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Spring is in the air! | love Spring because it
brings warmer weather, and plants and flowers
begin to grow again. The sun shines brighter
and is warmer on my face. It also sparks
something inside many of us to get moving a bit
more and set our lives in order by cleaning and
organizing not only our homes but our
workspaces.

In this issue of PRTNR Magazine, you'll find
information that will hopefully spark you into
action, as well as provide you with some
practical information to tackle some of the day-
to-day situations we deal with in real estate.
Also, be sure to check out write ups from our
member-only monthly series, Coffee with
Clients, to hear the latest from Labrescia
Dawson of Dawson’s Management and Eric
Delgado from MCM Capital.

As a client or member of US REO Partners, you
have access to industry experts that are here to
assist you. Did you know that US REO Partners
also offers consulting services and training?
We'd love to tell you more! Simply reach out and
let me know how US REO Partners can help.

Happy Spring!

Clnran Yl

Executive Director of Operations, US REO Partners
Editor, PRTNR Magazine
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COFFEE WITH CLIENTS W

Featuring:
Labrescia Dawson

Hosting President & CEO Labrescia Dawson of Dawson's
Management for our January Coffee with Clients was the
perfect way to start off the New Year!

Labrescia Dawson has worked in the asset management
and real estate arena for nearly 20 years servicing clients
such as HUD, VA, USDA as a REO local listing broker.
Dawson's Management is currently the Asset Management
firm for the USDA Rural Development nationwide.

WHAT DOES A DAY IN THE LIFE
OF THE CEO/PRESIDENT AT
DAWSON'S MANAGEMENT LOOK
LIKE?

LD: 1spend a lot of time
reading, strategizing with my
team and figuring out the next
move. I'm always looking for
ways to scale my business, scale
myself and not get complacent.
Business is always is shifting. It
never stops. I'm very consistent
in learning and trying to grow
the company.

LAST YEAR DAWSON'S
MANAGEMENT WAS AWARDED
THE CONTRACT TO MANAGE REO
PROPERTIES FOR USDA. CAN YOU
TELL US ABOUT THE PROCESS OF
OBTAINING THAT CONTRACT?

LD: Dawson's Management was
certified several years back and
we currently have other
government contracts in place
such as IT and janitorial. By
doing what we already do, such
as wearing management,
brokerage and government hats,
we've learned how to put a deal
together. The knowledge of
bringing a team together,
understanding what the contract
needs, and the ability to execute
helped to put all the pieces
together.
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HOW HAS THE USDA CONTRACT AFFECTED
YOUR BUSINESS OVERALL?

LD: It has been amazing! However, it's not
always about the money for me. It is more about
can you do it; I believed we could and we did! As
we have talked with people that have lost their
land, I've realized I was put here for a reason to
help people get their land back.

The contract was awarded in May 2021 and we
started getting assets in August 2021. Things
began moving quickly and within 3 or 4 months
we'd already sold 400 properties. Dawson's
Management is here as a conduit and we want to
do right by the USDA, my company and the
people needing to get back in those homes, if
possible.

WHEN ADDING NEW REO AGENTS TO YOUR
NETWORK, CAN YOU TELL US WHAT YOUR
TEAM LOOKS FOR?

LD: It's a beautiful time to partner with us right
now as we are not being too particular. With
properties selling fast, this is a good time to
prove yourself. We've streamlined the process
somewhat and currently don't have a lot of
requirements. At this point, we aren't asking for
BPOs or utility activation. However, within the
next 6 months or so, when we start to get the
nicer program properties, then we will start
tightening our processes, requesting more and
looking closer at the broker's ability to meet
requirements. We've been given grace and are
offering a grace period to others. Now is a good
time to get in and show us your work ethic.

WHEN YOU CONSIDER PARTNERING WITH OTHER

AGENTS AND BUSINESSES, WHAT FACTORS ARE
DEAL BREAKERS FOR YOU?

LD: One of the things that has taken me aback is
when people call in requesting we change our
MLA to accommodate their brokerage firm. You
wouldn't ask any other business to do that! I
have to protect Dawson's at all costs, so please
don't ask us to change our company policy to
accommodate you!

WHAT DOES PARTNERSHIP MEAN TO YOU IN
BUSINESS?

