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2 Game On byJennifer S. Cowley and John R. Witherspoon 
Texans love their sports, and developers are counting on sports fans to 
spend big in retail and other commercial developments surrounding 
sports venues.  

6 The Complete Package by Jennifer S. Cowley and 
Steve Spillette 
Texas' master-planned communities, some of the most high-profile in 
the nation, are selling lifestyles, with diverse housing options and 
amenities - educational, social, recreational and commercial - that 

2 complete the environment.  

11 Twenty-first Century Brokerage by Jack C. Harris 
Experts predict that use of the Internet and e-mail, fewer independent 
brokerages and new forms of agency will characterize brokerages in the 
future.  

14 El Paso Reinvents Itself for New Economy 
by Mark G. Dotzour and Jennifer S. Cowley 
El Paso's major employers -once clothing manufacturing firms - are 
now primarily electronics and distribution firms and call centers, all 
representing the new economy.

17 State of the Economy byM.A. Anari and Mark G. Dotzour 
Texas' economy is growing faster than the U.S. economy, with personal 
income, industrial production and job growth all rising.

18 More Paperwork, Higher Interest by Jennifer S. Cowley 
Nonpermanent residents are subject to stricter requirements when 
applying for a mortgage loan.  

20 E-business Meets Real E-state by Jennifer S. Cowley and 
John Witherspoon 
The Internet is proving a valuable advertising tool for Realtors, with 
benefits far outweighing costs.  

21 Home Sweet Home Office by Jerrold J. Stern 
Tax advisors are just now realizing how 1999 home office deduction 
changes and the 1997 expansion of the gain exclusion for sales of 
residences combine for bigger tax savings.  

22 You Can't Sell Houses to Babies by Steve H. Murdock 
Knowing where population growth is coming from - births or people 
moving to the area - can be useful in predicting real estate markets.

23 Letter of the Law by Judon Fambrough

Fall comes to McKittrick Canyon in 
the Guadalupe Mountains National 
Park, showcasing Bigtooth maples and 
a briskly flowing stream. Photographer 
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Gated communities are an increasingly 

popular design feature of new subdivi
sions, both in Texas and across the nation.  
Gates offer three benefits: lifestyle affin
ity, prestige and security.  

Lifestyle-related benefits pertain to 
amenities, like parks and golf courses, 
that are reserved for residents of the com
munity. Gates may be used to create a 
prestigious identity for the subdivision, 
particularly if the homes are distinctive.  
Limited access, which reduces through 
traffic, provides a sense of security, par
ticularly in close-in urban neighborhoods.  

Gated communities also have some 
potential liabilities. Gated entrances can 
be inconvenient for residents, visitors 
and repair, delivery and emergency ser
vice providers. Closed-in subdivisions 
often must maintain their own streets 
and open spaces, thereby necessitating 
homeowner associations and associated 
costs. Many developers apparently be
lieve that the benefits outweigh these

drawbacks, but have little to back up 
their assertions.  

Researchers at Washington University 
in St. Louis and the University of Wisconsin 
tested the influence of gated status on prop
erty values in an older, upscale area of St.  
Louis. Based on sales over the period 1979 
to 1998, a premium of almost 17 percent 
was attributed to location within a gated 
community, after all other things that might 
affect value had been taken into account.  
About half of this premium is attributed to 
the gates and half to the controls exercised 
by the owners association.  

This bit of evidence supports the de
velopers, showing that gates have a posi
tive net effect. Furthermore, the effect 
does not seem to be a short-term phenom
enon; according to the study, it is re
flected in sales prices for more than 20 
years. Of course, this study covers only 
one area, and that area may have unique 
characteristics not common to all gated 
communities.

Historic Designation Adds to Value
A recent study by researchers at the premiums were modest (4.9 and 6.4 per

Center for Urban Policy Research, cent, respectively).  
Rutgers University, indicates that . In the other cities, historic 
historic designation adds to the homes were around 20 percent 
value of homes in a number of more valuable than compa
Texas cities. The study, sup- rable homes: San Antonio, 
ported in part by the Texas 18.6 percent; Abilene and 
Historic Commission, com- TEXAS Grapevine, 19.1 percent; and 
pared homes that either were Nacogdoches, 20.1 percent 
in designated historic dis- (albeit on a small sample of 
tricts or were individually des- 15 properties).  
ignated historic to comparable With housing markets strong 
homes without the designation. .- in most Texas cities, demand for 

The results indicate significant close-in homes has intensified.  
value premiums associated with historic Prices in some central cities have been 
status, but the effect varies depending on rising faster than in the suburbs. This 
the market. In San Marcos and Laredo, the study shows that homes with distinctive 
effect was not significant. In Fort Worth, features or those in neighborhoods with 
the effect variedwidely, and in some cases historic significance are commanding 
was negative. In Dallas and Lubbock, somewhat high premiums in the market.
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http://www.Realtor.com/ 
The official site of the National Associa
tion of Realtors, this site has the most 
residential listings on the web. Good 
searching by area and property type. Also 
offers information on neighborhoods 
crime and schools along with advice, cal
culators and assistance with finding an 
agent.  

HomeAdvisor.eom 
http://www.HomeAdvisor.com/ 
This Microsoft web portal offers a broad 
range of real estate services. It has easy 
search and comparison tools, listings, 
calculators and step-by-step guides to 
help homebuyers, homesellers or any
one considering the pros and cons of 
remodeling.  
Yahoo! Real Estate 
http://realestate.yahoo.com/ 
This Yahoo! site delivers an extensive 
selection of helpful tools and educational 
material. It provides news and other in
formation helpful to consumers and an 

(Continued on p. 27)
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Businesses Look 

to Win Big With 

Texas Teams 
Jennifer S. Cowley and John B. Witherspoon
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communities. Expectations
run high all around. These 
mammoth projects are 
generally expected to breathe 
new life into dying areas, and 
history shows that this can 
indeed happen.  

In its first year of operation, Oriole Park at Camden Yards, 
home of the Baltimore Orioles, attracted 1.6 million out-of
towners who spent $46 million in businesses around the 
stadium. Such success stories figure prominently in the high
stakes development game played outside Texas'stadiums and 
arenas. Here, as on the field and the ice, there is the potential 
to win or lose.  

Texas is home to more than 40 major and minor league 
sports teams (see chart). That number will rise again as 
Houston welcomes a new National Football League franchise, 
the Houston Texans, to the city in 2002. The Round Rock 
Express and the San Angelo Colts, both minor league baseball 
teams, made their debuts this year.  

The love affair between Texans and their teams is reflected 
in attendance figures. The Amarillo Dillas baseball team drew 
more than 150,000 people in 1999. The growing popularity 
of ice hockey is evidenced by the 187,000 attendance mark 
reached by the Austin Ice Bats the same year.

The crack of a bat, the swoosh 
of a three-pointer going through 
the hoop and the roar of the 
crowd are sounds that delight 
sports fans and developers 
alike. Across Texas, new, high
tech sports facilities are 
spurring retail and commercial 
development as business 
interests take aim at the 
hundreds of thousands of fans 
attending sporting events each 
year.  

Some venues are built strictly 
for economic development 
purposes. In other cases, city 
officials are banking on arenas 
and stadiums to enhance 
quality of life in their

vs



THE DALLAS STARS 
and Dallas 

Mavericks will open 
their 2001-2002 

seasons at the new 
American Airlines 

Center in Dallas.

F
Dallas 

The National Hockey League's Dallas Stars found that a 
winning record comes in handy when a team needs a new home.  
The team's consecutive successful seasons and sellouts no doubt 
were a factor in Dallas voters approving funds for the new 
American Airlines Center, which will house the Stars and the 
National Basketball Association's Mavericks beginning in 2001.  
The center will replace Reunion Arena, which lacks luxury boxes 
and other amenities needed to attract high-dollar corporate 
season-ticket subscribers. Team owners joined with city offi
cials on the project.  

The commercial-residential development surrounding the 
arena is appropriately called Victory. The center, which is 
expected to draw more than 2.5 million visitors annually, will 
be the centerpiece of the multiuse, 65-acre master-planned 
district near the historic West End in downtown Dallas. Victory 
is the only development in Texas that encompasses the entire 
area around a sports facility and is owned by one group with a 
master plan.  

Victory intends to capitalize on the growing trend toward 
downtown living by offering approximately 1,000 residential 
units along with workplaces and a wide array of retail and 
entertainment options. Plans include 600,000 square feet of 
entertainment-centered retail and more than four million square 
feet of office space enhanced by day-care centers, restaurants, 
health clubs and personal services. The first office building is 
scheduled to break ground in late 2000.  

Victory's retail component is designed to be pedestrian 
friendly, with public plazas along the tree-lined streets. The 
entire development has convenient access to highways and will 
be serviced by light rail.  

Houston 
Enron Field, the new home of the Houston Astros, opened in 

March 2000 in a downtown area that included a number of
homeless shelters and vacant build
ings. City officials and downtown de
velopers are working to transform the 
surrounding area into an entertain
ment and residential hot spot. A few 
key projects have been proposed or 
are underway.  

Ballpark Place, a Trammell Crow 
Company development, will be a 34
story structure located at the 
stadium's front door, overlooking left 
field. The building, which will be 
viewed by millions of fans and televi
sion audiences on a regular basis, has 
a chance of becoming one of down
town Houston's most recognizable 
buildings.  

The first two floors will house high
end retail establishments, primarily 
restaurants and small shops. The third 
through tenth floors will provide park
ing and the 1 t1h through 18" floors 
will be office space. An office sky 
lobby on the 1 1V floor will allow 
occupants to view baseball games over 
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the left field wall when the stadium's 
roof is open. The top 16 levels of Ballpark 
Place will be apartments, most of which 

It will look directly onto the field. Resi
dents will also have access to a game
viewing lobby on level 19.  S Spire Realty has announced plans for 
the Franklin Warehouse, a retail center 
on a block of land near Enron Field.  
Phase one will consist of redevelop

ment of an old grain storage warehouse at the corner of Jackson 
and Franklin, with plans calling for a sports-themed bar or 
restaurant to occupy the street level with residential lofts on the 
top floor. An additional 200,000 square feet of other retail space 
will be constructed on the block.  

Construction of Ar'talia on Rusk, a 25-story high-rise residen
tial tower, began in June 2000 with completion set for summer 
2001. The building will contain 117 units in 275,000 square feet 
of living area, including 96 flats and 21 two-story lofts. The 
ground floor of the development will offer about 12,000 square 
feet of retail space.  

Amenities will include high-speed Internet connections, ten
to 19-foot ceilings and granite-slab countertops. The luxury 
units will be priced from $270,000 to $650,000. Twelve pent
house units will start at $1.5 million.  

The Nabisco warehouse building on Commerce Street, two 
blocks west of U.S. 59, is being converted into residential lofts.  
Other proposed projects include: 

* Loft development for the northwest corner of Crawford and 
Texas, next to Ballpark Place.  

* The Houston Center Office Building at the northwest 
corner of Walker and La Branch, with an adjacent Houston 
Center Parking Garage.  

* A county garage at the northwest corner of Congress and La 
Branch.  

The as-yet unnamed stadium for the Houston Texans will be 
located adjacent to the Astrodome in an area currently contain
ing hotels and a few restaurants. No plans for surrounding area 
developments have been announced, but the volume of visitors 
to the stadium is likely to create new retail and hotel activity.  
The facility will be located at the end of the proposed rail line.  

San Antonio 
Bexar County plans to issue $146 million worth of revenue 

bonds to partially fund a new downtown arena for the San



Antonio Spurs. The facility will be located on Houston Street on 
the east side of downtown and will carry a price tag of $175 
million, $28.5 million of which will be contributed by the Spurs.  
The bonds will be backed by revenues from car rental and hotel/ 
motel taxes, both of which were increased by voters in Novem
ber 1999. A construction start date for the arena has not been 
announced.  

Austin 
The Dell Diamond, completed in April 2000, is the home field 

of the Round Rock Express baseball team, a double-A affiliate of 
the Houston Astros. The team is owned in partnership with 
former Astro Nolan Ryan. The stadium includes a conference 
center. No developments are planned for the area around the 
baseball park at this time.  

Corpus Christi 
The Corpus Christi IceRays hockey club of the Western 

Professional Hockey League (WPHL) is in its second season at 
Memorial Coliseum, which was built in 1953. The coliseum is 
located along the bayfront, an area that has undergone redevel
opment in the past several years.  

Corpus Christi officials are considering plans to fund the 
development of a 10,000-seat arena that could host ice hockey, 
concerts, rodeos, graduation ceremonies, conventions and other 
large events. The city already has support for the new arena from 
Texas A&M University-Corpus Christi.  

El Paso 
Cohen Stadium, constructed in 1990, is the home of the Texas 

League champion El Paso Diablos minor league baseball club.  
The stadium sits in the midst of seven fast food restaurants, 
multiple chain restaurants, a bank, Wal-Mart, a 16-screen movie 
theater, a medical practice center, a 7-11 convenience store and 
a Diamond Shamrock. A builder's retail store is in the works.  

Mayor Carlos Ramirez recently proposed a $144 million 
downtown sports and entertainment arena in an attempt to aid 
downtown revitalization efforts. Owners of the El Paso Buzzards 
hockey team want a more modest, $46 million west side arena, 
and another group has proposed a $37.5 million central El Paso 
stadium for soccer and other events.  

