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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



us
PARTNERS BOARD OF DIRECTORS

Troy Capell

Founding Member, President
troy@usreop.com
818.571.7390

Quantum Real Estate Group

Steve Modica

Founding Member, Vice President
steve.modica@usreop.com
954.270.7770

Real Estate Home Sales, Inc.

Scott Larsen

Founding Member, Treasurer
scott.larsen@usreop.com
801.698.2788

Revolution Realty & Management

Earl Wallace

Founding Member, Corporate Secretary
ewallace@wallacelaw.com
949.748.3600

Wallace, Richardson, Sontag & Le, LLP

YV ( } ~ Phil Chernitzer
£ ,*- "\ Founding Member, Director Emeritus
v ¥ - . .
\ . y £% phil.chernitzer@usreop.com

703.244.2733

u " Famous Services, LLC / REO Real Estate

Cathy Davis

Founding Member, Director Emeritus
stlouisreo@aol.com
314.413.5279

Mid America Property Partners




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.

8

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.

12




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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Interview with Cheryl Swain

LOOK INSIDE ST.
UDE CHILDREN'S

I recently had the opportunity to sit down with Cheryl Swain, the Advisor, Area Development —
North Texas for ALSAC to talk about St. Jude Children’s Research Hospital and how her
organization supports the hospital. Cheryl opened up about how she first became involved and

provided tips on how others can help!

Many people have heard of St. Jude Children’s
Research Hospital, but not ALSAC. Can you tell us
about ALSAC and its involvement with St. Jude
Children’s Research Hospital?

CS: American Lebanese Syrian Associated
Charities (ALSAC) was founded by Danny Thomas
in 1957 to be the fundraising and awareness
organization for St. Jude Children’'s Research
Hospital, and its sole mission is to raise the funds
and awareness necessary to operate and maintain
the hospital. In the years ahead, an estimated 89%
of the funds necessary to sustain and grow St. Jude
must be raised by ALSAC from generous donors.

As the Advisor — Area Development for North
Texas, what are your primary responsibilities.

CS: My primary responsibilities include managing,
recruiting, and expanding volunteer and donor
efforts throughout the North and Central Texas
area. | manage our Country Radio Partners, Tri-
Delta Chapters, lead our St. Jude Walk Run Austin

14

-Sharon Bartlett

Event, serve as a point-person for Groups, Third-
Party Events & Organizations (including US REO
Partners), and all volunteer initiatives at a multitude
of high value events. All these programs and
partnerships increase the support for and
awareness of St. Jude Children's Research
Hospital. :

What drew you to become involved with St. Jude
Children's Research Hospital?

CS: After working for two decades for non-
profits/community relations and in the professional
sports industry, | didn’t make room for life/work
balance. | took a VIP tour of St. Jude Children’s
Research Hospital four years ago and made a wish
on the iconic Danny Thomas bronze sculpture that
was rumored to bring luck to those that made a wish
on it. | made a wish to let me serve in any capacity
as long as | was able to make an impact for
children. And the rest is history. | am a true
testimony that dreams do come true.



How do donations impact the services and
treatments that St. Jude Children’s Research
Hospital provides to children with cancer and
other life-threatening diseases?

CS: ALSAC and St. Jude are proud that 82 cents
of every dollar received has gone to support
patients and research at St. Jude. Through the
support of generous donors, families never receive
a bill for treatment, travel, housing, or food,
because all a family should worry about is helping
their child live.

How important is financial support from donors
in enabling St. Jude Children’s Research
Hospital to innovate and develop new
treatments for childhood diseases?

CS: Today, St. Jude is a world leader in developing
new, improved treatments for children with cancer,
creating more clinical trials for cancer than any
other children’s hospital. We share those
breakthroughs freely with.doctors, hospitals, and
scientists worldwide so they can use that
knowledge to save thousands more children. As |
mentioned above, we're proud that 82 cents of
every dollar received goes to support the
treatment, research, and future needs of St. Jude.
Treatments invented at St. Jude have helped push
the childhood cancer survival rate from 20% to
80% in the U.S., and we won't stop until no child
dies in the dawn of life.

Can you speak to the long-term impact of
donations on the lives of children and families
who receive treatment and support from St.
Jude Children’s Research Hospital?

CS: Treatments for pediatric cancer can last up to
three years or more and cost on average
$425,000.

No family ever receives a bill for treatment, travel,
housing or food, and no family is asked to pay
copays or. deductibles. Donations received will
have a lasting impact on the lives of children and
families who receive treatment and support.

What do you see as the biggest challenges
facing St. Jude Children’s Research Hospital
and similar organizations in the current social
and economic climate?

CS: The fight against cancer never stops, soO in
terms of how we are handling the current and
economic climate, we all must collectively adapt,
we change, and we think innovatively to ride the
waves of the times.

What advice would you give to someone who
wants to get involved with a charity or non-

profit?

