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Hines multifamily exec: ‘We are actively 
looking at suburban opportunities right now’

BY CARA SMITH 
carasmith@bizjournals.com

When Kevin Batche-
lor moved to Houston in 
1994, he had just spent 

five years in Paris and another five years 
in New York City. Only 31-years-old at the 
time, he was a prime candidate to buy a 
home in one of Houston’s many growing 
suburbs, but he opted to rent an apart-
ment in the urban core instead.

Just one problem, though – there 
weren’t many options.

“I couldn’t find an apartment that 
didn’t look like something from the Fort 
Worth suburb,” Batchelor said. “It literal-
ly shocked me.”

Today, Batchelor is senior managing 
director of Hines’ multifamily division 
in the southwest region, so he has a bit 
more influence over Houston’s multifam-
ily market. Among other things, he’s bet-
ting on sustained demand for top-qual-
ity developments, walkability and an 
increasing pool of renters in Houston.

Since Hines’ multifamily division 
launched in 2011, it’s built $1.5 billion in 
development in the southwest region and 
a national development pipeline of $4 
billion across the U.S. In Houston, Hines 
recently unveiled the Aris Market Square, 
a 32-floor, 274-unit luxury high-rise in 
downtown Houston at 409 Travis St. Earli-
er this year, Hines opened another luxury 
apartment tower called The Southmore, a 
24-story building in the Museum District.

How much demand for luxury 
multifamily is left in downtown 
Houston? If you compare Houston to 
other great cities, Houston is one of the 
largest cities in the country, and when 

you count the number of jobs that exist 
downtown, we have the lowest inventory 
of residence units per square foot of office 
and per job of any city in the country 
that rates as a robust big city — all of the 
dynamics that help generate demand are 
here.

What good comes from being a 
developer in an oversaturated market? 
A lot of what our competitors deliver is 
commodity product. Commodity product 
has to be carefully timed in the market. If 
they mistime it, they can get wiped out. 
So, our competitors “hunker down” and 
try to weather the storm.

Hines is much more strategic in how it 
approaches development. We’re hyper-
picky about locations. We are all about 
long-term strategic investment, so this is 
not a commodity product. Our assets are 
financed with much lower leverage, so 
we’re taking less financial risk. 

How’s the multifamily division going? 
I think Hines has arrived in the space 
in a big way, and has been recognized 

by competitors as a real player in the 
industry. We have access to capital 
resources that a lot of our competitors 
may not have access to. We see 
multifamily as being a big part of the 
company’s future.

What’s your take on Houston’s 
multifamily market? We’re very bullish 
on Houston. We’re focused in both 
urban and suburban areas. We’re more 
concentrated in urban core locations, 
because people have been moving into 
urban core locations. But we’re also 
seeing a trend that suburbs want to 
create more urban-like communities and 
environments.

Where will you develop next? We 
are actively looking at suburban 
opportunities right now, with the 
expectation of having a suburban deal 
very soon. Our next development will 
probably be in northwest Houston. Even 
though there’s more available land in 
the suburbs, it can be more difficult 
to develop in the suburbs. Sometimes, 

neighborhood groups aren’t as 
welcoming to apartment projects. So, we 
tend to migrate toward locations that are 
highly amenitized, like The Woodlands.

How will your platform evolve to address 
the challenges of package deliveries? 
Recently, Amazon bought Whole Foods. 
We’ve already seen packages increase 
tenfold. Some of our competitors, if you 
recall a couple of years ago, said, “We’re 
not dealing with packages, or we’re 
charging for them.” That is a death wish. 
Our approach is that quality means the 
highest level of service. We don’t have all 
the answers, but we do know that you’ve 
got to embrace the reality of people 
ordering online more and more.

What do Millennials mean for the 
future of multifamily development? We 
keep saying Millennial, and we think 
Millennials stay the same. Well, guess 
what? They don’t. Ten years from now, 
they’re still Millennials, but they’re 40. 
A lot of those Millennials will eventually 
say that it’s time to have kids and move 
to the suburbs, but guess what? A lot of 
them will realize that they’ve been living 
in (a luxury multifamily development) 
for five years, and have become used to a 
certain level of quality and adjacency to 
restaurants. They’ll ask themselves, “Why 
do I need to move to the suburbs to have 
my kids? Why can’t I have my child and 
live in a high rise?”

A lot of my competitors are focused on 
the younger, trend-side of the Millennial. 
We’re not. We’re focused on what we 
know the world is moving toward.

This interview has been edited for 
length and clarity.
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