Fort Worth 
The WPHL's Fort Worth Brahmas hockey team plays in the 

Tarrant County Convention Center, located in downtown Fort 
Worth. A few bars, restaurants and retail shops are in the area 
around the stadium. A planned expansion of the convention 
center will increase total available meeting space. This expan
sion and the relocation of 1-30 will open the area for new 
construction activity.  

Midland 
The Midland City Council recently authorized $38.9 million 

in certificates of obligation to finance the Scharbauer Sports 
Complex, a new home for professional sports teams. The com
plex will include a football-soccer stadium that will replace the 
Midland Independent School District's Memorial Stadium, 
built in 1947, and a baseball stadium to replace Christensen 
Stadium, home of the Midland Rockhounds, which was built in 
1952.  

The baseball stadium is expected to open in spring 2002, 
followed by the football-soccer stadium that fall. According to 
the Midland City Planning Department, no new developments 
have been proposed for the area surrounding the two facilities.  

San Angelo 
The San Angelo Colts'new minor league baseball stadium was 

completed in May 2000. The stadium is on 25 acres leased from 
Angelo State University on what Colts' president Harlan Bruha 

OCTOBER 2000

considers "prime property," in the middle of two other substan
tial construction projects - the new Junell Center and the Rao 
Alumni & Visitors Center.  

Bruha plans a restaurant - the Hard Ball Caf6 - to be used by 
Angelo State University and the community for concerts, wres
tling or boxing matches or private parties. According to the San 
Angelo Building Permits Department, no other projects are 
planned around the stadium. * 

Dr. Cowley is an assistant research scientist with the Real Estate Center at Texas 
A&M University. Her e-mail address is jcowley@recenter.tamu.edu.  
Witherspoon is a former graduate research assistant.  
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Dillas, Rattlers 

Round Rock Express, Texas 
Terminators, Ice Bats, Lone 
Stars, Lady Lone Stars 

Rio Grand Valley Whitewings 

IceRays 

Cowboys, Texas Toros, Stars 
Burn, Texas Rattlers, North 
Texas Heat, Sidekicks, Ange 
Mavericks 

Diablos, Buzzards, Patriots

Texas Rangers, Brahmas, 
Texas Tornado 

Astros, Texans (2002), Aeros, 
Hurricanes, Tornados, 
Hotshots, Rockets, Flight, IK 
Jaguars, All Stars Salvation 

Amy. Comets 

Cotton Kings 

Midland Rockhounds 
Odessa Jackalopes 

Colts, Outlaws

Is,

Missions, Iguanas, Spurs 

Central Texas Stampede

5

-



y Jnn -e 5 d e 

4R3~ 

yew reai e5tate deeopment project are as large, 
time-spanning and challenging as a master-planned community. One 
community may contain thousands oF acres and tens oF thousands 

oF residents, take decades to complete and require 
huge sums oF up-Front capital.  

This makes Full-Fledged master-planned communities 
relatively rare on the U.5. development landscape. Texas has 

the distinction oF being home to many oF the nation's 
largest and most inFluential master-planned communities 
built since the 1970s. In Fact, a survey by FRobert Charles 

Lesser 6i Company reveals that Five oF the nation's ten largest 
master-planned communities (by acreage) are located in 

the Houston area. While many oF the state's older master-planned 
communities are essentially completed, a new generation oF these 

projects is setting e tr mnd For the Fuir' 
6 TIERRA GRANDE
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addition to single-family 
detached homes, The 
Woodlands incorporates 
entry-level single-family 
patio homes, townhomes, 
condominiums and gated 
luxury enclaves.  

Newer master-planned communi
ties exemplify the trend toward hous
ing diversity. At Sienna Plantation in 
Fort Bend County near Houston, 
Johnson Development targets single 
women by including low-mainte
nance housing, such as patio homes 
and townhouses. The company also 
plans housing appealing to multigen
erational families, such as homes with 
dual master bedrooms. Developers 
of projects like Sienna and The Wood-

HoU51n DiVer5ih Y 
n the past, many master-planned communities of
fered limited residential products. Developers 
, tended to focus on neighborhoods of single-fam

ily, detached homes for upper-middle income or more 
affluent two-parent families with children. Neighbor
hoods within a community were often differentiated 
by income level.  

Ron Mills, vice president of Hunt Valley Develop
ment, the developer of Sharyland Plantation in Mis
sion, believes that master-planned community devel
opers have become more aware of what consumers 
want and can af ford. Today's housing market is highly 
fragmented, and consumers are demanding more vari
ety in housing products.  

Master-planned communities are responding by 
including housing for a variety of ages, incomes and 
lifestyles. The Woodlands, a development that pio
neered housing diversity, has always mixed housing 
types and incomes, even 
within neighborhoods. The 
community's developer 
has identified 26 housing 
market segments to which 
the community caters, in
cluding first-time buyers, 
singles and empty nesters.  

It also offers active adult 
neighborhoods for older 
residents desiring an age
restricted environment. In A ,

0 loll 0 liq Iun M1 
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HEWITT ASSOCIA TES opened its new headquarters in The Woodlands in 2000.  
Facing page: An artist's rendering of Legacy's Town Center.

lands intend for community residents 
to be able to live there throughout their lives, not just in their 
prime earning and family-raising years.  

Other projects have targeted niches considered nontradi
tional for master-planned communities, including active se
niors. Sun City Georgetown, patterned after other such develop
ments in the southwestern United States, is an age-restricted 
community offering a variety of housing sizes and styles.  
Sharyland focuses on affordable housing for the workers of the 
community's industrial employers. Plans even call for the inclu
sion of manufactured housing. Legacy, in Plano, targets young 
professionals, who prefer a higher-density, less family-oriented 
environment, by providing upscale garden apartments and ur
ban-style housing in its Town Center area.  

Several newer master-planned communities have created 
identities focusing on their roles as employment centers as 
opposed to residential neighborhoods. In fact, some of these 

OCTOBER 2000

development such as a regional mall and other shopping 
centers.  

The Woodlands, long known primarily as a bedroom commu
nity, has begun to intensively develop its Town Center section, 
which will include a 30-story headquarters for Anadarko 
Petroleum. The Woodlands Operating Company ultimately 
anticipates 41 million square feet of commercial and industrial 
development.  

Educational 50cial H-Cfcr Onfd 
Faciliiesand Programming 
Master-planned communities have long provided educational, 

social and recreational amenities for residents. The Del Webb 
Corporation was a pioneer in this regard. Sun City Georgetown 
has a Village Center with physical fitness facilities, meeting 
rooms, a ballroom and other social areas offering a variety of 
special-interest programming. Other Texas developers are 

7

projects treat their residential components as amenities within 
commercial environments. Sharyland, with an anticipated com
mercial buildout of 38 million square feet, is aimed at interna
tional commerce and high-tech manufacturing firms benefiting 
from the North American Free Trade Agreement and plans for 
an international bridge.  

In fact, it is the sister project of a development across the Rio 
Grande in Reynosa. Hunt Valley Development has planned the 
residential component to optimize Sharyland's attractiveness 
to businesses. Its affordable and attractive housing is intended to 
provide a stable residential base from which employers can 
obtain workers.  

EDS, the developer of Legacy, also focuses on commercial 
components. Initial projects have taken the form of expansive 
office campuses for corporate headquarters, including those of 
EDS, Frito-Lay and JCPenney.  

At Circle T Ranch, a project by Hillwood Development in 
Westlake, nearFort Worth, the first major building is theregional 
campus for Fidelity Investments. Plans call for more than 600 
additional acres of office and industrial uses, plus intensive retail



borrowing the concept and taking ameni
ties to new levels.  

Developers have often provided sites 
for primary and secondary schools within 
their projects, and now higher education 
also has a place. The Woodlands created 
the University Center, a complex of facili
ties for extensions of four-year colleges 
such as Texas A&M University and a cam
pus of Montgomery College, part of the 
local community college system. It also 
includes the John Cooper School, aprivate 
school attracting children of highly edu
cated parents working in the community's 
research park.  

Southern Methodist University has lo
cated an extension campus at Legacy to 
serve the local business community with 
undergraduate and graduate courses in 
business, engineering and liberal arts. EDS 
officials are considering the development 
of a Center for Global Leadership, de
signed to assist companies in learning how 
to conduct business globally. Marilyn THE CYNTHIA WC 
Kasko, marketing director for Legacy, be- pavilion in the Woc 
lieves higher education facilities conve- venue for concerts 
niently located within the community 
help boost employer productivity and attract employees who 
are seeking more integrated lifestyles.  

Social and recreational facilities within master-planned com
munities have historically consisted of golf courses, community 
pools, greenbelts and walking trails and community centers.  
Over time, however, developers have added more impressive 
amenities. The Woodlands blazed the trail with the Cynthia 
Woods Mitchell Pavilion, a concert amphitheater that is the 
summer home of the Houston Symphony. Today, other master
planned communities feature prominent regional cultural and 
sports facilities.  

Sienna Plantation's anticipated 70,000 residents will be able 
to cool off at Club Sienna, a 12-acre water-themed recreation 
park. The park will include large pools, a water tower with 200 
feet of slides, synchronized fountains and a 100,000-square-foot 
amphitheater extending out over the water. The community 
association runs the club.  

Susie Mahoney of Johnson Development, the project's devel
opers, considered it important to open the club early in Sienna's

Of 
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development to show residents the 
company keeps its promises. Develop
ers also are enhancing the community's 
appeal and long-run vitality by ensur
ing that residents of all ages have recre
ational and social opportunities. "The 
Den," a recreational facility designed 
for teenagers, was created to provide 
such opportunities for this often-ne
glected age group.  

At Sharyland, developers are build
ing Plantation Grove, a massive com
plex featuring the Mission Sports Cen
ter, a 50-acre sports park including 
softball and baseball fields, sand and 
hard volleyball courts, an in-line hockey 
arena and soccer fields. Other planned 
facilities include a marketing center 
and bank, office pavilions, restaurants, 
an amphitheater, apartments and a ho
tel. The complex will specialize in high
level training for young athletes from 
all over the Rio Grande Valley, and will 

S MITCHELL provide a unique recreational amenity 
nds is a popular for Sharyland families.  
d other cultural events. Even commercially oriented master

planned communities have begun to 
offer "soft" programming. Community-based organizations 
spearheaded by EDS in its Legacy community include the Legacy 
Sports League, traffic education programs and the Legacy Com
munity Partners, a volunteer organization that performs com
munity service.  

The Legacy Community Association publishes a newsletter 
highlighting these groups' activities. Developers believe this 
kind of programming stimulates the energy and involvement of 
the people living and working in the community and builds on 
what each of its corporate residents can contribute. Legacy's new 
Town Center development is expected to provide even more 
opportunities for civic-oriented programming.  

,;,.)al5M and TG w On enter<.  
Principles of new urbanism have begun to appear in the designs 

of Texas' newer master-planned communities, perhaps most 
noticeably through the inclusion of "town centers." The Wood
lands, Legacy, Circle T Ranch and Sharyland all feature town 

centers. (See New Urbanism 
in Texas' Master-planned 
Communities, p. 10.) 

Future master-planned com
munities may be based entirely 
on new urbanist principles. An
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JCPENNEY'S CORPORATE 
headquarters at Legacy is 
one of several expansive 
commercial campuses in the 
development.
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example is La Paz, a planned 700-acre community east of San 
Antonio, which is reportedly in the permitting process. Many 
significant urban infill projects, such Hillwood's Victory project 
in central Dallas, are guided by new urbanist principles and 
resemble small-scale master-planned communities.  

|m t dfri |ACO C: NE% 
The 'Money Flouing 

inancially, master-planned communities are complex 
projects. Much non-income-generating infrastructure 
is required up front each time development begins on a new 

component of the community. Many master-planned communi
ties have undergone several changes of ownership because of 
financial considerations. However, some developers have de
vised effective strategies for keeping projects financially strong 
throughout the development timeline.  

The Woodlands Operating Company maintains cash flow not 
only through land sales to home builders and utility 
district reimbursements but also through lease rev
enues from commercial development, in which the 
company generally retains at least a partial interest.  
This revenue is directed to community improvements.  
Despite the effectiveness of this strategy, Steve 
McPhetridge, commercial vice president at The Wood
lands Operating Company, states that early carrying 
costs would still make it almost impossible to imple
ment a project the size of The Woodlands today.  

Hunt Valley Development has found a means to 
generate interim income from Sharyland. The project's 
property is a productive farming area, so the company 
has continued farming operations and is able to fund its 
Sharyland activities from this cash flow, necessitating 
little or no financing.  

Public-private partnerships. The size of master
planned communities gives developers some leverage 
with public agencies, including local and county gov
ernments, state transportation offices and economic 
development offices. Developers have learned to forge 
relationships and partnerships that yield lasting ad
vantages to their projects.  

The Woodlands developer works directly with the THE V 
Texas Department of Transportation (TxDOT) on biotech 
road and highway improvements and has even pro
vided "local match" for TxDOT projects, such as the donation 
of right-of-way for road expansions. The Woodlands developer 
formed the Town Center Improvement District, a public agency 
funded from community generated sales tax revenues.  

The improvement district is another way of working with 
public agencies while performing other value-added functions to 
the community, such as marketing and civic improvements. The 

district will remain in place after the community is 
built to completion and the developer's role ends.  

