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Stepping Away from the Edge:

NARPM Changed My Life
®

Karl Jennings, Jr. earned
a BAAS degree in Business
Management from Southwest Texas State University
in 1998. Karl has been a
licensed REALTOR® since
1999 and worked for Gold
Key Real Estate for nine
years. Karl currently manages 160 doors. When not
working, which seems like all
the time, Karl loves to listen
to music and play with his
dog Winston.

PHOTO ABOVE:
Jennings family paddles
up the Waimea River to
bring NARPM® to the
natives.

There is no question—joining NARPM® has changed
the way I do business for the better. About four years
ago, my broker came in and informed me he was
purchasing about 125 more property management
accounts to add to the 50 he already managed. He
has always managed the original 50 himself. After
three months, he gave them to me to manage and
said, “Go get 'em Tiger!” I had managed four units of
my own for about 10 years up until that point, but it
did not prepare me for what I was about to do.
Suddenly, I was the leasing agent and property
manager for a total of 175 properties and my cell
phone was ringing off the hook. My broker had
always let the tenants call the office and turn in repair
requests orally, whether it was for burned out light
bulbs, a faucet dripping, or an air conditioner not
working. Of course, when my broker was managing
the properties, there was more than one person in the
office to help facilitate these calls. When that person
left for family reasons, all the phone calls relating to
the lease properties were directed to me.
The phone calls came in fast and furious. I was
running around with no plan in place on how to
manage my sanity, much less how to manage all the
people coming at me with their problems and the
calls from prospective tenants.
After doing business by crisis for two years, I nearly
had a nervous breakdown. Prior to taking over these
properties, I operated solely as a listing agent for
my broker, who was a member of a large real estate
franchise. At this franchise, I met and become friends
with Terry Godbold, MPM® RMP®, who was in property management. He always had a bronze tan and
looked well rested. One day, I called him up to seek
some advice. He introduced me to Rick Ebert, MPM®
RMP®, who told me about NARPM® and strongly suggested I join. I figured I had nothing to lose, so I followed his advice. What a change it was!
Soon after I joined in 2007, the National Convention in Scottsdale, Arizona was to take place. I have
been to many national franchise conventions with

respect to sales, so I had an idea of what to expect
(or so I thought). They always had great motivational
speakers who, when they were done, made you feel
like you wanted to go out into the world and take
it over. Not many agents I met at those conventions
wanted to give up any “secrets” on how they did business.
I really expected the same with NARPM®. What I
found was unbelievable cooperation and a willingness
to generously share knowledge. I started by taking
two classes at the Scottsdale Convention that gave
me a host of information I didn’t have before. To my
surprise and appreciation, the other attendees were
more than happy to give advice and share war stories
and how they dealt with various issues. The featured
speakers were great as well. Particularly Marsha Sue
Petrie, who taught me a lot in dealing with ”toxic”
personalities. Before NARPM®, I was starting to feel
like everyone I came in contact with was toxic.
I came back to Austin on a mission to take back
my life—at least as much as I could with what seemed
like an overwhelming amount of things to handle
everyday. My first order of business was to streamline
my day by focusing just on property management.
This meant I had to let someone else do the leasing.
My fiancé is a lawyer and would occasionally help
me when I was stretched too thin and couldn’t show a
property. As an attorney in Texas, she wasn’t required
to have a real estate license but decided to get it
when potential tenants were hesitant to deal with her.
She kept her license inactive since she wasn’t really
using it. During this time, she listened to me come
home at night beat down and on edge. She said she
was interested in leasing and offered to take it over
if it would help me. Of course, I jumped at the offer.
My broker agreed to sponsor her so she activated her
license. What a huge difference she made! All the
incoming leasing calls were routed to her, taking a lot
of the pressure off me.
The next ordeal was managing the tenant’s repair
requests. My first task was to set up an e-mail address

