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CHECK OUT
LUBBOCK'S PREMIER
BUSINESS AND SOCIAL
CLUB

THE TEXAS TECH CLUB

LOCATED INSIDE THE JONES AT&T STADIUM, ENJOY
STUNNING VIEWS OF THE FIELD WHILE HOSTING
CLIENTS IN YOUR OFFICE AWAY FROM THE OFFICE

For Membership Information, Contact
806.762.4516
Megan.Sunderman@clubcorp.com

For Information on Hosting an Event, Contact
806,742 4496
Lauren.Aston@clubcorp.com

/
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ENSURE THE
FOUNDATION IS SOLID!

WestTech

The team you can trust to assist with residential
remodel and new construction projects.

20 years of industry experience

Dedicated to bringing the latest advanced
technology in diagnosis and repairs to West Texans
to protect their most valuable asset.

Call 806-470-0535 now

for Reliable Foundation Service

PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted neighborhood

vendor to use. Take a minute to familiarize yourself with the businesses sponsoring Lubbock REAL

Producers. These local businesses are proud to partner with you and make this magazine possible.

Please support these businesses and thank them for supporting Lubbock REAL Producers!

BANKING - MORTGAGE
Capital Farm Credit
Jason Gandy

5715 50th Street
Lubbock, TX 79414
(806) 745-3277
capitalfarmcredit.com

BANKING SERVICES
American Bank of Commerce
(806) 775-5075
theabcbank.com

CLUB & RESTAURANT
The Texas Tech Club
Megan Sunderman
550 University Avenue
Lubbock, TX 79407
(806) 742-4516
clubcorp.com

FOUNDATION REPAIR
WestTech Foundation Repair
Thomas Sexton

8221 Avenue D #2

Lubbock, TX 79404

(806) 500-3367
westtechfoundation.com

HOME INSPECTION

Integrity Home Inspectors

Jesse Reynolds

(806) 632-9341
integrityhomeinspectionservice.com

Joe Bellar Real Estate Inspection
Services

Joe Bellar

(806) 928-4233
www.joebellar.com

INSURANCE

Daniel Enabnit, Farmers Insurance
Daniel Enabnit

(806) 783-8940
agents.farmers.com/tx/lubbock/
danielenabnit

Jett Insurance Group
Missy Lawrence
(806) 701-4046

INSURANCE AUTOHOME-BUSINESS
Amy Riggan, Agent

Amy Riggan

(806) 787-4177

texasfarmbureau.org

LAND DEVELOPMENT
Wooded Forest LLC
(806) 241-7055

MORTGAGE LENDER
Willow Bend Mortage- Jana
Longbotham

Jana Longbotham

(806) 438-9646
www.janwbm.com

PROFESSIONAL ORGANIZER, HOME
& OFFICE

Contract 2 Close

Betsey Timmons

12203 Quaker #10

Lubbock, TX 79424

(806) 543-6516

PUBLIC ADJUSTING SERVICES
Alpha Public Adjusters

Tim Adams

3132 Slaton Road

Lubbock, TX 79381

(806) 544-4592

alphaclaim.com

ROOFING - RES. & COMM.
ABF Roofing & Foam

(806) 543-7678
abfcommercial.com

STAGING

Shugg’s Staging
Kim Wylie

(806) 786-1296
shuggsstaging.com

TERMITE & PEST CONTROL
SW.AT. Pest Control
Heather Vaughan

(806) 441-7989

TITLE AGENCY
Lubbock Abstract
Steve Shanklin

4505 82nd Street
Lubbock, TX 79424
(806) 798-9800
Lubbockabstract.com

TITLE COMPANY
Service Title

Audra Boedeker

4101 84th Street, Suite B
Lubbock, TX 79423
(806) 794-9966
servicetitleco.com

Stewart Title
(806) 793-1380
stewart.com/lubbock

Western Title

4202 84th Street
Lubbock, TX 79424
(806) 795-9143
westerntitlelubbock.com

www.realproducersmag.com - 5
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& Title Company

FARMERS Progressive Professionalism

INSURANCE .. for over 75 years.

