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It’s definitely March, but it doesn’t have to be pure “Madness” in your business! 

March has officially arrived, which means brackets are busted, buzzers are beaten, and productivity across the country takes a 
beating.  My “extensive” Google research suggests that our National GDP takes a twenty billion dollar hit during the tournament 
thanks to office pools, mid-day tipoffs, and busted bracket beverages.  It’s funny how everyone has to rush back to the office to 
write-up a contract moments before the first-round tip off… Coincidence? 

The good news?  While the national numbers may slide, your personal production doesn’t have to.

For REALTORS®, March also marks the unofficial tipoff to the busiest time of the year.  Listings pick up, buyers get serious, and 
calendars start filling up faster than the Sweet Sixteen bracket!  The key to winning this season isn’t working more hours, it’s work-
ing smarter hours.

A few clutch suggestions for remaining calm-in-the-chaos:
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•	 Control what you can.  You can’t stop the Madness, but you can schedule your time to make sure your critical tasks are 
complete.  Block off enough time to complete critical tasks.

•	 Prep now to protect later.  Get your systems, templates, and follow up reminders dialed-in before spring really hits.
•	 Breathe!  Seriously.  A calm agent is a confident agent, and confidence converts.  It’s like the famous philosopher 

Dwayne Michael Carter, Jr. once wrote “Confidence is a stain they can’t wipe off ”.
Now for an unpopular opinion… Saying “no” isn’t rude, it’s strategic.  Not every meeting needs to be attended.  Not every request 
needs an immediate response.  Prioritizing your time, guarding your schedule, and focusing on high-impact activities (Like the 
TREPAC March Madness event) is not selfish, it’s necessary if you want consistent results.

So enjoy the brackets, cheer for the Cinderella stories, and WRECK ‘EM Tech!  Just remember, championships aren’t won by 
distraction.  They’re won by preparation, focus, and knowing when to pass on the extra noise.

All the best,

Colby
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https://www.texasrealestate.com/account/login/?return=https://ww2.texasrealestate.com/modules/sso/trepac/index.cfm
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https://lubbockrealtors.com/eventdetails/2603MM/
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The Flexmls App for Homebuyers enables on-the-go communication between client and agent plus 
access to the most accurate, real-time data. And when clients use the Flexmls for Homebuyers app, their 
agent gains insight that fosters more timely and targeted collaboration.

Clients Gain a Powerful, Mobile Home Search Companion:
• The freshest, most timely listing data directly 

from the MLS.

• Consistent interface that mimics the desktop 
experience.

• Create a search based on current location or 
filter fields.

• Hide listings or save and rank favorites and 
see most recent matches. Easily access saved 
searches created by an agent.

• Clients can subscribe to email alerts for their 
search criteria and get push notifications on 
listings that match.

• View listings with big, vibrant, pixel-perfect 
photos, floor plans, videos and 3D tours.

Agents Gain a Powerful Relationship-Building, 
Marketing, and Business Tool: 
• Client login available by agent invitation.

• App experience is branded to the agent.

• View client favorites to deliver a more 
targeted service.

• Recommend listings and set up searches for 
clients.

• Direct messaging with clients on all platforms.

The Flexmls® App for Homebuyers
Connecting Homebuyers to their Agent and the Market

Available to your clients 
on Android and iOS.

 sales@fbsdata.com  |  701.235.7300  |  www.flexmls.com  |  
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https://lubbockrealtors.com/scholarships/


Summer Aubrey, Tapp Realty Group, eXp 
Realty LLC
Cami Stroud, Taylor Reid Realty
Kim Gentry, Exit Realty of Lubbock
Forrest Price, Forrest Keller Williams 
Realty
Kristine Coronado, Keller Williams Realty
Coble Bowes, Keller Williams Realty
Stacy Carter, Better Homes and Gardens 
Blu Realty
Tanner Brown, Reside Real Estate Co.

Aaron Morris, Scarlet Matador Realty, 
change to non-MLS member
Wayne Backus, Location Rentals, reinstat-
ed
Emily Manning reinstated with eXp Realty 
LLC
Brandon Napper reinstated with Aycock 
Realty Group, LLC

Jennifer Randall, PROP Realty, to Aycock 
Realty Group, LLC
Jacob Goodner, West Sage, REALTORS, 
to Thrive Real Estate
Michaela Jackson, Location Rentals, to 
Thrive Real Estate
Courtney Mills, Epique Realty, to eXp 
Realty LLC
Trae Smiley, Westar Residential Realty, 
LLC, to eXp Realty LLC

Gabby Moralez, The WestMark Compa-
nies, to Better Homes and Gardens Blu 
Realty
Mariah Ramirez, Keller Williams Realty, to 
Better Homes and Gardens Blu Realty
Sheree Early, Coldwell Banker Trusted 
Advisors, to Western Heritage Realty & 
Investments, LLC
Cherie Schnieders, Keller Williams Realty, 
to Clear Rock Realty
Brooke Linnenkugel, Southern Magnolia 
Real Estate, to Clear Rock Realty
Kami Barron, Steadfast Realty, to Tapp 
Realty Group, eXp Realty

Karen Gomez, Lyons Realty
Deanna Racca, Lyons Realty
Madeleine Faivre, eXp Realty LLC
Emily Manning, eXp Realty LLC
Rendi Webb, klm Real Estate
Marsha Flud, American Homestead Real 
Estate
Nikki Kreger, ALL Real Estate, LLC
Danny Byers, Danny Byers Appraisals
Autumn Hunt, Coldwell Banker Trusted 
Advisors
Amanda Cox, Southern Magnolia Real 
Estate
Patrick Murfee, Murfee & Sons, Inc.
Braelee Salas, BK Real Estate
Shanda Jordan, Reside Real Estate Co.