At Sharyland, developers worked closely with lo
cal public agencies to achieve major improvements 
and incentives for the benefit of both Sharyland and 
the surrounding urban area. These partnerships have 
resulted in a presidential permit for the future 
Anzalduas International Bridge between Sharyland 
and its planned Mexican sister community, designa
tion of the Sharyland Business Park as a foreign trade 
zone, designation of the area as an enterprise zone and 
development of job training programs to benefit both 
local workers and Sharyland employers.  

The Legacy development benefits from working 
with local economic development agencies, which conduct 
national searches for businesses that might potentially relocate 
to the Dallas area. The agencies can offer Legacy as a possible 
corporate location, and Legacy is able to indirectly compete at 
the national level for new corporate residents.  
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Master-planned community developers place great value on 

the contributions of local residential and commercial real estate 
agents. The Woodlands creates partnerships with area commer
cial real estate firms to market its commercial properties. On the 
residential side, agents are treated like "family," according to 
Paul Lazzaro, vice president of marketing and public affairs for 
The Woodlands Operating Company. He reports that 80 percent 
of The Woodlands'home sales come through real estate licensees.  

The Woodlands' Homefinder Center, the central facility that 
provides information to potential Woodlands homebuyers, has 
dedicated two offices for outside real estate professionals. The 
developer employs a full-time liaison between the company and 
the real estate community.  

The Woodlands holds appreciation events for and gives awards 
to real estate professionals. When new neighborhoods open, the 
company takes agents on special preview tours. In return, The

I
ENTURE TECH BUILDINGS in The Woodlands house 
nology and other research firms.  

Woodlands receives quality market research, using agents in 
focus groups for new residential products. "Their success is our 
success," states Lazzaro.  

Licensees interested in doing business in The Woodlands start 
at the Homefinder Center where a real estate liaison maintains 
a list of all properties for sale. This information can also be 
accessed online at http://www.thewoodlands.com. The liaison 
puts licensees in touch with builders in the community.  

Sienna places a similar value on residential agents. Eighty 
percent of out-of-town homebuyers use an agent, and the need 
for agents increases with the distance of relocation. Sienna 
officials believe that agents must "buy into the community" for 
a master-planned community to be successful. Sienna has ac
cordingly identified agents as a target market and relies on them 
for market information through focus groups and other vehicles.  

Commercial agents are key to Legacy's success as well. Kasko 
finds them to be "lifelines" to the commercial market outside 
Plano. By networking with agents through professional organi
zations, she is able to raise Legacy's profile in Texas and around 
the country. She describes her relationship with commercial 
agents as "an informal but coordinated marketing effort that 
yields excellent benefits." 4 

Dr. Cowley is an assistant research scientist with the Real Estate Center at 
Texas A&M University. Her e-mail is jcowley@recenter.tamu.edu. Spillette 
is a graduate research assistant with the Real Estate Center at Texas A&M 
University.  
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eparating master-planned commu
,nities and other types of develop
ment is not easy. While some projects, 

such as The Woodlands, are clearly within 
the master-planned community category, 
other projects fall into a gray area be
tween master-planned communities and 
large-scale subdivision development.  

Thresholds based solely on size or popu
lation do not capture the essence of a 
master-planned community. Even the 
Urban Land Institute does not have an 
exact definition of a master-planned com
munity. However, some characteristics 
are generally more common to master
planned communities than to other 
projects.  

Location. Because of their extensive 
acreage requirements, master-planned 
communities usually are in greenfield 
locations on the edge of metropolitan 
areas. As they evolve, however, some 
projects are surrounded by suburbs or 
even annexed into major cities. Kingwood 
and Clear Lake City in Houston are ex
amples of this trend. With a growing focus 
on infill development, some urban 
projects can have the characteristics of 
master-planned communities as well, 
though usually on a much smaller scale.  

Single developer. Master-planned com
munities are, at their basic level, single 
projects of single developers. The "master"

developer is responsible for acquiring the 
land, most public infrastructure and sell
ing individual properties.  

A plan. Though it may not show each 
street and parcel, master-planned com
munities indicate the planned use and 
major infrastructure of each area within 
the project, including areas that may not 
be developed for many years. Builders and 
developers may be subject to restrictive 
covenants or design guidelines associated 
with particular portions of the project.  

Mixed use. Because the term commu
nity generally signifies more than a col
lection of residential properties, master
planned communities include a mix of 
residential and commercial uses. Some 
begin as commercial centers and develop 
residential components later. Communi
ties generally contain civic and educa
tional infrastructure, and most projects 
develop or provide sites for public spaces and 
schools or other educational institutions.  

Phasing and advanced infrastructure.  
Projects develop in phases, often broken 
down in terms of community function or 
form, such as "villages," "neighborhoods" 
or "town centers." Infrastructure com
ponents key to overall community iden
tity, such as golf courses, civic plazas or 
water features, may be developed in ad
vance of other phases of surrounding 
planned development.

Minimum area, population, employ
ment. Projects vary in size from less than 
1,000 to tens of thousands of acres. Popu
lation varies with residential mix and 
density, although these communities usu
ally house at least a few thousand resi
dents on completion. A similar situation 
exists for the employment base in these 
projects: some projects include high-den
sity office space, while others include 
only community-level retail uses.  

Social-recreational facilities and pro
gramming. Master-planned communities 
provide at least some social and recre
ational infrastructure beyond neighbor
hood pools, from golf courses to parks to 
entertainment venues such as amphithe
aters. Developers often initiate ongoing 
programming to take full advantage of 
available facilities.  

Cohesiveness, identity. A true master
planned community reflects an identity 
throughout all components and phases of 
development. There should be a defin
able boundary to the project that goes 
beyond lines on a parcel map. The master 
in master-planned indicates the ability 
of the master developer to control com
mon areas and design elements. The 
project's planning and design features, in 
both private and public components, 
should reflect a commonality throughout 
the community. 4
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Hew Urbanism in 
nacAer-planned Comm 

ew urbanism, a movement that has been catching on in 
communities across the nation, is based on a return to 
traditional pre-World War II town designs. The concept 

recognizes the problem of suburban sprawl and the breakdown 
of sense of community and addresses these issues by incorporat
ing convenience, walkability, aesthetics, livability and open 
space into modern developments.  

The Woodlands Waterway is a recent example of new urbanist 
principles being used in master-planned communities. The 
Woodlands Operating Company is building this $24 million, 
10

THE WOODLANDS WATERWAY will feature a 
new mode of transportation - water taxis.  

quarter-mile scenic transportation corridor that 
will link residents to shops, offices and entertain
ment. People will be able to walk, ride a trolley or 
take a water taxi to reach destinations along the 
waterway, including the Anadarko Petroleum head
quarters building and the Cynthia Woods Mitchell 
Pavilion.  

Legacy Town Center was designed by Andres 
Duany, a world-renowned new urbanist architect.  
The 150-acre development brings together apart
ments, shops, hotels and offices within the same 
buildings. Streets are oriented for pedestrian ac
cess. When complete, the project will include a 400
room Doubletree Hotel, 2,700 luxury apartments, 
retail space on the ground floors of buildings with 
second and third floor offices, and recreation and 
park facilities.  

At Circle T Ranch, a new urbanist municipal 
square, Texas Town, is planned for the middle of 
the ranch. Texas Town will mix businesses and

residences. The center of the town square, located adjacent to 
Lake Turner, will include civic uses and will be surrounded by 
retail, office and residential property. Texas Town's design 
guidelines require the buildings to look unique, with trees along 
streets and sidewalks.  

Victory, in downtown Dallas, will incorporate four million 
square feet of office space, 1,000 residences, the American 
Airlines Arena and retail space. The project will be located on a 
rail line, allowing people to live, work and find entertainment 
within walking distance. 4 
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Editor's note: This outlook is based on recently published articles and research papers presented at this year's meeting of the 
American Real Estate Society. For details, see the sidebar "Research Resources."

Although the transition to 
the new millennium began 

with few of the predicted 
professional and personal 
disruptions, the business 

world is reeling 
nonetheless from changes 

in the way business is 
being done. The secure 

position once enjoyed by 
established firms is being 
challenged by upstarts in 

sync with new technology.  
OCTOBER 2000

Real estate brokerage, though not particularly high tech, is 
being affected as much as any business. Three major trends are 
responsible for most of the change.  

* New technology is being incorporated into brokerage 
operations. The Internet has changed how prospective 
buyers enter the market. A recent National Association of 
Realtors (NAR) survey revealed that 37 percent of 
homebuyers used the Internet in their search (up from 2 
percent in 1995).  

More real estate brokers also are embracing technology.  
In another NAR survey, three-fifths of brokers reported 
that they maintain websites, and more than 60 percent use 
e-mail to communicate with clients.  

. The domain of the independent brokerage firm is shrink
ing. Franchises burst on the scene in the 1970s and grew to 
represent about one-quarter of the industry. After main
taining that share for years, they appear to be on the 
upswing. NAR officials report 38 percent of firms and 42 
percent of agents are affiliated with a national franchise.  
Those who remain independent are often associated with 
referral networks and affinity programs.  

* The agency relationship is changing. More buyers are 
demanding agents who represent them exclusively. New 
forms of agency such as transaction brokerage, in which the 
agent serves primarily as an intermediary, are being 
created.  

Fewer, Larger, More Interconnected Firms 
In a competitive market, the most successful firms operate 

most efficiently. In other words, they produce the most with the 
least. There are two components to efficiency. First, resources 
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must be allocated in the most efficient manner. How a firm 
distributes its budget among advertising, salaries, agent com
pensation and other expenses determines how efficient it will be.  
Second, the firm also must get the most out of those resources 
to maximize efficiency. The most efficient firms get better 
results from the same allocation of resources.  

The extent to which a business operates at less than maximum 
efficiency, which is defined as the highest level of output possible 
for a given set of resources, is known as X-inefficiency. A firm's 
X-inefficiency is measured by how much it differs from the 
optimal operating level. Researchers analyzing the X-ineffi
ciency of real estate brokerages using NAR statistics from the 
mid- 1990s found that as a group franchised firms were signifi
cantly more efficient.  

Researchers found that franchises tend to add market share 
during active markets. In slow markets, their growth is arrested, 
but they manage to hold their market share. As market activity 
increases and it becomes easier to sell a home, firm affiliations 
and firm-name advertising become more important because the 
big fight is to get listings.  

In an active (seller's) market, differences in service quality are 
harder to distinguish. Sellers know that their house is likely to 

THE REAL ES TA TE 
industry is 

becoming more 
monopolistic, but 

researchers 
predict that the 

Internet will allow 
small firms to 
compete with 

franchises.
a

sell quickly but use an agent to guide them through the process.  
One implication of this study is that the efficiency of franchise 
relationships contributes to their growing importance in the 
industry. (Note: the study did not consider profits, so franchisees 
are not necessarily making more money.) 

Researchers repeatedly note the trend toward consolidation 
in the industry, which is explained as the result of significant 
economies of scale and scope in today's brokerage market.  
Economies of scale mean that as a firm's volume of sales in
creases, the cost of selling each additional property decreases.  
The larger the firm, the more profit it makes from each sale.  
Economies of scope mean that as additional services are added, 
their costs per client are lower, making it a matter of good 
business for a firm to provide a wide array of services, rather than 
specialize.  

The benefits of economies of scale and scope suggest that in 
the future, the industry will be dominated by a small number of 
large firms. Until now, small, independent firms have been able 
to survive by developing expertise in narrow market segments 
(affordable housing, upscale housing) or by farming specific 
neighborhoods. In a highly active seller's market, this expertise 
is not as important as it is in a buyer's market, when salesmanship 
is crucial. Some small firms are merging, selling out and dissolv
ing in the face of this pressure.  
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As a result, the industry is becoming more monopolistic, with 
relatively few firms doing most of the business. Researchers see 
this trend continuing, although they also see the Internet as 
opening the door for smaller firms to compete and giving con
sumers more information that can be used in dealing with an 
increasingly monopolistic industry.  

A third trend is the change in the relationship of agent and 
client (both seller and buyer). Researchers cite the growing 
popularity of exclusive buyer representation and the emergence 
of transaction brokerage, in which the agent serves as an inter
mediary to arrange the transaction without representing either 
side.  

Researchers surveyed Alabama real estate agents during a 
period when agency disclosure was made mandatory. The per
centage of agents serving as buyer agents dramatically increased 
following the mandate but topped out and then declined in 
subsequent years. The drop was concentrated in the smaller 
firms.  

The implication is that changes in agency are a product of 
disclosure and possibly do not change significantly the manner 
in which an agent conducts business. Likewise, they found 
limited long-term movement toward transaction brokerage.  

Probably of greater 
importance to the way 
agents will operate in 
the future is the way the 
industry is changing.  
The importance of mar
keting networks and af
filiations make the 
agent a part of a larger 
system. This could nar
row the agent's role as a 
specialist within a team 
of financial service pro
viders. The economies 
of scope previously 
noted give support for 
further expansion of 
"one-stop shopping" 
business plans and 
widen the array of ser
vices provided within 
the brokerage firm.  
Whether this acts to 
marginalize or em
power the individual 

agent depends on how much the agent is able to and cares about 
participating in these supplemental areas.  

Possible Futures for the Industry 
esearchers have constructed alternative scenarios for 
how the brokerage industry may evolve, based on two 
presumptions: 

*Changes will be market driven and will reflect what 
consumers want. Technology gives consumers the power 
to force service providers to comply.  

