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EDITOR'S NOTE

It's Summertime! One of the happiest times of the year.
Summer is a great opportunity to spend time with the
kids (or grandkids in my case) and enjoy the sunshine.
It's also a great time to take care of yourself and prepare
for all the upcoming conferences this Fall.

Speaking of conferences, The Five Star Conference &
Expo is right around the corner. US REO Partners is
already hard at work planning our annual Client
Appreciation Dinner and Charity Auction, benefiting
St. Jude Children’s Research Hospital, which is held in
conjunction with The Five Star Conference & Expo.
This year our event is being held Sunday evening,
September 17, 2023, and we will be back at Eddie V's!

In addition to our dinner, we are hosting another fabulous

training session on Sunday afternoon. You may recall the training session we did last year. The
turnout was so good (over 350 attendees) that we had to bring in more chairs. Keep an eye out
for information about our speakers which will be announced soon. If you're interested in
attending or sponsoring either of these events, please reach out to me.

This issue of PRTNR Magazine is packed with some great articles! Inside, you'll find
information to help you connect with clients, tips on taking care of yourself and others, business
best practices and thoughts on giving. Also, you don’t want to miss the write ups from our
member-only monthly series, Coffee with Clients, featuring Bill Bymel, Carlos DeJesus and
Erick Gonzalez of First Lien Capital and Jerry Mills of Phoenix Mortgage.

A BIG thank you to our clients and members for your contributions to our organization and this
issue. We do what we do for you!

Closran, Yo T

Executive Director of Operations, US REO Partners
Editor, PRTNR Magazine

EMAIL SHARON.BARTLETT@USREOP.COM
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COFFEE WITH CLIENTS ﬁ

Featuring:
Jerry Mills

Our members enjoyed a well-spent hour with Jerry Mills,
Asset Manager at Phoenix Mortgage Services. With his
wealth of industry expertise, Jerry provided some
insightful information on the current state of the market.

TELL US A LITTLE BIT ABOUT YOURSELF AND HOW

YOU GOT STARTED IN THE BUSINESS?
JM: In 1999, I got licensed as a retail agent in Durango, CO. As

a fresh-faced 25 year old, I was trying to find ways to do
business and began doing BPO work. Those BPOs lead to one
REO listing through Guarantee Bank. Shortly thereafter, I
moved to Denver in 2004. Realizing I didn't have a sphere of
influence or network to dip my toes back into the real estate
space, I ended up answering a Monster ad for an Asset
Specialist position at Integrated Asset Services. I had never
really worked on the disposition side but had a great
interview. IAS came back and said I was over-qualified for the
original job; however, they offered me a position as an Asset
Manager. Itook thatjob and looking back, it turned out to be
one of the best things I ever did.
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JM: (cont.)

As things changed with IAS, I got
picked up by Nationstar as an REO
Manager. When Nationstar
subsequently ran out of inventory, I
found myself looking for a job again.
My wife told me she didn't want me
in REO and encouraged me to go
back to being a retail real estate
agent, which is what I've been doing
for about the last 8 years.

['ve kept in touch with John Burnett
who moved over to Phoenix 9 or 10
years ago. For several years, we had
talked about putting the old band
back together. Eventually, an REO
position became available that was a
good fit. I now get to work with
agents and assets which I really
enjoy. It's where I have the most
fun and success.

PHOENIX DOES MORE THAN
JUST ASSET MANAGEMENT.
TELL US ABOUT THE OTHER
LINES OF BUSINESS PHOENIX IS
INVOLVED IN:

JM: Phoenix initially started doing
mortgage servicing, trading, and
analytics. We do a lot of mortgage
servicing rights trading with Fannie,
Freddie and Ginnie. Similarly, we
are involved in whole loans trading
to industry investors which
encompasses a variety of people.
This is where the majority of our
business is right now. However, the
other thing that is very important to
our business is analytics.



COFFEE WITH CLIENTS

JM: (cont.) We do valuations of certain MSRs
and look at portfolios from a standpoint of profit
and loss. We also do some advisory work on
portfolio retention. Fortunately, the leadership
has done a great job on diversification.

