisitions.

Real Estate Sale & Leaseback
 Separate and sell the property to a childcare-focused real estate investment group while 
retaining or selling the business. This structure can unlock significant equity while 
allowing the school to continue operations under a long-term lease.

Refinance & Hold
 After refreshing the facility, increasing enrollment toward licensed capacity of 89 
children, and stabilizing NOI, refinance at the improved valuation to pull out capital while 
retaining long-term ownership and monthly income.

Private Equity Recapitalization
 With full enrollment and right-sized staffing, attract attention from early childhood 
education investment funds seeking scalable operations in affluent, land-constrained 
markets.

Owner-Operator Retirement Sale
 Market to another local operator or family-run buyer as a turnkey preschool with 
community reputation, staff infrastructure, and significant upside through facility 
improvements and enrollment growth.

Five-Year Hold & Market Exit
 Target a ~$3.2M–$3.5M resale value within five years, assuming stabilized enrollment, 
tuition alignment to market rates, and continued appreciation in Walnut’s high-income, 
supply-constrained real estate market.
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POTENTIAL EXIT STRATEGIES



Growth & Value-Add Potential

Revenue Growth Levers

 Enrollment Upside: Current operations serve well below the licensed capacity of 89 
children. Expanding enrollment toward capacity could add 40–50% in gross revenue with 
limited incremental staffing.
 Tuition Adjustment Opportunity: Tuition rates can be gradually aligned with prevailing 
Walnut and eastern Los Angeles County benchmarks. A phased 5–10% increase would 
enhance revenue while remaining competitive for local families.
 Extended Care & Enrichment Programs: Proximity to Mt. SAC and surrounding 
neighborhoods supports demand for before- and after-school care, as well as fee-based 
enrichment programs (STEM, language, arts, music).
 Program Diversification: Potential to add transitional kindergarten or specialized 
learning tracks to attract premium-paying families and strengthen retention.

Operational Efficiencies

 Experienced Team: Longstanding staff and leadership provide stability and reduce 
training and recruitment costs.
 CACFP Eligibility: Facility qualifies for federal meal reimbursement programs, which can 
offset food expenses and improve margins.
 Streamlined Administration: Established processes for billing, scheduling, and parent 
communication create efficiencies and position the school for growth.

Exit Strategy Friendly

 SBA Financeable: Business and real estate structure are well-suited for SBA 7(a) or 
conventional financing, enhancing the buyer pool.
 Scalable Model: Strong location, reputation, and operational systems make it attractive 
for operators seeking to expand portfolios or create multi-site platforms.
 Real Estate Included: Ownership of the 0.56-acre site with a 4,560 SF building 
increases lender confidence and broadens appeal to both investors and owner-operators.

6

FINANCIAL METRICS
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PROPERTY VIDEOS

Click on the video to the right to view the 
walkthrough video on YouTube.

Click on the video to the right to view the 
aerial video on YouTube.

http://www.youtube.com/watch?v=wiXVLMKTcT4
http://www.youtube.com/watch?v=UCbK_OkZs9A
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LICENSE(S)
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WAIVER
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FLOOR PLAN
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PLAT MAP
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PHOTOS OF PROPERTY
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PHOTOS OF PROPERTY
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AREA OVERVIEW
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AREA OVERVIEW
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AREA OVERVIEW
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AREA OVERVIEW
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AREA OVERVIEW

27



AREA OVERVIEW
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CONFIDENTIALITY DISCLAIMER & EXCLUSIVE AGENCY MEMORANDUM

This Exclusive Agency Memorandum (“Memorandum”) was prepared by Insite Commercial Real Estate 
Advisors (“IC”) on behalf of (“Seller”) and is confidential and furnished to prospective purchasers of the 
Property described herein subject to the terms of the Confidentiality Agreement previously provided to 
and executed by such prospective purchasers. This Memorandum is intended solely to assist prospective 
purchasers in their evaluation of the Property and their consideration of whether to purchase the 
Property. It is not to be used for any other purpose or made available to any other person without the 
prior written consent of IC.

This Memorandum is subject to errors, omissions, changes or withdrawal without notice and does not 
constitute a recommendation or endorsement as to the value of the Property by Seller/IC and their 
sources. Financial projections are provided as a reference and are based on assumptions made by 
Seller/IC and their sources. Prospective purchasers should make their own projections and reach their 
own conclusions of value. Certain portions of this Memorandum merely summarize or outline property 
information and are not intended to be complete descriptions.

This Memorandum was prepared on the basis of information available to the Seller and IC in connection 
with the sale of the Property. It contains pertinent information about the Property and the surrounding 
area but does not contain all the information necessary for a complete evaluation of the Property. The 
projected cash flow and other financial information contained herein is for general reference only.

Although the information contained in this Memorandum is believed to be accurate and reliable, neither 
the Seller nor IC guarantees its accuracy or completeness. Because of the foregoing and because the 
Property will be sold on an “as-is” basis, prospective purchasers should make their own independent 
assessments, investigations, and projections regarding the Property. Although additional material, which 
may include engineering, environmental, or other reports, may be provided to certain prospective 
purchasers as appropriate, such parties should confer with their own engineering and environmental 
experts, counsel, accountants, and other advisors and should not rely upon such material provided by 
Seller or IC.

Neither Seller nor IC nor any of their respective officers, advisors, agents, shareholders or principals has 
made or will make any representation or warranties, express or implied, as to the accuracy or 
completeness of the Memorandum or any of its contents, and no legal commitment or obligation shall 
arise by reason of the Memorandum or the contents. Analysis and verification of the information 
contained in the Memorandum is solely the responsibility of the prospective purchaser.

The Seller expressly reserves the right, in its sole discretion, to reject any offer to purchase the Property 
or to terminate any negotiations with any party at any time, with or without notice. The Seller shall have 
no legal commitment or obligation to any prospective purchaser unless and until a written Purchase and 
Sale Agreement has been fully executed and delivered and any and all conditions to the Seller’s 
obligations thereunder have been fully satisfied or waived. The Seller is responsible for any commission 
due to IC in connection with the sale of the Property. No other party, including IC, is authorized to make 
any representation or agreement on behalf of the Seller. This Memorandum remains the property of the 
Seller and IC and may be used only by parties approved by the Seller and IC.
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DISCLAIMERS
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Vice Principal
Insite Commercial Real Estate
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