* Viability of small, independent brokerage firms is highly 
questionable given the advantages of size and affiliation.  

The scenarios are presented in order of the least to most 
change from the way real estate agents operate currently.  

Product extension. This scenario extends what many broker
age firms are doing already - broadening into complementary 
service areas such as mortgage brokerage and insurance. The 
number of auxiliary business arrangements and partnerships 
with specialized service providers would grow.  

Alternate delivery. Taking securities brokerage as a model, 
this scenario gives consumers a choice between traditional full
service brokerage and discount brokerage packages. Consumers 
who wish to rely on their brokers to handle entire transactions 
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will choose full-service 
firms. Those who wish for 
a more limited set of ser
vices-listing, showing or 
contract negotiation - can 
choose a firm that lets them 
select from a menu of "un
bundled" services. Agents 
working for these firms will 
become specialists in vari
ous aspects of the business.  

Financial supermarket.  
Brokers who offer point
of-sale mortgage origina
tion encroach on the loan 
officer's turf. Conversely, 
suppose that lenders move 
into the area of property 
brokerage as part of the cre
ation of a financial super
market handling a broad 
range of services. In this 
scenario, brokers would be 
closely affiliated with lenders, perhaps even working as employ
ees. The real estate transaction would be viewed by the firm as 
just another way to attract customers to the bank. Agents would 
be even more narrowly specialized in marketing property.  

Unbundled services. If most consumers wish to control the 
home selling and buying process themselves, armed with Internet
provided information and selected professional services, then 
the unbundling portion of the alternate delivery scenario will 
dominate. Brokerage firms will offer services for a fee as de
manded by consumers, which may also shift some of the cost 
explicitly onto the buyer. Agents will become more like consult
ants and will be involved in a more limited way in the home 
search process and the closing transaction details.  

FSBO. This scenario pushes the broker into a much smaller 
role. Buyers and sellers interact via the Internet with no assis
tance from agents. Much of the marketing function is taken over 
by Internet listing firms. As services are needed, they can be 
contracted individually, as in the unbundled services scenario.  
The difference is that in this scenario agents compete against 
other service providers for the market. This is the most drastic 
transition for the traditional broker and assumes that the typical 
homeseller and buyer have the time, knowledge and inclination 
to do most of the work themselves.  

These are unsettling thoughts for real estate professionals but 
cannot be ignored. Recognize that each of those scenarios is 
based on a different concept of the consumer. In a society of 
growing affluence, will most people want to take more control 
of the home-selling process? Or might they prefer to let a 
professional handle it as long as they are kept well informed?

THE 
RELATIONSHIP 
between agent 
and client may 
be different 
in the future.  
Exclusive buyer 
representation 

El and transaction 
brokerage are 
increasingly 
popular.  

Survival of an Industry 
hose who view the real estate brokerage profession prima
rily as a dispenser of proprietary data will see technology 
advances as a definite threat to the industry. The Internet 

has made available a vast array of data and information. If that 
is all thereal estate industry has to offerthepublic, theprofession 
probably is in trouble.  

If, however, the profession is instead viewed as a specialized 
services provider, technology is not a threat - deregulation is.  
There is a movement away from legislation that protects specific 
segments of commerce for particular professions. The latest 
example is the Gramm-Leach-Bliley Act, which repealed De
pression-era restrictions on the kinds of business financial insti
tutions can do. In the future, real estate agents may find other 
professions doing things they used to do exclusively.  

If the real estate agent is seen as someone who guides and 
advises the consumer through a complicated process, the 
profession's future appears more secure. No matter how much 
information is at hand, or how many professions are competing 
to provide needed services, some consumers will desire experi
enced professionals to put everything together. Will there be 
enough consumers like these to support the industry? The 
biggest sales job today's agents face is providing an indispensable 
service that will continue to be highly valued in the marketplace 
of the future. 4 

Dr. Harris is a research economist with the Real Estate Center at Texas A&M 
University. His e-mail address is j-harris@recenter.tamu.edu.

* Future scenarios. "The Future of 
the Real Estate Brokerage Industry" 
by G. Donald Jud, University of 
North Carolina at Greensboro and 
Stephen E. Roulac, president, the 
Roulac Group.  

* Industry structure. "A Panzar-Rose 
Analysis of the Residential Real Es
tate Brokerage Industry" by Randy 
I. Anderson, Seton Hall University, 
Leonard Zumpano, University of 
Alabama and Danielle Lewis, 
Southeastern Louisiana University.  

OCTOBER 2000

* Listing versus selling. "Optimal 
Economies of Scope in the Residen
tial Real Estate Brokerage Indus
try," by Anderson and Lewis.  

* Implications of franchising. "Resi
dential Real Estate Brokerage Effi
ciency and the Implications of Fran
chising: A Bayesian Approach," 
Real Estate Economics, fall 1999, 
by Anderson and Lewis.  

* Future industry prospects. "The 
Residential Real Estate Brokerage

Industry: An Overview of Past Per
formance and Future Prospects," 
Journal of Real Estate Research, 
January 2000, by Anderson, 
Zumpano and Harold Elder, Uni
versity of Alabama.  

Agency disclosure. "Agency Disclo
sure to Consumers and its Effect on 
the Marketplace: An Empirical 
Study of Alabama Real Estate 
Agents," by Bruce Gordon and 
Keith Absher, University of North 
Alabama.  
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El Paso Reinvents Itsel 
By Mark G. Dotzour and Jennifer S. Cowley

El Paso is a city in transition. For four centuries, it has been 
a major North American commercial center. Since 1994, 
when the North American Free Trade Agreement went 

into effect, it has endured the slings and arrows of economic 
turmoil as its mainstay, the apparel industry, transferred opera
tions south of the border to take advantage of lower labor costs.  
Local officials estimate that nearly 12,000 El Paso garment jobs 
were lost in the past five years.  

Today, this city of 700,000 is reinventing itself to secure a 
position in the new global economy. El Paso is diversifying, with 
steadily growing employment in distribution, call centers and 
international trade. About 10,000 new manufacturing jobs have 
nearly offset the losses in the apparel industry.  

El Paso's economy is inextricably linked with that of Juarez, 
Mexico, and the thriving maquiladora industry. Maquiladoras, 
which are manufacturing or assembly plants owned by non
Mexican companies, import raw materials and components 
from the other countries and export the finished products. As of 
February 2000, Juarez was home to 300 such plants employing 
280,000 people, up from 190,500 in 1997.  

Inbound and outbound call centers, including AT&T, MCI, 
Southwestern Bell and State Farm, have proliferated in the El 
Paso area in the past few years. Attracted by the availability of 
college students, bilingual workers and the area's lower wage 
rates, 13 area call centers employ more than 7,000 workers.  

Economic development initiatives begun in the early 1990s 
are starting to pay dividends. Appliance manufacturer Helen of 
Troy located its world headquarters in northwest El Paso, and 
Boeing opened a strategic manufacturing center for electronics 
for the defense industry, employing more than 1,000 in 1999.  

Ft. Bliss, an air defense training facility for the U.S. Army, 
generates roughly 10 percent of the local economy. As of March 
1999, the post supported 11,000 active military personnel and 
more than 6,500 civilian employ
ees. The size of the facility 
more than one million acres 
gives Ft. Bliss the distinction of 
being the only site in the United 31N 
States where a missile with a 150- I AL PARK 
mile range can be launched with- 18 A ONING 
out ever leaving government air 
space.  

Nearly 32,000 military retir- 533-303 
ees and their families also wield 
significant influence on the local 
economy. An increasing focus on 
this retiree market has led to the 
development of ten assisted-liv
ing projects in the city.  

El Paso real estate markets have 
been active in recent years. A 
total of 56 subdivisions were re
corded in 1999, including 3,626 
residential dwelling units, compared to 2,056 in 1998. Almost 
80 percent of the platted lots are in east El Paso, 12 percent are 
in northwest El Paso, and 7 percent are in northeast regions of the 
city. Single-family building activity has increased substantially 
in the past two years, with nearly 3,500 houses permitted in 
1999, up 50 percent from 1997. Building activity remained 
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robust through the first 
half of 2000.  

The average value per 
new El Paso dwelling 
unit was $51,600 in 
1999, nearly $2,900 less 
than the average value in 
1987. Clearly, the hous
ing market has changed 
in El Paso in the past ten 
years, and homebuilders 
have adapted by provid
ing low-cost affordable

housing that fits local market demand.  
Apartment construction was active in 1999, with 724 units 

permitted, up substantially from 251 permitted in 1998. An 
additional 200 units had been permitted through May 2000.  
According to Apartment MarketData Research, the overall 
occupancy rate was 95 percent at the end of June. The average 
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rent per square foot increased from 61 cents in 1998 to 62 cents 
in 1999.  

Substantial job growth in Juarez has boosted sales for retailers 
in downtown El Paso. Four million pedestrians cross the Paso del 
Norte Bridge into downtown El Paso every year, while eight 
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Laredo, Texas

El Paso, Texas 

San Ysidro, Calif.  

Brownsville, Texas 

Nogales, Ariz.  

million cars cross the Bridge of the Americas. Before the peso was 
devalued in early 1995, rent levels for reta-1 space downtown 
were among the highest in the country. The devaluation had 
disastrous effects on the downtown retail market, causing many 
retailers to close.  

The value of the peso has stabilized in the past two years, and 
downtown retail activity is on the upswing. According to a 
University of Texas at El Paso business researcher, per capita 
income is expected to increase by more than 5 percent over the 
next two years, and total retail sales could exceed $6 billion by 
2001.  

Major regional malls are located in the northwest and east 
portions of the city. Five new shopping centers are scheduled to 
be completed in 2000 including developments along Redd and 
Zaragoza. Lowe's has announced the opening of three area stores; 
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Home Depot currently operates two area stores.  
Kohl's, Bed Bath and Beyond, SteinMart, Walgreens 
and Hobby Lobby all have plans to expand into the 
local market. Retail rents have been rising, with 
new space ranging from $12-$13 per square foot.  

The office market currently has more than seven 
million square feet of space, with an overall occu- ' 
pancy rate of 87 percent. The central business 
district has 2.7 million square feet and an occu
pancy rate of 78 percent. Rental rates range from 
$9 to $15 per square foot.  

The growth in Juarez maquiladoras has had a positive impact 
on El Paso's manufacturing and warehouse market. Because 
construction and land costs are higher in Juarez, capital-inten
sive manufacturers that supply parts and equipment needed by 
the Juarez maquiladoras tend to locate in El Paso. Labor-inten
sive manufacturing plants locate across the border in Juarez 
because of the dramatic reduction in labor costs.  

International trade has created substantial demand for ware-
house space for the El Paso truck
ing industry. More than 700,000 
trucks per year cross El Paso area 
international bridges. The El Paso 
industrial market has approxi
mately 48.5 million square feet of 
space; Juarez adds 29 million 
square feet. During 1999, vacancy 
rates fell 1 percentage point to 7.3 
percent, according to local real 
estate professionals.  

Several major construction 
projects are underway in the El 
Paso area. Lear Corporation is 
building a 351,000-square-foot 
facility, and Home Products Inter
national will occupy a 404,000-
square-foot plant. Border Steel is planning a $30 million expan
sion, and Thomson Consumer Electronics moved into a 
950,000-square-foot plant in Socorro, N.M. Acer Computers is 
moving their computer manufacturing operations to Juarez.  
Many Acer suppliers are following them from Taiwan.  

Revitalization of the downtown El Paso area continues. In 
May 2000, local voters approved four bond issues that provide 
funds for new libraries and parks, doubling the size of the city 
zoo and building a history museum downtown, all of which will 
enhance quality of life in the entire community.  

Long-range plans for the downtown area include the Rio 
Grande River Park concept, which will provide bike paths and 
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been robust, with the 
lion's share of 
development occurring in 
east El Paso.
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lighted pedestrian access along the Rio Grande, with a connection 
to the downtown central business district. The city also is 
exploring possible sites for a 20,000-seat arena that may be 
related to the Riverpark project. The city, Fannie Mae, down
town property owners and local lenders are working together to 
identify downtown properties that can be converted to down
town housing.  

El Paso faces challenges as well as opportunities in the new 
century. Water cost and availability is one of the keys to future

area growth. An estimated $1 bil
lion must be spent over the next 15 
years to meet future water demands.  
Plans include a new water treat
ment facility that will triple cur
rent capacity and building a 30
mile pipeline that will change the 
city's water supply from groundwa
ter to surface water sources.  

Education and training of the la
bor force will be essential for El 
Paso to compete in the new 
economy. A $45 million federal 
grant will give the city an opportu
nity to pioneer educational and 
training programs to assist local 
workers in making the transition

from unskilled positions to information-age jobs.  
Positioned at the center of a major trade route through the 

Americas, -1 Paso seeks to become a strategic gateway for e
commerce and telecommunications industries in Mexico and 
other Latin-American markets. Having played a vital role in 
international commerce for more than 400 years, the city stands 
to accomplish that and more.4 

Dr. Dotzour -s chief economist with the Real Estate Center at Texas A&M 
University. His e-mailaddress is dotzour@tamu.edu. Dr. Cowley is an assistant 
research scientist with the Real Estate Center at Texas A&M University. Her 
e-mail address is jcowley@recenter.tamu.edu.
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State 

of the 
Economy 

Texas Outpaces Nation 
In Personal Income Growth

By M.A. Anari and Mark G. Dotzour S ince June 1999, the Federal Reserve 

has attempted to slow the U.S.  
economy by increasing interest rates 

six times. While there are signs that the Fed's tightening may be 
working, Texas' economy is still growing faster than the economy 
of the United States.  