CS: My advice would be to identify a cause that is

‘important to you. Research online to find nonprofit

organizations that resonate and decide what you
feel would be the best way to get involved. Some
people want hands-on experience to volunteer for
a cause. Some people just want to write-a check.
Discover what speaks to your heart‘and run with it!
Non-profits truly ‘sustain with amazing volunteers
and donors, so my mission motto is, “Don’t wait!
Participate!” ‘ 3 :

In your view, what impact can individuals or
groups make by supporting St. Jude Children’s
Research Hospital?

CS: There is a multitude of ways to give and help
St. Jude fight childhood cancer and other life-
threatening diseases. Some options: Donate
financially, partner with St. Jude and align your
company through a sponsorship, customized
activation, DIY fundraiser, employee
giving/matching gifts, or volunteer on a local level!
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The sky is the limit, and | would be happy to
connect any US REO Partner with their local St.
Jude representative in their city/state. What
message would you like to share with those
considering donating to St. Jude Children's
Research Hospital?

CS: Unlike any other hospital, the majority of our
funding comes from individual contributions. It
currently costs more than $2 billion to run St. Jude
each year, and the cost is estimated to grow to
$2.2 billion by 2027. Your donation will help ensure
that families never receive a bill from St. Jude for
treatment, travel, housing, or food - so they can
focus on helping their child live. :

With the support of our clients and
members, US REO Partners is
honored to be an annual contributor
to St. Jude Children’s Research
Hospital. With the Five Star
Conference and Expo right around
the corner, we are working on our
final plans for the US REO Partners
Annual Client Appreciation Dinner &
Charity Auction. All donations
collected during the event are
donated directly to St. Jude
Children’s Research Hospital. We
hope you make plans to join us!

The Ed Laine REO Team

Serving Asset Managers in the PNW since 1992

e Over $1 Billion Sold and 2000 sales

banks and servicers.

this market
100% CFK Success Rate since 2007

recommendations.

(9.5x) the profit delivered at Closing

THE ED LAINE TEAM

Real Estate Reimagined

Clients include: FNMA, FHLMC, HUD, VA and over 50 different

Helped Hedge Funds acquire and then dispose of over $300m in

Licensed general contractor for accurate BPO's and repair

Coverage area: King, Pierce and Snohomish counties
Successful in what matters: 67% faster sales and nearly 10x

Proven problem solver

www.EdLaine.com Uis
(206) 229-5515
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To Repair or Not
To Repair Thatis
the Question

By Ed Laine,
Representative,

Lead Region
USREORPa

Asset Managers and their employers often
face a significant decision when it comes to
properties they own: whether to make
repairs and improvements or sell the
property as is. This decision can have a
substantial impact on their investment
portfolio and financial returns. In this article,
we will explore the factors that institutional
Asset Managers should consider when
making this decision and delve into the
considerations of integrating environmental,
social, and governance (ESG) factors into
their investment strategy.

Understanding the Asset Manager

Decision-Making Process

To comprehend the decision-making
process of Asset Managers, and institutions,
it is crucial to grasp the multifaceted nature
of their considerations. The Asset Manager's
decision-making process involves several
steps that entail careful analysis and
evaluation.

Step 1: Making sense of the data

Asset Managers rely heavily on data
provided by Realtors and BPO Agents when
assessing the viabilty of a potential
investment. This data includes statistics,
comparable sales, insights, and information
about the property's condition and market
value. Asset Managers need to establish the
sustainability and profitabilty of the
property to gauge its long-term return on
investment.




When considering repairs versus selling as is,
the Asset Manager will evaluate the cost of
repairs against the potential increase in
property value. Clear and concise data
presentation is crucial in conveying the
necessary information to Asset Managers,
allowing them to make informed decisions.

Step 2: Analysis and long-term
projections

Once the Asset Manager has reviewed the
initial data, they move on to a more detailed
analysis of the investment opportunity. This
stage involves assessing the potential risks
and rewards associated with the property.
Asset Managers examine long-term

projections, forecasting future growth and
profitability.

For institutional Asset Managers, the
decision to repair a home or sell it as is
depends on the projected return on
investment. They consider factors such as
market trends, potential rental income, and
property appreciation over time. Accurate
forecasting and realistic projections play a
vital role in this stage of the decision-making
process.

Step 3: Values and human connection

Asset Managers also place importance on
the values and reputation of the Realtors
and contractors they hire. They seek to
establish a connection and build a healthy
working relationship. Asset Managers are
increasingly interested in partnering with
Realtors and contractors who share similar
values and have a commitment to corporate
social responsibility.

When deciding whether to make repairs to a
home, Asset Managers may also consider the
Company's ESG strategy. A strong ESG
strategy can positively impact Asset
Manager decisions, as it demonstrates a
commitment to sustainable practices and
aligns with the Company’s values.