Coverage for Your Most Precious Asset / l"\t

With a Name You Can Trust

Daniel Enabnit Agency

| Daniel is born and raised
here and is trustworthy and
customer service oriented.

Q 1216 Texas Avenue 9 4505 82nd St. #1
Lubbock, TX 79401 Lubbock, TX 79424

806-783-8940 \. 806.763.0431 «. 806.798.9800

8605 Milwaukee Ave

¢ denabnit@farmersagent.com www.LubbockAbstract.com
v
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our team of experts guide you through the process
of making your dream a reality. Whether you're a g n e r- a ‘ e

buying a farm or ranch, refinancing a current

CAPITAL
FARM CREDIT

”\

It's not “land,”
it's potentlal

Fixed and variable interest rates available

You finally found it, that perfect piece of land. Let

mortgage, expanding your operation or making

improvements, we offer a wide range of products

June never forgets what an emotional and

and competitive rates. And as a cooperative, we Together we're better

have returned more than $750 million to our Partnership that really pays. finanCia| investment it iS for the family
borrowers over the last decade.

LUBBOCK 806.745.3277 capitalfarmcredit.com

5715 50th Street NMLS493828
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June Wagner-Wachtel has been a
realtor in Lubbock for twelve years,
when Alice Barasch, a legend at the
Century 21 office, invited her to join
the John Walton family. She was a
great mentor. When their office went
to tour homes, Alice would sit in the
co-pilot seat while June drove. Alice
knew June where every cul de sac and
through street was. Alice had a GPS
in her head and knew every neighbor-
hood. It wasn’t long and June had a
GPS in her head too.

June’s interest in real estate began
long before that. It is her family busi-
ness, so to speak, and she grew up
listening to her grandfather and her
mother speak about their various real
estate undertakings, both commercial
and residential. Her grandfather’s
last project was an old 1905 mansion
on the Danish sound of Oresund,

just north of Copenhagen, where he
had visited a childhood friend. The
home was in terrible disrepair, but he
lovingly restored it to its former gran-
deur, and it was the place my brother
and I spent many summers when we

were growing up.

Before becoming a realtor, June was
the editor at the National Business
Education Association in the Wash-
ington, D.C. area. She states, “I also
wrote a newsletter that dealt with
timely topics in business, such as
technology, entrepreneurship, and

so forth. This is where I honed my
communication skills, something that

is crucial in real estate.”

8 - March 2019

Real estate is a field that technology
seems to be transforming on a day

to day basis. June loves being able to
give a client in another city or state a
“tour” of a home in Lubbock via Face-
Time. It is not a substitute for visiting
a home in person, but June put it to
work and it helped a husband and
wife narrow down their choices. The
husband was here in Lubbock, and the
wife was in Dallas. They were able to

“tour” the homes together.

Lubbock is a university town, and
Texas Tech attracts faculty and stu-
dents from all over the world. June
enjoys meeting people from all back-
grounds and cultures. Being sensitive
to their needs and customs is key.

“I helped a family from Nepal find a
home, and when the day came to close
on the home, their parents flew all the
way from Nepal to be at the closing.
They wore their native dress, and it

was a lovely, festive occasion,” June

remembers with fondness.

Juneisa
~ constant
professional and
always keeps in
mind that buying
a home is one
of the largest
undertakings in
a person’s life.




June is a constant professional and always keeps

in mind that buying a home is one of the largest un-
dertakings in a person’s life. It ranks right up there
with getting married, having children, and choosing
a career. She never forgets what an emotional and
financial investment it is for the family. Often it is
the culmination of years of dreaming and saving.
She seeks to make the whole process as easy and
painless as possible, as the path to home ownership
has become more complicated with the new lending
regulations and the sheer amount of paperwork
involved from start to finish. Often her job involves
helping people coordinate their documents for
lenders and helping them navigate and understand

the inspection process on the home.

Years later, it is often time for the family to get a
larger home or pursue a career opportunity in an-
other state or country. There are often bittersweet
emotions connected to a sale, and it is important to
respect that. June considers it an honor and priv-
ilege to participate in one of life’s key milestones

and enjoys working with families multiple times.