The chart shows that the Federal Reserve rate hikes have 
succeeded in slowing the rate of job growth in Texas and the 
nation. U.S. job growth has slowed from nearly 3 percent per year 
in January, 1998 to just over 2 percent in the first quarter of this 
year. The Texas economy has slowed as well. Job growth has 
slowed from the torrid 5-percent pace in the summer of 1997 to 
just above 2 percent in fall 1999.  

However, the American economy and Texas have shown a 
rebound in job growth since the first of the year. The chart clearly
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Source: Texas Workforce Commission and U.S. Bureau of Labor Statistics

indicates that the Federal Reserve may have achieved its target 
of a "soft landing" for the economy.  

Texas' strong economy is reflected in the growth rates of the 
state's industrial production index and Texas' personal income.  
Since June of last year, the Texas index of industrial production 
has increased much like the nation's. At the same time Texas 
recorded higher personal income growth rates than did the 
nation.  

Because of higher population growth rates, Texas'labor force 
also has grown faster than the nation's. Since 1990, the state's 
labor force has increased 21.7 percent, compared with 11.8 
percent nationwide. As a result, Texas' unemployment rate has 
remained higher than the U.S. rate despite the state's higher 
employment growth rates.  

Since July 1999, seasonally adjusted Texas nonfarm employ
ment has increased by 2.7 percent compared with 2.1 percent 

OCTOBER 2000

nationwide. Employment growth has been highest in the con
struction industry, fueled by continued real estate development 
and roadway expansion. Job growth in all service-producing 
sectors, other than the government sector, grew faster than the 
state average. Mining and manufacturing sectors performed less 
than the state average.  

Past U.S. business cycles have been characterized by a reduc
tion in white unemployment and large metropolitan area unem
ployment in the early stages of economic expansion. This cur
rent economic expansion resulted in a fall in unemployment 
among Hispanics and blacks and in smaller metro areas as well.  
The Texas-Mexico border regions illustrate this trend.  

The current economic expansion (the longest in U.S.  
history) is having a significant impact on the border area.  
The unemployment rate in the McAllen-Edinburg-Mission 
Metropolitan Statistical Area (MSA) was 22.4 percent in 
1990; it fell 4.6 percentage points to 18.2 percent in 1997.  
Between 1997 and July 2000, the area's unemployment rate 
decreased another 4.6 percentage points to 13.6 percent.  
The area ranked first in terms of the employment growth 
rate among Texas metropolitan areas in July 2000 (see 
table).  

Another area with a historically high unemployment 
rate, Brownsville-Harlingen, ranked sixth in employ
ment growth. From 1990 to 1998, the unemployment rate

4a

EMPLOYMENT GROWTH has been highest in the 
construction industry, fueled by continued real 
estate development and roadway expansion.
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hovered around 12.5 percent, but since 1998, the rate has fallen dramatically to 8.7 
percent by July 2000. Laredo, another border region with high unemployment, had an 
unemployment rate of 15.3 percent in 1995 in the aftermath of the peso devaluation.  
Strength in the transportation and construction industries have caused the rate of 
unemployment to fall to just 6.9 percent. Major expansions of call centers in El Paso has 
caused the unemployment rate to fall there to less than 9 percent, lower than any time 
in the past decade. 4 
Dr. Anari is a research economist with the Real Estate Center at Texas A&M University. His e-mail address 
is maanari@cgsb.tamu.edu. Dr. Dotzour is chief economist with the Real Estate Center at Texas A&M 
University. His e-mail address is dotzour@tamu.edu.  
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HOMEBUILDERS 
are providing 

affordable housing 
in El Paso, where 
unemployment is 

lower than any 
time in the past 

decade.

Texas Metropolitan Statistical Areas Ranked 
by Nonfarm Employment Growth Rate, July 2000 

Employment Growth 
Rate July 1999 

Metropolitan Area to July 2000 

1. McAllen-Edinburg-Mission 6.3 
2. Austin-San Marcos 4.6 
3. Laredo 4.0 
4. Lubbock 3.8 

Victoria 3.8 
6. Brownsville-Harlingen 3.7 

Dallas 3.7 
8. Abilene 3.6 
9. Fort Worth-Arlington 3.4 

10. Houston 3.1 
Bryan-College Station 3.1 

12. Sherman-Denison 2.5 
13. Amarillo 2.4 
14. El Paso 2.3 
15. Killeen-Temple 2.2 
16. Tyler 1.9 

Corpus Christi 1.9 
San Antonio 1.9 

19. San Angelo 1.6 
20. Odessa-Midland 1.6 
21. Galveston-Texas City 1.4 
22. Longview-Marshall 1.3 
23. Texarkana 1.0 
24. Waco 0.4 
25. Wichita Falls -0.3 
26. Brazoria -0.8 
27. Beaumont-Port Arthur -0.9 

Texas 2.7 

Source: Texas Workforce Commission

While U.S. citizens and perma
nent residents may find the re
quirements for buying a home 

somewhat intimidating, nonpermanent 
residents (see Residency Status Who's Who) 
must meet stricter mortgage qualifications 
that pose an even greater challenge.  

Nonpermanent resident homebuyers 
who have a work visa, a two-year credit 
history and have lived and worked in the 
United States for two years may be able 
to qualify f or a 10 percent down payment, 
which is the minimum down payment a 
nonresident can expect to pay. Those 
without credit history or work experi
ence in the United States are typically 
required to put 20 percent down on homes 
costing as much as $250,000 and some
times an even higher pecentage on more 
expensive homes. An employee newly 
transferred to the United States might be 
required to put 25 percent down on a 
home.  

If a nonpermanent resident homebuyer 
has a primary residence and is interested 
in a second home, a 25 percent down 
payment is required. This situation is 
common for nonpermanent residents with 
college students in American schools.  
Students and foreign diplomats are ineli
gible for mortgages.  

Although nonpermanent residents may 
be required to put more down, they are 
eligible for standard mortgage terms and 
can choose from 15- or 30-year conven
tional fixed- and adjustable-rate loans.  

Many nonpermanent residents are not 
eligible for a conforming loan, which re
lies heavily on the borrower's credit score 
and other automated underwriting crite
ria. Instead, they may fall into the non
conforming loan category, which means 
that the more information the borrower 
can provide, the lower the interest rate 
will be. According to Hayhurst and Asso
ciates, nonpermanent residents can ex
pect to pay up to 1 percent higher interest 
rates than U.S. residents.  

Lenders usually require a copy of the 
borrower's passport and visa in addition 
to income and asset verification. A letter 
from the applicant's employer listing 
salary history is required. For the self
employed, a letter from a certified public 
accountant stating the applicant's annual 
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income for the past two years often is 
required.  

Borrowers with non-U.S. bank ac
counts must provide letters from their 
banks verifying all liquid assets, as well as 
bank statements from U.S. accounts.  
Countrywide Home Loans requires bor
rowers without established credit in the 
United States to provide a minimum of 
five letters from lenders in their countries 
of origin. All documents must be original, 
on corporate letterhead and in English 
with sums converted into U.S. dollars.  

Javier Gimeno, a professor of manage
ment at Texas A&M University and a 
citizen of Spain, had an H-lb visa, which 
authorizes a person designated as having 
exceptional skills to work in the United 
States, for about a year when he decided 
to purchase a home.  

Residenc 
Sta 

Who 
OCTOBER 2000

A real estate licensee showed him sev
eral homes but did not provide any infor
mation regarding the requirements for 
nonpermanent resident homebuyers.  
Gimeno tracked down the information 
himself, by visiting banks and phoning 
other potential lenders, some of whom 
wouldnot considerhim for a loan because 
of his residency status. Others were will
ing to consider a loan but required exten
sive paperwork.  

Gimeno contacted six companies be
fore finding a lender familiar with the 
process. His mortgage application was 
approved in three days, but he was re
quired to pay an interest rate about one 
percentage point higher than was being 
offered to citizens and permanent resi
dents. In exchange for the higher inter
est rate, however, he was not required to 

Citizen. Someone born in the United 
States or someone born outside the United 
States who has attained U.S. citizen sta
tus through the naturalization process.  
Nonpermanent resident. Someone from 
another country who seeks temporary 
entry to the United States for a specific 
purpose. This classification includes for
eign government officials, visitors for 
business andforpleasure, students, inter
national representatives, temporary 
workers and trainees, representatives of 
foreign information media, exchange visi
tors, fiance(e)s of U.S. citizens, intracom-

]A VIER GIMENO, a 
professor from Spain 
who is working at 
Texas A&M University, 
reviews documents 
with his family.  
Gimeno researched 
and found a home 
loan on his own; his 
real estate broker had 
no information on 
loans for 
nonpermanent 
residents.  

submit documentation beyond what is 
required for a typical loan. Overall, 
Gimeno felt his homebuying experience 
would have been less frustrating if the 
real estate licensee who assisted him 
had been able to provide information or 
a contact who could have educated him 
about the lending process for nonperma
nent residents.  

Real estate licensees who want to be
come better informed about basic lend
ing requirements for nonpermanent resi
dents of the United States may find 
mortgage brokers to be the best source of 
information. 4 

Dr. Cowley is an assistant research scientist with 
the Real Estate Center at Texas A&M University.  
Her e-mail address is jcowley@recenter.tamu.edu 

pany transferees, NATO officials, reli
gious workers and some others.  

Permanent resident. A person from an
other country who is admitted to the 
United States as a lawful permanent resi
dent. Lawful permanent residents are le
gally accorded the privilege of residing 
permanently in the United States. They 
may be issued immigrant visas by the 
Department of State overseas or changed 
to permanent resident status from non
permanent resident status by the Immi
gration and Naturalization Service in the 
United States.  
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he survey shows that the Internet 

is effective in generating business 
for Realtors. What does it take to 

create more business using the Internet? 
As more and more real estate companies 
jump online, firms are finding it necessary 
to provide quality information in an in-, 
teresting format that attracts viewers.  
Realtor Dave Lockwood has created a, 
website (www.dav.lockwood.com) that 
accomplishes both objectives. Their 
DaveLockwood Dcily looks like a news
paper and includes a Dear Dave column,! 
online listings and information about the 
Houston area.  

This creativity comes at a price.  
Lockwood has invested more than 
$40,000 in the website over the past two 
and a half years, including approximately 
$4,000 for initial website startup, and 
$500 to $1,000 a month for site 
maintainence. However, there has been a 

payoff. It took only two months to generate 

his first web-originated deal. By the end of 
its first year online, davelockwood.com 
accounted for 38 percent of his business; 
by 1999 it accounted for 55 to 65 per
cent of business.

Lockwood found website advertising 
provides a much higher return on invest
ment than print advertising and notes the 
key to making a website work is advertis
ing it as much as possible in as many places 
as possible. He estimates revenues to be 
ten times website costs.  

According to Lockwood, the biggest 
challenge is the time it takes to get new 
listings on the website. An average of two 
weeks is required, with a minimum of 
three to f our days needed to take pictures, 
send them to the website development 
company and get them on the web. Some 
listings sell before they even appear on 
the web. Lockwood attempts to get all 
"sold" listings off the site within seven to 
ten days.  

Dave Neinberg with 4Guys.com, the 
company that designed and maintains 
Lockwood's website, reports that the ini
tial cost of a website is typically $7,500.  
The cost to maintain a site varies widely 
but can reach $1,000 per month. Setting 
up a site takes between six and eight
weeks, depend
ing on the cli
ent. Neinberg 
stresses that the 
client has to 
compile the in
formation to be 
placed on the 
site. He advises 
those interested 
in starting a 
website to allo
cate enough 
time for content 
development, 
ensure that ad
equate funds are 
available for 
the project and 
to be certain

they are committed to doing business on 
the Internet. Lockwood adds that once 
the website is up, e-mail inquiries need to 
be treated like phone calls and answered 
quickly.  

All of Neinberg's real estate clients 
who created websites have gone into the 
black. It took one client only four days to 
pay off site development expenses. The 
client spent $7,000 developing the site 
and generated $5 million in sales from the 
website in 1999 alone.The longest it took:.  
a client to break even was six months.  

Neinberg says promotion is the key to 
a successful site. Like Lockwood, he says 
sites should be advertised everywhere 
on the web and and in print advertising.  
Lockwood even displays his web address, 
on his truck.  

Lockwood reports he was skeptical and 
a nonbeliever at first but found the results 
of doing business on the web spoke for 
themselves. The benefits of maintaining 
a website, he says, outweigh the costs.  

Residential and commercial real es
tate professionals in small towns as well 
as large cities can reap the rewards of 
advertising on the Internet. In fact, 9 
percent of professionals located outside 
of Texas' largest cities reported more 
than 10 percent of their business came 
from the Internet. By contrast, only 6 
percent of real estate professionals in 
larger cities reported more than 10 per
cent of their business coming from the 
web. Houston and Austin are tied as the 
metro areas with the largest percentage of 
Realtors (7 percent) generating 10 per
cent or more of their business from the! 
web.4 

Dr. Cowley is an assistant research scientist with 
the Real Estate Center at Texas A&M University.  
Her e-mail address is jcowley@recenter. tamu. edu.  
Witherspoon is former graduate research assistant 
with the Real Estate Center at Texas A&M 
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By Jerrold J. Stern 

dvantageous home office deduc
tion rules went into effect in 1999.  
Two years earlier, the gain exclu

sion for sales of principal residences was 
expanded, also to the benefit of taxpay
ers. It was not until this year, however, 
that tax advisors began to fully appreci
ate how these two sets of rules combine 
to create tax benefits exceeding initial 
expectations.  

