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A B O U T

The Soto Project is centered in the dynamic River 
North district, San Antonio’s most progressive 
submarket.
Home to over 2,000 newly constructed multi-
family residential units, several well occupied office 
projects, and a variety of one-of-a-kind
amenities, including the San Antonio Riverwalk, the 
San Antonio Museum of Art, and the Tobin
Center for the Performing Arts, River North attracts 
those who seek an authentic and active lifestyle.
Businesses that locate here will experience a true 
urban neighborhood. So, come where you can
meet for breakfast and coffee, stroll the river during 
lunch, or enjoy evening entertainment with your
friends and family.  The Soto is at the heart of it all.

• Centrally located in the dynamic River North Dis-
trict on coveted Broadway between Pearl and 
downtown.

• Easy regional access to/from HWY 281 and I-35.
 
• Easy access to the Riverwalk and its trail system 
(connecting Pearl and downtown). 

• Within walking distance from San Antonio’s new-
est and most appealing apartment communities. 

• Anchored by The SOTO, a 90% leased, 6-story 
Class A office building, Make Ready Market (food 
hall), Mila Coffee and Idle Brewing 

P R O J E C T D E TA I L S

D E M O G R A P H I C S
	 1 mile	 3 mile 	 5 mile

Est. Population	 14,037	 138,630	 367,549

Avg. HH Income	 $74,446	 $58,649	 $60,563

Total Housing Units	 6,202	 48,980	 127,511

Daytime Population	 58,177	 188,644	 402,821

Medium Home Value	 $316,899	 $150,822	 $131,723

N E A R BYS PAC E 
5,500 SF + large patios (will divide)
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S I T E  A E R I A L
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S I T E  A E R I A L
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M A K E  R E A DY  M A R K E T
 
Thoughtful ly  curated Food 
Hal l  featur ing 7  unique 
restaurant  concepts  shar ing 
a  cour t yard with The Soto.

E L S E W H E R E  B E E R  G A R D E N 
 
Popular  r ivers ide beer  garden 
in  a  leafy  sett ing,  p lus  porch 
swings & c lass ic  comfor t  food.

D O W N  O N  G R AY S O N 
 
A st y l ish  dest inat ion ser v ing 
Amer ican plates  in  a  rust ic -
chic  dining room & on a  chi l l 
pat io.

L A N D R AC E
 
A landmark restaurant  cal led 
Landrace f rom James Beard 
Award f inal ist  Steve McHugh.

I D L E  B E E R  H A L L  & 
B R E W E R Y
 
The neighborhood’s 
gather ing place located in  a 
repurposed histor ic  bui ld ing 
shar ing a  cour t yard with The 
Soto. 

S H I R O ’S  J A PA N E S E  B I S T R O
 
Down-to - ear th restaurant 
specia l iz ing in  Japanese 
cuis ine,  inc luding sushi  & 
ter iyak i  p lates.

M I L A  CO F F E E
 
Specia l t y  coffee shop 
ser ving the R iver  Nor th 
neighborhoods on the same 
block as  The Soto. 

T R E  T R AT TO R I A
 
Trendy I ta l ian eater y  ser v ing 
pasta ,  p izzas  & fami ly-st y le 
mains  in  a i r y  digs  with a 
pat io  & bar.

N E I G H B O R H O O D  V I B E
R E S TAU R A N T S
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P H OTO S



G ra h a m  Ke t c h u m
7 1 1  B R O A D WAY,  S U I T E  1 2 0 

S A N  A N T O N I O ,  T X  7 8 2 1 5

G R A H A M @ S H O P C O M PA N I E S . C O M

2 1 0 - 9 8 5 - 7 0 7 7  ( D I R E C T )

 

R o b b y  G r u b b s
7 1 1  B R O A D WAY,  S U I T E  1 2 0 

S A N  A N T O N I O ,  T X  7 8 2 1 5

R O B B Y @ S H O P C O M PA N I E S . C O M

2 1 0 - 9 8 5 - 7 6 4 6  ( D I R E C T )

L i n d a  R u b i o l a
4 8 0 9  C O L E  AV E ,  S U I T E  3 3 0 

D A L L A S ,  T X  7 5 2 0 5

L I N D A @ S H O P C O M PA N I E S . C O M

2 1 0 - 6 4 3 - 4 4 5 5  ( D I R E C T )
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I N F O R M A T I O N  A B O U T  B R O K E R A G E  S E R V I C E S

T E X A S  L A W  R E Q U I R E S  A L L  R E A L  E S T A T E  L I C E N S E  H O L D E R S  T O  G I V E  T H E  F O L L O W I N G  I N F O R M A T I O N  A B O U T 
B R O K E R A G E  S E R V I C E S  T O  P R O S P E C T I V E  B U Y E R S ,  T E N A N T S ,  S E L L E R S  A N D  L A N D L O R D S .

TYPES OF REAL ESTATE LICENSE HOLDERS: 
 • A BROKER is responsible for all brokerage activities, 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 information about the property or transaction received by the broker;
 • Answer the client’s questions and present any offer to or counter-offer from the client; and 
 • Treat all parties to a real estate transaction 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 written listing to sell or property management agree-
ment. An owner’s agent must perform the broker’s minimum duties above and must inform the owner of any material information about the property or transaction known by the agent, including informa-
tion disclosed to the agent or subagent by the buyer or buyer’s agent. An owner’s agent fees are not set by law and are fully negotiable. 

AS AGENT FOR BUYER/TENANT:  The broker becomes the buyer/tenant’s agent by agreeing to represent the buyer, usually through a written representation agreement. A buyer’s agent must perform the 
broker’s minimum duties above and must inform the buyer of any material information about the property or transaction known by the agent, including information disclosed to the agent by the seller or 
seller’s agent. A buyer/tenant’s agent fees are not set by law and are fully negotiable. 

AS AGENT FOR BOTH - INTERMEDIARY: To act as an intermediary between the parties the broker must first obtain the written agreement of each party to the transaction. The written agreement must state 
who will pay the broker and, in conspicuous bold or underlined print, set forth the broker’s obligations as an intermediary. A broker who acts as an intermediary: 

 • Must treat all parties to the transaction impartially and fairly;
 • May, with the parties’ written 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 instructions of each party to the transaction.
 • Must not, unless specifically authorized in writing to do so by the party, disclose: 
  o that the owner will accept a price less than the written asking price;
  o that the buyer/tenant will pay a price greater than the price submitted in a written offer;  and
  o any confidential information or any other information that a party specifically instructs the broker in writing 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 transaction 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 duties and responsibilities to you, and your obligations under the representation 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 notice is being provided for information purposes. It does not create an obligation for you to use the broker’s services. Please acknowledge receipt of this 
notice below and retain a copy for your records.

Licensed Broker/Broker Firm Name License No. Email Phone
    SHOP COMPANIES            9002835        shop@shopcompanies.com         214.960.4545     

Designated Broker of Firm License No. Email Phone
    RAND HOROWITZ            513705        rand@shopcompanies.com         214.242.5444     


