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The sub-prime mortgage crisis
certainly hasn’t been good for
real estate nationwide, but to lis-
ten to national news, the sky is
falling.

Only not necessarily in Dallas.
While the marketplace has had to
adjust, Big D has fewer naysayers
than other regions. 

To get a handle on it, we asked
a variety of real estate profession-
als — agents, builders, mortgage
lenders — this question: “How
has the sub-prime mortgage crisis
affected your business?” Here’s
what they said.

I specialize in the market that
puts me in transactions $300,000
or less. I mostly work with sellers.
Yesterday, I got three offers on
three properties, so I wouldn’t say
it’s been bad for me. And we
haven’t even hit the spring market
yet.

— Diane Sherman, 
David Griffin Realtors

The sub-prime market has really
not affected my business per se.
The majority of our buyers had
good credit scores to start. With
that said, what lenders are requir-
ing in general has changed dra-
matically even for traditional mort-
gages, so even folks with average

credit scores are being scrutinized
heavily. It’s also not unusual for
underwriters to ask for more than

one appraisal on a property.
With 49,000 homes currently
on the market, the absorption
rate per month is about 10 per-
cent. Sellers have to be more
price-sensitive when listing so
they can be the 50 percent that
sells versus the 50 percent that
may not. 

— Susan Melnick, 
Virginia Cook

Realtors

The sub-prime mortgage cri-
sis has kept me very busy. As a
short-sale specialist, I work with
many homeowners facing fore-
closure for a variety of reasons,

and their inability to qualify for
refinancing on adjustable rate
mortgages has increased notice-
ably. Some are seeing relief from
government programs that have
created opportunities for both sell-
ers and buyers. The Mortgage
Forgiveness Debt Relief Act of
2007, which eliminated the tax
burden formerly associated with a
short-sale solution, benefits sellers
and lower mortgage interest rates
and increasingly competitive pric-
ing on foreclosed properties
helps buyers.

— Steve Shatsky, 
Keller Williams

Before, as long as you qualified
for the loan, your rate didn’t
change much. A minimum credit

Dealing with sub-prime

By David Taffet

How has market
volatility affected

Dallas’ real estate
community?

Photos by Arnold Wayne Jones

Diane Sherman

Steve Shatsky
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score for purchase mortgage
insurance on a conventional loan
was 575. Since the mortgage
debacle, Fannie Mae has
imposed risk-based pricing.

— Brent Foster, 
First Horizon

Everyone is being scrutinized
— whether you have A+ credit or
not, whether you’re a doctor with
a six figure income or not. If you
don’t have excellent credit, it’s
going to be very hard to get a
mortgage. But our real estate is
still affordable. Dallas never
appreciated like other places. We
have open houses and I still get
terrific traffic. 

— Dan Cohn, 
Virginia Cook Realtors

We need to approach our real
estate investment as something we
can afford to live in today. People
don’t need to extend themselves

more than they can comfortably
afford. As credit standards have
tightened, it affects the first time
homebuyer, people who need to
sell quickly to transfer for a job
and those in a house they can no
longer afford. But the sub-prime
market is really a very small part
of what our market has been.

— Jeff Updike, 
ReMax Urban

With the sub-prime crisis,
underwriting standards have
become more strict, resulting in
some buyers finding it difficult to
obtain financing — and perhaps
deciding to wait on the sidelines a
little longer. FHA loans are once
again re-gaining popularity due to
their more forgiving underwriting
standards and lower minimum
down payments. The sub-prime
fallout has also resulted in a high
percentage of loan defaults, and
more properties entering foreclo-

sure. We should
see some stabiliza-
tion in the mort-
gage market in the
next 12 months.

— Cody Farris, 
Texas

Prudential
Properties

Actually, we’ve
just had an influx of
buyers because of
the Fed dropping
the rate. It has tak-
ing a little longer to
sell some of our list-
ings because there
are so many prop-
erties for sale.

— Lory
Masters, 

Master
Realtors

The buyer that
we’re dealing with tends to not be
buying new construction. The
majority of the foreclosures will be
in surrounding, suburban markets.
[The sub-prime crisis] has tight-
ened lending guidelines necessar-
ily. They’ve stopped giving loans
that shouldn’t have been offered
in the first place.

— Steve Habgood, 
Hewitt & Habgood 

It has really affected my reloca-
tion business. I had a very nice
listing in Rowlett, but there were
three foreclosures in the neighbor-
hood that were purchased on sub-
prime loans as competing listings.
The relocation property was in
better condition, but the foreclo-
sures were priced about $18 per
square foot less. The relocation
property went under contract
quickly due to condition and
amenities, but the appraisal came
in $3,000 lower because of the
foreclosures listed in the neighbor-
hood. Some relocation companies
are limiting buy-outs because of
the effect of the sub-prime market.
One foreclosure can affect an
entire neighborhood if there are

not many competing listings or
recent sales.

— Keith Yonick, Texas
Prudential Properties

What it has affected is contin-
gencies — people who couldn’t
get out of their existing homes.
I’ve only lost one sale because
they weren’t qualified.

— Cassian Bernard,
David Weekley Homes

The sub-prime crash has slowed
the market extremely, especially in
the lower-price ranges, but it has
created an opportunity for invest-
ment buyers. There’s a strong mar-
ket for rental properties and
investment buyers can pick up
properties that might not normally
be accessible.

— Bob McCranie, 
William Davis Realty

The people I work with are
qualified borrowers and not hav-
ing problems. It may take a little
longer, but if you’re qualified,
you’ll still get what you want.

— Steve Shepherd, 
Worth Ross & Associates

Dan Cohn

Lory Masters
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From the landscape materials
we select for our yards to the
appliances we choose for the
kitchen and laundry to the light
bulbs we use throughout the
house, our choices affect our ener-
gy costs, water consumption and
the environment. And with the
greening of society in general,
making your home more energy
efficient won’t just help the planet
— it might help you sell your
place more quickly.

According to Green Dallas, if
every home in the country
replaced just one light bulb with a
compact fluorescent lamp, it
would “prevent an amount of
greenhouse gases equivalent to
the emissions of 800,000 cars.”

Real estate agent Steve
Habgood chairs a green
task force for Dallas’
Multiple Listing Ser-
vice. His committee is
working on a rating
system to help Dallas
area homebuyers fac-
tor energy efficiency
and environmental
friendliness into their
home purchases.

Habgood suggests
a number of ways to
make existing homes
more efficient. To
keep a house cooler
during Dallas’ hot
summers and warmer
in the winter, he
reminds us to turn on
our ceiling fans.

“Recirculate air in
a room,” he says.
“And a dehumidifier makes air
conditioning more efficient. And
get a programmable thermostat.” 

Air conditioners work hard to
pull the humidity out of the air.
When the air is drier, the thermo-
stat can be set a few degrees
higher comfortably. Programming
the thermostat keeps it from run-
ning on high all day. Set it to
lower the temperature an hour

before coming home and keep it
from running on high all night.

When replacing appliances,
look for the Energy Star rating to
get those that lower utility
bills. This govern-
ment system rates
more than 50
categories of
appliances. 

Energy Star
dishwashers,
for example,
use at least 41
percent less ener-
gy than the federal
minimum standard
for energy con-
s u m p t i o n .

Because they use less water, they
save energy by requiring less hot
water heating. Energy Star also
recommends saving additional
energy by only running the dish-
washer full and using the air-dry
option.

Other Energy Star-rated appli-
ances include refrigerators, which
consume half the electricity of
those manufactured before 1993.

A washing machine with an Ener-
gy Star label can save as much as
$550 in operating costs (using
both less water and electricity)
over its lifetime.

Insulation makes a huge differ-
ence in energy consumption. For
new construction, “foam insulation
is coming into its own,” but in
older construction, traditional rolls
of fiberglass insulation still work

But it is becoming
more important in

making your house
attractive to socially-

aware buyers

By David Taffet

Real estate agent Steve Habgood,

who chairs a green task force,

says there are many ways to make

your home more energy efficient.

It’s not easy being green

Photo by Arnold Wayne Jones
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well, according to Habgood.
When looking for a new house

or upgrading and replacing in an
existing house, Habgood has a
number of other ideas. Low flow
commodes reduce water usage. A
recirculating water heater delivers
hot water to the sink or shower
immediately, preventing waste of
the gallons of water we pour
down the drain as we wait for the
hot water to get to the tub or
faucet.

When replacing a roof, radiant
barriers reduce summer heat gain
and winter heat loss. Double pane
windows prevent transfer of ener-
gy. Less expensive single-pane
Low-E (for low emittance) windows
coated with a microscopically thin
metallic layer reduce heat flow
well. As a last resort, Habgood
recommends simple, old-fash-
ioned storm windows.

Outside, you can reduce water
consumption by planting draught-
tolerant plants and adding sensors
to sprinkler systems that prevent
them from watering while it’s rain-
ing. (City ordinances require these
to be installed, although the city
has done a poor job of installing
them on their own nozzles in road

medians.) Add trees to the land-
scape on the south and west sides
of the building to reduce exposure
to the sun and lower air condi-
tioning usage. Light the yard with
solar lights.

