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817.803.3287 
VISIONCOMMERCIAL.COM 
INFO@VISIONCOMMERCIAL.COM PRICE | $12 PSF + NNN (est. $4.50)  PROPERTY AREA | 1,100—1,250 SF  
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PRICE       $950,000.00 
CAP RATE  8.50% 

Commercial space available for lease up 
to 1,250 SF 

High average household income within 5 
mile radius of the center 

Less than .5 miles from Hwy 75 

PROPERTY HIGHLIGHTS 

DEMOGRAPHICS 

TRAFFIC COUNT 

1 MILE 3 MILE 5 MILE 

POPULATION 9,017 108,813 275,646 

EMPLOYEES 13,156 35,464 68,318 

AVG HH IINCOME $82,356 $128,674 $126,197 

POPULATION GROWTH 21’ - 26’ 2.8% 2.5% 2.5% 

*Costar.com 2022

29,767 VPD at E McDermo  Dr & S Ash Dr SE 



201 W Boyd Dr | 3 

 

A
R

E
A

 M
A

P
 



201 W Boyd Dr | 4 

SI
T

E
 P

LA
N

SUITE TENANT SF 

 105A  AVAILABLE 1,250 

105B Tess Armstrong 515 

105C Talia Jaquay 600 

 105D MB&B Trophies and 
Awards  1,250 

107  AVAILABLE 1,100 

107 Lily’s Café 1,300 

 111 Tressa 600 

112  AVAILABLE 1,100 

114 Iconstruc on Special-
es LLC 550 
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Dallas | Fort Worth Overview 
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Dallas–Fort Worth’s diverse base of employers drives 
the region’s economic strength, pulling from a variety 
of industries, so that growth is possible even during 
weak business cycles. The Dallas Region is on the 
cu ng edge of some of the world’s most innova ve 
transporta on solu ons. These technologies will 
allow DFW to remain one of the least-congested 
major ci es in the world, as noted by the TomTom 
Traffic Index, now and far into the future. From 
deployment of tested and trusted high-speed rail 
technology, to design and tes ng of op ons straight 
out of science fic on like the hyperloop and flying 
taxis, Dallas con nues to seek out more efficient, 
effec ve and sustainable transporta on op ons for 
its residents and workers. Perhaps you’ve heard the 
phrase “Everything is bigger in Texas?” That includes 
the Dallas-Fort Worth region, which has a combined 
footprint larger than some U.S. states. Dallas/Fort 
Worth is the na on’s fourth-largest metro area, 
conveniently posi oned in the middle of the United 
States, and offering compe ve advantages to 
businesses that locate here.  

Dallas/Fort Worth is con nually ranked among the 
na on’s fastest-growing areas. Con nuing job 
growth is a key factor for this growth. The 
popula on growth has, in turn, fueled real estate 
development as retailers and service providers 
expand to meet increasing demand. Popula on and 
job growth have pushed Dallas and Fort Worth to 
redevelop and re-energize their central business 
districts, crea ng mixed-use buildings with 
residen al, office, and retail space in high-end urban 
environments. Dallas and Fort Worth represent the 
largest popula on centers offering an abundance of 
housing op ons as people seek out the community 
that best fits their needs. The DFW region’s 
corporate powerhouse companies are distributed 
throughout Dallas-Fort Worth, an indica on of its 
strength, quality of the workforce, and ease of 
naviga on between ci es and corporate centers. 
Scanning the roster of major employers, it’s easy to 
see the breadth and depth of the business 
community, from high-tech industry leaders, 
telecommunica ons, logis cs, and finance to 
consumer brands. 
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INFORMATION ON 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 