Dean Zalawi, eXp Realty LLC
Hunter Smith, Minnix Property Manage-
ment
Daniel Martinez, Minnix Property Manage-
ment
HomeTrust Mortgage
Happy State Bank
All-Star Home & Pest Inspection
Grimes Insurance
Cardinal Financial, CO
Fairway Independent Mortgage Garland
West Texas Home Builders Association
Highlands Residential Mortgage
Creative 1st Mortgage
Lend Lubbock
D.R. Horton

Joel Cooke, The Sale Team REALTORS, to 
Keller Williams Realty Midland
Kelsi Swain, Real Broker, LLC, cancelled
Blair Hess, Rocket Homes Real Estate, 
LLC, cancelled
Steve Roseberry, Keller Williams Realty 
Allen
D’dee Fowler, Keller Williams Realty Allen
Rogers Healy, Rogers Healy and Associ-
ates, cancelled
Chet Polniazek, 1st Texas Realty Services
Kayce Chambers, Epique Realty LLC, 
cancelled

Page 9  lar newsletter

Jarrett Thornton, Jarrett Thornton
Sara Hays, The Nicholson Agency Real 
Estate

Kathy Pettit, Real Producers Magazine
Jordan Parker, Safe Side Property Inspec-
tions
Lacey Lopez, First Texas National Bank
Nathan Whitt, Fat Matt Roofing
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Tuesday, May 12
1 p.m. to 4 p.m.
Click HERE to register

The Forms You Need to 
Know

Wednesday, May 13
8:30 a.m. to 12:30 p.m.
Click HERE to register

TREC Legal Update 1

Wednesday, May 13
1 p.m. to 5 p.m.
Click HERE to register

TREC Legal Update 2

Thursday, March 12
11:30 a.m. to 1 p.m.
Click HERE to register

March Membership 
Luncheon

Tuesday, April 7
8:30 a.m. to 1 p.m.

New Member Orientation

Thursday, March 26
11:30 a.m. to 1 p.m.
Click HERE to register

Commercial Luncheon

Monday, March 16
6 p.m. to 8 p.m.
Goodline Brew Pub
Click HERE to register

TREPAC March Madness

Thursday, June 11
11:45 a.m. to 1 p.m.
Overton Hotel
Click HERE to register

Texas REALTORS® 360

Friday, April 10
11 a.m. to 1 p.m.
More details to follow!

First 100 Days Centennial 
Celebration

Thursday, April 16
11:30 a.m. to 1 p.m.
Click HERE to register

April Membership 
Luncheon

Thursday, May 14
11:30 a.m. to 1 p.m.
Click HERE to register

May Membership 
Luncheon

https://lubbockrealtors.com/classes-and-events/
https://lubbockrealtors.com/classes-and-events/
https://lubbockrealtors.com/classes-and-events/
https://lubbockrealtors.theceshop.com/online-education/texas/real-estate/broker-and-sales-license/continuing-education/courses.html
https://lubbockrealtors.theceshop.com/online-education/texas/real-estate/broker-and-sales-license/continuing-education/courses.html
https://lubbockrealtors.com/classes-and-events/
https://lubbockrealtors.com/classes-and-events/
https://lubbockrealtors.com/classes-and-events/
https://lubbockrealtors.com/eventdetails/2606LNCH/
https://lubbockrealtors.com/classes-and-events/
https://lubbockrealtors.com/classes-and-events/
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https://lubbockrealtors.com/eventdetails/2603LNCH/
https://lubbockrealtors.com/eventdetails/2606LNCH/
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By Dana Brown, Thrive Real Estate and 2026 Property Man-
agers Committee Chair

The TREC One to Four Family Residential Contract is the 
gold standard for transferring ownership. However, for 
investor clients, “closing” is only Chapter One. There is a 
significant gap between a property being ready to sell and 
being ready to lease.

Why TREC Sales Contracts Alone 
Aren’t Enough for Your Investor 
Clients

Contracts Close Sales, 
Not Leases

“Closing-Ready” vs. 
“Rent-Ready”

TREC contracts are transaction-focused. Once a deal funds, 
most seller obligations—including repair amendments and 
representations—effectively expire. They do not create ongo-
ing warranties or operational standards for a rental.

A home that is “acceptable for closing” may still fail to meet 
the rigorous Texas Property Code standards for habitability. 
Just remember:
•	 Disclosures are not guarantees: They are snapshots of the 

past, not promises of future performance.

•	 The Shift in Risk: At funding, the responsibility for statu-
tory compliance (re-keying, smoke detectors, etc.) shifts 
fully to the new owner and the managing broker.

The Power of Early 
Collaboration

The strongest investor transactions happen when the Sales 
Agent and Property Manager work together during the op-
tion period.

Looping in a PM early helps align expectations, assess true 
“rental readiness,” and protects the client’s long-term ROI. 
The contract transfers the deed; collaboration protects the 
asset.
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