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EDITOR'S NOTE

Happy Summer! This year is well underway, as is
conference season. So far this year events are

feeling more like they did pre-pandemic...more

people, less masks. | can't tell you how glad |

was when | recently traveled to a conference and

didn’'t have to wear a mask. It also makes it a lot

easier to identify and connect with people when

you can see more than their eyes. \'1 .

Speaking of conferences, US REO Partners hosts Sf
our annual Client Appreciation Dinner and Charity l
Auction, benefiting St. Jude Children’s Research )
Hospital, during The Five Star Conference & Expo. This year our event is being held Sunday
evening, September 18, 2022, at the YO Ranch Steakhouse in Dallas, Texas. We will also be
hosting a training session Sunday afternoon and will announce our speakers soon. If you're
interested in attending or sponsoring either of these events, please reach out to me.

We have some great articles for you in this issue of PRTNR Magazine. Inside, you'll find
information about investing, giving, managing stress, as well as tips and information on current
and forecasted market conditions. Also, you don’t want to miss the write ups from our member-
only monthly series, Coffee with Clients, featuring Damien Chiodo of KeyLink Companies,
Patrick Butler of BK Global, Patrick Joyce of Mr. Cooper, and Eric Will of Freddie Mac.

Finally, a huge thank you to our clients and members for your contributions to this issue. We
couldn’t do this without you!

Otoon (3T

Executive Director of Operations, US REO Partners

Editor, PRTNR Magazine
EMAIL SHARON.BARTLETT@USREOP.COM
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TELL US ABOUT YOURSELF AND
COFFEE WITH CLIENTS HOW YOU GOT STARTED IN THE
INDUSTRY.

EW: I've been with Freddie Mac
F e ° for 31 years. Ijoined as part of the
e a t u r 1 n g °® college recruiting program and
" - started as a programmer in the
E rl c Wlll D.C. office. Wanting to relocate to
the Dallas area, I figured I'd have to

quit my job and find something

. . . . . 5 oL , I found
Freddie Mac's Senior Director of REO Operations, Eric few. Howevet, Hlould a

newspaper ad for Freddie Mac,
Will, provided great conversation and insight at our June i

. . worked my way into an interview
Coffee with Clients.

and got hired as a business analyst
in the REO Department. I didn't

During his 31-year career at Freddie Mac, Eric has held various aven kiiow what REG wis back

positions in the Technology, National Lending and Default
Servicing divisions of the organization. He currently works
within the Single-Family Strategic Delivery, Data Operations
and Technology division, commonly known as HomeSteps®.

then. Part of my job was writing
reports for Sharon Bartlett and
that's really where I learned the
business.

I have two daughters and have
lived in Texas since 1995; even
though I never thought I'd live
outside the state of Virginia! I'm a
Texan by heart now and even have
the accent! Besides hanging out
with my family and friends, Ilove
to travel. Any time I find the
opportunity to travel, I do.
Unfortunately, it has been one the

challenges with Covid.

P

If you're interested in
participating in Coffee
with Clients please
contact us at
Info@usreop.com




COFFEE WITH CLIENTS

WHAT DOES A DAY IN THE LIFE OF A FREDDIE
MAC REO DIRECTOR LOOK LIKE?

EW: 1kind of think of it like Forrest Gump: "[It's]
like a box of chocolates, you never know what
you're going to get!" It really depends day to day.
A lot of my time is spent interfacing with the
FHFA, which is our conservator. There have been
developments in how we manage REOs in relation
to the Covid pandemic. With the Biden
Administration's initiatives on affordable and
sustainable housing, and equity in housing,
Freddie Mac focuses closely on those issues. I
definitely get pulled into those discussions. Sure,
we don't have a lot of REO's right now, but the
homes that we do have we want to manage in a
way that supports those initiatives. That requires a
lot of interfacing with FHFA, lots of management
with our vendors such as operationalizing new
programs and working with my team on
leadership and staff issues. There is also a
heightened sense of focus on risk management at
Freddie Mac. We have a new CEO, Michael DeVito,
who came from Wells Fargo. He is very focused on
risk management. There are a lot of audits, exams
and written controls but it is important that we
are operating in a very sound and controlled
manner.

WHAT RESOURCES DO YOU USE TO STAY IN THE
KNOW?

EW: It's a myriad of sources. Freddie Mac has a
good team of economists. I also get it from
conferences, or by gathering intel from agents,
outsourcers and their networks, and reading
different periodicals. I tap into a lot of different
sources and try to make sense of it.

IS THERE SOMETHING YOU COULD SHARE ABOUT
HOMESTEPS® THAT PEOPLE MAY NOT KNOW?

EW: The genesis of the name HomeSteps® goes
back to the 90's. We were in a bit of a housing
crisis and much of our inventory was in CA. At the
time we felt homebuyers and investors associated
Freddie Mac REO with foreclosed homes and deep
discounts. We wanted to be able to compete with
retail properties and have a name that was
recognizable in the real estate industry. We hired
a marketing and PR firm that helped us do studies
to come up with a name. We started branding
ourselves in the real estate world as HomeSteps®,
a division of Freddie Mac, and that lives on today.