LD: Collaboration is key and especially in
government contracting and real estate. You
can't do it alone--you have to partner! When you
are government contracting you can't do it in
oneness. They want to see how you manage a
nationwide process. You have to show the
strength of team. Trying to do everything on
your own without a team will lead to burnout. I
believe in partnership and collaboration - they
are key to where we are headed.

If you're interested in

participating in
Coffee with Clients
please contact us at
Info@usreop.com

This was a Members Only event. USREOP Members can
view this full interview video via the USREOP website at
www.USREOP.com/members/webinars-presentations.
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Featuring:
Eric Delgado

February brought us the pleasure of hosting Eric
Delgado, Director of MCM Capital, at our Coffee with
Clients.

As one of the early team members of MCM Capital, Eric
has been integral in the organization's investor relations,
partner management, and other sales and operations
aspects. He has over 20 years of industry experience and
has been recognized as a leading expert in the business.

WHAT DOES THE DAY IN THE
LIFE OF ERIC DELGADO LOOK
LIKE?

ED: One of the themes I share
with anyone willing to listen is
diversification. For instance, I
took a bit of a hiatus from MCM
in 2012 and started a new
company called Zippy Shell with
a friend of mine. It is now the
2nd largest moving and storage
company in the country. I've
also diversified into several
other industries from gym
facilities to a title company to a
tech company in Serbia. As
Director at MCM and the other
businesses I am involved in, I
spend a good majority of my day
on the phone. I've also added an
element of coaching as a hobby
and coach both my children's
basketball, baseball and swim
teams.

If you're interested in

participating in
Coffee with Clients
please contact us at
Info@usreop.com
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TELL US SOMETHING ABOUT YOURSELF THAT
MOST PEOPLE WOULDN'T KNOW?

ED: Probably not a lot of people know this, but I
was a recruited swimmer. I fell into swimming
when I was 12 or 13 years old because I was
causing a lot of trouble for my parents. They
knew they had to put me in some sort of sport to
keep me busy! My parents still talk about my first
meet. [ wore my big swimmer jams and at that
point couldn't even dive correctly into the pool. I
was the kid they all cheered for when I finished!
I didn't want to end on that note, so I continued to
practice and compete until finding myself being
recruited by several Division 2 schools and a
Division 1 school. T hung it up competitively my
senior year, but if any of you are swimmers out
there, let's meet up at the pool next time and do
some laps!
WHEN ADDING NEW REO AGENTS TO YOUR
NETWORK, CAN YOU TELL US WHAT YOUR
TEAM LOOKS FOR?
ED: Things are so specialized these day. Right
now, the REO business consists of a lot of failed
fix and flip projects and these rehabs are
complicated. Some feedback I would give is to
understand the process of these failed projects
and not bite off more than can you chew. Don't
take the assignment just to take it. Consider
asking if you could tag along with another agent
to acquire the needed skills. If you do take a new
type of assignment, make sure you have the
proper resources (contractors, etc.) and
relationships to complete the job. Today more
than ever this business is relationship and
network based.

WHAT DID YOU LEARN FROM THE STRUGGLES OF

THE PAST TWO YEARS THAT YOU WILL
CONTINUE TO USE GOING FORWARD IN YOUR
BUSINESSES?

ED: Business as it once was is never going to be
the same. People will say we will be back to
normal soon, but what truly is normal? We are
looking at an industry and environment where
things are being done differently than in the
past. Be okay with business not going back to the
way things were done previously. Normal
means to me being willing to adapt and adjust.
Understand that business is going to evolve and
stay in front of it. Take the time to empower
your brain to discover what the new normal is.
Now is the time take these challenges head on!

HOW WOULD YOU SUGGEST FINDING A GOOD
CONTRACTOR??

ED: You know what I do? Idrive up and down
neighborhoods and find projects I like. I'll talk to
the people there, get their information and take a
look at their portfolio. A second recommendation
is to realize that some of the rehab projects need
an architect. These quiet, behind the scene guys
typically have a very good list of contractors. So
my suggestion would be to talk with your
architect friends!

WHAT IS THE BEST WAY TO CONTACT YOU?
ED: LinkedIn! It's the place to be. I don't carry

business cards any more, I just say find me on
LinkedIn.

