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re you part of the private 
Lubbock Association of 
REALTORS® group on 
Facebook? If you aren’t, you are 

missing out on lots of valuable information 
specifically for LAR members. 

The private group is for LAR REALTOR® 
and Affiliate members only.  Once you’re 
part of the group, you’ll be able to see 
information we can’t share on the LAR 
public page such as specifics on TREPAC 
events. 

This is your group and it’s designed for 
you to privately interact with other LAR 
members. Need a recommendation about a 

Be in the know at LAR

A service? Ask a question in the private group 
and get responses from other members. 
Keep in mind it is not a place to post 
listings or promote your business or service. 
A full list of group rules can be found on 
the page. 

One of our goals is to make communication 
between LAR and our members easier and 
more convenient. We’re working on some 
new things that will hopefully make that 
happen very soon, but more information on 
that later. 

Search for “Lubbock Association of 
REALTORS Members” on Facebook and 
request to become a member. 

https://www.youtube.com/channel/UCtcMnioMHq48LL_rEy8bVTA?view_as=subscriber
https://www.instagram.com/lubbockrealtors
https://twitter.com/RealtorsLubbock
https://www.linkedin.com/company/lubbock-association-of-realtors
https://www.facebook.com/lubbockrealtors
http://nar.realtor
http://www.lubbockrealtors.com


Click 
HERE 

to make your 
investment 

today!
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https://lubb.rapams.com/scripts/mgrqispi.dll?APPNAME=IMS&PRGNAME=IMSMemberLogin&ARGUMENTS=-ALAR&SessionType=M&ServiceName=CONT&BillingGroup=LAR


•	 Clements, Donna Sue
•	 Crump, Coby
•	 Flores, Lilian
•	 Harp, Kelly
•	 Hoeve, Rose
•	 Hutton, Michael
•	 Perez-Ruiz, Debora
•	 Polozola, Stacie
•	 Saa, Lia
•	 Sikes, Winn
•	 Smith, Teresa
•	 Sturdivant, Andrea
•	 Sutherland, Kendra
•	 Whatley, Kathy
•	 Wilson, Keeli
•	 Zickefoost, Lynn
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his year, we’re taking our annual Turkeys for TREPAC virtual and collecting monetary donations to benefit the South Plains 
Food Bank’s U Can Share Food Drive. Instead of purchasing turkeys this year, we will be donating all the money to the food 
bank. Did you know that every dollar donated to the food bank provides three meals? 

The South Plains Food Bank has seen a 70 percent increase in the number of people who have needed help this year and          
40 percent of those haven’t used the food bank service before.

Not only does your donation help buy food for those in need this holiday season, it’s also a way for you to invest in TREPAC, which is one 
way you can invest in your business. 

T
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Instruction will be geared to help new agents just entering the 
real estate industry to not only be able to complete the contract, 

but understand what it says and be able to explain it to their 
clients. This is also a good class to keep experienced agents up 
to date to changes as well as reinforcing their skills in contract 

preparation.

This class fulfills the contract class requirement for new LAR 
members and the TREC requirement.

This course will NOT be offered via Zoom.  You must arrive 
prior to the class start time and stay in class while it is in session.  
Those who fail to arrive on time or fail to attend will forfeit the 

class fee and will not receive CE credit. 

Classes and Events

December 9
1:30 p.m. to 4:30 p.m.

Click HERE to register

You Mean Real Estate Contracts 
Must be Written?!

November 17 -18
1 p.m. to 5 p.m.
Click HERE to register

Agent Investor: Building 
Wealth with What you Know

Friday, November 20
9 a.m. to 11 a.m.
Click HERE to register

The ABCs of Flipping

Friday, November 20
9 a.m. to 11 a.m.
Click HERE to register

Doing Business as Usual 
Won’t Keep you Relevant

Tuesday, November 24
8:30 a.m. to Noon
Click HERE to register

Commercial Leasing 
Made Easy

Wednesday, December 2
8:30 a.m. to 1 p.m.
Click HERE to register

New Member Orientation

Thursday, December 3
9 a.m. to 4 p.m.
Click HERE to register

TREC Broker Responsibility

Tuesday, December 1
9 a.m. to 1 p.m.
Click HERE to register

Run It Like a Boss: 
Business Planning Wednesday, December 9

1:30 p.m. to 4:30 p.m.
Click HERE to register

You Mean Real Estate Con-
tracts Must be Written?!

