
 

SPACE AVAILABLE  

 

 

 

PRICING INFORMATION  

LOCATION 

AREA AMENITIES  

Central Loca on in Dallas - Fort Worth Metroplex  

Located 6 Minutes from DFW Interna onal Airport Terminals 

Prominent Address on State Highway in Grapevine 

5.1/1,000 SF Parking Ra o 

Modern-Style Office Building 

Features Courtyard, Floor to Ceiling Windows, Professional 
Landscaping, Suites Separately Metered with 24 Hour Access 

Excellent Demographics & Ameni es Rich Area Including 
Restaurants, Hotels, Retail, Banking, Schools, Churches, 
Fitness Ac vi es 

3500 William D Tate 
3500 William D Tate Ave | Grapevine, TX 76051 

2,665 - 16,923 SF 
(16,923 SF Con guous) 

SEC Highway 121 & 
Western Oaks Dr 

$19.00  psf  
 + Base Year Expenses 

DEMOGRAPHICS 1 MILE 3 MILE 5 MILE 10 MILE 
Popula on 10,090 67,743 184,756 854,531 
Employees 6,001 40,121 116,439 427,534 
Popula on w/ Bachelor Degree 32.8% 32.2% 31.7% 29.0% 
Average Household Income $130,304 $135,429 $124,626 $108,526 
Median Home Value $332,618 $321,029 $304,018 $272,164 
2019-24 Projected Pop. Growth 6.09% 8.10% 7.43% 6.95% 
Traffic Count 143,307 VPD @ State Hwy 121  

     *CoStar 2019     
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BUILDING SITE PLAN  
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FLOOR PLAN  | SUITE 200 

SUITE 200 
14,258 SF 
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FLOOR PLAN  | SUITE 200 & 225 | 16,923 SF 

SUITE 200 
14,258 SF 

SUITE 225 
2,665 SF 
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FLOOR PLAN  | SUITE 225 

 

SUITE 225 
2,665 SF 
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Dallas/Fort Worth Market Overview 
Popula on and employment growth is 
driving demand for new space. The region 
has added 133,000 residents over the past 
12 months, gaining more people than any 
other metropolitan area in the country. 
The same can almost be said for 
employment: Over the past 12 months, 
the region has added 90,000 new jobs, 
only second to the NYC metropolitan area. 
The region's compe ve cost of living, 
accessibility, and highly educated 
workforce have made it a hotbed for 
corporate reloca ons and expansions. 
Uber has announced that it will open an 
office of at least 3,000 employees in Deep 
Ellum, and it plans to turn Dallas into its 
largest hub outside of its San Francisco 
headquarters. Joining Toyota, Samsung, 
and McKesson, which have all recently 
found a home in Dallas-Fort Worth, many 
more have announced plans or are looking 
to expand. The Texas economy is 
expected to outperform the United States 
in the near and long term. 

Strong economic underpinnings have 
fostered a healthy office market. Annually, 
the market has absorbed 6.1 million SF, 
just below the historical average. 
Construc on ac vity remains robust, with 
6.8 million SF delivered and around 8.6 
million SF currently under construc on. 
Even with the building, vacancies should 
remain stable due to a significant por on 
of new space 

being preleased. Several large build-to-
suits accounted for the lion's share of 
posi ve absorp on, including American 
Airlines moving into its new 1.7-million-SF 
headquarters in Fort Worth and Charles 
Schwab moving into its 580,000-SF 
Westlake Campus. Rent growth is steady 
at 2.5%, with many of the premier 
submarkets ranging from 3%-5% as 
tenants con nue to clamor for new space 
in their flight to quality. 