Integrating ESG Factors into
Investment Decisions

In recent years, there has been a growing
focus on integrating ESG factors into
investment decisions. Institutional Asset
Managers recognize the importance of
considering environmental, social, and
governance aspects when assessing the
long-term prospects of their investments.



ESG factors can influence the decision to
make repairs or sell a property as is. For
example, if the property requires significant
repairs that align with sustainable practices,
Asset Managers may be more inclined to
invest in the repairs, as it supports their ESG
objectives.

Furthermore, Asset Managers often rely on
external ESG data and service providers to
assist in their decision-making process. They
seek comprehensive information and data
points to conduct a robust ESG analysis.
Identifying any gaps in data or areas where
ESG considerations are lacking is crucial for
Asset Managers to ensure they are making
informed and responsible investment
decisions.

Conclusion

So, you see, the decision-making process for
Asset Managers regarding whether to make
repairs to a home or sell it as is involves
careful consideration of several factors,
besides the simple and superficial “does it
pencil”. These include the analysis of data,
long-term projections, and alignment with
ESG objectives. By understanding the Asset
Manager decision-making process and
integrating ESG factors into their strategy,
Asset Managers can make informed
decisions that balance financial returns with
sustainability and social responsibility.

As the real estate market continues to
evolve, Asset Managers must adapt their
strategies to account for the changing
landscape of ESG considerations. By doing
so, they can position themselves for success
while contributing to a more sustainable and
socially conscious future.
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Sunday, September 17, 2023
6:30pm

EDDIE V'S
4023 OAK LAWN AVE - DALLAS

JOIN US FOR A SPECIAL EVENING INCLUDING A NETWORKING
RECEPTION, DINNER, AND SILENT & LIVE CHARITY AUCTIONS

St. Jude Children’s
Research Hospital

Benefiting St. Jude Children's Research Hospital




A Force to be Reckoned With

Women in real estate are making a big impact in the industry,
and that’s not just an opinion; it's backed up by the facts. In
recent years, more women than ever before have become
involved in real estate, with many of them playing significant
roles in property management, investment, development and
more.

In recent years, the real estate industry has experienced a
major shift: more and more women are taking on an active
role in all aspects of the field. This is due to multiple factors,
but primarily because of greater access to education,
resources, and support for female real estate professionals.

The impact that women in real estate have had cannot be
overstated. From property management to development,
investment, and other roles within the industry, women have
been steadily increasing their presence and influence in all
areas of the business. For example, a report by NAIOP (the
National Association of Industrial and Office Properties) found
that nearly one-third of all firms in their survey were either
owned or operated by women—a significant jump from 2005
when only 14% of firms had female ownership or leadership.
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According to a recent study from NAR (the
National Association of Realtors®) 66% of
all REALTORS® are female, up slightly
from 65% last year. This increase in female
representation can be attributed to several
factors. One prominent factor is the sheer
number of educational opportunities for
aspiring female executives in real estate.
This is an indication that today’s
professionals recognize and value the
importance and potential benefit of being
well-informed on the challenges and
opportunities available in this industry.

In addition to education, increased access
to resources is another key component
leading to the rise of women in real estate.
Organizations such as CREW Network
(Commercial Real Estate Women), whose
mission is to “advance women globally
through best-in class research,
collaboration among peers and professional
development” have become invaluable
sources for female entrepreneurs looking
for advice or mentorship. These networks
serve as highly valuable platforms where
experienced professionals can offer support
to new entrants as they take their first steps
into this complex field.

Finally, initiatives such as The Athena
Leadership Program have also gone a long
way towards helping bridge gender gaps

within the industry by providing tailored
career guidance designed specifically for
women who wish to pursue a career path
within real estate. The program offers
scholarships for those looking to

acquire specific skillsets such as finance or
analytics while also providing tools such as
salary negotiation training which helps
empower participants with strategies
necessary for success within their
respective fields.

It's clear that we'’re living through an
exciting time when it comes to diversity in
real estate. One where more opportunities
than ever before are available for ambitious
female professionals looking to make their
mark on this influential industry. With plenty
of educational options at their disposal
coupled with improved access to networks
and resources specifically targeted towards
them, women now have far better chances
than ever before at becoming successful
agents within this sector at both local and
global scales.
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A STEP-BY-STEP GUIDE

by Danielle Galvin
US REO Partners Regional Representative

There are so many benefits to doing BPOs. It's a great way to learn the market and the MLS in your
area. You can make quite a bit of extra money. There is also the potential to get listings and build your
resume. The more platforms you have used and are an expert at, the better.

0 ] Make a plan, do multiple BPO photos in one day, save time and gas.

0 2 NEGOTIATE
Negotiate if you need more time or more money. Most companies

understand if you have to drive further than normal or if the turn time is too
short. Be sure to do this before you accept the order.