HOW DID THE MORATORIUMS AFFECT THE REO
BUSINESS AT FREDDIE MAC?

EW: There were many ways it affected us and
still today it is affecting the business. One of the
big impacts was that when foreclosures stopped
we stopped getting new inflows into REO. We
were getting a few if they were vacant and the
servicers were foreclosing on them. Those were
a handful of properties a month. Because the
real estate market was strong, everything we had
we were able to sell well. However, our pre-
pandemic inventory numbers were already
starting to decline, but when Covid hit our levels
got historically low. I could never imagine only
having 1,600 assets nationwide. Being able to
react and comply with different and newly
enacted state laws and regulations was a big
part. We had to be nimble, quick and flexible!

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. 7



COFFEE WITH CLIENTS E

Featuring:
Patrick Joyce

May's Coffee with Clients treated us to a delightful visit
with Patrick Joyce, Vice President of REO at Mr. Cooper.

Prior to joining Mr. Cooper, Patrick spent 22 years with
Bayview Loan Servicing with over 15 of those years being in the
REO space. In his current role, he oversees the REO operations
including managing asset managers, establishing list price
strategies, and developing strategic initiatives to improve
performance and efficiency for both internal and external
clients.

TELL US ABOUT YOURSELF AND
HOW YOU GOT STARTED IN THE
INDUSTRY.

PJ: Tam originally from Pittsburgh
and went to Lehigh University in
Bethlehem, Pennsylvania. After
graduating from college, I went
down to North Carolina where my
parents had purchased a horse
ranch. They eventually reminded
me that they had put me through
school and I should do something
with my life. I ended up at Ocwen
working as an acquisition analyst.
From there I went to Bayview which
at the time was a very small
company. I was employee number
104. In those early days, we weren't
as specialized. As the company
grew, I had the opportunity to move
over to the servicing side and have
enjoyed seeing both sides of the
business.

In February of this year, Bayview
sold the servicing side of residential
to Mr. Cooper. The commercial side
will stay with Community Loan
Servicing. We are slowly but surely
transitioning to the Mr. Cooper
platform. Our assets will be put into
their system in June and we will be

operating under the name RightPath

Servicing.

If you're interested in
participating in Coffee
with Clients please
contact us at
Info@usreop.com




COFFEE WITH CLIENTS

IS THERE SOMETHING YOU COULD SHARE
ABOUT MR. COOPER THAT PEOPLE MAY NOT
KNOW?

PJ: They are a really large shop! When I started
the transition to Mr. Cooper from Community, I
had to make at least 10 different phone calls just to
get set up! They are currently fourth or even
maybe third in size in the industry and gunning
hard to move up. Their goal is to have a trillion
dollars in UPB in servicing in the next few years.
They are not playing around and want to be the
best. They want the best for their customers and
want the best for their employees. They have the
resources to make themselves a really good
company and it's going to show in the next few
years.

AS AN INDUSTRY LEADER, WHAT ADVICE DO
YOU HAVE FOR OUR REO EXPERIENCED
MEMBERS IN PURSUING NEW OR ALTERNATIVE

BUSINESS OPPORTUNITES IN THE REAL ESTATE
SPACE?

PJ: 1think one thing we've all learned in the last
couple years is that you have to be able to adapt
and change. Even with this conversation here, we
are all sitting in different parts of the country
having a discussion virtually instead of talking
face to face. During Covid, if all your eggs were in
the REO basket, you absolutely had to adapt your
business. Something else I would recommend is to
approach relationships as a friendship where its
not always all business. Learning new ways to
reach out and forge those personal relationships
will go a long way. Also, I've learned over the
course of my career in the industry that things
have become much more sophisticated and you
need to keep up with the times. Keep up with the
trends and technology that are available to you.

WHAT CAN WE DO TO MAKE YOUR JOB EASIER?
PJ: 1 couldn't do my job without all of you. You
are the ones out on the front lines, figuring
things out. You pretty much don't want to hear
from me because I only get involved when there
are problems. Maintain good communication, be
responsive and be ready to go!

WHAT ARE YOUR THOUGHTS ON THE FUTURE OF
REO AND INTEREST RATES?

PJ: 1think that REO is naturally going to go up.
With inflation and interest rates going up, there
will be more people that can't afford their
homes. I don't foresee that people will have the
money to buy the more lofty houses they could
in the past. I believe overall we will see an
uptick of REO. I don't foresee that the overall
economy will come crashing down like it did
during 2006 to 2007. It will be a slow progressive
process.

WITH THE CWCOT, HOW CAN AGENTS BENEFIT
OR BETTER POSITION THEMSELVES?

PJ: There is still a huge impact that brokers can
provide. Yes, we have moved to models and
AVMs, but deep down it comes to professionals
that know what they are talking about and can
give us the numbers we need to make good
decisions. There will always be a need for
agents. Machines can't do evictions. I think we
keep doing what we are doing. Keep giving us
the right value so we can market at the best price
we can.

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. 9



COFFEE WITH CLIENTS

Featuring:
Patrick Butler

Our featured guest for the April Coffee with Clients was
BK Global's Chief Operating Officer, Patrick Butler.