WHAT WOULD YOU SAY SETS PHOENIX
APART FROM YOUR COMPETITION?

JM: The biggest thing for us is the partnership
with agents. Agents are our most important
resource and asset. Without the agents, we
don't have a business. It's important to take the
information agents share with us to the clients
so they have a clear understanding of what
each side is dealing with. I value this
partnership especially as I've been on both
sides. We are independently owned and
operated, we don't have overhead, we're not
strapped with debt and don't have Wall Street
investors. That puts us in a pretty unique
position. We can do things a little differently
than the other big shops.

WHAT ADVICE CAN SHARE WITH OUR
MEMBERS IN PURSING NEW BUSINESS
OPPORTUNITIES IN THE REAL ESTATE
SPACE?

JM: You have to be diligent, but not overbearing.
I always tell agents to treat your clients the way
that you want to be treated. Do you want an
overbearing buyer that is beating on your door
all hours of the night? Be respectful of time. As
far as getting opportunities, doing BPOs is how
you cut your teeth.

JM: (cont.) Anytime people can get in front of
big group of industry experts, they should
absolutely take that time. I'm always willing to
have a conversation with an agent. Ilove
talking to agents because I want to hear what's
going on in their market. The biggest thing for
us is for agents to tell us what we need to hear,
not what they think we need to know. At the
end of the day, if you are blowing smoke and we
go back to our clients with inaccurate
information, it causes unnecessary frustration.

WHAT OTHER SOURCES DO YOU UTILIZE TO
STAY UP TO DATE ON THE CURRENT REAL
ESTATE MARKET AND TRENDS?

JM: There are a lot of really smart people out
there that do this on a daily basis. I try to cling
to those that have the most knowledge and
experience. They are having conversations
daily and that is why they are so successful.
Lenders are another great resource. The MBA
is probably the most valuable piece. T have a
great friend that attends a majority of the MBA
conferences. After the conferences, I'll sit
down and have a 30 minute catch up session
with him. The MLS boards are another source.
As far as publications, I'm cautious to read
things online and defer to people that I know
and trust.

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

Featuring:

Bill Bymel, Carlos DejJesus

& Erick Gonzalez

First Lien Capital's Bill Bymel, Carlos DeJesus, and Erick

Gonzalez joined us for May's US REO Partners Coffee with

Clients. With their extensive experience in the distressed
real estate and asset market space, our members were
treated to an insightful and educational hour.

Carlos DeJesus Erick Gonzalez

. Founder &
VP of Asset Bill Bymel " i b
Managment anaging Director
Founder & CEO Loan Loss Mit

TELL US A LITTLE BIT ABOUT YOURSELF AND
HOW YOU GOT STARTED IN THE INDUSTRY?

BB: 1founded First Lien Capital 2 years ago. I got started
in the business as a fix and flip real estate investor. I am
also a real estate broker like many of you. I had moved
away from residential real estate in the mid-2000's and
began working in the commercial tenant rep area. In the
summer of 2008, I got a phone call from Kondaur Capital
requesting help valuating a pool of loans they were
bidding on. That was my light bulb moment for getting
into the distressed space.
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BB: (cont.) 1started buying
loans from Kondaur and a few
years later got hired as a asset
manager at Spurs Capital and
built my career from there.

EG: 1am a portfolio manager
with First Lien Capital. T have
spent the better part of 15 years
doing asset management work
which consists of disposition, loss
mitigation, due diligence,
investor relations, compliance
and anything that has to do with
oversight on the asset
management side. In my early
20's, I realized I had a passion for
the distressed business. I'm not
sure what drew me to it, but I've
enjoyed the opportunities that
I've been able to take advantage
of in this industry.

CD: 1 have been doing this for a
little over 20 years. I started as a
loan originator/servicer back in
the day when it was a one-stop
shop. Just after getting out of the
U.S. Navy, a friend of mine
reached out and said his
company was hiring and would
train on the job. I gravited to it
because, although the numbers
are important, it's more of a
relationship and people person
business. I enjoy communicating
with different people from all
walks of life.