June has been a Top Producer in the Century 21
office every year since starting in 2006 and have
also ranked high in the North Texas region for total

volume of sales.
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When June am not practicing real estate, which

is most of the time, I enjoy reading and serving on
various boards, among them the Lubbock Sympho-
ny, the Faculty Women’s Club of the Texas Tech
Health Sciences Center, the Lubbock County Med-
ical Society Alliance, and Congregation Shaareth
Israel. June and her husband enjoy traveling, going
to the symphony, visiting with neighbors, and tak-
ing quiet walks in our neighborhood. She goes on to
say, “When we come home from our travels, we are
always so happy to be home. Lubbock truly has the

friendliest people in the world.”

2017 - Masters Emerald

2016 - Masters Diamond

2015 - Masters Emerald

2015 - Quality Service Pinnacle Producer
2014 - Masters Diamond

2014 - Quality Service Pinnacle Producer
June Wagner-Wachtel
@JWagnerC21LBK

Century 21 John Walton Realtors ®

Work: (806) 793-8111 ext 272

Cell: (806) 252-7193

To nominate a Top Producer please contact Kathy Pettit,
(806)368-1526 or Kathy.pettit@realproducersmag.com.

WHEN YOU SPOT ’EM ... WE SWAT "EM!

£ Termite Inspections & Treatments

£J FREE Estimates

£) Home and Business

£) General Pest Control

£ Rodents, Roaches, Spiders, Etc.

TODD VAUGIIN
SwatPestControlLbk@gmail.com
Business: (806) 441-7989
Cell: (806) 441-0302

Todd and Heather Vaughn have been proudly serving West Texas Realtors for over 10 years

—_——
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“#  WHAT SETS AMY APART
IN THE INSURANCE WORLD?

LEADER - Division leader 5 times in only 2 years

EMPATHETIC - PICU RN Covenant School of Nursing Salutatorian. Left
successful nursing career to pursue insurance

MULTILINES - Amy helps protect all assets. Home, auto, life, renter,

commercial and umbrella

Amy Riggan is Working for
You and Your Clients!

INTEGRITY HOME
INSPECTION SERVICES
Doing the right things
for the right reasons

Services

e Home Inspections
e Termite Inspections
e Septic Inspections
e Water Sampling

TREC #21526 TPCL #0758361 TDA #0748926

Jesse Reynolds, Owner (806)632-9341 integrityhomeinspectionservice@gmail.com




reality of real estate today

REALTOR® DA

AT THE
TEXAS CAPITOL

Originally referred to as The Hill Visit, it was changed
in 2017 to Realtor® Day at the Texas Capitol. My first
opportunity to attend this event was in 2011.

I joked that it was my consolation prize for not
being accepted into that year’s Texas Realtor®
Leadership Program (TRLP), but I came to realize
it was anything but a consolation prize. Attending
was a pivotal point for me and a catalyst for me
becoming President today. It made me realize that
being a Realtor® is more than buying, selling, or

managing property.

At this event, which is held during legislative years,
Texas Realtors® gather and meet with their represen-
tatives about issues that affect private property rights
and the real estate profession. Common topics that
are on the agenda are: eminent domain, transporta-

tion, rental regulations and of course, property taxes.
In 2017, over 2,500 Texas Realtors® met with all 181

legislators and their staff, to help educate them on

the effects of proposed legislation. Texas Realtors®

12 - March 2019

Vanessa Dirks, Lubbock Association of REALTORS 2019

staff, including Regional Field Representatives like
our own Michael Reeves, will read and monitor
every bill that is proposed. They look for any part
that will affect private property rights and the real
estate profession. Those pieces are analyzed and
talking points are created on how that bill positive-

ly or negatively affects our industry.

March 26, 2019, is the next Realtor® Day at the
Texas Capitol. I highly encourage you to attend this
one-day, fast-paced event. You’ll realize that Texas
Realtors®, along with our political action commit-
tee, TREPAC, are the epitome of grassroots efforts.
If you would like more information on attending
this event, please contact myself, Cade Fowler or

Ken Harlan.

Vanessa Dirks

vanessadirks@remaxlubbock.com

\_

Buyers Will See

Themselves

in Their New Home!

POWER OF HOME STAGING!