As more people become con-
cerned with the environment, busi-
nesses have begun to market envi-
ronmentally friendly products for
the home. American Blinds, for
example, recently began market-
ing a line of PVC-free shades, fab-
rics from completely recyclable
materials and vinyl-free wallpaper
made from recycled materials.

While any store that sells refrig-
erators, dishwashers, washers
and dryers will display the Energy
Star rating on the appliances it
sells, the Current Energy Store on
Knox Street has been recognized
by the Department of Energy as a
first of its kind. Tankless water
heaters, efficient bathroom fix-
tures, ductless air-conditioning sys-
tems and up-to-code irrigation sys-
tems are among the resources
you’ll find there. 

For a complete guide to Energy
Star appliances, visit
Energystar.gov. For more tips, visit
Greendallas.net. �

The Current Energy store on Knox-Henderson has been recognized by the  U.S.

Department of Energy as the first retailer to specialize in providing environmentally

friendly home improvement ideas.
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As a young gay man attending
grad school at Southern Methodist
University in 1972, new arrival
Steve Shepherd naturally gravitat-
ed to the Oak Lawn area, which
even then was known as the cen-
tral gayborhood. His first resi-
dence, both as a renter and home-
owner, was on Bowser Street,
which he politely concedes at the
time “was in a state of transition.”

Times have changed. Bowser
and the rest of Uptown are at their
peak values for land right now,
and Shepherd — older, wiser,
more financially secure — could
certainly afford to live there if he
wanted. For decades, he and his
partner of nearly 30 years, Oliver
Roberts, did just that.

But three years ago this month,
Shepherd and Roberts did some-
thing radical: They downsized,

moving to an apartment at 1505
Elm in the heart of Downtown,
becoming urban pioneers in the
process.

They weren’t the first, although
it might have seemed that way for
a while. And they certainly won’t
be the last. Earlier this month, Dal-
las mayor Tom Leppert told the
Federal Club that approximately
5,000 people now call Down-
town Dallas home, “and they are
projecting 10,000 in the central
business district by 2010,”
according to Roberts. 

And a large percentage of them
are gay and lesbian.

“I’ve heard as much as 50 per-
cent [of Downtown residents] are
gay,” says Shepherd, noting that
his building has a high gay popu-
lation. His downstairs neighbor is
even one of his oldest friends, Bill

McKnight, who moved into the
building two weeks before Shep-
herd and Roberts.

What accounts for the influx of
new residents? Partly it’s availabil-
ity brought on by significant devel-
opment, with potentially another
1,000 units opening in the imme-
diate future.

“Coming on right now is the
Mercantile, and the Third Rail is
doing its finish out, and 1600
Pacific is the next done,” says
Shepherd, who along with
Roberts not only resides Down-
town but also works in the real
estate industry. 

Cost is another factor driving
people there.

“You get a lot of space for not
as much money — rental rates
and sales prices are lower than

For years, city
leaders have been

claiming Downtown
is primed for a 

residential surge. 
It looks like the

claim is finally true

By Arnold Wayne Jones

The gaying of Downtown

See DOWNTOWN on PAGE 14

JEWELS IN THE SKY:

Bill McKnight, Oliver

Roberts and Steve

Shepherd have lived

at 1505 Elm St. for

three years, and love

their views, which

include the new

Hotel Joule in the

background.

Photo by Arnold Wayne Jones
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The old Mercantile

Building (or “Merc” for

short) is one of Dallas’

newest developments to

turn an old warhorse

building a residential

showplace.

Photo by Bryan Amman
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what you would expect to pay in
Oak Lawn or Uptown,” Shepherd
says. “When we moved from
Uptown and were looking at high
rises, we checked out Oak Lawn
and Turtle Creek. But we found the
square footage price here was so
much lower.”

Jeff Updike of ReMax Urban
says there are currently about five
properties with units for sale, and
many more that offer leases. The
Mosaic, by far the largest rental
project already open, came on
line late last year.

Roberts and Shepherd say
every building has its own person-
ality.

“Ours has a sense of neighbor-
hood to it with a real mix of
lifestyles, mostly professionals,
while some are known as party
buildings,” Shepherd says. “The
younger demographic is probably
in the lofts; condo owners are

probably more mature and finan-
cially stable.”

1505 Elm is loaded with ameni-
ties, from a projection screen the-
ater to a gym to personal wine cel-
lars for each unit. Mixed-use
development is a cornerstone of
urban life. 

But that could be true in any
densely-populated area of the city.
What Shepherd thinks appeals
most to gay pioneers is the overall
lifestyle.

“It is as open a downtown
lifestyle in Dallas as in New York
or San Francisco,” he says.

“The straight residents don’t
avoid us — in fact, they seek us
out,” adds McKnight, who fre-
quently babysits for some of his
neighbors. “It’s just not an issue
down here.”

The area also now has the infra-
structure necessary to sustain a

DOWNTOWN
Continued from Page 12

Urban Market offers all the trappings of a

suburban supermarket, but in a 

concentrated Downtown space.

See DOWNTOWN on PAGE 16

Photo by Arnold Wayne Jones
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growing resident population.
Shepherd says he can walk to a
CVS pharmacy for prescriptions
and sundries. Urban Market offers
a complete selection of fresh pro-
duce, meats, deli items and super-
market necessities for bigger pur-
chases. Chase Bank on Main
Street recently opened what he
says is “the first storefront bank in
Downtown in 30 years.” 

And for dining, Downtown is
the hottest spot in Dallas right
now, with Charlie Palmer at the
Joule, Dallas Fish Market, Fuse,
Scene, Stephan Pyles and more
attracting foodies of all kinds.
Roberts, Shepherd and McKnight
are regulars especially at Charlie
Palmer and City Tavern, which
they refer to as “our version of the
Cheers bar.”

But as seldom as they feel com-
pelled to leave Downtown, access

to most of Dallas’ shopping and
entertainment is closer than you
may think.

“None of us had ever been on
the light rail until we moved down
here,” Shepherd says. But the
Akard Street station directly out-
side their doorstep gives them
convenient access to Mockingbird
Station, NorthPark Mall, Target,
Central Market and special
engagements at Victory Park.

“We are four minutes from any
event at American Airlines Cen-
ter,” Shepherd notes, and getting
to the Arts District and the Majes-
tic Theater are short walks. The
free trolley goes from the Fairmont
Hotel through McKinney Avenue
up to the West Village before
heading downtown again.

“The second they permanently
extend the light rail to Victory Park
and take it to Fair Park, my car is
gone,” McKnight states definitely.

And once you give up your
automobile, you know you’re truly
a city dweller. �

DOWNTOWN
Continued from Page 14

Nothing suggests a bohemian

urban lifestyle quite so definitely

as living in a loft apartment. 

So what is a loft anyway? Lofts

first became popular in cities like

New York and San Francisco in the

1960s as old industrial buildings

were converted into artist work-

spaces. Those studios later

became living spaces.

In Dallas, many buildings billing

themselves as lofts are actually

new construction, but some are

the traditional warehouse conver-

sions. Some are for sale as con-

dos; others are for rent as apart-

ments. 

South Side on Lamar began its

life as the Sears Catalogue

Merchandise Center. When it was

redeveloped in the early ’90s,

space was set aside for artists to

use as studio and exhibition space,

making it one of Dallas’ most

authentic loft buildings.

In 1927, Titche-Goettinger

opened a department store in

downtown Dallas which in the

1970s became Joske’s. The down-

town store was closed before

Joske’s was bought by Dillard’s.

Today, the building, now known as

1900 Elm, has been redeveloped

into 129 apartments.

While most industrial buildings

are built for practicality, the Wilson

Building at 1623 Main St. was

modeled after the Paris Opera

House. Many Dallas residents

remember it as the H.L Green drug

store across from Neiman Marcus.

But the property originally opened

in 1904 as an earlier Titche-

Goettinger store and was converted

in 1999 to 135 lofts. 

The Continental Lofts building

got its name not because they offer

coffee and coissants in the morn-

ings, but because the space origi-

nally housed the Continental Gin

Co. The nearly century-old space

has been designated an historic

landmark.

If you thought the auto industry

only recently moved from Detroit,

the Adam Hats building in Deep

Ellum stands as evidence that

Dallas has been part of the auto

industry from the beginning. The

building that today houses 90 lofts

was built by Ford Motor Co. in

1914 as a Model T assembly

plant.

For those with more literary

tastes, Deep Ellum’s Farm and

Ranch Lofts at 3300 Main St.

was built in 1919 by Texas

Farm & Ranch Publishing Co.

In 1949, Farm & Ranch

merged with Southern

Horticulture and moved to

Indiana. The property was used

by the Department of

Agriculture and a number of

private companies and then sat

vacant for a decade before its

renovation into rental lofts.

Amenities vary depending on

where you live. The old vault in

the converted Dallas Federal

Savings and Loan Building at

1505 Elm St. is now a wine

cellar, and each resident gets a

locking wine rack in what were safe

deposit boxes, and an ornate din-

ing room table with chairs now sits

in the middle of the room.

Rooftop swimming pools, private

dog parks, outdoor patios and bar-

becue yards are offered in a variety

of configurations in many of these

creative industrial conversions. And

rent or buy, they’re often better

buys than newer construction in

nearby properties.

— David Taffet

Mixed use buildings like One Arts Plaza — which contains office space, residences and

businesses like restaurants —  make Downtown living attractive to many.