RESEARCH
0 3 Research the property before heading out to the property. Check MLS, PRP
and tax records. Oftentimes there are issues with the address or access.
Know before you go.

0 4 FOLLOW INSTRUCTIONS

Read the instructions, they often change photos needed (like across the
street), you don't want to have to go back.

0 5 FORMS MATTER
Look at the BPO form too to see if there is anything specific or different. Once

you know the sites, you will understand what each one needs.

0 6 DUPLICATE

Take multiple sets of photos so if they don't turn out or one is fuzzy, you have
duplicates. Also take photos with and without date stamps during initial visit.
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0 7 DIVERSIFY

Sign up for all of the BPO vendors and see what you find to be the easiest
and most helpful.

0 8 UTILIZE USREOP

Utilize the USREOP member-only site to see if you have logins for all of them.
https://usreop.com/members/client-registration-links/

BE AN EXPERT

0 9 Many of the BPOs are for our current REO clients. Ensure that you add in the
market information and be the expert. This is an opportunity to impress.

'I 0 WORDS MATTER

Update your verbiage to be more timely and make sure you do not include
outdated words, or words that raise Fair Housing red flags.

] .I GO BEYOND THE SHOT LIST

Upload extra photos of damage or other photos to support your value.

There are a lot of new photos only, or scan and photos only BPO requests that don't require a
value or comps. Technology is becoming a potential money maker for those doing BPOs. Check
out apps like IVuit, Cubacasa, Clear Capital, Proxy Pics, Groundworks and more.

Feel free to reach out anytime. I'm happy to help!

om .




About us. Eddie Blanco

With offices in Miami and Naples, Broker

Florida, we provide in-depth
property and market analysis,
staging and a custom marketing
plan designed to attract the idedal
target buyer for your home. We 00
have closed more than 3000 real

estate transactions since 2008. . 17687 NW 78th Ave

Miami, FL 33015

305-403-6430
eddie@stratwellrealestate.com
. www.stratwell.co

Experience a better way to sell
your home without the stress

We are a real estate brokerage that is
focused on executing on the best
possible strategy and process to help
home sellers achieve their goals. We
believe that more satisfied home
sellers equal more sales and more
personal satisfaction.

stratwell

4 N
RUSSLLL“R[V\LI'Y REALTY p

GRC

RUSSELL REALTY GROUP DIFFERENCE
“Who you work with matters!”

“We will take your GOOD, BAD, AND even your UGLY assignments!”

* We have sold over 2,000 REO properties sold, from Land to Luxury

* 93% successful Cash For Keys rate since 2001

* Licensed Private Pilot - | can list anywhere in the entire state of California

» Current/Past Clients: Freddie Mac, Fannie Mae, HUD LLB, VRM, Xome,
Dakota, many Hedge Funds, and 30 + MORE

e 24 Years of REO & Short Sale Experience

Certified in Luxury Home Sales

We will always BRING YOU SOLUTIONS with any challenge to

make you look like a HERO!

= 0: 626.583.4750
K
M: 949.200.7055 :
RussellRealtyGrp.com/REO
RRG@RussellRealtyGrp.com

\/

e
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&) bluehammer

THE RIGHT TOOL FOR
CONNECTING WITH
HOMEOWNERS

bluehammer™ professional provides smart,
homeowner engagement tools that supercharge

your existing marketing.

=N

Relationships are key to a successful
business. bluehammer professional helps
you build them.

bluehammer puts you in front of homeowners and provides marketing
tools to help you engage them. Learn more below on how
bluehammer's personalized content marketing and sales tools can help
grow your business.

VISIT OUR WEBSITE TO SIGN UP www.bluehammer.com

CREATED FOR:
Use the code

Real Estate Agents USREOP

Lending Professionals to save $50

Insurance Agents : '
at sign up!

Contractors/Home Services
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NURTURING YOUTH MENTAL HEALTH

Understandmg Ad(diction and Its Impact

In today's fast-paced and interconnected world, the
well-being of our youth has never been more
important. Mental health struggles, combined with
the growing concern of addiction, are issues that
significantly affect young individuals. It is crucial to
address these challenges head-on and provide them
with the support and resources they need. By
shedding light on the relationship between addiction
and mental health, we can foster awareness,
compassion, and effective interventions for the

betterment of our youth.

Understanding Addiction and Mental Health

Addiction and mental health are intrinsically linked,
often coexisting and exacerbating each other's
impact on an individual's life. While addiction can
affect people of all ages, youth are particularly
vulnerable due to the critical period of brain
development and the numerous social and

emotional challenges they face.
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The Impact of Addiction

Addiction is a chronic, relapsing disorder
characterized by compulsive engagement
in a particular behavior or substance

use, despite negative consequences.