Prior to 1997, if a principal residence 
with a home office was sold at a gain, the 
entire portion of the gain associated with 
the home office was taxable, even if the 
rest of the gain was excluded under the 
sale-of-principal-residence rules. Current 
law only taxes the home office part of the 
gain to the extent of depreciation deduc
tions on the home office after May 6, 
1997. The rest of the gain is excluded, up 
to $250,000 ($500,000 for married couples 
filing jointly.) Some conditions apply for 
this exclusion.  

See the example. Assume a principal 
residence (excluding land) costs $100,000.  
The home office portion of the residence 
comprises 15 percent of cost, or $15,000, 
based on the number of square feet. Dur
ing the holding period, a total of $10,000 
is deducted in depreciation on the home 
office, reducing its tax basis to $5,000 
($15,000 less $10,000). At the end of the 
holding period, the home is sold for 
$150,000 (excluding land value) and 15 
percent, or $22,500, is deemed to be the 
value of the home office.  

Under old tax law, the taxable gain 
would be $17,500 ($22,500 less $5,000 
home office tax basis). At a 28 percent pre
1997 capital gains tax rate, thegainwould 
result in a $4,900 tax. Under current tax 
law, the tax is only $2,500 - a savings of 
almost 50 percent. The new law only 
taxes gain to the extent of depreciation, 
$10,000 in this example. Moreover, the 
capital gains tax rate on gain attributable 
to real estate depreciation deducted by 
noncorporate taxpayers is 25 percent, 
rather than the pre-1997 rate of 28 per
cent. Thus, the tax is $2,500 (25 percent 
of $10,000).  

As shown in the example, the new rules 
provide an added incentive to establish a 
home office for tax purposes. The net tax 
savings from a home office are now higher 
because the tax cost of the office (com
puted on the gain at the time the home is 
sold) is reduced.  

Where do the tax savings come from? 
In addition to annual depreciation deduc
tions, homeowners can also deduct the 
annual cost of utilities and insurance as
sociated with the home office, which 
would be 15 percent in the example. Sup
plies and other expenses directly related 
to the home office are fully deductible. Of 
course, property taxes and home mort
gage interest are deductible as an item
ized deduction regardless of whether there 
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is a home office, but if a person is self
employed, it may be more advantageous 
to apply them pro-rata to the home office.  

A potential indirect benefit of the home 
office deduction is that it enables the 
taxpayer to have deductible business 
mileage at 32.5 cents per mile for all auto 
travel to and from the home and other 
business locations. If a salesperson travels 
1,000 miles during the year to business 
locations and back home, a $325 deduc
tion is generated.  

The criteria for a valid home office for 
tax purposes are complex. They are ex
plained in a previous Tierra Grande tax

column, "Home Office Deduction Eased" 
(July 1998). Rules for sales of residences 
are described and illustrated in "New 
Rules for Principal Residences" (Tierra 
Grande, January 1998).  

Tax planning for home office deduc
tions and sales of residences can be com
plex. Consultation with an accountant is 
recommended. # 

Dr. Stern is a research fellow with the Real Estate 
Center at Texas A&M University and a professor 
of accounting in the Kelley School of Business at 
Indiana University. His e-mail address is stern@ 
indiana. edu.
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Example 

Description Amount Source/computation 
Cost of residence structure $100,000 assumed 
Home office portion 15% assumed 
Home office cost $15,000 $100,000 x 15% 
Home office depreciation $10,000 assumed 
Sale price of residence structure $150,000 assumed 

Home office portion of sale $22,500 $150,000 x 15% 
Home office tax basis $5,000 $15,000 - $10,000 
Old law taxable gain $17,500 $22,500 - $5,000 
Old law tax at 28% $4,900 $17,500 x 28% 

New law taxable gain $10,000 limited to depreciation 
New law tax at 25% $2,500 $10,000 x 25% 

New law tax savings $2,400 $4,900 - $2,500



hen it comes to "population 
growth," not all Texas markets 
are treated equally. Not only e 

are cities growing at different rates, the 
incoming Texans have different origins, a 
fact that produces varied effects on local o 0
real estate markets.  

In some locales, the population is grow
ing because more people are being born 
than are dying. However, this natural in
crease does not immediately increase the 
demand for housing because it does not 
involve the creation of new households.  

On the other hand, population growth 
that results from migration - people 
moving to Texas from other states (do
mestic migration) and from other na
tions (immigration) - has a greater im
pact on real estate markets because the 
new citizens require housing as soon as 
they arrive.  

Population growth that results from 
domestic migration has the biggest im
pact of all on real estate. New Texans 
arriving from other parts of the United 
States (including Texas) generally have 
more resources at their disposal. There
fore, higher domestic migration results in 
greater demand for housing and other 
goods and services.  

More than half (58 percent) of all new 
Texans between 1990 and 1999 were born 
in the state. Another 23 percent came from 
other countries, and 19 percent migrated 
from elsewhere in the United States. The 
distribution patterns of the new popula
tion had vastly varying results.

F

Most of the new arrivals - 66 percent 
- in Sherman-Denison, for example, 
moved there from other U.S. locales. No 
Texas market attracted a higher percent
age, although Austin was close with more 
than 57 percent.  

The numerical count for domestic mi
gration, however, was greatest in the 
Austin-San Marcos Metropolitan Statis
tical Area (MSA). Some 171,000 moved 
there in nine years. The Dallas MSA was 
second with 150,000.  

Some Texas metropolitan areas lost 
population to other areas (some of which

Domestic Migration-Texas MSAs, 1990 to 1999
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were in Texas) of the United States be
tween 1990 and 1999. Most notable among 
this group is El Paso, which lost an esti
mated 62,000. Lubbock lost 16,000 and 
Midland-Odessa 12,000 through domes
tic outmigration.  

Monitoring domestic migration ap
pears to be a useful tool for anticipating 
housing needs. Comparing building per
mits and population data shows that areas 
with the most domestic migration, either 
in total numbers or by percentage, have 
added the most housing per population 
unit.  

Generalizations must be used cau
tiously, but an examination of migration 
and housing market growth seems to sug
gest that the amount of migration, par
ticularly the domestic variety, may be a 
better indicator of expanding real estate 
markets than simply total population 
growth.  

Real estate analysts might be well ad
vised to pay closer attention to the sources 
of population growth, not merely the 
growth itself. 

Dr. Murdock is a research fellow with the Real 
Estate Center and chief demographer of the Texas 
State Data Center, Department of Rural Sociology, 
at Texas A&M University. His e-mail address is 
s-murdock@tamu.edu

Big and Getting Bigger 
According to the most recent estimate from the U.S. Bureau of the Census, 

Texas has a population of more than 20 million and is growing rapidly.  
Between 1990 and 1999, Texas grew by 3.1 million, making it the second 
fastest growing state in total numbers, and the eighth fastest growing by 
percentage.  

More than 200 of Texas' 254 counties and all of the state's metropolitan 
areas posted population gains in those nine years.  

For more information, go to the Texas State Data Center web site at http:// 
txsdc.tamu.edu or the Census Bureau's web site at http://www.census.gov.  
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BY JUDON FAMBROUGH 

ENFORCiNq DEEd RESTRICTiONS

he number of homeowner associa
tions (HOAs) has proliferated in 
Texas, especially in Houston, 

which holds the distinction of being the 
largest U.S. city without a comprehen
sive zoning ordinance. Consequently, in 
Harris County, deed restrictions serve as 
the private equivalent of municipal zoning.  

The Texas Legislature enacted Section 
204 of the Texas Property Code (TPC) 
specifically to address issues related to 
Harris County subdivisions. Section 204, 
discussed in the last edition of the Letter 
of the Law, applies to residential subdivi
sions located in counties with a popula
tion of 2.8 million or more. Harris County 
is the only Texas county having the re
quired population.  

With the number of subdivisions sky
rocketing, homeowners living in them 
question how and if deed restrictions can 
be enforced. Homeowners must realize 
that they are contractually giving up cer
tain property rights when they move into 
a subdivision with deed restrictions.  
Houston attorneys W. Austin Barsalou, 
David A. Furlow and Mitchell Ayer an
swered the following questions at the 2 2 nd 

Annual Advanced Real Estate Law Course 
sponsored by the Texas Bar Association.  

How should Texas courts interpret and 
apply deed restrictions? Should the courts 
follow the Texas statute that requires 
they be "liberally construed to give effect 
to their purpose and intent" finding them 
enforceable if at all possible (Section 
202.003[a] of the TPC)? Or should the 
courts adhere to common law that favors 
the free and unrestricted use of land (Baker 
v. Henderson, 153 S.W. 2d 465 [Tex 19411)? 

There is no clear answer. The Texas 
Supreme Court in Wilmoth v. Wilcox, 
734 S. W. 2d 56 7 (Tex 1987) spoke in f avor 
of free and unrestricted land use, holding 
that restrictions must always be strictly, 
not liberally, construed against the party 
seeking to enforce them. Only the intent 
and purposes are to be liberally construed, 
not the restrictive language.  

However, the same court ruled in Baker 
v. Henderson, cited earlier, "if there be 
any ambiguity in the terms of the restric
tion or substantial doubt of its meaning,
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the ambiguity and doubt should be re
solved in favor of the free use of the land." 

For example, if a deed restriction bans 
livestock in a subdivision and a home
owner raises a pet Vietnamese pot-bel
lied pig, has the homeowner violated the 
restriction? 

Case law would say no, because of the 
ambiguity. The pig is a pet sold at a pet 
store, not at an auction barn. Further
more, the term livestock is plural and 
refers to more than one animal.  

The statute (Section 202.003 [a]) would 
say the opposite if one assumes the term 
livestock includes four-legged animals 
with hooves. Other states have held Viet
namese potbellied pigs are not livestock.  

In an attempt to resolve the conflict, 
some courts simply find no conflict exists 
(Crispin v. Paragon Homes, 888 S.W. 2d 
78 [Houston 1994]). Perhaps the best ap
proach was pronounced in the unpub
lished opinion by the Austin Court of 
Appeals in Quinn v. Harris (1999). Here, 
the court employed both standards, rul
ing covenants should be liberally con
strued to determine the framers'intent. If 
there is any ambiguity regarding the in
tent, the covenant should be strictly con
strued in favor of the free and unrestricted 
use of the premises. The approach does 
not conflict with either case precedent or 
the TPC.  

Some attorneys felt the Texas Supreme 
Court settled the matter in favor of free 
and unrestricted land use in Pilarcik v.  
Emmons, 966 S.W. 2d474 (Tex 1998). The 
high court ruled that Section 202.003(a)

did not supplant traditional Texas com
mon law principles favoring free and un
restricted land use. The debate, however, 
continues.  

Is the enforcement of deed restrictions 
subject to constitutional challenges? Yes, 
depending on the type of restriction. In 
Shelley v. Kraemer, 334 U.S. 1 (1947), the 
U.S. Supreme Court ruled that the judi
cial enforcement of a racially based re
strictive covenant constitutes state ac
tion subject to constitutional analysis.  
The court held the covenant that banned 
home sales to blacks unconstitutional.  
From that point on, any covenant inter
fering with a right guaranteed by the First 
Amendment, including freedom of speech 
and religion, has faced constitutional 
scrutiny.  

Recently, a Harris County District 
Court ruled that a covenant prohibiting 
the display of temporary political signs was 
unconstitutional (DuBose v. Meyerland 
Community Improvement Association).  
The judge wrote, "The U.S. Constitution 
does not end where deed restrictions 
begin." 

Some attorneys argue that the enforce
ment of a deed restriction is a private 
contractual matter between homeowners 
and the association and not a constitu
tional issue. In some cases, this may be 
true. However, the more subdivisions 
look and act like small towns, the more 
courts are apt to view them as quasi
municipalities and apply more rigid, con
stitutional standards when enforcing deed 
restrictions.

j P AdqiE STIkEs Aq~i')A I 
The Letter of the Law has reported U.S. Judge C.J. Buchmeyer's attempts to 

disburse public housing projects throughout the "predominantly white areas" of 
Dallas. On March 16, 1999, the Fifth Circuit voided one of his efforts with 
instructions to invent a more race-neutral solution.  

Buchmeyer ruled that the one-acre zoning requirement and the restriction 
against multifamily housing perpetuate racial segregation. He ordered Sunnyvale 
to take affirmative action to encourage the development of multifamily housing.  
(Dews v. The Town of Sunnyvale, U.S. Dist. Ct. for N. Dist. of TX, No. 3:88-CV
1604-R, 7/31/2000).  
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Can homeowner associations (HOAs) 
enforce a deed restriction banning the 
display of the U.S. flag? Probably not.  
Based on the Shelley case cited earlier, a 
federal court in Florida held that such a 
restriction, when judicially enforced, vio
lated the right of free speech (Gerber v.  
Longboat Harbor N. Condominium, 75 F.  
Supp 1339 [1990]).  