DALLAS’ LOFT CULTURE

Photo by Arnold Wayne Jones

Photo by David Taffet
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Call it the New West’s big sky
land rush.

High rises are once more boom-
ing developments in Dallas. All
those cranes you see Downtown
are transforming the skyline with
tenants again — not with just
office employees, but full-time
24/7 skyscraper condominium
residents. And although most peo-
ple tend to view condos as small-
er sky arks without the yard work,
buyers may not think about the
very distinctive differences
between owning a condo and
owning a single-family home. 

Most condo dwellers, perhaps
unlike many of their single-stand-
ing-home breathren, tend to con-
gregate at polar opposite ends of
the experience spectrum: Either
they’re first-time purchasers seek-
ing affordability, or long-time
homeowners looking to downsize
to an easier, maintenance-free
lifestyle. 

In Dallas, condos are a won-
derful lifestyle choice, but be sure
of what you are buying and, more
importantly, what you are buying
into. 

Uptown developer and design-
er Alex Remington epitomizes a
new wave of young, cutting-edge
talent in Dallas’ burgeoning con-
temporary living spaces market.
“Properties enhancer” is probably
a more fitting title for him, as Rem-
ington specializes in transforming
dated condo residences of yester-
year into state-of-the-art, jaw-drop-
ping showplaces of sophisticated
modernism.

So is there truth to the old real
estate cliché of “location, loca-
tion, location” with condos? 

“It is the million-dollar ques-
tion,” Remington agrees. “Loca-
tion is most important because it
affects value the most. It dictates
either a value increase or a stag-
nant value. A better location will
always protect your investment; a
borderline location won’t, espe-

cially if it’s a buyers’ market, like it
is now, and real estate prices are
going down.”

He pauses. “In theory they’re
going down,” Remington clarifies.
“Dallas hasn’t seen a lot of that
yet.”

As a rule of thumb, there are
five questions you must first ask to
get a better feel of whether condo
living is the life for you.

First: Is the building profession-
ally managed (as opposed to self-
managed, as many of the smaller
complexes must be for economic
reasons)?

Second: Ask yourself if you

foresee moving within the next five
years or so. Despite our currently
cooling real estate market, if you
can afford to remain in your
condo property for that long, it
almost certainly will increase in
value. 

Third: Can you afford the
monthly condo association fee (or
assessment)? In condo living, your
mortgage is just one part of the
tab. Monthly association fees will
vary greatly from building to
building in Dallas, from as little as
the low three-figures, to as high as
the low four-figures. 

Remington says good questions
to ask are, “Just how healthy is the
homeowners’ association budget,
how well is the HOA board run
and how healthy are the budget-
ary reserves?” 

“I advise customers to ask for
the last six months of HOA meet-
ing minutes to see what the board

is discussing,” adds Keith Yonick
with Prudential Texas Properties.
Yonick, who sold numerous con-
dos in the Uptown area last year,
suggests investigating whether the
developer has any older proper-
ties and comparing those HOA
documents — they might provide
insight into where your potential
unit will be in a few years.

Still, don’t allow HOA dues
alone to scare you off. Remember,
single-family dwellings have their
own hidden costs, from gardeners
to pool boys. So, if you travel fre-
quently on your job and have nei-
ther the time nor inclination to
handle yard work and routine
repairs, condominium association
dues were probably invented just
for you.

Fourth: How much is in the
“repair” fund? If your complex is
less than 10 years old, the reserve
fund should have 10 percent of
the cost of replaceable items
(roofs, pools, tennis courts, fitness
center equipment, etc.). A build-
ing between 10 and 20 years old
should have a repair fund at 25 to
30 percent, and at 20 years, the
amount should be a minimum of
50 percent. (A building whose
residents pay a seemingly too-
good-to-be-true low monthly main-
tenance fee may be either a com-
plex not kept up well or one living
beyond its means.)

Finally: Is the condo you’re con-
sidering an investment choice or a
lifestyle choice? Condominiums,
over the long haul, do not appre-
ciate in value nearly as much as
single-family homes. 

Either way, make sure you are
allowed to remodel in the time
and way you want before signing
anything.

“Most remodeling has to be
approved by the HOA and there
are restrictions on use of the ele-
vator and even work times for con-
tractors,” notes Yonick. “Some

Thinking outside the box

High-rise living is
on the rise, but

there’s more involved
than you may think

in choosing a condo
that’s right for you 

By Howard Lewis Russell

In Dallas, condos are a

wonderful lifestyle choice,

but be sure of what you are

buying and, more important-

ly, what you are buying into.

See CONDOS on PAGE 20
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VERTICAL LIVING: Alex Remington, sitting in one of the condos he has

redesigned, says not all condominiums are created the same, and he 

encourages potential buyers to inquire about the homeowners associations 

to get insight into what it would be like to live in a particular building.

Photo by Arnold Wayne Jones
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buildings require an approved
vendor on the vendor list for the
complex and insurance allot-
ments.”

That said, condos are usually
much more convenient to shops,
entertainment and other ameni-
ties; and again, all repair work is
worry-free and upkeep is not your
responsibility — a phone call will
have somebody there to fix your
air conditioning in mere minutes,
and the doorman can probably let
in delivery people and other serv-
ice personnel instead of you tak-
ing off work to be there when the
cable guy finally shows up.

But what about those other
questions — everything you never
thought to ask the before you
moved in? There are some very
real “outside the box” questions
that one should never, for whatev-
er reason, be ashamed to ask.

Perhaps you either didn’t think of
them at the time, or if you did,
maybe you considered them triv-
ial. Keep in mind however, when
purchasing real estate, nothing is
ever too embarrassing or insignifi-
cant to discuss in advance.

Start with the most basic ques-
tions: Does the condo afford the
privacy I desire? Does your
panoramic view offer a level of
discretion comfortable to your
lifestyle? If you prefer sunbathing
on your southern-exposure deck in
a spandex thong the size of a
doily, are any of the neighbors
going to be offended? (Worse —
are any of them voyeurs likely to
take photos and post them on the
Internet?)

The easiest way to make sure
everything on the checklist is met:
Don’t be shy with your agent.
Bluntly ask, “How many of your
homeowners have come back
after six months and said, ‘You
SOB, why did you sell me that
condo?’”

The agent will do one of three
things: laugh, blush or stammer. 

If he stammers, go somewhere
else. �

CONDOS
Continued from Page 18

Keith Yonick warns that before you buy a condo, ascertain whether you can use the

contractor of your choice for improvements.
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Despite some woes in the real
estate market, Dallas’ urban hous-
ing boom has continued. Cranes
fill the skyline like birds migrating
in winter and high-rises are blos-
soming like crocuses.

Last spring in Defining Homes,
we previewed some of the area’s
hippest, trendiest and most prom-
ising vertical-living options. This
year, we revisit some of the old
and new for those interested in a
lifestyle that doesn’t require mow-
ing the lawn.

Here is our far-from-exhaustive
list of current properties.

OAK LAWN/UPTOWN
Art House, 3740 Holland

Ave. 
These eight condos are

accessed through a museum-like
lobby. The 2,550 square foot
residences are selling for
under $800,000.
This small
devel-

opment features streamlined, mod-
ern design with sculpture garden
and private courtyards.

The Ashton, 2215 Cedar
Springs Road, Theashton.com.

Rentals from $1,750 to $3,800
per month, 900 to 2,100 square
feet.

Units feature hardwood floors,
slate kitchen floors with granite
countertops and 11-foot ceilings
throughout. Building amenities
include a private screening room,
heated rooftop pool, fitness club,
visitor suites for guests.

The Azure, 2900 McKinnon
St., Azureliving.com

The 31 stories of the Azure
holds 202 condos, ranging from
880 to 5,000 square feet. A pri-
vate 17-seat theater, sauna,

library overlooking garden
pool, boardroom and

exercise room are
some of the ameni-

ties. Priced

$400,000 to more than $1 mil-
lion.

Montebella Condos, 2787
Kings Road, Montebella
condos.com.

This Uptown property offers one
or two bedroom apartments, from
930 to 1,049 square feet. The
two-story townhouse style resi-
dences with front and rear
entrances is gated with reserved,
covered parking, hardwood
floors, granite countertops, lush
landscaping and creek views.
And with prices from $144,900
to $174,350, it is one of the most
affordable properties in Oak
Lawn.

Piazza Siena Condomin-
iums, 3102 Kings Road.

As the name suggests, these
condos are arranged around a
European style courtyard with
fountain gardens. One bedrooms
from 640 to 798 square feet,
priced $134,900 to $167,500;
two bedrooms from 942 to 1103
square feet, $192,500 to
$239,900 (each with private bal-
cony). Many are available to rent
from $799 to $1357 per month.

Stoneleigh Residences,
2927 Maple Ave.; Stoneleighres
idences.com; 214-530-2021

The complex will open this sum-
mer along with a $20 million
hotel renovation. Ninety-seven
units (1 to 3 bedroom plans)
occupy a new 22-story tower
behind the classic 1923 hotel
— and hotel services are avail-
able for residence owners.
Square footage runs 1,275 to
more than 3,800; penthouse
suites 4,000 to 12,000 sq. ft.
$380,000 to $3 million. 