Na onally, the U.S. economy has entered 
its longest expansion on record. Mixed 
economic signals and con nued 
grumblings of a global economic 
slowdown are themes shaping 2019; 
economic growth is projected to 
decelerate in the next few years. At the 
same me, real estate fundamentals are 
increasingly divergent, with uneven 
growth across sectors and regions as some 
investors are becoming increasingly 
selec ve this far into the cycle. With 
pricing in core coastal markets rising over 
the past few years, many ins tu onal 
investors have turned to less expensive 
secondary markets in search of be er 
yields. As a result, investment has 
con nued to flow to Dallas-Fort Worth: 
Come for growth and stay for the return. 
The market has experienced $2.1 billion in 
sales over the past 12 months, tracking the 
same as this me last year.                                           
SOURCE: CoStar 2019 



 
Informa on About Brokerage Services 

Texas law requires all real estate license holders to give the following information about brokerage services to prospective buyers, 
tenants, sellers and landlords. 

 
TYPES OF REAL ESTATE LICENSE HOLDERS:  

 A BROKER is responsible for all brokerage activities, including acts performed by sales agents sponsored by the broker. 
 A SALES AGENT must be sponsored by a broker and works with clients on behalf of the broker.  

A BROKER’S MINIMUM DUTIES REQUIRED BY LAW (A client is the person or party that the broker represents):  
 Put the interests of the client above all others, including the broker’s own interests;  
 Inform the client of any material information about the property or transaction received by the broker;  
 Answer the client’s questions and present any offer to or counter-offer from the client; and  
 Treat all parties to a real estate transaction honestly and fairly.  

A LICENSE HOLDER CAN REPRESENT A PARTY IN A REAL ESTATE TRANSACTION:  
AS AGENT FOR OWNER (SELLER/LANDLORD): The broker becomes the property owner's agent through an agreement with the 
owner, usually in a written listing to sell or property management agreement. An owner's agent must perform the broker’s 
minimum duties above and must inform the owner of any material information about the property or transaction known by the 
agent, including information disclosed to the agent or subagent by the buyer or buyer’s agent.  

AS AGENT FOR BUYER/TENANT: The broker becomes the buyer/tenant's agent by agreeing to represent the buyer, usually through 
a written representation agreement. A buyer's agent must perform the broker’s minimum duties above and must inform the buyer 
of any material information about the property or transaction known by the agent, including information disclosed to the agent by 
the seller or seller’s agent.  

AS AGENT FOR BOTH - INTERMEDIARY: To act as an intermediary between the parties the broker must first obtain the written 
agreement of each party to the transaction. The written agreement must state who will pay the broker and, in conspicuous bold or 
underlined print, set forth the broker's obligations as an intermediary. A broker who acts as an intermediary:  

 Must treat all parties to the transaction impartially and fairly;  
 May, with the parties' written consent, appoint a different license holder associated with the broker to each party (owner 
and buyer) to communicate with, provide opinions and advice to, and carry out the instructions of each party to the 
transaction.  

 Must not, unless specifically authorized in writing to do so by the party, disclose:  
§ that the owner will accept a price less than the written asking price;  
§ that the buyer/tenant will pay a price greater than the price submitted in a written offer; and  
§ any confidential information or any other information that a party specifically instructs the broker in writing not to 

disclose, unless required to do so by law.  

AS SUBAGENT: A license holder acts as a subagent when aiding a buyer in a transaction without an agreement to represent the 
buyer. A subagent can assist the buyer but does not represent the buyer and must place the interests of the owner first.  

TO AVOID DISPUTES, ALL AGREEMENTS BETWEEN YOU AND A BROKER SHOULD BE IN WRITING AND CLEARLY ESTABLISH:  
 The broker’s duties and responsibilities to you, and your obligations under the representation agreement.  
 Who will pay the broker for services provided to you, when payment will be made and how the payment will be calculated.  

LICENSE HOLDER CONTACT INFORMATION: This notice is being provided for information purposes. It does not create an obligation 
for you to use the broker’s services. Please acknowledge receipt of this notice below and retain a copy for your records. 
 
Vision Commercial RE DFW LLC  9006752  info@visioncommercial.com  817-803-3287 
Broker Firm Name    License No. Email    Phone 

Trenton Price     0652029  info@visioncommercial.com 817-803-3287  
Designated Broker of Firm   License No. Email    Phone 

 
 
 
Regulated by the Texas Real Estate Commission   Information available at www.trec.texas.gov 
 
 
 
 
 