Thursday, December 10
Part 1 — 8:30 a.m. to 12:30 p.m.
Part 2 — 1 p.m. to 5 p.m.
Click HERE to register

TREC Legal Update, 
Part 1 and 2

Wednesday, November 18
11:45 a.m. to 1 p.m.
Contact Cade Fowler to register

Commercial Lunch & Learn
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e recently added a new module to the MLS 
homepage. It is called Single Sign-On 2. Since 
there is a “2” that means there is a “1”. 

The difference between the two modules is that the Single Sign-
On module does not require you to login in order to use the 
program – it is a true Single Sign-On (SSO) meaning these sites/
benefits are available to ALL MLS members. The Single Sign-
On 2 module takes you to the website, but does not log you in. 
If you have a login to the site you will need to enter it to use the 
program.
 
Common Errors and How to Fix Them:

Changing the On Market Date – it won’t let me: If your 
Coming Soon listing is ready to go Active before you originally 
thought it would be, go to Revise Listing, Status Information, 
then change the On Market Date. There isn’t a need to change 
the status, just change the On Market Date and Save it. 

Street Name Validation Failed – use the look up icon 
(piece of paper with a pencil) to type in the street name (only), 
then click the Contains button, then click Search. Select the 
correct street name and it will pop it in the Street Name field for 
you.  

IMPORTANT: The entire address is NOT the street name! 
Example: If the address is 1234 Main St. Lubbock, TX, Main 
is the street name. Not Main St., just Main. Not 1234 Main 
St., JUST Main. If the street name is a County Road, Farm 

W
Tonya’s MLS Tips and Tricks
New information and troubleshooting tidbits to make your life on the MLS easier!

6  //

Road, Private Road, or any type of Highway, ONLY type in 
the number, and be sure to click Contains. For example: If 
the address is 5321 FM 41, only type in the number 41, click 
Contains then select Farm Road 41. Double check the street 
name on all listings that auto-populate from the Tax Data – 
sometimes street names at LCAD don’t correspond with the 
street names in Rapattoni. 

Changing Status on your phone/tablet – right now this is 
not possible. We are working with Rapattoni to get this fixed but 
we do not have an estimated time table. Instead, use a desktop or 
laptop computer. 

Editing Sold Listings – if a sold listing needs to be edited, 
the easiest way is to email Tonya (mls@lubbockrealtors.com) 
with the MLS# and the information that needs changed. 

It’s just not working – Try emptying your History and 
Cookies. If you don’t know how to do this, google “How do I 
empty history and cookies using” then type the name of your 
browser (Chrome, Firefox, or Safari). If you have done that and 
it still isn’t working, call Tonya.
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ental vacancies are the worst 
kind of setback when it comes 
to an income property business. 
Vacancies mean that you’re on 
your own to pay the mortgage, 

utilities and other expenses until you can 
find a new tenant. When your rental is 
vacant, your number one priority should be 
to fill it -- and fast. That’s easier said than 
done, but this guide can help.

1. Use all available Internet resources.
Today, the Internet makes it easier than ever 
for you to market your property to a broad 
audience. You can reach people across the 
country with both your on line listings and 
social media posts.

Posting your income property across a host 
of websites and marketing the listings on 
social media are exceptional ways to attract 
buyers from all over the world.

2. Enlist a property manager(s).
Marketing takes a significant amount of 
time and money, and if you don’t know 
what you’re doing, all of that capital will be 
wasted. If you don’t feel like you’re up for 
the challenge, or your current marketing 
campaign isn’t taking off, it might be time 
to hire property managers to handle the job. 
A good property management company 
will work alongside you to attract the kind 
of tenants and publicity you’re looking for.

The initial cost of a property manager may 
seem high, but when you consider the 
amount of money you would have spent 
unwisely without this individual’s help, a 
property manager becomes a much more 
affordable and smart option. Furthermore, 

A Marketing Guide for Filling Vacant Income Properties

R

Written by Anna Johansson, published by The 
Entrepreneur 

you can choose to use this person’s services 
for your own property management 
company, which will make your life that 
much easier.

3. Write killer on line listings.

If you’re going to be posting on line, you 
should know how to create appealing real 
estate copy. The photos, perks, and specific 
descriptions outlined in the listing are what 
sell the property. This doesn’t require you 
to be a professional writer, but you should 
have some of the basics in mind.

This blog post by Mathew Bushery of 
Placester, offers the following tips for 
writing your real estate copy:

•	 There’s no such thing as being too 
specific.

•	 Use storytelling techniques to 
engage visitors.

•	 Keep your local real estate market 
in mind.

•	 Poll past buyers to see what copy 
resonated. 

•	 Double check for grammar and 
spelling.