West Village Condomin-
iums, 3699 McKinney Ave.

Now that the West Village
has become the focal point of
Uptown and an unquestioned
success whose formula is being
copied in projects around the
Metroplex, more of the develop-
ment’s apartments are being

There are plenty of
high-rises and 

condos to choose
from for Dallas’ gay

urban dweller

By David Taffet

The Art House in Oak Lawn takes its

inspiration from a museum space.

Now open

Photos by Arnold Wayne Jones
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sold as condos. The Magnolia,
numerous restaurants and shops
and a supermarket are within
steps of your front door. The (free)
trolley stops at your doorstep,
connecting to the CityPlace DART
station or the downtown termi-
nus at the Dallas Museum of
Art. The biggest drawback
to living in West Village?
It’s success. All that noise
and traffic, and it can be
busier than Downtown,
although its boosters
would say more
vibrant. $285,000 to
$569,000.

DOWNTOWN
DPL Flats of

Dallas, 1506
Commerce St.,
Dplflats.com

Built in 1931 by
Dallas Power and
Light, the company
(renamed TU Electric
after a 1984 merger
and TXU in 1998)
occupied offices in the
building until 2003. A
$35 million rehabilita-
tion began in 2004.
Today, one bedroom apart-
ments rent from $940 to
$2550 per month, two bed-

See NOW OPEN on PAGE 24

The Mosaic is Downtown’s newest

living space, but there are many

more. See story on Page 12.
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rooms from $1,600 to $3,820
per month. Tex-Asian restaurant
Fuse and clothing boutique Crim-
son are on the first floor. 

The Mosaic, 300 N. Akard
St., Mosaicdallas.com

The former 1952 Fidelity Union
Tower opened last fall with 440
apartments. The rooftop 120 foot
long zero edge pool features a
“dive-in theater” — two 415-inch
poolside projection screens. A pri-
vate dog park and a new Open-
ing Bell Coffee, a favorite from
South Side on Lamar, are two of
the building’s amenities.

One Arts Plaza, 1722 Routh
St.; oneartsplaza.com

Residences at this mixed busi-
ness and residential development
are priced $500,000 to $3.9 mil-

lion. The stunning structure
anchors the eastern end of the
downtown Arts District — it’s one
block from the Winspear Opera
House and Wyly Theater, opening
in November 2009. Retail fills the
first two floors, offices are above
with the top six floors residential.
Two additional buildings planned.

THE CEDARS
The granddaddy of Dallas lofts

is certainly South Side on Lamar:
This makeover of the old Sears
Catalogue Merchandise Center is
a model of urban redevelopment
with art studios, galleries and
shops. No neighborhood in the
city could be considered safer
with the new Dallas police head-
quarters across the street. Gilley's,
the relocated Poor David’s Pub,
the upscale restaurant Amuse and
the Cedars DART station make this
one of the city’s most accessible
and interesting new neighbor-
hoods. 

The Beat, 1319 S. Lamar St.,

NOW OPEN
Continued from Previous Page

South Side isn’t the only game in the

Cedars. When The Beat opens, it will be

directly on a light rail stop with some

units getting great Downtown views.
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Thebeatcondos.com
The Beat, a 10-story condo, is

under construction across the
street from the DART station. From
608 to 1,293 square feet, priced
$131,000 to $377,000.

Coombs Bridge Lofts, 2401
Ervay St.

A converted warehouse near
Old City Park, these lofts range
from 1,400 to 2,634 square feet.
The building features a rooftop
deck and secure parking and start
at $174,000.

VICTORY PARK
Some of the latest additions to

Victory Park include high-end
women’s retailer V.O.D. (Valley of
the Dolls), florist Bella Flora,
NOKA chocolates and men’s and
women’s fashions at Klad. Life
Style Fashion Terminal includes 12
branded designer shops under
one 25,000 square foot roof. Vic-
tory Tavern, Nove and Luna de
Noche are the newest restaurants
and House of Blues and Havana

Social Club are among the latest
hot spots.

Cirque, 2500 N. Houston St.,
Cirquevictorypark.com.

252 luxury rental apartments in
28 floors are available, and a
rooftop heated pool with private
poolside cabanas, elevated pet
walk, fitness club and aerobics
studio complete it.

The Vista, 2345 N. Houston
St.; 866-524-1354; Vistadal
las.com

Next door to the W Hotel.
Along with granite vanities and
oval soaking tubs, it boasts
designer appliances, oversized
closets and pantries, a 24-hour
state-of-the-art athletic facility and
a seventh-floor swimming pool
that overlooks downtown. Rental
only.

The Terrace, Houston Street
between Lamar Street and High
Market Place, theterracecon
dos.com.

Seven stories with 95 resi-
dences priced at $300,000-plus.

W Dallas-Victory,
2408 Victory Park Lane,
Victoryresidences.com.

Although open more
than a year, lines still
form on weekends to get
into Ghost Bar at the W.
The residences were list-
ed as sold out upon
opening, but a number
have returned to the mar-
ket. Ranging in size from
1,100 to 4,100 square
feet, they’re selling for
under $400,000 to more
than $2,500,000.

DEEP ELLUM
Adam Hats Lofts,

2700 Canton St.
Another building with

an interesting history, the
Adam Hats building

Deep Ellum’s Adam Hats

building was among

Dallas’ first loft spaces.

See NOW OPEN on PAGE 46
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While interest rates
have recently lowered,
credit standards have
tightened. So-called
“no-doc” loans (for
“no documentation
required”) have all but
disappeared and 100
percent loans are
harder to obtain. But
with good credit, mort-
gages continue to be
written and at better
rates than were avail-
able last year.

“Mortgage lending
is getting back to the
basics of old fash-
ioned qualification,”
says Ron Watterson,
vice president and
branch manager for
CTX Mortgage.
“Many of the ‘low
doc’ options have
gone away, and
lenders have raised
the bar on borrower
requirements for credit
profile, down payment
and debt to income
comparisons.”

When working with
a potential new buyer,
“The first thing we do
is send them to a
lender to be pre-approved,” says
Jeff Updike of ReMax Urban. 

He offers some simple advice to
borrowers in today’s market:
Make sure you have good job sta-
bility, are buying in the right price

range and not over-borrowing. 
“Have some cushion,” he coun-

sels, reminding homebuyers that
it’s not a good idea to spend your
last dime getting into the house.
And make sure your credit is in

order. Finally, he tells gay and les-
bian couples to have their legal
issues addressed before going to
closing. 

Watterson agrees with Updike
that buyers should have a cushion.
“It’s always best to have reserves
after closing equal to two to three
months of house payments in the
bank for unexpected events.”

He says lenders are looking for
three things: credit, income and
assets.

“Credit is king,” Watterson
says. “In a nutshell, the most
attractive financing terms are
offered to the borrowers with the
best credit score and profile,
although there are still great prod-

By David Taffet

Job stability is something lenders are

looking for nowadays, according to

real estate agent Jeff Updike with

ReMax Urban.

What lenders want

You can simplify
your home buying
experience with a 

little planning

Photo by Arnold Wayne Jones

“In a nutshell, the most attractive financing terms

are offered to the borrowers with the best credit score

and profile, although there are still great products

available to borrowers with lower scores, or even no

credit score at all. Remember, knowledge is power.”

— Ron Watterson
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ucts available to borrowers with
lower scores, or even no credit
score at all. Remember, knowl-
edge is power.”

While lenders are looking for
higher credit scores than before,
they’re also more stringent about
property condition and like the
borrower to have more money in
the bank.

Diane Sherman of David Griffin
Realtors says that in addition to
finding out your credit score, see if
anything needs to be corrected.
It’s not uncommon to have old col-
lections show up in a credit file,
and an unpaid debt of a few hun-
dred dollars dating back 10 years
could prevent the borrower from
getting a better rate.

“You can fine-tune your finan-
cial profile,” Sherman says. “I’d
work with a good, strong loan offi-
cer to tidy up some of those
things.”

“Many people are surprised to
discover errors on their credit

report which may have dropped
their scores dramatically,” Watter-
son says. “Most of the time this
can be corrected, but it takes time.
Start early!”

Watterson says he looks at a
two-year history of employment. In
addition, he says lenders want to
know that your continued employ-
ment for another three years after
the closing is likely.

Even in the current environment,
there’s still hope for borrowers
with fewer assets. Watterson says
that the current real estate market
offers homebuyers a terrific oppor-
tunity with historically low interest
rates and a large inventory of
homes for sale. 

“One hundred percent financ-
ing is still available so saving for a
large down payment is not as
important now as for previous gen-
erations,” he says.

For buyers with good credit but
without the cash for the down pay-
ment, Watterson advises, “down

payment assistance programs are
also available to help buyers with
down payment and closing costs.
Another popular option to consid-
er is bond programs, which are
specifically designed for first time
homebuyers, teachers, policemen,
firefighters and those purchasing
homes is targeted areas. These
programs typically offer some
incentives such as down payment
assistance, and some even offer

loans with interest rates below
market for eligible borrowers.”

Still confused or unsure what
sort of loan you might qualify for?
Realtor Lory Masters has some sim-
ple advice.