Substance abuse, such as drugs or
alcohol, can have severe implications on
mental health. The abuse of substances
alters brain chemistry, leading to mood

disorders, anxiety, depression, and other

mental health issues. Moreover, the
pursuit of addictive behaviors often
results in strained relationships,

isolation, and a decline in academic or
professional performance.

Risk Factors for Addiction

Conversely, pre-existing mental health
disorders can increase the vulnerability
to addiction. Conditions like depression,
attention-
(ADHD),

disorder

anxiety disorders,

deficit/hyperactivity disorder
and post-traumatic  stress
(PTSD) can

searching for relief or self-medication.

leave young individuals

This search can inadvertently lead to
substance abuse or addictive behaviors
as a means of coping with emotional

pain or escaping reality temporarily.

Prevention and Intervention Strategies

To safeguard the well-being of our youth,
it is crucial to prioritize prevention and
intervention strategies that address both
addiction and mental health concerns
effectively.

Education and Awareness
Comprehensive education programs that
incorporate mental health and addiction
awareness should be implemented in
schools, community centers, and other
youth-oriented platforms. By fostering
early education about the risks and
consequences of substance abuse and
health

young

mental disorders, we can

empower individuals to make
informed decisions and seek help when
needed.

Early Intervention and Screening
health

disorders and addiction is essential for

Timely identification of mental

successful intervention. Schools,
healthcare providers, and parents should
be vigilant in observing changes in
behavior, mood, academic performance,
or social relationships that may indicate
underlying

struggles. Implementing

routine screenings and providing

accessible counseling services can help

identify and support those in need.
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Accessible Treatment and Support

Services

Efficient and affordable treatment and
support services are crucial for youth
health

battling addiction and mental

disorders. Mental health professionals,
counselors, and support groups should
be accessible, providing a safe space for
young individuals to discuss their
challenges openly. Interventions such as
(CBT),

dialectical behavior therapy (DBT), and

cognitive-behavioral therapy

medication management, when
necessary, can significantly improve
outcomes.

Holistic Approaches and Coping
Mechanisms

Promoting holistic approaches to mental
health,

adequate sleep,

such as regular exercise,

healthy eating, and
stress management techniques, can play
a pivotal role in preventing addiction and
supporting overall well-being.
Encouraging healthy coping mechanisms
like creative outlets, mindfulness
practices, and building supportive social
networks can empower youth to navigate

challenges more effectively.

Addiction and mental health are
intertwined challenges that significantly
impact the well-being of today's youth.

By recognizing the link between these

issues and implementing preventive
measures, early interventions, and
accessible support services, we can

nurture the mental health of our youth

and empower them to lead fulfilling,

addiction-free lives.

We can all
suicide. The 988 Lifeline
provides 24/7, free and
confidential support for people
in distress, prevention and
crisis resources for you or your
loved ones, and best practices
for professionals.

help prevent




choice |

Real Estate Services, Inc.

i T

1ST CHOICE REAL ESTATE SERVICES

‘Meet ‘Tom and Danielle Galvin

Serving Florida in Leon (Tallahassee), Gadsden, Wakulla, Gulf,
Franklin, Madison, Taylor, and Jefferson Counties

Their education, knowledge, experience and care will help
you successfully get the most out of your real estate assets.

TOM A. GALVIN, BROKER, BS REAL ESTATE, AHWD

1stchoice.tom@gmail.com Cell: 850-933-5094

Founding member of USREOP and has been in the Real Estate Business since 1984 and he
created 1st Choice Real Estate Services Inc in 1999 to focus on REO and investment properties.
He built this small company into the #1 team in the Tallahassee Board of Realtors.

DANIELLE GALVIN, REALTOR, BSBA, MBA, SFR, CLG, RENE, C2EX, AHWD, PSA

Regional Representative USREOP and President Elect Tallahassee Board of Realtors 2022
1stchoice.danielle@gmail.com Cell: 850-933-3953

Joined Tom's already established Real Estate Company in 2010. Since then they have sold over
1200 properties to include REOSs, retail and investment.

@ www.1stchoicehouse.net %, 850-893-7221 9, 1530 Metropolitan Blvd, Tallahassee, FL 32308 31
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With the recent Supreme Court ruling on Affirmative Action, some may be asking, why the

continued discussion of DEI and why now?

Simply put, you can’t correct 400 years of oppression in 60 and you certainly can’t begin to
address the wealth disparity in such a short time. There is and will continue to be a need

for diversity, equity, and inclusion (DEI) in real estate for many generations to come.

Firstly, promoting DEI helps address historical disparities and systemic biases that have
affected marginalized communities' access to housing and property ownership. By
fostering inclusivity, we can work towards creating more equitable opportunities for

everyone.

Secondly, a diverse and inclusive real estate industry can better understand and serve the
needs of a diverse clientele. People have different cultural backgrounds, preferences, and
housing requirements, and a diverse workforce can provide insights and solutions that
cater to a broader range of customers.