Puofessional Home Staging
KIMWYLIE | 806-786-1296

shuggsstaging@gmail.com | shuggsstaging.com )

ANl PHA

PUBLIC ADJUSTERS

Insurance adjusters represent
your insurance company

we represent YOU and YOUR client!

Property damage claims are typically
underpaid by 40%, often much more.

Our service doesn't cost - it pays!

Hail damage from May 2018?
You may have just 12 months to file
a claim or reopen a denied claim.

Hail Damage - Fire Damage - Water Damage
All Property Damage Claims!

(806) 544-4592

Public Adjuster License: 2266703 | Alpha: 227-3815

Monday - Saturday: 9am - 9pm

protect your greatest asset ‘

”\ifl\ SO you can enjoy life

www.realproducersmag.com - 13



What Do You

Know about Your
“USTOMER
SERVICE?

Find out how you are doing,

whether good or bad.

Jacky Howard
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I know there have been hundreds

if not thousands of articles, books,
studies, statistics, ad nauseam about
customer service. We all could write
a book on what we consider such out-
standing service. I've seen business-
es that produced a fine product but
delivered inferior service... and guess
what? That business no more. Bottom
Line — people want to be treated well
and here’s the hard cold truth: we
think we know what it takes for supe-
rior customer service, however, what
we think is not what we practice.
When it comes to delivering custom-
er service, we are all inconsistent at
best. I point the finger of fault to the
culprit of self-obliviousness. I know,
that’s a big word to say that we just do
not have a grasp of our own service
level. Why? Well, thanks for asking,

let’s discuss...

Before we start to remember this, for
it will be handy later: One satisfied
client can generate future referrals,
exponentially. One negative review

can spark a brush fire!

What do you know about your
customer service? Is it important to
know? Ask yourself, “What kind of
service do I offer?” Is your answer,
“good”, or, “I'm not really sure.” Just

how do you know?

Here is the quandary: the only way to
find out is to ask the client. Ouch! “I
really don’t want to do that. I'm afraid
of the answer.” Well, put on your big
boy britches and dive in.

Sure, we love to hear how well we
did and how great we are, but are we
really interested in knowing how we
can get better? Granted not every
client will be a happy camper. But if

you keep running into the same issues
again and again, perhaps it’s time for

a gut check. It may be you?!

Do you have what it takes to ask these
questions... “How would you rate my
level of service? Do I represent my
business well? Did I take care of your
needs? What could I improve?” Re-
member, as professionals in the world
of real estate, we have a fiduciary
duty to put the clients’ needs above
our own. Our Buyers and Sellers are
dealing with the largest single invest-
ment in their lives and by golly they
want service! You better deliver!

Now if you do a great job, you will
know it throughout the business
process, as clients usually tell you
and everyone gets that warm fuzzy.
What if that warm fuzzy is growing
cooler and cooler or, perhaps it never
happens at all. You probably need to
know why. You need to know. You
probably need to know why. You need
to know what slipped through the
cracks. Please note: though you may
not want to deal with this individual
again, you must still deliver exempla-
ry service because it’s your duty and
you just want to keep them from tell-
ing 1,000 Facebook friends about how
bad you really aren’t. Believe it or not,
I’'ve had few challenged clients in my
career. One, in particular, had pushed
my buttons to the point of me wanting
to drive him out to see a vacant coun-
try property and conveniently leaving
him behind. But I didn’t. I pressed

on through smiles and service. We
closed. You want to know what he
had the nerve to say? “Well if you

can put up with me, you're all right!
I'll tell everyone I know to call you!”
What??!!? He liked me and my level

of service to the point of sending me

referrals? Yes, he did. Several in fact.

Look, guys — the referrals are the
fruit of simply doing what’s right,
which means being proactive and put-
ting others first! This is why I want to
know how my clients liked my service
as well as what they disliked. From
this, I can improve on all aspects of
my business, which gives me permis-

sion to ask for referrals.

