
9901 E. Valley Ranch Parkway
Irving, Texas 75063

A 157,399 RSF Office/Call Center

For Sale or Lease

102 Sergeant Square Drive 
Sergeant Bluff, IA 51054

Contact Broker for Pricing:

Van Power, SIOR 
NAI Robert Lynn 

cell: 214-850-0858 
vpower@nairl.com

David Schrock 
NAI Robert Lynn 

cell: 214-632-6556 
dschrock@nairl.com

Chris Bogenrief, SIOR, CCIM, MBA 
NAI United 

cell: 712-204-6261 
chris@naiunited.com
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6.4: 1,000 Ratio - 1,004 parking spaces - including 27 handicap 

Cat 5 Cabling•	

 (Longline)

For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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Midwest United States

102 Sergeant Square Drive
Sergeant Bluff, IA

Sioux City, IA

SITE

SITE

For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG



6

For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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West Building 1st Floor Concept

For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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For Sale or Lease

Office Building
157,399 SF
Sale Price:  $2,999,000
Lease Rate: $5.00/RSF MG
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Disclaimer: Information included or referred 
to herein is furnished by third parties and 
is not guaranteed as to its accuracy or 
completeness.  You understand that all 
information included or referred to herein 
is confidential and furnished solely for the 
purpose of your review in connection with a 
potential purchase of the subject property(ies), 
as applicable. Independent estimates of 
pro forma income and expenses should be 
developed by you before any decision is 
made on whether to make any purchase.  
Summaries of any documents are not intended 
to be comprehensive or all-inclusive, but rather 
only outline some of the provisions contained 
therein and are qualified in their entirety by the 

actual documents to which they relate.  The 
asset owner(s), their servicers, representatives 
and/or brokers, including but not limited 
to NAI United, NAI Robert Lynn and their 
respective agents, representatives, affiliates 
and employees, (i) make no representations 
or warranties of any kind, express or implied, 
as to any information or projections relating to 
the subject asset(s), and hereby disclaim any 
and all such warranties or representations, 
and (ii) shall have no liability whatsoever arising 
from any errors, omissions or discrepancies 
in the information.  Any solicitation for offers 
to purchase the subject asset(s) is subject to 
prior placement and withdrawal, cancellation 
or modification without notice.

OFFERING MEMORANDUM

For additional information please contact:

Van Power, SIOR 
President I Managing Partner - Site Selection/Call Centers 
NAI Robert Lynn 
214-256-7156 Office 
vpower@nairl.com

David Schrock 
Executive Director 
NAI Robert Lynn 
214-256-7105 Office 
dschrock@nairl.com

Chris Bogenrief SIOR, CCIM, MBA 
President 
NAI United 
712-204-6261 Cell 
chris@naiunited.com
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TYPES O
F REAL ESTATE LICEN

SE H
O

LDERS: 
A BRO

KER is responsible for all brokerage ac�vi�es, including acts perform
ed by sales agents sponsored by the broker.

A SALES AG
EN

T m
ust be sponsored by a broker and w

orks w
ith clients on behalf of the broker.

A BRO
KER’S M

IN
IM

U
M

 DU
TIES REQ

U
IRED BY LAW

 (A client is the person or party that the broker represents): 
Put the interests of the client above all others, including the broker’s ow

n interests; 
Inform

 the client of any m
aterial inform

a�on  about the property or transac�on received by the broker;
Answ

er the client’s ques�ons and present any offer to or counter-offer from
 the client; and

Treat all par�es to a real estate transac�on honestly and fairly. 

A LICEN
SE HO

LDER CAN
 REPRESEN

T A PARTY IN
 A REAL ESTATE TRAN

SACTIO
N

: 

AS AGEN
T FO

R O
W

N
ER (SELLER/LAN

DLO
RD):  The broker becom

es the property ow
ner's agent through an agreem

ent w
ith the 

ow
ner, usually in a w

ri�
en lis�ng to sell or property m

anagem
ent agreem

ent. An ow
ner's agent m

ust perform
 the broker’s m

inim
um

 
du�es above and m

ust inform
 the ow

ner of any m
aterial inform

a�on about the property or transac�on know
n by the agent, including 

inform
a�on disclosed to the agent or subagent by the buyer or buyer’s agent. 