Additionally, DEI enhances innovation and creativity within the real estate sector. When



diverse perspectives and experiences are
valued and included, it leads to more robust
decision-making processes and the
development of innovative strategies that
benefit both businesses and the communities

they serve.

Finally, supporting DEI in real estate is also
a matter of social responsibility. As the
industry plays a significant role in shaping
communities, it is important to ensure that it
operates with fairness, inclusivity, and equal
opportunities for all individuals, regardless of

their background.

In the default services niche, if you are a
broker who services corporate entities and
GSEs, |

individuals

would encourage you to hire

from varying cultures,

nationalities and preferably who speak

multiple languages. When one is faced with
the daunting task of having to deliver the
news of a possible foreclosure action, or
even worse, one that has already occurred, it
is much better if there is not a language
to add to

barrier the already difficult

situation.

In the words of Julie Sweet, the CEO of
Accenture, “We believe our diversity makes
us stronger, smarter, and more innovative,
helping us better serve the needs of our

clients, our people, and our communities.”
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ADRIANA MONTES, JD MBA

LUXURY HOME SPECIALIST IN FLORIDA

Broker | Owner
m: 321 689 6258 o0: 407 654 9992

ARTICLES & ADS

NEXT ISSUE: SEPTEMBER 2023

US REO Partners is looking for articles and ads for our summer issue of PRTNR Magazine.
Increase your expert status in the REO industry, grow your brand and/or use your FREE
1/4 page annual ad included with your membership benefits.

Don't have a print ready ad? We can help! For a minimal fee, let us do the work!
o 1/4 Page - $75
e 1/2 Page - $100

Additional ads can also be purchased! Contact us for pricing.

QUESTIONS, NEED MORE INFO ORTO
SUBMIT AD OR ARTICLE, EMAIL US AT:

PRTNR@USREOP.com

US REO PARTNERS

Florida Dreams

REALTY GROUP, INC

"We don't measure
success through
achievements or

w: www.FloridaDreamsRealty.com awards, but through
e: ADRIANA@floridadreamsrealty.com the satisfaction of
S ——— our clients"
S RES.NET




UsS
PARTNERS

welcowe
wew wiewjpers

Ray King
Infinity Realty Group of Texas
Mesquite, TX
IRG.RayKing@gmail.com
(214) 418-6845

Cynthia Glickman

Windermere Excellence
Las Vegas, NV
cglickman@windermere.com

(702) 325-2201

Kenrick Kissoon
Homes of NY Realty, Inc.

Richmond Hill, NY
kkissoonhomes@gmail.com

(347) 723-7158

Myesha Davis

Bird Dog Real Estate Group

Jacksonville, FL
m.michelle@birddogrealestategroup.com

(904) 742-0086
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LAW FIRM MEMBERS GENERAL CONTRACTOR

Earl Wallace MEMBERS
USREOP Board Member

Wallace, Richardson, Sontag ~ Wally Knipp

&Le, LLP Knipp Contracting, LLC

Irvine, CA Phoenix, AZ

949-748-3600 623-5661-0803
ewallace@wallacelaw.com wknipp@knippcontracting.com

www.wallacelaw.com

Tyler Gold

Get the latest membership updates online and search by R AGRG AL

zip code for quick results: USREOP.com/partners Plantation, FL
954-684-8675

tyler@tylergold.com
www.tylergold.com

US REO Partners is a leading, national trade association

representing top-performing REQ brokers, default services
law firms, mortgage servicers, and ancillary vendors in the
default servicing industry. Julie Beyers

Founded in 2011, US REO Partners offers its mortgage Heayner, Beyers
servicing members a national network of vetted, proven, & Mihlar, LLC
and highly-trained partners who are ready and able to Decatur, IL
perform at every level of the disposition, loss mitigation, 217-422-1719 GUNHEGT WITH US
and mortgage servicing process. juliebeyers@hsbattys.com

%4
. . www.hsbattys.com A )
Managing challenging assets Corporate Office

Our members have decades of experience in full-service Robert Sambursky 4980 North Pine Island Rd.
REO maintenance and management, and are experts at Stein, Wiener & Roth, LLP Sunrise, FL 33351
listing, marketing, and selling challenging assets. When it Westbury, NY

comes to moving properties through the foreclosure and 516- 659-1492 o

REO pipeline, our members are the real estate, legal, title rsamburskv@hhstein.com
and preservation experts you need on your side and in ve ' Toll Free 1-855-4-US-REOP

your market.