Do you know the number one com-
plaint of consumers regarding our
industry? Lack of communication. So,
proactively, PICK UP THE DING-
DANG PHONE! For example, if a sell-
er has to call you wanting an update,
you are in reaction mode and not
proactive. Customer service fail and

a failed opportunity to ask for a refer-
ral. The average buyer and seller have
no clue what we do behind the scenes,
and it doesn’t matter. They just need
to know they are our #1 priority and
nothing else matters! They just need
to feel and trust you have their best
interest and business as a top priority.
How will they know? A proactive

means of communication.

But, are we too afraid of the truth?
Can we handle the truth? Look, this
is my livelihood and I want to know
not only what I did right, but what I
did wrong. If I treat my clients like
a transaction, then they are nothing

more than that.

Question: How many transactions

refer business to you?

Here’s my thought. Find out how you

are doing, whether good or bad.

Ask the tough questions and find out
about your business. You can’t be

all things to all people, but there is
always room for improvement for the

things you can be.

Here are some ways to evaluate your

customer service performance:

Find out about your business. A
phone call or face to face is my prefer-
ence. Do what works best for you.
Ask questions like “How am I doing?”
“Did I put your interests first?” “What

can I do to improve my service?”

Improve on what you do right and do
that well.

Fix what ‘slips through the cracks’
and then do that well.

Oh, and no matter what size the sale,
large or small, treat everyone equal-
ly. The small client could purchase
more over time, but more important-
ly, they may refer you to your next

large client.

Stay in touch with your clients. You
are their advisor; this is more than

a title, it is a perception from the
belief that they will promote your
good name to their circle of influence
and seek you out for the high level of

services you offer.

Friends, always treat others better than
you want to be treated, because the
referral fruit is easier to ask for when
you do the right things, regardless!

Remember: one good referral is
gold, one bad review could be ca-

reer-changing.

So, know your level of service and

make it better!

www.realproducersmag.com - 15



the most sought-after

Fashion Experience!

Contact your personal cabi Stylist
Kathy McCandless Pettit
806-368-1526
kathypettit3@gmail.com

oDl

Joe Bellar
Real Estate
Inspection, LLC

SINCE 1999
INSPECTION SERVICES
- Structural - Plumbing - Irrigation - Wells
- Electrical - Mechanical - Pools - Septic

Joe's experience and building knowledge
will provide you with impeccable confidence.
To serve you better Joe added Kelly, Jordan and Brittnee.

Kelly Cummings is in the second year of professional
home inspecting. He has a background in real estate
investment and has customer service experience.

Jordan Parker has been involved in the home
inspection business for the past three years.

Brittanee Shiley is a professionally licensed inspector
that has joined the Joe Bellar team

Joe and his team are always in your corner!

Joe Bellar, License, 4743 Jordan Parker, License, 22121
Kelly Cummings, License, 21901 Brittnee Shirey, License, 23197

806.786.1375

16 - March 2019

Nurturing Realtors and Mortgage
Clients for over 25 Years

[
*,

~
L

!

JANA LONGBOTHAM
WWWWL@W@

| Willow Bend Mortgage e NMLS# 177103 %

8605 Milwaukee Ave #102, Lubbock, TX 79424
WEBM (806)438-9646 @ jana@wbm.com e wbm.com

ODUCATION 1

Donna Sue Clements,
on behalf of the LAR
Education Task Force

Did you know you can get some really great CE and
SAE classes right here at the Lubbock Association
of Realtors? Check out our calendar of live and
webcast classes at www.lubbockrealtors.com and
click on our calendar link to view upcoming classes.
Registration can be done right online with a credit
card for payment. If you have any questions at all or
prefer to register in person, our helpful staff at the
Board Office can help!

Check out our GRI (Graduate Realtor Institute) class
that’s scheduled for the end of March. GRI classes
are not only a great review of best practices but also
count for SAE and CE credit. This designation is
one that can be completed with three classes and we
have these scheduled in sequence to complete the

GRI designation in approximately 18 months.

Another class offering relevant to all Realtors are
Legal I and Legal IT Updates. These update classes
are required of all license holders with each two-
year renewal. We have these classes scheduled

approximately once per quarter.

Our most popular class has been the Staging Class
where Realtors learn to create visually appealing
spaces in their listings. This class is one that is
interactive and you actually learn by doing! This is
a multi-day class culminates with a field trip and

a live staging exercise. Check it out—I have only

heard positive comments about this unique class.

