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he LAR Board of Directors 
approved changes to the 
MLS Keybox rules based 
upon recommendations 

from the MLS Issues and Policies 
Committee. The following changes 
will go into effect on Tuesday, 
December 1:  

•	 For new MLS members, 
the keybox deposit will 
be $90 per box. After two 
years, agents may request 
to have the deposit amount 
reduced to $15 per box. It is 
the agent’s responsibility to 
request the change.  

•	 Keybox credit is non-
transferable 

•	 Any MLS member who 

Changes to the keybox policy

T receives three keybox fines 
in a calendar year will be 
subject to the new keybox 
deposit requirements for a 
two-year period from the 
date of the last offense. The 
deposit for a keybox will be 
$90 (instead of $15) during 
that time. At the end of the 
two-year period, agents may 
request to have the deposit 
amount reduced to $15. 

•	 The Keybox Checkout 
Authorization form is 
required if the keybox 
request originates from 
someone other than the 
agent whose name is on the 
keybox, i.e., an unlicensed 
assistant, family member 
or another agent. This gives 

permission for Key Service 
to checkout a box in that 
members name, regardless 
of who initiated the request. 
This does not apply to 
someone picking up a box 
for someone else. This form 
can be found in the MLS 
Documents.

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://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


•	 Donna Sue Clements
•	 Diane Barnett
•	 Jef Conn
•	 Coby Crump
•	 Rusty DeLoach
•	 Bill Evans
•	 Lilian Flores
•	 Kelly Harp
•	 Amie Henry
•	 Max Hector
•	 Rose Hoeve
•	 Michael Hutton
•	 Han Li
•	 Lori Manning
•	 Velma Medina
•	 Cookie Meredith
•	 Deborah Perez-Ruiz
•	 Stacie Polozola

•	 Jeff Prather
•	 David Rayburn
•	 Lia Saa
•	 Ruan Samuels
•	 Winn Sikes
•	 Stacy Smith 
•	 Teresa Smith
•	 Andrea Sturdivant

•	 Kendra Sutherland
•	 Pam Titzell
•	 Kathy Whatley
•	 Cindy Wilkinson
•	 Keeli Wilson
•	 Lynn Zickefoose
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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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Did you know that as a license holder you 
have legal requirements and regulations 
for engaging in the real estate business? 

Perhaps you also belong to a trade 
association connected to the real estate 
business that has a code of conduct and 

you see that as a requirement for engaging 
in the business. There is more to your 

requirements than a trade association’s 
expectations. 

It is every license holder’s responsibility 
to know and operate under the current 

laws applicable to their license. The course 
covers the requirements Texas law places 
upon all license holders regarding ethical 

conduct when facilitating a real estate 
transaction. 

Required courses for all TREC licensees 
not grandfathered from CE.

Classes and Events

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

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
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https://ssoportallax.rapmls.com/SSOLogon.aspx?AppId=fDjnbHu5g5vxAWnpxT8o0oJDggCF9OXDCy4dw7%2fWayqYBe7mQ0ZsxUt6UtABEWn65w9JFsEvI5sTClXWTnw3Tw%3d%3d&isDefault=&SpInitiatedSSO=true&resumePath=http%3a%2f%2fssoportallax.rapmls.com%3a80%2fspinitiatedssohandler.aspx%2fLUBB%2f10%3fwa%3dwsignin1.0%26wctx%3dabc%26wtrealm%3dabc%26bindingParameters%3dresumePath%253Dhttps%25253A%25252F%25252Flubb.rapams.com%25252F%25253FMagicMode%25253D1%252526SessionType%25253DM%252526ServiceName%25253DREGE%252526ClassID%3d2012LU1%2526FramingOption%3dX&LinkId=10&ThirdPartyInit=&EnforceRole=&ReqdAuthContext=1&IsPDALogin=False&IsSingleLogout=False&cdc=&EnforceRoleLink=&BindingParameters=resumePath%3dhttps%253A%252F%252Flubb.rapams.com%252F%253FMagicMode%253D1%2526SessionType%253DM%2526ServiceName%253DREGE%2526ClassID%3d2012LU1%26FramingOption%3dX&UseLinkID=true&MLSOrigin=&EmbeddedFrame=&Username=&BypassIWS=
https://lubbockrealtors.theceshop.com/online-education/texas/real-estate/broker-and-sales-license/continuing-education/courses.html
https://lubbockrealtors.com/consumer-calendar.html?date=2020-12-01
https://lubbockrealtors.com/consumer-calendar.html?date=2020-12-01
https://lubbockrealtors.com/consumer-calendar.html?date=2020-12-01
https://www.lubbockrealtors.com/consumer-calendar.html
https://lubbockrealtors.com/consumer-calendar.html?date=2020-12-01
https://lubbockrealtors.com/consumer-calendar.html?date=2020-12-01
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Save on GE Appliances with your NAR Member Benefits

Exclusive for REALTORS®! 
Receive exceptional savings on GE 
Appliances’ extensive line of high-
quality home appliances to fit your 
budget and style. 

This new REALTOR Benefits® 
Program offer provides savings 
on popular products, including 
Profile™, Cafe™, GE®, Monogram®, 
Haier, and Hotpoint® appliances:

•	 Refrigerators
•	 Freezers
•	 Dishwashers
•	 Icemakers
•	 Ranges/cooktops
•	 Wall ovens
•	 Washers and dryers
•	 Air conditioners, and more 

In-home delivery, installation, and 
haul-away services are also offered, 
where available. 