AS AG
EN

T FO
R BU

YER/TEN
AN

T:  The broker becom
es the buyer/tenant's agent by agreeing to represent the buyer, usually through a 

w
ri�

en representa�on agreem
ent. A buyer's agent m

ust perform
 the broker’s m

inim
um

 du�es above and m
ust inform

 the buyer of any 
m

aterial inform
a�on about the property or transac�on know

n by the agent, including inform
a�on disclosed to the agent by the seller or 

seller’s agent. 

AS AG
EN

T FO
R BO

TH - IN
TERM

EDIARY:  To act as an interm
ediary betw

een the par�es the broker m
ust rst obtain the w

ri�
en 

agreem
ent of each party to the transac�on. The w

ri�
en agreem

ent m
ust state w

ho w
ill pay the broker and, in conspicuous bold or 

underlined print, set forth the broker's obliga�ons as an interm
ediary. A broker w

ho acts as an interm
ediary:   

M
ust treat all par�es to the transac�on im

par�ally  and fairly;
M

ay, w
ith the par�es' w

ri�
en consent, appoint a different license holder associated w

ith the broker to each party (ow
ner and

buyer) to com
m

unicate w
ith, provide opinions and advice to, and carry out the instruc�ons of each party to the transac�on. 

M
ust not, unless specically authorized in w

ri�ng to do so by the party, disclose: 
ᴑ 

that the ow
ner w

ill accept a price less than the w
ri�en asking price;

ᴑ 
that the buyer/tenant w

ill pay a price greater than the price subm
i�ed in a w

ri�en offer;  and
ᴑ 

any conden�al inform
a�on or any other inform

a�on that a party specically instructs the broker in w
ri�ng not to

disclose, unless required to do so by law
. 

AS SU
BAG

EN
T: A license holder acts as a subagent w

hen aiding a buyer in a transac�on w
ithout an agreem

ent to represent the 
buyer. A subagent can assist the buyer but does not represent the buyer and m

ust place the interests of the ow
ner rst.   

TO
 AVO

ID DISPU
TES, ALL AG

REEM
EN

TS BETW
EEN

 YO
U

 AN
D A BRO

KER SHO
U

LD BE IN
 W

RITIN
G AN

D CLEARLY ESTABLISH: 
The broker’s du�es and responsibili�es to you, and your obliga�ons under the representa�on agreem

ent. 
W

ho w
ill pay the broker for services provided to you, w

hen paym
ent w

ill be m
ade and how

 the paym
ent w

ill be calculated.

LICEN
SE HO

LDER CO
N

TACT IN
FO

RM
ATIO

N
: This no�ce is being provided for inform

a�on purposes. It does not create an obliga�on for 
you to use the broker’s services. Please acknow

ledge receipt of this no�ce below
 and retain a copy for your records. 

Inform
ation About Brokerage Services 

Texas law
 requires all real estate license holders to give the follow

ing inform
a

on about 
brokerage services to prospec

ve buyers, tenants, sellers and landlords. 

. 

Designated Broker of Firm
 

License N
o. 

Em
ail 

Phone 

Licensed Supervisor of Sales Agent/
Associate  

License N
o. 

Em
ail 

Phone 

Licensed Broker /Broker Firm
 N

am
e or 

Prim
ary Assum

ed Business N
am

e    
License N

o. 
Em

ail 
Phone 

Regulated by the Texas Real Estate  Com
m

ission 
  Inform

a
on available at w

w
w

.trec.texas.gov 
     IAB

S 1-0 

D
ate 

B
uyer/Tenant/S

eller/Landlord Initials 

Sales Agent/Associate’s N
am

e 
License N

o. 
Em

ail 
Phone 

R
obertLynn

C
om
pany

dba
N
AIR

obertLynn
405391

m
m
iller@

nairl.com
214-256-7100

M
ark

M
iller,SIO

R
393389

m
m
iller@

nairl.com
214-256-7100

M
ark

M
iller,SIO

R
393389

m
m
iller@

nairl.com
214-256-7100

Van
Pow

er,SIO
R

384300
vpow

er@
nairl.com

214-256-7100


