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P R O P E R T Y
o v e r v i e w

This  ±1,300 square-foot  off ice space is  central ly located between several  major traff ic 
routes including Dal las North Tol lway,  Interstate 635,  President  George Bush Turnpike, 
and Interstate 35E.  The property features f ive private off ices,  reception,  wait ing room, 

private restroom, and f i l ing room. Within the Kel ler Springs Off ice Park,  the property 
receives over 47,961  vehicles per day in  the surrounding area.  The space is  ful ly 

bui lt-out,  with TI  avai lable,  and would be perfect  for an insurance off ice,  counsel ing 
center,  or any general  off ice use.
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P R O P E R T Y
f l o o r  p l a n

±1,300 SF

5 Private Offices

Reception

Waiting Room
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R E T A I L  M A P
c a r r o l l t o n
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The property is  centra l ly 
located around DNT,  I -635, 

I -35E,  and PGBT
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D E M O G R A P H I C
o v e r v i e w

WHY CHOOSE DALLAS? Dal las’ business-friendly environment attracts companies of al l 
types and sizes to  its  energetic  and l ively atmosphere.  The communit ies of DFW are 

consistently ranked among the top places to  work,  best  places to  l ive,  and top places 
for investment.  DFW ranks as a  top region in  the nation for business mostly thanks to 

the low cost  of l iv ing,  business-friendly environment,  strong base of wel l-educated and 
ski l led employees and robust  access to  U.S.  and international  markets. 

Another attractive element for companies looking to  expand or relocate to,  is  i ts  low cost 
of state and local  taxes compared to  other major U.S.  business centers.  Addit ional ly, 

Dal las ranks wel l  below other major U.S.  markets for the costs of labor and rent,  two of 
the largest  corporate expenses.  Last  but  not  least,  the region has a  robust  talent  pool 

that  ranks the 4th largest  in  the U.S.  for i ts  labor pool  of over 3.7  mil l ion workers. 

KEY STATS 
DFW is  #1  in  the country for 3-year job growth (185,600 jobs) 

DFW is  ranked #1 in  the country for job recovery to  pre-pandemic high (3,951,900 jobs) 
DFW cost  of doing business is  5% lower than national  average

2 0 2 1  E s t i m a t e d  P o p u l a t i o n
D a l l a s  C o u n t y

2,126,477

$70,306
2 0 2 0  M e d i a n  H H  I n c o m e

D a l l a s  C o u n t y

$557,956
J u n e  ‘ 2 2  A v e r a g e  H o m e  V a l u e

D a l l a s  C o u n t y
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M A R K E T
o v e r v i e w

The DFW labor market  is  booming,  along with the massive population growth seen by the region.  Between 2019 and 2021,  DFW 
added 59,000 workers in  professional  and business services,  a  gain of 8.9%, according to  data from the U.S.  Bureau of Labor 

Statist ics.  In  contrast,  New York,  Los Angeles and Chicago had net  decl ines in  those workers over the same period (Dal las 
Morning News).  Dal las-Fort  Worth is  leading every U.S.  metro area in  labor market  performance,  despite  slowing national  job 

gains,  according to  Dal las-based ThinkWhy’s  new data analysis  of best-performing cit ies  through September.  According to 
Dal las Innovates,  the city also had the 6th highest  tech talent  pool  in  the United States.  Furthermore,  over 110 Cal ifornia 

companies relocated to  Texas between Jan.  1 ,  2018,  to  June 30,  2021,  making it  so  the state is  claiming Cal ifornia  company 
headquarters at  more than four t imes the rate of i ts  nearest  competitor,  according to  a  study by Spectrum Location Solutions 

and Stanford University’s  Hoover Institution.
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P R O P E R T Y
o v e r v i e w

Location

Zoning

2840 Keller Springs Rd, 
Carrollton, TX
75006

Office

Square-Feet ±1,300 SF

Traffic Counts 50,000 VPD in the 
surrounding area

Opportunity Built out for any 
general office space
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Shane Hendrix
469.757.6132

shane.hendrix@mdregroup.com
Associate

2500 Discovery Blvd Suite 200
Rockwall, Texas 75032
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Information About Brokerage Services 
Texas law requires all real estate license holders to give the following informaƟon about 

brokerage services to prospecƟve buyers, tenants, sellers and landlords. 

TYPES OF REAL ESTATE LICENSE HOLDERS: .• A BROKER is responsible for all brokerage acƟviƟes, 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 informaƟon  about the property or transacƟon received by the broker;
• Answer the client’s quesƟons and present any offer to or counter-offer from the client; and
• Treat all parƟes to a real estate transacƟon 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 wriƩen lisƟng to sell or property management agreement. An owner's agent must perform the broker’s minimum duƟes 
above and must inform the owner of any material informaƟon about the property or transacƟon known by the agent, including 
informaƟon 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 
wriƩen representaƟon agreement. A buyer's agent must perform the broker’s minimum duƟes above and must inform the buyer of any 
material informaƟon about the property or transacƟon known by the agent, including informaƟon disclosed to the agent by the seller or 
seller’s agent. 

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

• Must treat all parƟes to the transacƟon imparƟally and fairly;
• May, with the parƟes' wriƩen 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 instrucƟons of each party to the transacƟon.
• Must not, unless specifically authorized in wriƟng to do so by the party, disclose:
ᴑ that the owner will accept a price less than the wriƩen asking price;
ᴑ that the buyer/tenant will pay a price greater than the price submiƩed in a wriƩen offer; and
ᴑ any confidenƟal informaƟon or any other informaƟon that a party specifically instructs the broker in wriƟng 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 transacƟon 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 duƟes and responsibiliƟes to you, and your obligaƟons under the representaƟon 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 noƟce is being provided for informaƟon purposes. It does not create an obligaƟon for 
you to use the broker’s services. Please acknowledge receipt of this noƟce below and retain a copy for your records. 

Licensed Broker /Broker Firm Name or 
Primary Assumed Business Name   

License No. Email Phone 

Designated Broker of Firm  License No. Email Phone 

Licensed Supervisor of Sales Agent/
Associate 

License No. Email Phone 

Sales Agent/Associate’s Name License No. Email Phone 

Regulated by the Texas Real Estate  Commission 

Buyer/Tenant/Seller/Landlord Initials 

 InformaƟon available at www.trec.texas.gov 
 IABS 1-0 

Date 

TXR 2501

M&D Real Estate LP 9009323 Danny@mdregroup.com (972) 772-6025

Danny Perez 0656355 Danny@mdregroup.com (972) 772-6025

Danny Perez 0656355 Danny@mdregroup.com (972) 772-6025

Shane Hendrix 0776260 Shane.hendrix@mdregroup.com 214-460-8926

M&D Real Estate 2500 Discovery Suite 200 Rockwall, TX 75032 (972) 772-6025 Anna Abad