I challenge each Realtor in our Association to
schedule at least one CE/SAE class locally in 2019.

www.realproducersmag.com -
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I started my career as a Realtor in March of 2015

and have had four really great years.

My husband, Ed, and I have been married for
almost 29 years, and in that time we have lived in
several states across the country. We raised two
wonderful daughters who have now both graduat-
ed with engineering degrees. It runs in the family!
(More on this later in my answers.) Our family
meetings are like board meetings, complete with
agendas, lists, results and plans! It’s awesome and I

couldn’t imagine it any other way.

I have worked as an Engineer for Texas Instru-
ments and PepsiCo both in the DFW area. My
specialty was in Manufacturing and Operations.
Thinking back, one of the coolest things I got to do
at PepsiCo was manage the production department
for the initial Crystal Pepsi roll out! Remember that
back in the early 90s? I was also trained as a taste
tester for Pepsi and Diet Pepsi. I can tell right away

if the flavors are expired or out of tolerance.

Photography by Joe Baker
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Photography by Joe Baker

A few years ago we had a choice of moving to upstate New York
or retiring and coming home to Texas. I'm totally sure we made
the right choice!

Education is vital to providing the best service and representa-
tion to our clients. I am passionate about providing continuing ed-
ucation opportunities here in West Texas. I work with a talented
group of Realtors who volunteer their time on the Lubbock Asso-
ciation of Realtors Education Task Force. Every month we review
and set the calendar for SAE and CE classes for our members.
Our goal is to provide the very best in education via webcasts and

in person classes in a variety of relevant topics.

The absolute most rewarding part of my “job” is helping folks
navigate the largest purchase of their lives by keeping them in-
formed, on track, and proposing solutions to problems thought to
be unsolvable! I work with a team of the very best business part-
ners to provide the highest level of service to my clients has been
rewarding as well. I love working with like-minded colleagues
from whom I learn from every day and on every transaction. We
all benefit from shared knowledge and experience and this is true
success in my book!

My biggest challenge as a Realtor has
been the fact that I started my busi-
ness four short years ago. However,

I was fortunate to be surrounded by
a great group of Realtors who helped
me get my business off the ground
and growing.

My husband, Ed, and I are both
“retired” and are so glad to be back
home in Texas! Being a Realtor is a
central part of our personal busi-
ness. We both leverage our indus-
try background and experience to
analyze and understand the Lubbock
market, set our business plan and

execute for success.

For my clients: Starting the home

Photography by Joe Baker

buying/home selling process as a
trusted advisor and by the time we
close, we are like family!

For my family: The flexibility of my
work schedule allows me to spend
time with my husband and daughters
on our own terms and schedules.
For me: I love the fact that my busi-
ness changes daily, actually by the
minute, and no two transactions and

clients are the same.

We are all engineers and we are
nerds! It’s true but here’s a little
more detail: My West Texas roots
run deep. We are three generations
of Texas Tech Engineers/Engineers!
My dad went to school here at Tech
and was a Mechanical Engineer. My
husband, Ed (Electrical Engineer),
and I (Industrial Engineer) met here
while we were in school at Tech. Our
eldest daughter received both her
Industrial Engineering degree and

Masters in Systems Engineering from

Tech! Our youngest daughter, ever
the independent, is an Environmental
Engineer and graduated from...wait
for it...Alabamal

2018 was my best year in real estate
ever! My sales increased from 2017
by 41%. I was honored to receive the
National 100% Club Award.

I am very involved in our Realtor As-
sociation. I have been on the Educa-
tion Task Force as a member and this
is my second year as Chairman. I am
a Texas Realtor Leadership Program
(TRLP) graduate and a Major TRE-
PAC donor. This year in 2019, I have
been honored to serve my first term
on our LAR Board of Directors. I feel
strongly about helping and serving
my fellow Realtors to make our
profession and association stronger,

more informed and most respected.




Ed and Donna Sue Clements

I am struggling on this question
because there are so many great
business books on goal setting, best
practices, schedule making, self-im-
provement and so on. I am going to
take this question a different way and
mention a couple of very memorable

books for me on a different level:

—The Hobbit and Lord of the

Rings trilogy by JRR Tolkien

Such a great adventure books with
many life lessons and quotes I love!
“A single dream is more powerful
than a thousand realities.”