Patrick Butler has more than 30 years of real estate experience
running brokerages, REO and Relocation divisions as well as
personal investing. Since 2014 Patrick has been focused in the
Bankruptcy Space , liquidating real estate for the big banks and
Federal Trustees.

10

TELL US ABOUT YOURSELF AND
HOW YOU GOT STARTED IN THE
INDUSTRY.

PB: Twas a military brat as a kid
and followed in my father's
footsteps, although in a different
branch of service. My first
professional job was in the United
States Navy as a deep-sea diver.
Immediately after serving, I got
into real estate. For the most part,
I feel I've followed a logical career
growth pattern in the real estate
world. I worked as an agent, then
became a branch manager for
one of the national chains. After
about nine years, I shifted gears
to corporate business
development for one of the
largest independent real estate
companies in Florida at that time.
I began to realize that there were
so many facets of business within
the industry. As the VP of
Corporate Business Development,
we had a huge REO department
that kept growing, as well as a
brokerage, broker network,
referrals, and corporate
relocation. Eventually that lead
me to what I do today at BK
Global. We deal with large
corporate clients such as banks,
large law firms, and even the
fiduciaries or trustees that are
involved with bankruptcies.



COFFEE WITH CLIENTS

SHARE WITH US A HIGH LEVEL OVERVIEW OF
BK GLOBAL AND IT'S MISSION.

PB: Our mission is very simple and that is to
provide better bankruptcy solutions in real estate
for all the stakeholders in the business. Now, what
does that even mean? With a lot of our
background in the default real estate space one of
the things that always seemed to be a void or black
hole was the world of bankruptcy. After talking
with various parties, there seemed to be a
disconnect, yet in reality they all wanted the same
outcome; no foreclosure, or the best option on a
property that is going to be foreclosed upon, and
doing it quickly and efficiently. That was the
impetus of starting BK Global eight years ago and
it has really been an amazing learning process and
journey along the way.

TELL US SOMETHING ABOUT BK GLOBAL THAT
MOST PEOPLE WOULDN'T KNOW?

PB: Our CEO, Brad Geisen has done nothing but
distressed real estate sales his entire career. His
claim to fame as our CEO is that he started the
HUD M&M program. Back in the 1980s, he created
a pilot program to privatize the HUD disposition
process and establish best practices. It has evolved
into the version that is currently used today.

Secondly, our CEO started Foreclosure.com. He
recently sold that company in 2019 after a 20-year
run. We also own and operate the technology

systems for Fannie Mae's HomePath as well as

—

If you're interested in|

Freddie Mac's HomeSteps.

participating in

vith Clients
please contact us at
Info@usreop.com

HOW DO WE GET INVOLVED IN YOUR NETWORK
AND BANKRUPTCY SPECIALIST PROGRAM?

PB: The simplest thing to do is register as a
listing agent on our website bkglistings.com and
fill out your profile. Once that is completed, you
will be in our system as an assignable listing
agent.

The second thing you can do is become a
Bankruptcy Specialist which is more involved
and more of a commitment. The program
consists of training on bankruptcy fundamentals
and processes, dealing with the seller (trustee
and/or homeowner), understanding the
consented sale, and then finally data mining. We
provide a toolbox full of support and resources
for agents to be successful.

MANY OF OUR MEMBERS CURRENTLY WORK
WITH ATTORNEYS AND TRUSTEES. IS THERE A
WAY TO USE THOSE RELATIONSHIPS TO
PARTNER WITH YOUR BUSINESS?

PB: Absolutely, partnerships are what we are
really all about. BK Global, although we are a
licensed real estate brokerage, never lists any of
the properties that we sell. We always use a local
listing broker. It provides us with an arms length
relationship in the process. When we are working
with a trustee, the listing broker and BK Global
are jointly hired by the trustee and that keeps us
separate and distinct. If you have relationships
with bankruptcy attorneys, I would absolutely
foster those relationship and we'd be more than
happy to talk through value of partnership.

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.

11



HOW DID YOU GET STARTED IN
THE INDUSTRY AND WHAT
DRIVES YOU?

COFFEE WITH CLIENTS 3

DC: T've been in the financial

F e a t u r i n g : services business since 1993 just

a few months after I got out of

d hd high school. A 1
Damien Chi1odo .o

probably hadn't yet earned.

In March, we were honored to have Damien Chiodo of However, I was able to work
KeyLink, join us as our featured Coffee with Clients really hard, be innovative and
guest. made myself valuable. I ended

: : R up working my way up in a
Damien Chiodo founded KeyLink in 2001 and now

) ) company called EDS Financial
provides REO and other default management services to

) S } and became vice president of
banks, servicers and lending institutions. He continues to o .
] ) ) ] that company within the first
pioneer new and innovative ways of managing real estate
assets for some of the largest financial institutions in the

world.

few years of my career.

Over the course of the years,
KeyLink has been involved in
different types of businesses
within our industry including
title and escrow, settlement
services, a mortgage company
and a REO asset management.
We have evolved into an all-
encompassing real estate
servicing shop that integrates
pre-foreclosure and post
foreclosure as well as ancillary
services.
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