“Find a Realtor that knows
what they’re doing and knows
and understands gay and lesbian
issues in real estate. Find some-
one with knowledge and experi-
ence.” �

Photo courtesy of Gayrealestate.com



C

03.07.08 • www.dallasvoice.comDallas Voice • Defining Homes 28



C

03.07.08 • www.dallasvoice.comDallas Voice • Defining Homes 29



C

03.07.08 • www.dallasvoice.comDallas Voice • Defining Homes 30

One of the first things Richard
Wise will tell you is that Rockwall
County — that tiny square of a
community that seems to create a
panhandle on Dallas’ northeast
corner — looks as Republican as
any county in Texas. (For exam-
ple, in the current election year,
not a single Democrat filed to run
in any countywide race.) That
alone might be enough to keep
the gay community storming to the
west.

But Wise doesn’t stop there.
He’s anxious to point out that
despite its conservative creden-
tials, Rockwall is fast becoming a
haven for gay homeowners.

If heading 25 miles east, over a
bridge and out of Dallas County
strikes you as extreme, Wise and
his fellow queer pioneers would
beg to differ. The pluses, he says,
far outweigh any minuses.

Wise speaks from experience.

In the late 1970s and early ‘80s,
he lived on Cedar Springs — “the
party years,” he calls them. He
spent more than 20 years in Bos-
ton before deciding to move back
to Dallas a year ago. He’d been
gone so long, Wise enlisted some
old friends to show him around all
the neighborhoods. 

“I looked in Oak Lawn again —
it hadn’t changed much, except it
was more congested,” he says.
“Nothing against it, but I was not
coming back to relive my youth.
We looked in North Dallas and in
the Bishop Arts District of Oak
Cliff.”

But while all of those areas had
their appeals, Rockwall had
everything. And Wise happened
on it by accident.

“We were coming to visit some
family members out in Rockwall
and I immediately fell in love with
the city,” he says. “It is kind of

resort-y, a much more relaxed
lifestyle. It’s only 23 miles from
Downtown Dallas, but on the
other side is ranch land.”

The house he moved into had
all the bullet-points on the list he
prepared before moving: A ranch-
style home, not too large (“I didn’t
want to pay for air conditioning”),
in a small town, a short drive from
the city, a friendly atmosphere.
Wise’s home is a cozy 1,757
square feet, but he says it seems
bigger. 

“The bedroom, living room, din-
ing room and breakfast nook all
have floor to ceiling windows that
make the back yard feel like part
of the square footage.” It also has
an in-ground pool, two-car
garage and lake view, “which
wasn’t on the list but would have
been if I thought I could get it.”

Price was key as well. Rockwall
is growing quickly, with lots of res-

East of Eden?
Rick Wise moved back to

North Texas after years in

Boston. But rather than

return to his old haunt Oak

Lawn, he found a great

house in burgeoning

Rockwall, which despite a

large conservative 

population has been very 

gay-welcoming.

Photo by Arnold Wayne Jones

By Arnold Wayne Jones 

Don’t write off
Rockwall too quickly,

says at least one
queer pioneer
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idential development, most priced
from $260,000 to $350,000,
Wise says. That means older cus-
tom homes can be had for a song. 

“The older homes are just sitting
— they are very affordable and
you get a lot for your money.”
Wise paid less than $200,000,
“and what I would get in Oak
Lawn for that doesn’t even touch
it. I have so much more than I
expected,” he says.

For those who still consider
Rockwall to be cow country, it’s
much more than that. Growth has
been tremendous in recent years.
Lake Ray Hubbard has become a
hopping locale. The Hilton Bella
Harbor Resort, a 231-suite hotel,
is set to open soon.

There are also enough eateries
to attract gay foodies. Blue Cany-
on, the new concept restaurant
from chef Brandt Evans, features
eclectic American cuisine in a wel-
coming and gay-friendly environ-
ment, and a branch of gay-fave
Gloria’s Salvadoran restaurant
recently opened there. The Sonata
— “a very nice Italian grill and
wine bar,” Wise says — adds
another high-end option.

The DART light rail is also
extending to nearby Rowlett, and
the President George Bush Toll-
way is set to link Rockwall with

much of North Dallas as conve-
niently as I-30 does to the central
part of the city.

But Wise was also drawn to
Rockwall’s Mayberry-like charms:
the 66 Classic Diner, where blue-
haired ladies sit for breakfast
planning their days; an historic
downtown with an active commu-
nity interested in preservation; a
courthouse in the middle of the
square; a smalltown newspaper;
a quaint Fourth of July parade;
free outdoor concerts by the har-
bor in the summer; a government
that’s small enough that you deal
“with a person and not a bureau-
cracy,” says Wise. “But if I want
to go to Oak Lawn it’s just a 30
minute drive, and just as accessi-
ble as North Dallas. It’s easy to go
in party and play or meet friends
but easy to come out here, too.”

Among the best reasons in
favor of moving to Rockwall are
the taxes. 

“There’s a lower tax base
because school taxes are lower as
are county taxes. And because
houses are a little cheaper, you
get an awesome house for less
money” than nearer to Dallas,
says Keith Yonick, a real estate
agent with Prudential Texas Prop-
erties. Yonick has found homes in
Rockwall for several gay clients.
Wise even found that his actual
first-year taxes were $1,000 less
than he had been quoted at clos-
ing.

The people are unexpectedly
friendly and accepting as well,
Wise has found. Perhaps it’s the
cliché that gays have always
been leaders in discovering
undervalued areas that has led
to the openness.

“It’s like the episode of ‘Will &
Grace’ where Jack and Will
moved into a suburban area and
everyone wanted to live near
them,” says Yonick. “I won’t say
Rockwall is like that, but I find the
people are not judgmental, even
though you’d think they might
be.”

“There are a lot of transplants
The 66 Classic Diner is a popular home-cook-

ing cafe among Rockwall’s growing gay 

population. See ROCKWALL on PAGE 34
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In the theater, as soon as the
curtain rises — even before an
actor speaks a word — the audi-
ence sees the set. And a first
impression is made based on
looks alone.

That may seem superficial —
we’ve all been taught not to judge
a book by its cover — but in the
world of real estate, first impres-
sions can make a lot of difference.

That’s why home staging can
change the impression buyers
have of your home immedi-
ately. Properly staged, a
house will have more per-
ceived value and may sell
faster.

Steve Oligmueller of Stag-
ing Solutions helps homeown-
ers who need help preparing
their homes for sale set the
stage. And he takes curb
appeal seriously. 

“Start at the curb,” Olig-
mueller says. “Look at the
front of the house. Go through
the front door — look at the
foyer. Decide what’s appeal-
ing, what’s not.”

And how do you know

what to look for? That’s where a
staging expert comes in. For
$150, Oligmueller will walk
through a 2,000 square foot
house offering a variety of sug-
gestions to make the house more
sellable. For an additional fee, he
can completely stage the property
for you. 

To maximize curb appeal,
make sure the lawn is cut and the
bushes trimmed. If the landscap-

ing is not special, Oligmueller sug-
gests putting flowers in pots on the
steps to draw attention to the front
door. If the door is dingy, re-paint
it.

In the theater, staging begins
with the backdrop. In a home,
staging begins with the walls.

“Bright red or brilliant green?
Tone it down,” Oligmueller sug-
gests. Flowery wallpaper? Cover

Curb appeal

Home staging
can help you

house sell faster

By David Taffet

Above, dirty shoes makes even an

airy sunroom seem banal; with

some carefully-selected accents,

below, it becomes a cozy haven.

See STAGING on PAGE 34



C

03.07.08 • www.dallasvoice.comDallas Voice • Defining Homes 33

-
e
t
t

s

-
r



C

03.07.08 • www.dallasvoice.comDallas Voice • Defining Homes 34

it. Some people might like it, but
most will prefer more neutral
solids.

His next suggestion is to deper-
sonalize the space. This is an area
where Oligmueller says he is most
helpful. He looks at everything in
the house unemotionally.

“Your house is a product” as
soon as it goes on
the market, he
says, but many sell-
ers have trouble
looking at the
house without emo-
tion. “You don’t
want someone to
feel like they’re
intruding.”

The idea is to
give potential pur-
chasers a palette
on which they can project their
own lives. Just as Oligmueller has
instructed gay couples to put
away the rainbow flags and
framed nudes over the bed to
attract straight buyers, he has
made homey hetero houses look
neutral too.

“Religious objects? Family pic-
tures? Children’s art on the refrig-
erator? Put them away,” he advis-
es. He reminds reluctant clients
that “you’ll take your things with
you to the new place. Put them
away for awhile.”

The way people live is not nec-

essarily how they want to buy a
house, either. Don’t leave a dog
or cat in the house when it is
being shown. Pet owners may be
worrying about the animal’s safe-
ty, but Oligmueller is still thinking
about the impression. An animal
doesn’t make a house more attrac-
tive to everyone, so he says pick
up toys, pet bowls and litter boxes
as well.

Too much art can be distract-
ing. Get rid of clutter and hide

valuables —knick-
knacks may be bro-
ken or stolen. Put
these things away
for safekeeping. 

For the seller
without enough
accessories, Olig-
mueller brings in
potted plants and
appropriate art. He
may replace a
practical but unat-

tractive paper towel holder with a
colorful cookie jar.

Some furniture warms a room
but too much makes it look small-
er. Older or worn furniture sug-
gests you haven’t updated or
taken care of other things as well.