COFFEE WITH CLIENTS

WHAT WOULD YOU SAY SETS YOU APART
FROM YOUR COMPETITORS IN THIS LINE
OF WORK?

CD: One thing that makes us strong and sets
us apart is the fact that we are strategically
placed in different regions and major cities
across the country. It allows us to physically
go out and look at an asset before we acquire
them. We can look at its condition and see
what it is worth before we bid on it. Another
big thing internally is our culture, our team
chemistry, and the synergy we bring. At the
end of the day, we know it is business, but we
all get along extremely well. This is a team
and the only way we are going to win is if we
motivate and push each other.

BB: We have a great diverse group from all
across the country and we love what we do.
We are passionate about our work. It's my
intention that most of this core group will own
a piece of the company. We really do have
that family feel while still being very
institutional in nature. The kind of money that
we have to raise to support the purchase of
loans pools is pretty serious. We've actually
bridged that gap. When it comes to dealing
with borrowers, we are very main street in
our approach, but on the reporting and
investing side very institutional. For better or
for worse, we are either your best client or
your worst client. We are very hands on in
managing individual assets and catching
things. This results in holding everyone to a
higher standard and makes us unique.

WHAT ADVICE COULD YOU SHARE WHEN IT
COMES TO PURSUING NEW BUSINESS
OPPORTUNITIES IN THE REAL ESTATE
SPACE?

BB: 1believe it really comes down to being
good at what you do and being good at your
specialty. Each of you are localized and know
your markets. Real estate is so local in nature
and that has such an intrinsic value. The
ability for me to get on the phone with one of
you and ask about neighborhoods, values,
market trends, and rehab resources is very
valuable. Marketing your knowledge and
insights to asset managers and investors is
where I would start.

Secondly, I would also recommend that you call
the regional banks and credit unions where I
believe 70% of the commercial portfolio debt in
the country is being held. Most of them don't
have special asset departments, they are too
small. There may be opportunities to get
individual deals. Or, you could bring them to
us if they are too big to do individually and we
will joint venture with you. This may be the
summer of opportunity and it's worth
everyone's effort to reach out to these regional
banks and credit unions.

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
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REGIONAL
REPRESENTATIVE'S CORNER

with Todd Yovino
USREOP Region Representative

Tips on Connecting Without Oversharing

Before hiring you, your clients and prospects read
your website and social media. If shared properly,
certain aspects of your life outside work can add
value to your business, but if shared carelessly or
unprofessionally, it can hurt it. Here are a few
things to consider before communicating with
your clients.

Who is my audience? Religion and politics are hot-
button topics you might want to steer clear of. Be
sure to ask yourself if your audience might be
offended by what you share. Regardless of
whether you are talking with someone who shares
your views, these subjects still present unique
risks. Would you share this information with any
client? If not, you should reconsider. This goes for
written and verbal communication, as well as
social media posts.

The stories you share tell your audience who you
are. If you tell a story about rescuing a dog from
an abandoned house, people may come to the
conclusion that you are a caring person. On the
flip side, you might come off as insensitive rather
than funny if you tell a story about playing a
practical joke on another agent. Consider how you
want your clients to see you.

Are my comments appropriate for a business
setting? While it's okay to share parts of your
personal life with clients, be mindful of keeping
them appropriate for your audience.
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Ask yourself if sharing this would make
people less likely to work with you.

Often, less is more. Your clients don't
need an overly detailed explanation of
why you were late. Take accountability
and offer a brief apology. Long excuses
can be off-putting.

Finally, remember that you are trying to
connect with people. Is what you are
about to share inform or entertain them?
Is it appealing?

In the end, you want your client to know
and trust you, and to see you as a
professional ready to take care of
business.

SERINA LOWDEN-RUSH

OWNER, BROKER ASSOCIATE
US REO PARTNERS, Western Regional Rep

SACRAMENTO, SAN JOAQUIN,
& SOLANO COUNTIES

© serinalowden@allcityhomes.com
allcityhomes.com
O 209 304 5841
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