Likewise, a federal court in Pennsylva
nia upheld a homeowner's use of an Ameri
can flag in a private residence for decora
tive, nonpolitical purposes. The flag 
represented free speech protected by the 
First Amendment (Commonwealth of Pa.  
V. Bricker, 666 A. 2d 257 [1995]).  

Can HOAs enforce a deed restriction 
banning for-sale signs? Probably not. The 
U.S. Supreme Court emphasized the im
portance of residential speech in Linmark 
Assoc., Inc. v. Township of Willingboro, 
431 U.S. 85 (1977) when it ruled a zoning 
ordinance banning for-sale or any other 
type of signs unconstitutional.  

In City of Ladue v. Gilleo, 510 U. S. 809 
(1994), the U.S. Supreme Court upheld a 
homeowner's right to political expres
sion on a yard sign. The township cannot 
constitutionally enact an ordinance ban
ning its citizens from engaging in expres
sive speech on signs in their front yards, 
despite the city's argument that the ordi
nance preserved scenic, aesthetic and prop
erty values. The U.S. Supreme Court has, 
however, upheld bans on offsite commer
cial signs and signs posted for a fee.  

Although these cases involve zoning or
dinances, they give homeowners grounds 
for arguing deed restrictions banning for
sale signs violate their constitutionally 
guaranteed right of commercial free speech 
under the First and 14 th Amendments.  

Can HOAs collect attorney's fees from 
homeowners violating a restriction? Yes.  
According to TPC Section 5.006, "In an 
action based on a breach of restrictive 
covenant pertaining to real property, the 
court shall allow to a prevailing party 
who asserted the action reasonable 
attorney's fees in addition to party's costs 
and claim." 

Homeowners who successfully defend 
an enforcement action may collect 
attorney's fees as well. In DuBose v.  
Meyerland Community Improvement 
Association (cited earlier), the judge 
awarded the defending homeowners 
$33,250 in reasonable and necessary trial 
court attorney's fees, as well as appellate 
fees.  

In addition, Section 204.010(a)(ll) of 
the TPC allows HOAs in Harris County 
reimbursement for actual attorney's fees 
and other reasonable costs when a restric
tion, bylaw or rule is violated, providing 
notice and an opportunity to be heard are 
given. Section 204.010(a)(12) permits 
HOAs to charge costs to an owner's as
sessment account and collect the costs in 
any manner provided in the deed restric
tions for the assessment's collection.  
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The lead article in the last issue incorrectly stated that Section 205.003 of the 
Texas Property Code applies to counties with less than 65,000 people. It should 
have stated it applies to counties with more than 65,000 people.

Are there limits on the amount attor
neys may charge for enforcing deed re
strictions or sending letters to collect 
delinquent assessments? Little case law 
addresses the determination of reason
able attorney fees. However, in Innwood 
North Homeowner's Association, Inc. v.  
Wilkes, 813 S.W. 2d 156 (1998), the trial 
court reduced the plaintiff's attorney's 
fees from $1,486 to $500. On appeal, the 
association asserted the trial court abused 
its discretion. The appeals court ruled the 
trial court had discretion to reduce fees if 
they are found to be unreasonable or in
credible. A similar reduction in fees oc
curred in Fonmeadow Property Owner's 
Association, Inc. v. Franklin, 817S.W. 2d 
104 (1991).  

Trial courts have not favored exorbi
tant attorney fees.  

Assuming an attorney charges a fair 
and reasonable fee to enforce a deed re
striction, can the association foreclose on 
the home to recover the fee? The associa
tion can foreclose on a home for nonpay
ment of assessment fees (Innwood North 
Homeowner's Association, Inc. v. Harris, 
736 S. W. 2d 632 [Tex 1987]). However, it 
is unclear if the same rule applies to 
homeowners who pay the delinquent as
sessment and ignore the attorney's fees.  

A little-known Texas Attorney 
General's Opinion, No. 97-019 (March 
13, 1997), addressed the issue. The opin
ionfocusedonTPC Section204.010(a)( 11) 
permitting Harris County subdivisions 
to collect reasonable attorney fees for 
deed restriction violations.  

Basically, the opinion concluded that 
an amendment to the deed restriction 
permitting the collection of attorney fees 
cannot be enforced by foreclosure if it 
creates a new lien after the property be
comes a homestead. If the amendment 

ThE PROCURNq CAU!

represents a change or modification of an 
existing fee lien predating the homestead 
claim, it can be foreclosed.  

According to the opinion, foreclosure 
is permitted under Section 204.010 (11; 
for attorney's fees if the: 

* costs relate to a violation of the 
restrictions, bylaws or rules, 

" charges are reasonable, 
e the lien for the costs attaches to the 

property before it becomes a home
stead and 

* the lien for the costs runs with the 
land.  

"A claim for costs arising merely by 
virtue of an action taken by a board of a 
property owner's association under TPC 
Section 204.010(a)(1 1) does not create a 
lien that would precede homestead 
rights dating from before the board's 
actions." 

Can HOAs enforce a deed restriction 
banning antennas and dishes? Possibly, 
under limited circumstances. The Tele
communications Act of 1996 gave the 
Federal Communication Commission 
authority to issue regulations to prevent 
any restrictions that impair reception of 
video programming services. Primarily, 
the federal regulations preempt deed re
strictions that impair the installation 
maintenance or use of antennas less thar 
one meter in diameter designed to receive 
direct broadcast services or multipoint 
distribution services. Also covered are 
television antennas of any size.  

Homeowners associations may impose 
reasonable restrictions for camouflag
ing antennas and support masts so long 
as reception is not impaired. However.  
what is reasonable according to case law 
tends to be fact-specific without general 
guidelines. -

ANd EARNiNq A COMMissiON

arning a brokerage commission is 
key for the economic survival of a 
real estate licensee. Until recently, 

licensees had to fulfill four, possibly five, 
requirements for this to occur. With the 
passage of H.B. 1052, better known as the 
Broker's and Appraiser's Commercial Lien 
Statute, the rules may have changed for 
commercial brokers.  

To earn a commission in any transac
tion, the broker or agent must meet the 
following four requirements.

First, the person securing the buyermus: 
have a real estate license at the time of 
procurement but not necessarily at closing.  

Second, the written promise or agree
ment for the sale or purchase of property 
must be signed by the party charged with 
paying the commission and must contain: 

" the name of the licensee to whom the 
commission is payable, 

* the amount of commission or the 
basis for computing the commission 
and

TIERRA GRANDE



a description of the real estate to be 
conveyed or purchased.  

These requirements may, and possibly 
should, be included in the listing agree
ment as well as in the sales contract.  
However, the written requirements need 
exist only at closing, not necessarily 
when the services are rendered. Oral evi
dence cannot substitute for the written 
agreement.  

Third, when the sales contract is signed, 
the licensee must notify the purchaser in 
writing of the need for an abstract opinion 
or title insurance. The Texas Real Estate 
Commission's promulgated forms con
tain the notification.  

Fourth, the licensee's performance of 
services must be rendered during the ten
ure of the listing agreement. Generally, 
the listing agreement contains a safety or 
protection clause that extends the 
licensee's right to a commission for sales 
occurring after the agreement expires.  
The sale must be to a party contacted by 
the broker during the listing period. The 
length of the period is negotiable but 
generally lasts 30 to 90 days.  

The fifth element for some transac
tions requires the licensee to be the pro
curing cause of the sale. To some extent, 
the type of listing agreement influences 
this requirement. Three types of listing 
agreements are used in Texas: nonexclu
sive or open, exclusive agency and exclu
sive right of sale. Under the nonexclusive 
listing, the seller may retain more than 
one licensee. The listing obligates the 
seller to pay a commission to the licensee 
who is the "procuring cause" of the sale.  
No commission is due if the seller is the 
procuring cause.  

The exclusive agency listing arrange
ment allows the seller to retain only one 
licensee. Again, no commission is due if 
the seller is the procuring cause.  

Finally, the exclusive-right-of-sale list
ing agreement entitles the listing broker 
or agent to a commission even though the 
seller or some other licensee procures the 
sale. Generally, the commission is split 
between the listing broker or agent and 
the selling broker or agent who procures 
the buyer, especially when the listing is 
placed on the Multiple Listing Service.  
Agents prefer this type of listing because 
it ensures them of at least part of the 
commission.  

Under the nonexclusive and the exclu
sive agency listing agreements, the lic
ensee who is the procuring cause gets the 
commission. Under the exclusive right of 
sale, the broker or agent who procures the 
buyer gets to split the commission with 
the listing broker or agent. But how do 
Texas courts define the procuring cause? 

A Texas court of civil appeals in 1928 
drafted the definition used most fre
quently today (Settegast v. Timmons, 6 
S. W. 2d 425). It states, "the cause that in 
a natural and continued sequence, unbro
ken by any new independent intervening 
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cause, produces the event, and without 
which the result would not have oc
curred." 

Although the Settegast definition is 
the one most widely used, other Texas 
courts have drafted their own. For in
stance, in Metal Structures Corp. v.  
Begham, 347 S.W. 2d 270 (1961), the 
appellate court defined the term as "the 
principal and immediate cause of the sale 
accomplished. It need not be the sole 
cause, and an agent is said to be the pro
curing cause of a sale when his acts have 
so contributed to bringing about a sale 
that but for his acts the sale would not 
have been accomplished." 

Likewise, in 1971, a Texas civil court of 
appeals, in Zeller v. Chipman, 475 S. W.  
2d 755, upheld the following definition 
used by the trial court: "such act or acts, 
if any, in bringing the buyers and sellers 
together in connection with the sale of

property in question which so far con
structed to bringing about the sale that 
but for such act or acts ... the sale would 
not have been consummated." 

The definitions and the wording used 
in the definitions raise more questions 
than they answer. For example, can there 
be two or more procuring causes? The 
definition used in Begham alludes to the 
fact that it need not be the sole cause. So 
far, however, the Texas appellate courts 
search for the sole producing cause, not 
a joint procuring cause.  

The Broker's and Appraiser's Commer
cial Lien Statute found in Chapter 62 of 
the Texas Property Code, effective Au
gust 30, 1999, appears to have eliminated 
any need for the broker to be the procuring 
cause of the sale under any type of listing 
agreement. The key element, according 
to the statute, is determining when the 
commission is due and payable. *

CASE NOTES ANd COMMENTS

Duty to Disclose 
he Texas Deceptive Trade Prac
tices Act (DTPA) imposes a duty 
on both the seller and licensee to 

disclose information about property.  
Take the following test on current law.  
T F The seller and the real estate 

licensees must disclose every
thing they know about a prop
erty that would influence a 
buyer's decision to purchase.  

T F Real estate licensees must dis
close everything they should 
have known about a property 
that would influence a buyer's 
decision to purchase.  

T F An effective "as-is" sale elimi
nates a seller's and licensee's 
duty to disclose anything about 
the property.  

T F To be liable under the Texas 
Deceptive Trade Practices Act 
(DTPA), the seller or licensee 
must actually know the state
ment is false or misleading at 
the time it is made. Negligent 
misrepresentation is allowed.  

If you answered more than one ques
tion true, you may need to review Texas 
case law.  

The answer to the first question is true.  
The Texas Business and Commerce Code 
Section 17.46 (b) (23), better known as the 
DTPA, is breached by failing to disclose 
information if known at the time and 
intended to lure the consumer into a trans
action he or she would not have otherwise 
entered.  

The answer to the second question is 
false. As just recited in the DTPA, only 
known information must be disclosed. In

Ozuna v. Delaney Realty, Inc., 600 
S.W.2d 780 (Tex. 1980) the plaintiff-ho
meowner sued the broker for failing to 
disclose information the broker should 
have known about the tendency of the 
house to flood. While the controlling is
sue in the case focused on another matter, 
the court held the evidence insufficient to 
breach the DTPA. No other Texas cases 
have dealt with the issue.  

The answer to the third question is 
false. An "as-is" sale does not relieve the 
seller or broker from disclosing known 
defects. See Prudential Insur. Co. v.  
Jefferson Associated, Ltd., 896 S.W.2d 156 
(Tex. 1995) as discussed in Volume 13, No.  
3 of Letter of the Law. One requirement 
laid down by the Texas Supreme Court in 
that case for an effective "as-is" sale is for 
the seller or broker to disclose all known 
defects about the property.  

The answer to the last question is like
wise false. As stated by the court in Eagle 
Properties, Ltd. V. Scharbauer, 807 
S.W.2d 714 (1990), the defendant may be 
liable under the DTPA even if the defen
dant did not know that the representa
tions were false or did not intend to de
ceive anyone. The key is not the intent 
but whether to statement was false or 
misleading.  

Premise Liability: Should 
Have Known 

While licensees are not required to dis
close facts they should have known about 
property they sell, property owners can 
be held liable for premise defects they 
should have known about. This issue was 
addressed in Threlkeld v. Total Petro
leum, Inc., No 99-40469, 5/5/00.  

25



The plaintiff alleges that he slipped and 
fell on the defendant's restroom floor.  
The defendant arguedno liability because 
he did not know about the water on the 
floor. The appellate court affirmed the 
judgment against the defendant.  

To receive damages against a store 
owner in a slip-and-fall case, the plaintiff 
must prove all of the following facts.  

" The owner had actual or construe
tive knowledge of the condition.  

e The condition posed an unreason
able risk or harm.  

e The owner did not exercise reason
able care to reduce or eliminate the 
risk.  

e The owner's failure to exercise rea
sonable care was the proximate cause 
of the plaintiff's injuries.  