TITLE MEMBERS 5%
Training and resources Carlos Garcia General Inquiries
We offer regional, national, and digital trainings for asset WFG National Title Company info@usreop.com
management and mortgage servicing teams who need Glendale, CA or
up-to-date local real estate and REO education; legal- 562-897-2117 Membership Services
based legislative and regulatory compliance updates; and carlosgarcia@wfgtitle.com membership@usreop.com
staff-level training on best practices in asset management, wfgtitle.com/carlos-garcia/
closing, eviction, foreclosure, preservation, short sale, title @
and valuation. PROPERTY WWW.USTeop.com
Proven, reliable service PRESERVATION
At US REO Partners, our members average 20 years inthe  JWIS\ 1313383
default servicing industry and are recognized leaders in Robert Evangelista www.facebook.com/usreopartners
their fields and markets. Certified Management &

Maintenance Corp. . .
You don’t have to go it alone - join the partnership. Brooklyn, NY www.linkedin.com/company/

Learn more, apply for membership, or find a partner online PRSP us-reo-partners

at USREOP.COM robert@certifiedmgt.com
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ALABAMA

Hugh Morrow
Birmingham, AL

o: (205) 879-7665

c: (205) 368-5500
reopreferred@gmail.com

ARIZONA

Jennifer Rascon

Yuma, AZ

o: (928) 783-1900

c: (928) 271-9700
Jennifersellsyuma@gmail.com

CALIFORNIA

Gul Iranpur

Brea, CA

o: (562) 714-1814

c: (562) 714-1814
gul@maazdarealty.com

Angelica Suarez

Carson, CA

o: (310) 261-7700

c: (310) 261-7700
angelica@angelicasuarez.com

Shawn Luong

Covina, CA

o: (626) 974-8077

c: (626) 643-7090
reoagent@shawnluong.com

Marvin Remmich

Danville, CA

o: (925) 200-0799

c: (925) 200-0799
Marvin@MarvinRemmich.com

Serina Lowden-Rush
Elk Grove, CA

o: (209) 304-5841

c: (209) 304-5841
serina@serinalowden.com

Alisa Krohn
Glendale, CA

o: (818) 542-3191
c: (818) 209-8695
akrohn@pmrsells.com

Jeff Russell

La Palma, CA

o: (626) 583-4750

c: (949) 200-7055
rrg@russellrealtygrp.com

Carole Sturim
Laguna Niguel
o: (949) 701-1200
c: (949) 701-1200
repro@cox.net

Maria Zuniga

Manhattan Beach, CA

o: (562) 351-3408

c: (562) 351-3408
mezuniga7 1@outlook.com

MEMBER DIRECTORY

Monica Hill

Menifee, CA

o: (951) 834-8687

c: (951) 834-8687
mvp4realestate@gmail.com

Mike Novak-Smith
Moreno Valley, CA

o: (951) 443-5195

c: (951) 236-7256
mikenovaksmith@cs.com

Irma Arreguin

Oxnard, CA

o: (805) 766-4663

c: (805) 443-8080
irma.arreguin@yahoo.com

Dorothy Macias

Pico Rivera, CA

o: (562) 948-4553

c: (562) 418-4062
dorothy.excellencere@gmail.com

Julio Saldana

Placentia, CA

o: (714) 343-1436

c: (714) 343-1436
ocmultiplelistings@gmail.com

Patricia Rocha

Rancho Cucamonga, CA

o: (909) 731-6559

c: (909) 731-6559
patricia.rocha@crownroyalrealestate.com

Lyn Dockstader
Riverside, CA

0: (951) 205-4233

c: (951) 205-4233
WaltandLyn@westcoe.com

Zoritha Thompson
Sacramento, CA

o: (916) 601-7653

c: (916) 601-7653
zorithasellsreo@gmail.com

Sigifredo Ponce

Salinas, CA

o: (831) 261-3758

c: (831) 261-3758
sig.ponce.realtimerealty@gmail.com

Jennifer Blake
San Clemente, CA
o: (949) 463-0626
c: (949) 463-0626
jblaked4re@aol.com

Anh Pham

San Francisco, CA

o: (650) 380-6364

c: (650) 380-6364
anh@skygrouprealtyinc.com

Steve Epstein

Santa Barbara, CA

o: (BO5) 689-9339

c: (805) 689-9339
steve@theepsteinpartners.com

Philip Boroda

Sherman Oaks, CA

o: (310) 278-9470

c: (310) 968-3844
philip.borodal@gmail.com

Alfred Younan

Turlock, CA

o: (209) 202-4201

c: (209) 202-4201
alfred@metro-realtypros.com

James Perez

Tustin, CA

o: (714) 720-6642

c: (714) 720-6642
reo@ownitnowrealty.com

Troy Capell

USREOP Board Member
Westlake Village, CA

o: (818) 571-7390

c: (818) 571-7390
troy@usreop.com

Fred Regius
Westminster, CA

o: (714) 469-7140

c: (714) 469-7140
fred@regiusrealtors.com

CONNECTICUT

Nicholas Mastrangelo
Orange, CT

o: (203) 795-2351

c: (203) 641-2100
nick.mastrangelo@cbmoves.com

Kyle Neumann

Ridgefield, CT

o: (203) 240-3912

c: (203) 240-3912
kneumann@houlihanlawrence.com

FLORIDA

Tad Yeatter

Cape Coral, FL

o: (239) 997-4000

c: (239) 297-1583

tad@sbrealtyinc.com

Nancy Yialouris

Coral Gables, FL

o: (305) 441-2009

c: (305) 215-8841
nyialouris@ygrouprealty.com

Brett Matthews

Davie, FL

0: (954) 966-0611

c: (954) 605-3325
brettmatthewspa@gmail.com
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FLORIDA (cont.)

