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Anyone who’s familiar with Al Hartman and the team at Hartman Income REIT 
Management, Inc. (Hartman) wouldn’t be surprised to learn that the first award 
handed out at the 2021 REDnews Real Estate Awards went to the commercial real 
estate powerhouse. Hartman accepted the award for Best Technology Pivot for its 
adoption of NeedlePoint Bi-Polar Ionization.

“The ionization technology is capable of destroying 99.4% of Coronaviruses within 
30 minutes,” Al Hartman, CEO of Hartman, explains.

Finding and introducing this technology into its office buildings is just one example 
of how the company has learned, evolved and thrived amid the challenges of the past 
few years.

“We're very adaptable in our approach and we've shown that with good resilience 
through this pandemic,” says Anthony Trollope, Hartman’s Director of Interactive 
Marketing. “We've come out on top.”

The company’s success dates back more than 35 years when Al Hartman first started 
building his commercial real estate portfolio in Texas.

“The interest level in Texas has been very strong throughout the past decade and it's 
only accelerated as a result of the pandemic,” says Hartman CIO and Executive Vice 
President David Wheeler. “A lot of folks like Texas for many reasons: overall business 
climate, favorable taxes, pro-business regulatory environment, and less reliance on 
mass transit. Those all became real factors during the pandemic.”

Between 2018 and 2021, the Texas population has grown by more than 2 million. A 
huge chunk of those new residents (about 13 percent since 2010) are coming from 
California.

“Over the past five years, folks really began recognizing that Texas represents great 
value,” Wheeler adds. “It’s a terrific place to do business. The economy is booming. 
There's workforce growth, both organically, for the major institutions here in the 
state, as well as folks relocating from other states.”

In fact, Texas is the No. 1 hub for corporate relocations due to its low corporate tax 
rate and low cost of living. Wheeler offers the examples of Oracle, Toyota USA and 
Hewlett Packard Enterprises.

“They looked at Texas as a place where they knew their workforce could be housed 
on an economic level and they realized that once they relocated here, they'd be able 

to retain their employees and provide their employees with a wage that gave them a 
real nice cost of living,” he says.

The lure of Texas is creating diversity in both the population and the industries 
creating jobs in the Lone Star State. From financial services to logistics to 
manufacturing to healthcare to tech, business is booming here.

All of that is great news for Hartman, which manages 60 properties in Houston, 
San Antonio, and Dallas-Fort Worth. There’s exceptional interest in the company’s 
offerings. As of June, office leasing tours are up 122 percent compared to last year. 
Signed leases are up more than 52 percent over 2019 and 117 percent over 2020.

“We're not necessarily dependent on the corporate tenants, because our properties 
cater very well to small businesses that are tracking the larger companies coming to 
the state,” says Wheeler.

Since the beginning of 2021, more than 50 percent of newly signed office leases with 
Hartman were 2,500 square feet or smaller.

Hartman picked up on the small-office trend early in 2020, introducing BIZSUITES, 
a new single-office shared amenity business model designed with affordability and 
flexibility in mind. It currently has eight BIZSUITES locations between Houston, 
DFW and San Antonio, but plans to add two more locations by the end of 2021.

“BIZSUITES is a great concept for individual offices with all-inclusive amenities, 
high-quality internet access and other opportunities to not only foster their business, 
but also create chances for visiting across business lines,” Wheeler shares, adding 
that flexible and short-lease terms offered are incentives as well.

Another trend that fed right into Hartman’s success was the seismic migration 
of people to the suburbs. Since almost all of its office buildings are in suburban 
locations, Hartman’s captured more than its fair share of tenants.

Though Hartman is reveling in its accomplishments now, the executive team admits 
the last year presented plenty of challenges.

“We ended 2020 at about three percent negative net absorption,” says Richard 
Maloof, Executive Vice President of Leasing at Hartman. “We felt the pandemic’s 
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effect, though now we are outperforming any other landlords in Texas and, likely, in 
the country, with our lease velocity.”

In the first two quarters of 2021, Hartman notched 130,000 square feet of net 
absorption. The company primarily attributes that comeback to two things: its 
historic focus on small tenants and its flexible leasing terms.

A vital component in all of this is Hartman’s White Glove Service. While its properties 
are typically Class B, they are managed as a Class A.

“It's really good for the tenant because they're getting the quality and service 
they can't get at any other B class property,” says Hartman. “This makes us very 
attractive to new tenants looking to move into our buildings.”

That approach’s benefits are clear in Hartman’s Net Promoter Score (NPS), which 
comes out twice a year. Hartman, one of nearly 20 commercial real estate companies 
involved in the survey, scored 60, placing Hartman in the top 6% of all companies 
involved in the survey. At least a couple well-known real estate companies register 
negative scores, according to Hartman.

Wheeler attributes at least some of those high scores to the fact that Hartman owns, 
operates, and manages all its buildings. Everything is under one umbrella, creating 
easy communication lines between the company and its tenants.

“We listen,” Maloof says. “We listen to our tenants about what they want in their 
building, whether that’s a gym, a coffee bar, or a conference room. We are proactive 
in making sure our buildings are a pleasant work experience.”

Looking forward, Hartman is staying proactive as ever. The company is currently 
building a new industrial business park in Dallas-Fort Worth, North 820 Business 
Park. 

The company is also raising capital to buy industrial properties, which will help the 
company expand to accommodate e-commerce growth and fulfillment opportunities 
presented by the market.

“We see the greatest opportunity in office right now, especially in Houston. Office is 
very soft. That's the market we thrive in because we like to get good returns for our 
investors,” says Hartman. “We really thrive on the properties that have vacancy and 
value-add opportunities in them. We're seeing deals that we probably haven't seen 
in almost a generation.”

Adds Wheeler: “We think there will be continued opportunity not only to raise 
capital, but place in a number of meaningful opportunities over the next year or two 
before the markets fully recover.”

That innovation, attention to detail and flexibility all create a thriving environment 
for Hartman tenants.

Maloof shares, “When you lease with us, you're leaving your business in good hands.”

To learn more about Hartman and its properties, visit hi-reit.com.
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