The owner's constructive knowledge 
of the condition can be established in one 
of the three following ways.  

- The owner or employee caused the 
harmful condition.  

e The owner or employee saw or was 
told of the harmful condition prior 
to the injury.  

e The harmful condition was present 
for so long that it should have been 
discovered by the exercise of reason
able care.  

Here, the court allowed recovery be
cause the plaintiff established that it was 
more likely than not the dangerous con
dition existed long enough to give the 
owner a reasonable opportunity to dis
cover the condition. The store owner 
should have known and was thus liable.  

A similar fact situation was raised in 
Wal-Mart Stores v. Garcia, San Antonio, 
No. 04-99-00344-CV, 8/16/2000. Here 
the jury awarded the plaintiff $75,000 
in damages for slipping on a jalapeno.  
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Because the jalapeno still had juice in it, 
Wal-Mart argued the jalapeno had not been 
on the floor long enough to give them 
constructive knowledge of its presence.  

On appeal, the court disagreed. "The 
evidence, in the present case shows'more 
likely than not' that the jalapeno had been 
on the floor for several minutes - a period 
of time in which Wal-Mart employees, by 
their testimony, should have cleaned the 
jalapeno from the floor." 

Breach of Fiduciary Duty 
eal estate licensees owe a fiduciary 
duty to their principals. Among 
other things, this requires the lic

ensee to act with the utmost good faith 
and to protect and preserve the client's 
best interest.  

The fiduciary dutyprohibits the licensee 
from acting in a dual capacity without 
both principals' consent or to secretly ac
quire the principal's property.  

A breach of the fiduciary duty allows 
the principal to sue the licensee for actual 
and possibly punitive damages. The Texas 
Real Estate Commission may revoke the 
broker's or agent's real estate license.  

In addition, another remedy (or pen
alty) has been recognized by the Texas 
Supreme Court in Burrow v. Arce, 997 
S.W.2d 229 (Tex. 1999). Here the high 
court permitted fee forfeiture as a remedy 
for breach of fiduciary duty in the lawyer
client relationship. However, Arce ap
plies to any breach of fiduciary case where 
the plaintiff asks for it. Consequently, 
real estate practitioners face the possibil
ity of forfeiting a commission in addition 
to the other remedies if found to be in 
breach of the fiduciary duty.  

For an eye opener on another require
ment for earning a commission or losing 
one, read the next case.

HOME EQuiTy LOANS
The U.S. Fifth Circuit asked the Texas Supreme Court to rectify two apparent 

conflicting provisions in the new Texas constitutional amendment approving 
home-equity loans (Stringer v. Cendant Mortgage Corp., No. 99-1301).  

One section of the amendment provides that the lender may require the loan 
proceeds to be applied to another debt not secured by the home (Article XVI, Section 
50 [a][6][Q][i]). Another section prohibits it. (Article SVI, Section 50[g][Q][l]).  

On June 8, 2000, the Texas Supreme Court ruled that Section 50(a) prevailed. Loan 
proceeds may be applied to another debt not secured by the home. Notices to this 
effect may appear in future loan documents.  

On another matter, the Texas Supreme Court agreed to hear the case of Spradlin 
v. Jim Walter Homes, 9 S. W.3d 473 (Tx.App. -Dallas 2000). Spradlin received a loan 
to build a new home, but the lender did not comply with the requirements for a 
home-equity loan.  

Primarily, the borrower was not given the 12-day "cooling off" period. Also, the 
contract was signed in a restaurant, not in the offices of a lender, attorney or title 
company.  

Both the trial court and appellate court ruled the new requirements do not apply 
to contracts for new construction, only contracts for repair or renovation of existing 
improvements. However, the wording of the 1997 constitutional amendment caused 
enough confusion for the high court to hear the case. At stake are the validity of many 
new home construction contracts entered into after the effective date of the 
amendment.
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A New Requirement for 
Earning Commission? 

In a case of first impression, the 
Texarkana Court of Appeals was asked if 
the failure to include a termination date 
on the listing agreement negates the 
licensee's rights to receive a commission.  

To answer the question, the appellate 
court examined Sections 20(b) and 
15(a)(6)(G) of the Texas Real Estate Li
censing Act. Section 20(b) lists one of the 
requirements for a licensee to earn a com
mission. Primarily, the commission agree
ment must be in writing and signed by the 
person obligated to pay the fee. Section 
15(a)(6)(G) lists one of the many acts for 
which a real estate license may be sus
pended or revoked. This particular sec
tion permits a suspension or revocation 
for failing to include a termination date 
on the listing agreement.  

The court then ruled that the omission 
of the termination date voided the listing 
contract. This, in turn, rendered the list
ing agreement unenforceable, meaning 
the broker could not collect a commission.  

In a dissenting opinion, Judge Ben Z.  
Gant raised two important points.  

First, Section 15(a)(6)(G) provides 
grounds for suspending or revoking a 
person's license, not grounds for declar
ing a listing agreement unenforceable.  
"Nothing in this section indicates other
wise, and no precedent decided by any 
court indicates otherwise." 

For another, Section 20(b) specifically 
addresses a requirement for earning a com
mission. The court confuses the require
ments for earning a commission with the 
grounds for losing a license. The court has 
basically added the two sections together.  
A licensee must now meet the requirements 
of both sections to earn a commission. Per] 
v. Patrizi, 2000 WL 675477.  

Notice: This opinion has not been re
leased for publication in the permanent 
law reports. Untilrelease, it is subject to 
revision or withdrawal.  

Postscript. It will be interesting to see 
if this case is appealed to the Texas Su
preme Court. In all likelihood, it will not 
be. Carried to its extreme, a seller could 
avoid paying a commission if the broker 
violates aprohibition in Section 15(a), which 
describes grounds for losing a license.  

For example, suppose the seller's bro
ker fails to give the buyer a copy of the 
agency disclosure form on the first face
to-face contact, as required by Section 
15C. If the transaction closes, the seller 
could argue that no commission is due 
because the broker violated Section 
15(a)(x). The section states a person's li
cense may be suspended or revoked for 
disregarding or violating a provision of the 
licensingact. V 
Fambrough is a member of the State Bar of Texas 
and anattorney withthe Real Estate Center at Texas 
A&M University. His e-mail address is judon@ 
recenter. tamu.edu.



(Benchmarks continued from p. 1) 

excellent directory of other useful real 
estate sites.  

Homes.com 
http://www.homes.com/ 
This newly designed site offers a database 
of property listings, agents and brokers.  
Educational material and relocation re
sources also are available.  

RealHome.com 
http://www.RealHome.com/ 
Affiliated with the American Home
owners Association, this newly launched 
site has a wealth of educational content 
and provides in-depth credit and school 
reports. Mini-courses walk the first-time 
buyer through the homebuying process.  

RealEstate.com 
http://www.RealEstate.com/ 
RealEstate.corn provides mortgage assis
tance through its online auction feature.  
This site also offers educational informa
tion and listings.  

Homebuilder.com 
www.homebuilder.com 
The official internet site of the National 
Association of Home Builders offers more

than 130,000 new homes from 18,000 
builders nationwide. A large percentage 
of the homes have floor plans and pic
tures. The site also has calculators and 
planning tools.  

Mortgage Loans 
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E-LwANl___M_ B missuf e CRDI AUTO 
Better way to get a loan 

N , 1, F ,kl L .Aj, . qA A r l11- A, 

7S6%= 
BIT I G1111 

E-Loan.com 
http ://www.e-loan.com/ 
Started in 1996, E-Loan is a leading one
stop source of unbiased information, tools 
and services for all facets of debt manage
ment. "My E-Loan" sets up a customized 
page for the user to apply for a new loan 
and tracks its status throughout the ap
proval process.

Consumer Information 
- Federal Consumer Information Center:,%

Housing 
FQ -. 1

3

Federal Government's Consumer Infor
mation Center (Housing Information) 
http://www.gsa.gov/staff/pa/cic/housing.htm 
This site offers information that assists 
with homebuying, selling and remodel
ing. It is not as comprehensive as other 
sites described here, but its information 
should be the most unbiased.  

Baumann is an associate research social scientist 
with the Real Estate Center at Texas A&M Uni
versity. His e-mail address is mbaumann@tamu.  
edu.
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SiteNet 
http://www.sitenet.com 
This site targets real estate developers, 
offering information about all facets of 
the development process, including area 
demographics, investment guides, site 
selection topics, global development news 
and property management strategies.  

Bizjournals (American City Business 
Journals, Inc.) 
http://www.bizjournals.com 
Get the top business news stories (about 
40 percent of the print edition's content) 
for 41 U.S. cities, including Austin, Dal
las, Houston and San Antonio. The site 
provides access to archived web editions 
and allows industry searches. Users may 
pay a subscription fee to view all the 
remaining articles and special publica
tions available in the print edition.  

Torto Wheaton Research 
http://www.tortowheatonresearch.com 
Subscribing clients have access to the 
world's largest proprietary database for 
major commercial property types: office, 
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industrial, retail and multihousing. The 
site offers top-quality, comprehensive 
real estate analysis, from the big picture 
to the submarket level, for U.S. cities.  

SiteReports.com 
http://www.sitereports.com 
This site is filled with information on 
demographics, business, restaurants, 
shopping centers, retail trade potential 
and lifestyle segmentation for the United 
States. Reports can be ordered defining 
areas by radius or by ZIP, place, county, 
state, MSA or for the entire country.  
Three payment options are available 
an annual subscription fee, account bill
ing or credit card.  

LoopNet 
http://www.loopnet.com 
A host of free commercial real estate 
services, including loan origination, 
buyer-seller matching and real estate list
ings and news are offered. LoopNet is a 
great resource for commercial real estate 
brokers, investors, owners, developers, 
appraisers, mortgage brokers, lenders and

other business professionals who want to 
"stay in the loop." 

Internet Review Online 
http://www.internetreview.com 
Want to learn about current events in the 
real estate industry? This site offers free 
online versions of some excellent com
mercial real estate publications includ
ing National Real Estate Investor, Shop
ping Center World and Midwest Real 
Estate News.  

LookOffice.com 
http://www.lookoffice.com 
Landlords, real estate agents, property 
managers, real estate attorneys, title 
companies, office supply and furniture 
or office moving companies need to check 
out LookOffice.com for online services 
geared toward reducing the time, effort 
and cost associated with the commer
cial real estate business. Services in
clude listings of properties for lease and 
for sale, a method for requesting space 
and a service that locates industry 
professionals in specified areas.  
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PikeNet 
http://www.pikenet.com 
The PikeNet Directory offers commer
cial real estate information through al
most 3,500 links to resources and service 
providers worldwide. All links are as
signed to a specific category and one or 
more market areas. A web resources sec
tion provides step-by-step directions for 
using web-based real estate services to 
maximize productivity.

CoStar Group 
http://www.costargroup.com 
Real estate news, market data and com
mercial real estate software are the three 
main offerings at this site. CoStar's array 
of features includes access to a compre
hensive, verified database of commercial 
real estate information, such as vacancy 
rates, new deliveries and net absorption 
for 54 U.S. office and industrial markets.  
Commercial Property.com 
http://www.commercialproperty.com

Home to more than 30,000 office, indus
trial and retail property listings, this is a 
resource for brokers, agents or tenants.  
Select a state or region, fill in the building 
requirements (square footage, availabil
ity, selling price and so forth) and the site 
provides a comprehensive list of avail
able properties.  

Dr. Hunt is an assistant research scientist with the 
Real Estate Center at Texas A&M University. His 
e-mail address is hhunt@recenter. tamu. edu.

CALL TOLL-FREE FOR FASTEST DELIVERY 800-244-2144

Publications Room 
Texas A&M University 
College Station, Texas 77843-2115 
Voice: 979-845-2031 
FAX: 979-845-0460 
E-mail: info@recenter.tamu.edu 
Web site: recenter.tamu.edu

Title

Method Check/Money Order 
of Payment Payable to Real Estate Center 

D MasterCard D Visa D Discover D American Express 
Account no.

Expiration date 

Telephone _

Quantity

Signature 

Print name

No. Price

F] English-Spanish Real Estate Glossary 

Selling Homes in the Melting Pot: 
El Cross-cultural Marketing in a 

Changing America, 24-minute video 

Ten Tips for Improving Your 
New Home Sales, ten-minute video 

Homeowner's Guide-NEW 

Assessing Housing Markets 
for Seniors-NEW 

Consumer's Guide 
to Mortgage Finance-NEW 

Workforce Education and the 
Future of the Texas Economy-NEW 

- Guide to Texas Economic 
Development Programs-NEW

TG-864 $5

TG-1331 $19.95 

TG-1364 $10 

TG-1415 $4 

TG-1418 $5 

TG-1420 $5 

TG-1422 $3.50 

TG-1423 $3.50 

Texas licensees deduct 20% 

Total

Total 

honlcowns guide 

.. ..  

Pflle,-a 
1-pe0

Give us your e-mail address, and we will send you free real estate news weekly:

Affix corrected address label here.

WRONG ADDRESS? Please correct your mailing 
label and send it to Circulation Manager, Real Estate 
Center, Texas A&M University, 2115 TAMU, College 
Station, TX 77843-2115. Or, fax it to 979-845-0460.  
Attention licensees. Remember to notify the Texas Real 
Estate Commission of any address changes.
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