“May it be a light to you in dark places
when all other lights go out.”

“All we have to decide is what to do

with the time that is given to us.”

-To Kill A Mockingbird by Harper Lee
This book made such an impression
on me and I still regard it to be my fa-
vorite high school reading assignment!
“You never really understand a per-
son until you consider things from his
point of view.”

“The one thing that doesn’t abide by

majority rule is a person’s conscience.”

I have supported the Girl Scouts for
over 45 years as a Girl Scout myself,
a leader when our daughters were

Girl Scouts, and through my sorority

22 - March 2019

Donna Sue’s daughter, Lauren Clements

philanthropy. Girl Scouts is a struc-
tured way to learn, via a variety of
topics and experiences, how to have
confidence in yourself and actively
participate in a group setting. It pro-
vides valuable activities and leader-
ship training; I currently support Girl
Scouts through our Lubbock United
Way Campaign!

Ilove to plant flowers and work

in the yard. I also love to bargain
shop—it’s like a sport for me and I
get rewarded with BLING! My family
and I love to do trivia night when we
get together. We actually hold trivia
titles in a couple of venues in Lub-

bock and Tuscaloosa!

Real estate transactions can be
stressful. I am different in the way 1
approach every client and every sale
from a new and personalized angle. I
go out of my way to ensure my clients
are comfortable with the process and
are informed at every step. I always
focus on reaching people and estab-
lishing a relationship. It’s the rela-
tionships, along with the trust and
information, and that differentiates
me. Finally, I LOVE to have fun!I
really specialize in turning a poten-
tially stressful time in to an enjoyable

experience where everyone has fun.

Emma Clements, Donna Sue’s youngest Engineer

Be tenacious: don’t give up and don’t
get down.

Be a student: look to learn from
every situation and every person you
work with.

Be goal driven: write your goals down,
implement a way to measure them,
and track your progress.

Be fearless: don’t let perfection
paralyze you; re-evaluate your
process looking for the best practice...

every transaction.

Thank you to the Lubbock Realtor
community for welcoming me in to
the real estate business! I hold each
of you in high regard and with great
appreciation for the opportunity I

have been blessed with!

Donna Sue Clements,

Realtor, GRI, TRLP
DonnaSue@REMAXLubbock.com
(806)782-8983

To nominate a Rising Star please contact
Kathy Pettit, (806)368-1526 or kathy.pettit@
realproducersmag.com.

MEET YOUR NEW
ESCROW OFFICER.

For escrow officer Heather Drewry, defivering
a smooth experience means listening closely,
responding quickly and addressing the unique
needs of every transaction,

Work with the company that works to surpass
your expectations.

Stewart Title of Lubbock
Heathar Drewry

Escrow Officer
B0B.793.1389
heatherdrewry@stewart.com

| stewart
title

£ 2019 Stewart. All rights reserved, | 302666424

WE HAVE A SPECIAL

CONNECTION

We're not your typical electric
company, we're a local not-for-profit
electric cooperative. We don't have

customers, we have members. People

aren't just our number one priority,
they're the reason we're here.

Your source for power. And information.

outh Plains Electric
yoperative, Inc.

Youir Temphatome Encigy® Cooperative

THANK YOU FOR
TRUSTING ABC BANK
T0 MAKE YOUR
HOME-BUYING
DREAMS COME TRUE!

Jessica Carson, NMLSH 49881]
806.775.5217 « jcarson@theabchank.com

Bank on Better Resources.

806.775.5000
theabcbank.com
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Sebold

SEE YOURSELF IN SEDONA

AFFLUENT GATED LIVING

146TH & QUAKER | SEDONALUBBOCK.COM

» We hope you’ll

consider each of i 0
these communities ‘ i,
as you search for the BUSHLAND C A N T E R A ESCOHDIDO

perfect neighborhood SPRINGS
to fit your lifestyle.

806.712.7881 BushlandSprings.com CanteraLubbock.com EscondidoRanchLubbock.com