“Slipcovers can hide a multi-
tude of sins,” he says. “Nothing
expensive and custom-made; bolts
of fabric and pins do the trick.”

Sellers know they must keep the
house clean throughout the sales
process, but Oligmueller looks in
places most of us overlook. He
checks baseboards and win-

dowsills and makes sure no dust
comes off the drapes. Dingy grout
in the bathroom can be easily
brightened, he says. Cabinets can
be updated with new hardware;
paint them if they look dull, but a
degreaser should do the trick.

Clean out the closets and hang
clothes neatly and pick up every-
thing from the floor. “Cluttered
closets imply to the homebuyer
that there isn’t enough storage,”
he says.

Light sells, too. Open the cur-
tains to let in as much sun as pos-
sible, and replace all light bulbs
with the highest wattage a fixture
will allow, especially in halls and
closets so there are no dark cor-
ners.

“This is not the time to be stingy
with the heating and cooling —

make sure people viewing your
home are as comfortable as pos-
sible,” Oligmueller says.

In the backyard, clear out any
clutter, put out the trash, trim the
trees and cut the lawn. Then draw
attention to a living area with
patio furniture. Oligmueller sug-
gests springing for a decent set,
which will go to the new place
with you.

Once the house is staged, he
says to remember to take good
pictures. Most buyers, especially
younger ones, get their first
impression of your house online,
which Oligmueller can do. In the
Internet age, curb appeal may
actually start at the browser.

Solution: Staging realty market-
ing services. Solutionstaging.biz,
817-262-7398. �

TAKE TWO: Steve Oligmueller, below left, used his staging skills to transform an 

ordinary backyard, above left, into a suburban oasis, above right.STAGING
Continued from Page 32

— not a good ol’ boy Texas city,”
adds Wise. “There’s a diversity of
culture and a lot of open-minded
people out here. When I moved
in, my neighbors made sure they
told me they had a gay uncle — I
guess I’m not that discrete,” he
laughs. 

Wise says his barber is gay and
several of his cronies from Boston
have even decided to move to

Rockwall after being so impressed
by what it has to offer. Yonick says
he’s aware of one group of gay
residents that meets monthly at a
restaurant downtown, and some
others who congregate at the 66
Classic Diner.

But ultimately, it’s the locale
itself that really sells the area. 

“When I’m driving home from
work, seeing the sunlight or moon-
light reflecting off the water, it
blows away your cares,” says
Wise. “I still pinch myself that I’m
living in my dream house.” �

ROCKWALL
Continued from Page 31
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They were the worst of neigh-
borhoods. 

Then, they were the best of
neighborhoods. 

GLBT citizens are often credit-
ed, even if only within our own cir-
cles, for improving areas viewed
as undesirable by much of the
general public. Over time, the
homes get fixed up, landscaping
is improved and entire blocks
become transformed from blights
into showplaces. Then suddenly
the appeal becomes mainstream
and we gradually head to other
up-and-coming parts of the city to
work our magic again.

This transition is happening
again in the tale of two Oaks:
Lawn vs. Cliff.

For about 35 years, Oak Lawn
has reigned supreme as the center
of Dallas gay culture. As a result,
the residential neighborhoods

have blossomed with pinkness.
The area is still the hub for the
majority of the city’s gay bars,
restaurants and shopping, but with
the overwhelming development of
high-rises and condos replacing
most of the area’s older apartment
buildings and single-family
dwellings, the demographic of
new homeowners and renters is
starting to shift.

Brian Dorroh owns a condo
and has lived in Oak Lawn for 14
years. He moved to the area from
Denton to be closer to the Art Insti-
tute of Dallas where he was
enrolled. He’d only been out a
short period of time, so he wanted
to live near other gay people for a
change. 

“I love the sense of community
here. I love our little clubs and
book stores,” Dorroh says. “It feels
very self-contained and I like that.

I also like the new revitalization of
the neighborhood.”

Over the years, he’s witnessed
many changes in the community
and sees more on the horizon.

“The downside is, now that
we’ve gentrified the neighbor-
hood, I feel like we’re being driv-
en out by high prices and yuppie
families.” It’s only a matter of time,
he worries, before the city
“rezones the area to shut down
the clubs and rob the area of its
gay charm.”

“I have lived in Oak Lawn for
nearly 20 years and never thought
I’d live anywhere else,” adds resi-
dent Coy Covington. “When first
moving to the area, it almost
seemed like a Utopian haven for
like-minded gay men and women
who had never before been part
of a true community. Many of us

Oak-la-homos

By Steven Lindsey

Is Dallas’ queer
population heading
south? A tale of two

Oaks: Lawn and Cliff

THERE GOES THE GAYBORHOOD: Jarrett Morris and Jef

Tingley are among the new breed of gay homeowners who

have settled in one of Oak Cliff’s older areas, while 

Coy Covington (facing page) is a longtime Oak Lawn

booster — at least, for the time being.

See OAKS on PAGE 38Photos by Arnold Wayne Jones
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felt we could truly be ourselves in
this little corner of the universe. It

doesn’t feel much like a little cor-
ner anymore. This once secluded

environment feels less unique and
decidedly more mainstream.”

Dorroh concurs — to an
extent.

“As a gay man, it’s kind of
sad to see the area become less
gay. I guess that’s the price you
pay for acceptance,” he says.
“But as a homeowner, I have to
appreciate the way my property
value has risen. Plus the influx of
new restaurants, shops and
housing are nice.”

“I’m not willing to throw in the
towel and have no plans to
move — yet,” cautions Coving-
ton, adding, “but it’s time for the
‘mos to take back the gaybor-
hood.”

It’s not just the gay residents’
perception. For Anni Burns, a
straight woman, Oak Lawn is a
great place to call home, even if
it’s different than what she at first
imagined it would be like.
“I expected it to be ‘more gay’

when I moved here,” she says,
adding that she still thinks it’s
gayer than many parts of town.

Joseph Hernandez and Jeremy Ratliff have recently remodeled their Oak Cliff 

home, which is surrounded by green belts — one of the main selling points they cite 

for living there.

See OAKS on PAGE 50

OAKS
Continued from Page 37
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If you figured that the sub-prime
mortgage crisis wouldn’t nega-
tively affect you due to your par-
ticular situation, you might be sur-
prised to find that isn’t necessarily
the case.

Building on the axiom “once
bitten, twice shy,” lenders have
become more circumspect in how
they give out money. And the
changes have affected even those
who previously thought they had
nothing to worry about.

How? By making your credit
score more important than it has
ever been.

“The FICO score is a pretty elu-
sive thing to pin down,” says M.
Brent Foster, a mortgage special-
ist with First Horizon. “It’s a pro-
prietary, secret formula and no
one knows all the factors which
go into it, which can be frus-
trating.”

Frustrating can be an
understatement. FICO — the
Fair Isaac Corp.’s scoring
system — is used by most
lenders, but because there’s
a lack of transparency in
the formula, knowing how
one of the credit reporting
agencies arrives at your
score borders on the occult.

And credit reporting is not
flawless. Indeed, while all
three reporting services —
TransUnion, Equifax and
Experian — enter their data
into the same FICO score
model, each obtains its infor-
mation independently, and not all
of it may be up-to-date or even
accurate.

“They might have different bal-
ances on your accounts, and
someone else’s credit is being
reported as yours,” Foster says. In
other words, their errors could
lower your credit score, and a
lower score can now, more than
ever, raise the interest rates
charged on loans.

Foster stresses that it is difficult
to generalize and many other fac-

tors are involved in the
loan process, “but the
FICO score plays a
prominent role in selec-
tion of rates.” Before, if
your loan was “convention-
al, conforming” (i.e., less
than $417,000 under normal
30-year terms), FICO did not
affect the rate. That’s no
longer the

case.
“For credit scores less than 680

and down to 575, there will be
add-ons” even for a conventional
loan, Foster says. It usually takes
a swing of 10 to 20 points to
affect it, but “if you are on the
lower range, expect to pay 1 per-
cent more than everyone else.”

So what counts as “good cred-
it?” 

Generally, “good” is “anything
over 700 — over 800 is excel-

lent,” says Foster. “You’re still not
going to experience an add-on on
anything over 680 on a conven-
tional loan.”

When it dips below 680, cred-
it is considered only fair; drop
another 100 points, and you’re
considered a high-risk borrower.
And according to Foster, “Texas
has the lowest average credit
score of any state in the union.”

The effect of the credit score

By Arnold Wayne Jones

Brent Foster with First Horizon offers

several suggestions for keeping your

credit score where it needs to be for a

good mortgage interest rate.

Knowing the score

Now more than
ever, your credit

score  may affect
your ability to get a

good mortgage rate. 
So what is a credit

score anyway?

Photo by Arnold Wayne Jones

See CREDIT on PAGE 42
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may be most obvious for people
seeking unconventional loans.
First Horizon, for example, offers
numerous programs for its clients,
but lower credit scores may limit
borrowers’ options.

“Say you have a score of 610,”
Foster uses as an example. “That
will knock out of a lot of 100 per-
cent financing programs and may
require a greater down payment
percentage than before. You
might only get an 80 percent
loan,” meaning that you will need
to deposit 20 percent of the pur-
chase price as a down payment
and not be eligible for a second
loan to make up the difference.