•	 Make your copy stand out from 
the pack.

By being more specific and delivering a 
clean-cut home description targeted toward 
a specific audience, your on line listings 
will gain significantly better mileage and 
you’ll attract the kinds of tenants you want 
renting your property.

4. Network.
One of the most important tools for 

marketing a property is networking with 
those in your community, particularly if 
you’re marketing to the affluent. This will 
involve sending emails to personal contacts, 
asking them to get the word out; mailing 
postcards to people in the property’s 
vicinity; attracting attention on social 
media; and posting fliers and signage near 
your target audience. But networking for a 
real estate entrepreneur is about more than 
relying on social media and advertising. It’s 
also about connecting in person.

According to Michael Carucci, Boston real 
estate tycoon, networking means “you must 
always be listening and taking mental notes 
about what people care about and then step 
into their shoes to figure out what would 
make them feel special and cared for.” It all 
boils down to excellent customer service. 
Really listening and being personal are what 
people love to see, and what draws them to 
you as an entrepreneur.

Filling vacancies takes some work, but 
it’s easily accomplished with the right 
strategies. Overall, with a little persistence 
and all the right tools, your income 
property won’t remain vacant for long.
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Jaclyn Jolley Valentine, Designated 
REALTOR, Heart of the Plains Real Estate
Dorian McGlothlin, Designated REALTOR, 
Dorian McGlothlin Appraisals

November 10-16 Membership News

Designated REALTOR® 
Membership Applications

REALTOR® Membership 
Applications

(Subject to successfully completing 
Association Orientation) 
 
Ellie Daneshfar, Keller Williams Realty
Carolina Oliphant, Progressive Properties
Grant Thomason, Keller Williams Realty
Kaitlyn Eschenbrenner, (non-MLS)	The 
WestMark Companies
Maria Morales Garcia, Amy Tapp Realty
Ethan Earhart, NextHome CORE Realty
Ashton Colquett, All Real Estate, LLC
Alicia Terry, Keller Williams Realty
Jordan Buck, Tech Terrace Real Estate

Cancellations
Michaela Flynn, Keller Williams Realty, to 
Chaney Realty
Rocky Boggan, Keller Williams Realty, to 
Exit Realty of Lubbock

Miscellaneous Changes

Transfers
Michaela Flynn, Keller Williams Realty, to 
Chaney Realty
Rocky Boggan, Keller Williams Realty, to 
Exit Realty of Lubbock

Michaela Flynn, Keller Williams Realty, to 
Chaney Realty
Rocky Boggan, Keller Williams Realty, to 
Exit Realty of Lubbock

LAR Newsletter  //  9



 

Lubbock Association 
of REALTORS® Staff

cadefowler@lubbockrealtors.com

Cade Fowler
Association Executive

members@lubbockrealtors.com

Holly McBroom
Administrative Assistant

mls@lubbockrealtors.com

Tonya Marley
MLS Administrator

media@lubbockrealtors.com

Brenda Fisher
Communications Director

keys@lubbockrealtors.com

Tino Vela 
Key Services Administrator

Lubbock Association of 
REALTORS®
5105 Knoxville Ave.
Lubbock, TX  79413
P: 806-795-9533
F: 806-791-6429
www.lubbockrealtors.com

keys@lubbockrealtors.com

Celeste Haley
Key Services Administrator

TREPAC DISCLAIMER: Contributions are not deductible for federal income tax purposes. Contributions to the Texas Associ-
ation of REALTORS® Political Action Committee (TREPAC) and the Texas Association of REALTORS® Federal Political Action 
Committee (TAR FedPAC)—which makes contributions to the REALTORS® Political Action Committee (RPAC)—are voluntary 
and may be used for political purposes. The amount indicated is merely a guideline, and you may contribute more or less than the 
suggested amount. You may refuse to contribute without reprisal, and the National Association of REALTORS®, the Texas Associ-
ation of REALTORS® (TAR), and its local associations will not favor or disadvantage anyone because of the amount contributed. 
Until the RPAC annual goal is met, 70% of an individual’s contribution goes to TREPAC and may be used to support state and 
local candidates; the remaining 30% is sent to TAR FedPAC to support federal candidates and is charged against your limits 
under 52 U.S.C. 30116. (Exception: 100% of an individual’s contribution goes to TREPAC if the individual is an employee of an 
affiliate member of TAR.) After the RPAC annual goal is met, 100% of an individual’s contribution goes to TREPAC and may be 
used to support state and local candidates. You may contact the TAR political committee administrator at 800-873-9155 to obtain 
information about your contributions.
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