Plus, once you set up your account, 
you can refer clients, friends, and 
family members to pass along the 
same great NAR member discounts, 
where available.

Bonus Savings! 

Opt-in for the GE Appliances Store 
email communications to be the 
first to know about special sales 
events for REALTORS® during peak 
savings times such as Black Friday 
events, holiday promotions, and 
more.
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t some point in your career, 
you’ll encounter the “I can’t 
afford it” speech from a 
prospective client. You’ve 
laid out a flawless pitch for a 

property that is perfect for your client and 
they are ready to make the deal happen. 
Then the bottom falls out as soon as you 
mention the price. 

The topic of price can turn a lively 
discussion into a one-dimensional 
rejection. They either have the money to 
invest or they don’t, right? In most cases, it’s 
not quite so simple and getting clients past 
the initial “sticker shock” will help you close 
the deal. 

Here are some ways to handle the financial 
lack objection and keep them interested in 
the sale:

What to Do With the “I Can’t Afford It” Objection

A

Focus on what they’ll gain 
from the purchase
As soon as you mention money, the tone 
of the conversation changes. Instead of 
focusing on what this new building will 
mean for a client’s business, they could be 
focusing on what they have to lose if the 
price is higher than they expect. One way 
to do this is to focus on the issues with their 
current property and show them how this 
new property will resolve those problems. 

For example, if parking is an issue at their 
current location, remind them that this 
property comes with ample parking that 
will make it easier for their customers to 
patronize their business. By focusing on 

the positive aspects 
of the property, 
you can help your 
clients realize this 
is about more 
than money, it’s 
about efficiency 
and productivity 
and solving the 
problems your 
clients identified 
during the 
discovery phase. 

Be ready to address 
their current 
problems and show 

Attempt to understand why 
they don’t believe that they 
can afford it
Instead of just accepting the “I can’t afford 
this” answer, dig a little deeper to find 
out what is really going on. Most of the 
time, the client has come to you to find a 
property and they have the funding to do 
so. What is really holding them up? 

Allow your client time to elaborate on the 
reason they feel they can’t afford the price of 
the property. By remaining silent for a few 
seconds, you allow your client to give you 
a better insight into their decision-making 
process. People will often reveal valuable 
information during that awkward lull in 

Put more emphasis on the 
relationship than the sale

the conversation. Sales is about listening to 
what people want and providing it.

Real estate transactions require trust 
between the client and the agent. If you ha-
ven’t built up a good rapport with a client, 
the issue of price could be an instant deal 
breaker. Even if you prospect seems like 
a lost cause, try to be a resource to them. 
They may not work with you now, but they 
might become a client in the future or refer 
someone else to you. 

Despite your best efforts, some clients just 
won’t be able to get past the sticker shock to 
complete the deal. You want to remain help-
ful, so your clients see you as a resource. 
It reminds them of the value you can offer 
them when they are ready to complete the 
deal.

them how this investment will benefit them 
in the long run and what they’ll gain from 
working with you. 
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https://www.westtexascie.com/


recent survey of 1,000 adults across Texas shows favorable results from this year’s Texas REALTORS® 
advertising campaign. The ads, which build on messaging from NAR’s “That’s Who We R” campaign, 
have been running on line on radio, and on billboards. A few highlights from the survey:

•	93% agreed they would benefit from a REALTOR®’s market knowledge, up 17 percentage points from a similar 
survey two years ago. 

•	90% agreed that a REALTOR® can take care of the details of a transaction, up 16 percentage points. 

•	83% believe that a REALTOR® can help negotiate the details of a transaction, up 13 percentage points. 

•	78% agree that Texas REALTORS® work together to fight for property rights (a new question this year). 

•	38% recalled seeing or hearing an ad from Texas REALTORS® (unaided recall). Two-thirds remembered seeing 
an ad when shown an example. 

•	85% of those viewing the ad said it gave them a positive impression of Texas REALTORS®.

How effective is the Association’s Ad Campaign? 

A

November 17-22 Membership News

REALTOR® Membership 
Applications

(Subject to successfully completing 
Association Orientation) 
 
Leslie Shows, Exit Realty of Lubbock
Micheal Box, Keller Williams Realty
Chris Abers, Wright Realty and Design
Jarrod Carter, Better Homes and Gardens 
Blu Realty
Brandon Suniga, Keller Williams Realty

Cancellations
Douglas Freitag, All Real Estate, LLC
Elizabeth Belmares, eXp Realty, LLC

Miscellaneous Changes

Transfers
Suzanne Ward, Coldwell Banker Trusted 
Advisors, to Amy Tapp Realty

Bob Brunson, Brunson Real Estate, 
reinstated
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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.

https://www.c2ex.realtor/
mailto:cadefowler%40lubbockrealtors.com?subject=
mailto:members%40lubbockrealtors.com?subject=
mailto:mls%40lubbockrealtors.com?subject=
mailto:media%40lubbockrealtors.com?subject=
mailto:keys%40lubbockrealtors.com?subject=
mailto:keys%40lubbockrealtors.com?subject=