The mortgage industry is used
to such rules. Loans greater than
$417,000 are considered
“jumbo” and have always been
subject to risk-assessment. And
ironically, loans of less than

$50,000 are often subjected to
higher interests rates because they
are considered “too small.”

“There is a considerable up-
charge for loans less than
$50,000,” Foster says.

To make matters more confus-
ing, in December FICO
announced that it would be revis-
ing its criteria. While the range
will still be 300 to 850, FICO is
reconfiguring its model to reflect
young lenders with less credit his-
tory, or give extra points to those
who diversify their credit. This
means that two people with iden-
tical scores today could find them-
selves with different scores tomor-
row.

So what are ways you can keep
you credit score high? Foster
offers these suggestions:

Establish credit early. The
length of time you’ve had credit
will be a factor. The longer you
keep the same cards or accounts
open, the better it looks to a
lender.

Use credit sparingly and
wisely. “Reporting companies
will look at all your credit cards
combined, but they also look at
each card individually,” Foster
says. “You never want to be over
50 percent utilization [that is,
more than half your available
credit outstanding at any time]
and 80 percent is really bad.”

Maintain your credit. This is
code not only for paying on time,
but also avoiding adverse judg-
ments and minimizing inquiries

(i.e., do not apply for every credit
card application that falls out of a
magazine). 

Diversify your credit. “You
get credit for positive marks for
using different types of credit,”
Foster says. If you maintain revolv-
ing credit (charge cards) and a
savings or checking account and
a car or student loan and a mort-
gage, that makes you look desir-
able to a lender.

And just like on the dance floor,
desirability is everything. �

CREDIT
Continued from Page 40

Photo courtesy of Gayrealestate.com
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began its life in 1914 as a Ford
Motor Company assembly plant
for the Model T. In 1925, the fac-
tory moved to a new location, but
the building remained a Ford
showroom until 1955. Adam Hats
were manufactured here until
1986. 

In 1997, the building gained
landmark status and began its con-
version into 90 lofts. Rent from
$750 per month for one bedroom,
$1,000 for two bedrooms.

Bryan Street Station, 3015
Bryan St., Bryanstreetstation.com.

Phase one is completely sold
out; building two is under construc-
tion and for sale from $142,900
to $205,000 for one or two bed-
room units ranging from 712 to
1,187 square feet. These modern
buildings have arched roofs; sepa-
rate two and three bedroom town-
houses also to be included in the

project are yet to be priced.
Continental Lofts, 3311 Elm

St., Continentalloftapartments.
com.

Along with its next-door neigh-
bor, now studio space for artists,
Continental Gin Company — for-
merly Munger’s Improved Cotton
Machine Manufacturing Company
— built this former warehouse in
1914. The building has been on
the National Register of Historic
Places since 1983. Conversion of
the building into 61 residences
began in 1997.

3200 Main, 3200 Main St.
Since Deep Ellum began rede-

velopment in the 1980s, the idea
was for the area to become Dallas’
own French Quarter or Greenwich
Village. Great loft space is an
important part of that vision. One
of the first conversions was 3200
Main. This former U. S. Customs
warehouse built in 1913 now
houses the Undermain Theatre, the
Conduit Gallery and lofts from
1,000 sq. ft. for rent. �

NOW OPEN
Continued from Page 25

The mixed-use facility at 3200 Main in Deep Ellum provides a home for the

Undermain Theatre, which occupies the basement.
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Do you own a piece of proper-
ty you can no longer use or, for
that matter, even want? A vaca-
tion home perhaps, a plot of unde-
veloped land or an industrial
building? Or even an old car or
boat? 

For many, the hassle of selling
expendable property is far
eclipsed by the luxury of just
ignoring it. But rather than contin-
ue to pay taxes on property you
don’t use, there is another option:
Donating it to the common weal.

Real estate donations to charity
are fast, easy and yield highly
beneficial tax results. Not only do
you avoid any headaches in sell-
ing property, but the charity of
your choice will directly benefit
from the proceeds. It may be the
definition of a win-win situation.

Of the approximate $215 bil-
lion that Americans gave to chari-
ties last year, real estate donations
comprised roughly $8 billion, or
nearly three percent, and are dra-

matically on the rise. (Real estate
donations in previous years were
between $2 billion and $4 bil-
lion.) According to Forbes maga-
zine, the reason for their new-
found popularity is that most peo-
ple’s stock portfolios are down,
and everyone wants to hold on to
their cash: It’s one of the last
appreciated assets a philanthrop-
ic donor can give.

The greatest advantage of real
estate philanthropy, especially in
the case of land donation, is that
the size of the donor’s tax deduc-
tion is determined by the current
market value of the property, as
opposed to the cost when it was
purchased. For example, assume
your crazy Uncle Floyd
bequeathed you the mountain
cabin he bought years ago for
$25,000 and, mercy be, it’s
appraised at $150,000 today.
You, as the ecstatic donor, get a
deduction of $150,000, and
Uncle Floyd doesn’t seem quite so

creepy after all.
Sometimes, a gift of real estate

can even provide regular income
through an annuity. By creating a
“life estate,” the owner may be
able to continue to live in or oth-
erwise use the property, rent free,
even after it’s donated. The
Donate Real Estate To Charity
Foundation is a great place to
begin your research, and can be
especially helpful regarding those
tricky capital gains tax issues.

A life estate makes a particular-
ly attractive option for large tro-
phy properties, in cases where
heirs are unable to afford spiral-
ing property taxes and ongoing
maintenance costs, not to mention
legal fees, brokerage fees, and
estate and inheritance taxes. By
donating real estate to charity,
even if one’s family is no longer
able to enjoy a home, they can at
least keep more of what, over
time, is more beneficial:  cold

Give it away, yeah

By Howard Lewis Russell

Charitable 
donations of real

estate can make a
win-win situation

See GIVE on PAGE 50





“So many of my gay friends are
moving to Oak Cliff.” 

Indeed, Oak Cliff (The O.C., as
many residents like to call it)
seems to be the front-runner in the
race for the next great gaybor-
hood. It’s hard to ignore the
area’s growth and revitalization
over the past few years. 

Jef Tingley, who runs his mar-
keting and public relations busi-
ness out of his home, lives with his
partner in a house built in 1926,
brimming with the type of charac-
ter and charm lacking in most
new construction. He also appre-
ciates the small-town feel that is
reminiscent of a 1950s sitcom
neighborhood, like the set on a
studio backlot in Hollywood. It’s
as if the Beaver could walk
through the door at any minute
looking for milk and cookies.

A friend who lives nearby has

an ongoing argument with Ting-
ley and his partner, Jerrett Morris,
over who has the better block.

“We’re threatening to have an
old-school West Side Story-esque
rumble,” Tingley laughs. “I know
people in other areas of town
who couldn’t tell you one neigh-
bor’s name. I know all of mine
and hang out with them.”

Still, The “really great neigh-
bors” are extremely important to
Tingley, “and not just on our
block, but throughout the Cliff.”

While some amenities, like an
exceptional grocery store, have
yet to invade the Cliff, the Bishop
Arts District is proof that with per-
severance, a few pioneering
entrepreneurs can change the
face of an entire part of town by
attracting people from the neigh-
borhood and all over Dallas to its
hip restaurants and shops.

Well ahead of the migration
curve is Realtor Kathy Hewitt,
who has owned three homes in
North Oak Cliff over the past 15

years. Similarly, community
activist Joseph Hernandez has
lived in Oak Cliff for a decade
with his partner of 15 years, Jere-
my Ratliff. Together, they immedi-
ately recognized the potential.

“Diversity, character, charm
and future possibilities for growth
and opportunity” are the top rea-
sons Hernandez lists for moving
to the area, but also for “some of
the most spectacular terrain in
Dallas. Neighborhoods surround-
ed by greenbelts, wooded areas
and creeks are what makes our
part of the city unique.”

The jury is still out on which
neighborhood will ultimately win
the right to stake its claims as Dal-
las’ gayest, but Ratliff sums it up in
no uncertain terms.

“You will have to drag my dead
corpse from this neighborhood
before you move me to North Dal-
las,” he says.

But who knows, that could all
change. Just give it a few more
years. �

OAKS
Continued from Page 38

hard cash.  
All online real estate donation

programs take special pride in
making the giving process as pain-
less and hassle-free for you, the
giver, as possible, even providing
the necessary paperwork for your
IRS tax deduction. And should you
be on the fence regarding exactly
which charity might best benefit
from your philanthropic largess,
then DonateCarUSA.com is an
excellent resource. They provide a
full, alphabetical listing to select
from: Everything from the Animal
Protection & Rescue League to the
Marin AIDS Project to Zero Breast
Cancer. Your benevolence can
know no bounds.                 

For more information, visit the
following Web sites: RealEstate-
withCauses.org, Donate-Real-
Estate-to-Charity.org and TheDona-
tionGuide.com. �

GIVE
Continued from Page 48
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JEFF ANDRESS — 
Ebby’s Urban Alliance, 
214-443-4909, Piazzasienacon
dos.com.

PHILLIP ARCHER — 
Archer-Ver Eecke, 972.871.8450,
Archer-vereecke.com 

STEVE ATKINSON — 
Keller Williams Realty, 
972-733-5209, 
Steveatkinsonrealtor.com.