This was a Members Only event. USREOP Members can
view this full interview video via the USREOP website at
www.USREOP.com/members/webinars-presentations.



US REO PAR

MEET YOUR REG

ED LAINE
Regional
Representative
Lead

Serina Lowden

Western Region

Monica Hill
Western Region

FOR BIOS AND CONTACT INFORMATION ON THESE FANTASTIC LEADER



I'NERS BY REGION

IONAL REPRESENTATIVES

Todd Yovino
Northeast Region

Melanie Gamble
Northeast Region

@ Western
@ Southeast
@ Northeast

Danielle Galvin
Southeast Region
Eddie Blanco
Southeast Region

S PLEASE VISIT HTTPS://USREOP.COM/PARTNERS/SEARCH-BY-NAME/




12

REGIONAL
REPRESENTATIVE'S CORNER

with Eddie Blanco of Stratwell
USREOP Southeast Region Representative

Florida condominium changes are coming.
EEEEEEEEEEEEEEEEEEER

On June 24, 2021, Champlain Towers South, a 12-
story beachfront condominium in the Miami
suburb of Surfside partially collapsed and ninety-
eight people died. This tragic event reveals major
gaps in the level of transparency between the
association, board of directors, management, and
owners. Although there are some laws in place
intended to provide condo buyers with
disclosures, there are still gaps in the level of
transparency and disclosure required. There are
new laws and other changes intended to change
that.

The Miami Dade County Commission passed an
ordinance in March of 2022 that will affect all
associations  within  Miami Dade County,
regardless of which municipality the association is
located in. If the buyer requests the paperwork,
Florida law currently requires condo sellers to turn
over financial documents and reports on
assessments to buyers once a sales contract is
signed. The Miami Dade law goes one step further
and requires associations to upload financial
statements, engineering reports and maintenance
documents related to long-term structural
concerns about buildings to a publicly viewable
county database by February 2023. Photo by Miami Herald




The bill would also require recertification after 30
years, or 25 years if the building is within 3 miles
(5 kilometers) of the coast, and every 10 years
thereafter. The Champlain Towers South was 40
years old and was going through the 40-year
recertification process required by Miami-Dade
County when it collapsed.

We also saw changes from Fannie Mae, with Form
1076, which effective December 2021, was
required as an addendum to the condo
questionnaire.  This document has questions
intended to determine the safety and integrity of
the building; however this is causing unintended
consequences. The issue that we are seeing is that
Associations and  Association Management
companies are not willing to answer some of the
questions. Without a complete questionnaire, the
lender cannot comply with Fannie Mae
requirements, so the building becomes “non-
conforming”. If buyers cannot obtain a conforming
loan and the buyer pool is diminished to cash or
non-conforming loans, this will negatively impact
the resale price of these condos. This will have a
disparate impact on older condos and coastal
buildings, which is concerning.

A

" Photo by CHANDAN KHANN

The Florida Legislation was in session and almost
passed significant changes that would have
required that all condos have reserves, without
exceptions. We should expect more legislation
and other changes as leaders look at ways to
avoid another tragedy.

The new Miami Dade law goes one
step further and requires
associations to upload financial
statements, engineering reports and
maintenance documents related to
long-term structural concerns about
buildings
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by Ed Laine of eXp Realty
Lead Regional Manager, US REO Partners

What do most sellers really want? It's not difficult, right? They want to sell fast, for the most
money, and with the least hassle. That's it. And it doesn’t matter if it's a $200,000 condo or
an $11,000,000 mansion. It does not matter if it's a first-time seller or a giant hedge fund,
all sellers have the same goals in mind: lots of money and NOW!

But, are these goals contradictory? They are, aren’t they? At least to an extent. The
absolute least amount of hassle is an “off-market, cash sale.” No showings. No signs. No
key boxes. No prep work. No nothing. Sometimes you can even get the buyer to pay the
commission! Just “sold” and the money in your account.

But- and it's a BIG but- these sorts of buyers do not pay top dollar. Not even close. In fact,
the most common investor formula is to pay 70% of market value. That 30% discount
leaves them with room for 10% towards repairs, 10% for selling costs, and a 10% profit. So,
even though that formula would probably be an offensively low offer for most retail sellers, it
isn't like the investor is getting rich off of it either.
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