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APPROX. 2640 FT OF FRONTAGE ON FIELD STORE ROAD 
AND APPROX. 3200 FT OF FRONTAGE ON KNEBEL ROAD

+/- 213 ACRES IN WALLER, TEXAS
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PROPERTY HIGHLIGHTS

APPROX. 2640 FT OF FRONTAGE ON FIELD STORE ROAD 
AND APPROX. 3200 FT OF FRONTAGE ON KNEBEL ROAD

+/- 213 ACRES IN WALLER, TEXAS

• Located within the Houston Extra Territorial 
Jurisdiction and Harris County - allows for less 
restrictive development

• Northwest corner of Field Store Road and Knebel Road

• Field Store Road proposed as major traffi c collector road 
in future infrastructure plan

• Ten minute drive to Grand Pkwy

• Five minute drive to new Daiken corporate headquarters

• Highly acclaimed Waller Independent School District

• Excellent tract for single family development or corporate 
campus

The City of Waller, northwest of 
downtown Houston, offers a combination 
of quaint rural living with a bustling 
commerce that continues to grow and 
develop the region into one of the most 
economically stable areas in the Greater 
Houston MSA. 
Waller is close enough to its “big city” 
neighbor, Houston, but far enough away 
to provide residents with the safety and 
friendliness of a smaller town.

BUSINESS GROWTH WORKFORCE & EDUCATION QUALITY OF LIFE

The Waller area is quickly emerging 
as a strategic central point of 
commerce. An active distribution 
network recently surfaced with 
the addition of the Goodman 
Manufacturing Plant, the 2nd largest 
US industrial building, among other 
new business parks and 
light industrial developments. 
Additionally, Waller is within a 
15-minute drive to Grand Parkway 
and Highway 290, a 30-minute 
drive to The Woodlands and Energy 
Corridor, and a 45-minute drive 
to the Galleria and downtown 
Houston.   With competitive cost 
advantages, Waller offers investors 
the confi dence to invest and access 
international and domestic markets. 

Abundant resources for workforce 
training and a pool of skilled 
workers can be sourced from several 
educational institutions, including 
Texas A&M University, University 
of Houston, Prairie View A&M 
University, Texas State Technical 
College, Lone Star College, and 
Blinn College. These institutions 
offer students a wide selection of 
liberal arts curriculum, as well as 
vocational, customized programs 
relevant to nearby industry.

Despite recent dramatic increases 
in population and business activity, 
the area retains its appeal of quaint 
country living that urban dwellers 
from other metro areas gravitate 
towards. Residents and visitors 
to Waller can enjoy family and 
recreational opportunities such as 
cycling, golfi ng, hunting, as well as 
a selection of planned annual events.  

WALLER, TX
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THE VALUE OF PROXIMITY
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DRIVETIME LEGEND

ROUTE COLOR MILES DRIVETIME

SITE TO 
GRAND PARKWAY 13 MI 12 MINUTES

SITE TO
THE WOODLANDS 42 MI 37 MINUTES

SITE TO
ENERGY CORRIDOR 33 MI 32 MINUTES

SITE TO
UPTOWN/GALLERIA

42 MI 35 MINUTES

SITE TO
DOWNTOWN HOUSTON 48 MI 47 MINUTES
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TYPES OF REAL ESTATE LICENSE HOLDERS: 
A BROKER is responsible for all brokerage ac vi es, including acts performed by sales agents sponsored by the broker.
A SALES AGENT must be sponsored by a broker and works with clients on behalf of the broker.

A BROKER’S MINIMUM DUTIES REQUIRED BY LAW (A client is the person or party that the broker represents): 
Put the interests of the client above all others, including the broker’s own interests; 
Inform the client of any material informa on  about the property or transac on received by the broker;
Answer 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 LICENSE HOLDER CAN REPRESENT A PARTY IN A REAL ESTATE TRANSACTION: 

AS AGENT FOR OWNER (SELLER/LANDLORD):  The broker becomes the property owner's agent through an agreement with the 
owner, usually in a wri en lis ng to sell or property management agreement. An owner's agent must perform the broker’s minimum 
du es above and must inform the owner of any material informa on about the property or transac on known by the agent, including 
informa on disclosed to the agent or subagent by the buyer or buyer’s agent. 

AS AGENT FOR BUYER/TENANT:  The broker becomes the buyer/tenant's agent by agreeing to represent the buyer, usually through a 
wri en representa on agreement. A buyer's agent must perform the broker’s minimum du es above and must inform the buyer of any 
material informa on about the property or transac on known by the agent, including informa on disclosed to the agent by the seller or 
seller’s agent. 

AS AGENT FOR BOTH - INTERMEDIARY:  To act as an intermediary between the par es the broker must first obtain the wri en 
agreement of each party to the transac on. The wri en agreement must state who will pay the broker and, in conspicuous bold or 
underlined print, set forth the broker's obliga ons as an intermediary. A broker who acts as an intermediary:   

Must treat all par es to the transac on impar ally  and fairly;
May, with the par es' wri en consent, appoint a different license holder associated with the broker to each party (owner and
buyer) to communicate with, provide opinions and advice to, and carry out the instruc ons of each party to the transac on. 
Must not, unless specifically authorized in wri ng to do so by the party, disclose: 
ᴑ that the owner will accept a price less than the wri en asking price;
ᴑ that the buyer/tenant will pay a price greater than the price submi ed in a wri en offer;  and
ᴑ any confiden al informa on or any other informa on that a party specifically instructs the broker in wri ng not to

disclose, unless required to do so by law. 

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

TO AVOID DISPUTES, ALL AGREEMENTS BETWEEN YOU AND A BROKER SHOULD BE IN WRITING AND CLEARLY ESTABLISH: 
The broker’s du es and responsibili es to you, and your obliga ons under the representa on agreement. 
Who will pay the broker for services provided to you, when payment will be made and how the payment will be calculated.

LICENSE HOLDER CONTACT INFORMATION: This no ce is being provided for informa on purposes. It does not create an obliga on for 
you to use the broker’s services. Please acknowledge receipt of this no ce below and retain a copy for your records. 

Information About Brokerage Services 
Texas law requires all real estate license holders to give the following informa on about 

brokerage services to prospec ve buyers, tenants, sellers and landlords. 

. 

Designated Broker of Firm Email Phone 

License No. Email 

Licensed Broker /Broker Firm Name or 
Primary Assumed Business Name    

License No. Email Phone 

Regulated by the Texas Real Estate  Commission   Informa on available at www.trec.texas.gov 
     IABS 1-0 

Date Buyer/Tenant/Seller/Landlord Initials 

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

Phone 

License No. 

PCR Brokerage Houston, LLC dba NAI Partners 9003949 licensing@naipartners.com 713-629-0500

Jon Silberman 389162 jon.silberman@naipartners.com 713-629-0500

Licensed Supervisor of Sales Agent/
Associate  

Alex Makris/Jeff Pittman alex.makris@naipartners.com/ 
jeff.pittman@naipartners.com

Travis Land 498101 travis.land@naipartners.com 713-629-0500

413515/45952 713-629-0500