MIKE BARTON & ASSOC. — 
Mike Barton & Tracy Yarbro, 
214-288-5447.

FRANCEANNA CAMPAGNA —
Campagna Realtors, 
214-823-9080.

DAN COHN – Virginia Cook,
214-236-1640.

JOE DEUPREE — Master Realtors,
972-647-5814. 

DREAM HOME REALTY — 
Ray Ortiz, 214-923-4818.

EBBY HALLIDAY — 
Karen Brown & Ken Leach,
8333 Douglas, #100,
214-693-1038, 214-727-2187.

TODD ELKINS — Master Realtors,
972-739-5228.

CODY FARRIS — 
Prudential, 214.234.8000, 
Dallashomesreo.com.

JL FORKE — David Griffin, 
972-733-7543.

TERRY GASTON — 
Brandenburg Homes, 
214-887-3441.

JO & GINA GIANGROSSO — 
David Griffin, 214-942-4693.

MARY BETH HARRISON — 
Keller Williams, 214-365-6500,
Dallasnative.com.

JOSEPH HEWEY — Master Realtors,
214-520-4122.

HEWITT & HABGOOD — 214-752-
7070, Hewitthabgood.com.

CINDY HUITT — Master Realtors, 
972-588-8865.

ALICE HOLIDAY — 
Coldwell Banker, 
214-796-8620, Cbdfw.com.

CHRISTOPHER JEFFRIES — 
Coldwell Banker, 214-850-4977.

TAMMY KATAV REALTORS — 
214-446-1110, Tammykatav.com.

KELLER WILLIAM TURTLE CREEK
214.234.8000, Kwturtlecreek.com 

ROBERT KUCHARSKI —
ABIO AHK Realty, 972-733-5266.

PAUL LAPIERRE — 1% Realty, 
972-733-9531, 4saleindallas.com.

MITCH LEE — 
Worth Ross & Associates, 
214-207-5466.

KEN MARTIN — David Griffin & Co.,
214-293-5218.

BOB MCCRANIE — 
William Davis Realty, 
972-754-0582, Bobmccranie.com

LORY MASTERS — Master Realtors,
972-243-3600, LoryMasters.com.

MASTER REALTORS — 
214-902-9999,
Masterrealtors.com.

SUSAN MELNICK — Virginia Cook,
214-292-0002.

JOEY MIERTSCHIN — 
Starcrest Properties, 
214-207-3200.

MORRIS & MOORE — 
Coldwell Banker, 972-588-8163.

STEVE NALL — Virginia Cook, 
214-443-1208.

MARK ORAM — Re/Max Urban,
972-647-5831.

BRIAN PARKER — 
Ebby’s Urban Alliance, 
214-443-4909,
Wcondosdallas.com.

MARY POSS — 214-738-0777,
mary@dallastex.com

OLIVER ROBERTS — 
Worth Ross & Associates, 
214-522-9100, ext. 207.

DAVID SACKS — David Griffin, 
972-949- 2253.

STEVE SHEPHERD — 
Worth Ross & Associates, 
214-522-9100, ext. 208.

DIANE SHERMAN — David Griffin,
469-767-1823.

STARCREST PROPERTIES 
(JOEY MIERTSCHIN) — 

214-207-3200.

GARRICK STEPHENS — 
William David Realty, 
214-693-9482,
Garrickstephens.com.

BARBARA STONE – ABIO,
214-228-5465.

DEBBIE SUTTON — David Griffin,
214-522-5232.

PATRICK TESTER — ABIO,
214-924-3802.

JEFF UPDIKE — Re/Max Urban,
214-943-9400.

VIRGINIA COOK REALTORS —
2626 Cole, 214-292-0000, 
Virginiacook.com.

KRISTINE WALKER — David Griffin,
972-949-2185.

REGGIE WALKER —  
Keller Williams, 214-943-1300,
Reggiewalker.com.

KEITH YONICK — Prudential, 
972-949-2225.

3200 THOMAS —  214-365-6500.

BENNETT MILLER HOMES  — 
Louis A. Cruz, 214-558-0852.

BRYAN STREET STATION — 
214-545-5905, 
BryanStreetStation.com.

DAVIS BUILDING LOFTS — 
1309 Main St., 214-741-1309,
Thedavisbuilding.com.

THE DYLAN — 
4533 Cedar Springs Road, 
214-520-5945, Dylanliving.com

FIRESTATION LOFTS — 
3003 Douglas, 214-850-4977,
firestationloft.com.

KNIGHT STREET CONDOMINIUMS 
214-283-4090.

MERCER SQUARE — 
214-969-1038, mercer-sq.com.

METROPOLITAN — 
1200 Main, 214-749-1200, 
hemetropolitandallas.com.

METROPOLITAN ON LIVE OAK —
4904 Live Oak Street,
DavidGriffin.com.

MONTEBELLA — 2787 Kings Road,
214-219-0101.

THE MOSAIC — 300 N. Akard St.,
214-953-1010, Mosaicdallas.com.

PARKSIDE CEDAR SPRINGS —
214-520-2887.

PROPERTIES

REAL ESTATE
AGENTS

Directory
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PERRY HOMES CITY VIEW 
AT FARMERS MARKET — 
2203 Country Market Ln.,
214-749-1115, PerryHomes.com.

PERRY HOMES RESERVE 
AT REAGAN — 3302 Hall Ct.,
214-599-0836, PerryHomes.com.

PERRY HOMES THROCKMORTON
POINT —  2400 Knight St., 
214-559-0832, PerryHomes.com.

PIAZZA SIENA CONDOS — 
214-559--0006.

THE PLAZA AT CEDAR SPRINGS —
214-443-6000.

PORTICO ON BOWSER — 
214-207-3200.

PORTRAIT HOMES — 
Portraithomes.com

TEMPO LA VISTA — 
214-558-1224, 
Tempolavista.com.

TEXAS & PACIFIC LOFTS — 
221 West Lancaster Ave.,
Ft. Worth, 871-877-4700,
TexasAndPacificLofts.com

TRAVIS @ KNOX RESIDENCES —
214-520-9400.

URBAN RESERVE— 214-293-5218,
Urbanreserve.com.

THE VERANDA AT BRYAN PLACE—
214-823-8965,
Urbaninnovations.biz.

VICTORY PARK — 877-232-0381,
Victorypark.com.

THE VISTA - 2345 N. Houston, 
214-303-1644, vistadallas.com.

PHILLIP ARCHER — 
Archer-Ver Eecke, 
972.871.8450, 
Archer-vereecke.com.

PETER BROWN — 
Granite Mortgage,
2626 Cole Ave., Suite 125,
214.886.9060

BRYNN CROW — 
Hexter-Fair Title Co., 
8333 Douglas St., #130, 
972-381-6056.

CTX MORTGAGE — 
Ron Watterson, 5944 Luther Lane,
214-987-0500.

TAMBRA EDWAN  — 
American Title, 3500 Oak Lawn
Avenue #160, 214-522-3322.

M. BRENT FOSTER — 
First Horizon Home Loans, 
5949 Sherry Lane #1575, 
214-957-2406.

JOSH FRIZZELL —  Hexter-Fair 
Title Co., 8333 Douglas #130, 
214-373-9999.

HOME TEAM MORTGAGE — 
Tammie Mitchell, 214-349-7836,
Tammiemitchell@yourhtm.com.

MARY LOUISE LUDT — American
Title, 3500 Oak Lawn Avenue
#160, 214-522-3322.

JIM PUSATERI — 
Shelter Mortgage, 214.526.9992,
Txhomemortgages.com.

JASON RAMSEY — 
Hexter-Fair Title Co., 
8333 Douglas #130, 
214-793-1742.

REPUBLIC TITLE — 
3131 Turtle Creek Blvd.,
214-528-8916.

SHELTER MORTGAGE — 
2605 Routh St., 214-365-0708.

MARK SADLEK — 
American Title, 3500 Oak Lawn
Ave. #160, 214-522-3322.

MARK VENTURA — 
AmeriTex Mortgage, 
3626 N. Hall St. #685, 
214-528-2333.

SHARE PLUS FEDERAL BANK — 
2501 Oak Lawn Ave., 
972-931-5311, Shareplus.com

WELLS FARGO HOME MORTGAGE
3131 Turtle Creek Blvd., #1200, 
214-443-5311.

HAILEY WEST — 
American Title, 3500 Oak Lawn
Avenue #160, 214-522-3322.

ALEX LONG — Allstate, 
2700 N. O’Connor, Ste. 125, 
972-570-7000.

IRVIN INSURANCE SERVICES —
Farmers, 15851 Dallas Parkway,
Addison, 972-726-0544.

STEVEN GRAVES INSURANCE
AGENCY — 
3500 Oak Lawn, Ste. 110, 
214-599-0808.

THE SWARTZ AGENCY— 
Farmers Insurance, 111 S. Story,
Irving, 972-258-0922.

INSURANCE

MORTGAGE/
TITLE SERVICES



C

03.07.08 • www.dallasvoice.comDallas Voice • Defining Homes 54



C

03.07.08 • www.dallasvoice.comDallas Voice • Defining Homes 55




	1-29 Defining Homes
	30-56 Defining Homes