Colleen Calnan

Daytona Beach, FL

o: (386) 675-1137

c: (781) 983-4852
colleen@calnanrealestate.com

Raul Gonzalez

Doral, FL

o: (305) 988-2200

c: (305) 785-3030
raul@nufrontrealty.com

Scott Kiefer
Dunnellon, FL

o: (352) 861-6000

c: (352) 812-3645
KieferRealty@gmail.com

Denise Mahoney

Fort Lauderdale, FL

o: (954) 944-2770

c: (954) 529-5355
Denise@TopFloridaHouses.com

John Buchanan
Jacksonville, FL

0: (904) 269-3990
c: (904) 657-9573
john@reo-jax.com

Ryan Courson
Jacksonville, FL

o: (904) 853-6018

c: (904) 762-5264
ryan@corerealtyusa.com

Myesha Davis
Jacksonville, FL
o: (904) 903-4637
c: (904) 742-0086

m.michelle@birddogrealestategroup.com

Glen Hare

Jacksonville, FL

o: (904) 384-9807

c: (904) 465-3655
glenhare@jaxhomesource.com

William Ramos

Jacksonville, FL

o: (904) 477-0767

c: (904) 477-0767
william@integritykeyrealty.com

Jessica Graham

Leesburg, FL

o: (352) 787-6966

c: (352) 504-7772
jessicagraham@eragrizzard.com

Eddie Blanco

Miami, FL

o: (305) 684-8733

c: (305) 684-8733
eddie@stratwellrealestate.com

Luis Guzman

Miami Lakes, FL

o: (786) 499-6994

c: (786) 499-6994
Luis@ContinentalSells.com

Evelsi Conqueth
Miramar, FL

o: (954) 543-3810

c: (954) 543-3810
evelsi@evelsiconqueth.com

Adriana Montes

Ocoee, FL

o: (407) 654-9992

c: (321) 689-6258
adriana@floridadreamsrealty.com

Melanie Crocker
Orlando, FL

o: (407) 401-8752

c: (407) 401-8752
mel@melaniecrocker.com

Scott Seidler

Panama City Beach, FL

o: (850) 249-0313

c: (850) 774-5007
TheConnectionTeam@KW.com

Robin Metz

Port Saint Lucie, FL

o: (772) 370-2788

c: (772) 370-2788
RealtorRobinMetz@aol.com

Peter Chicouris

St. Petersburg, FL

o: (727) 343-8100

c: (727) 410-7064
pgc@equityrealtyinc.com

Rafael Dagnesses
Siesta Key, FL

o: (310) 658-8226
c: (310) 658-8226
rafael@grealtors.com

Steven Modica

USREOP Board Member
Sunrise, FL

o: (954) 572-7777 Ext.203

c: (954) 270-7770
steve@realestatehomesales.com

Tom & Danielle Galvin
Tallahassee, FL

o: (850) 893-7221

c: (850) 933-5094
1stchoice.danielle@gmail.com

GEORGIA

Jacqueline Gouldbourne
Associate Member
Lawrenceville, GA

o: (678) 702-2884

c: (770) 778-6562
jacqueline@thegouldglobal.com

John Sherwood

Marietta, GA

o: (770) 438-2411

c: (404) 718-0056
jsherwood@worthmoorerealty.com

Nikki Crowder

Snellville, GA

o: (678) 508-3878

c: (678) 508-3878
nikki@solutionsfirstrealty.com

ILLINOIS

Gaspar Flores
Chicago, IL

o: (773) 581-9600
c: (312) 656-6301
gflores.sfr@gmail.com

Kirby Pearson

Chicago, IL

o: (773) 325-2800

c: (312) 805-0005
kirby@pearsonrealtygroup.com

Gary Weglarz

Chicago, IL

o: (773) 779-8500

c: (312) 623-6200
gary@applebrookrealty.com

Tammy Engel

Genoa, IL

o: (815) 784-2800

c: (815) 482-3726
Tammy@eshometeam.com

Patti Furman
Glenview, IL

o: (847) 729-7261

c: (847) 767-1168
patti@pattifurman.com

KANSAS

Scottie Harvey

Qlathe, KS

o: (913) 768-6998

c: (816) 805-4204
sharveyrealtor@aol.com

KENTUCKY

George & Julie Green
Louisville, KY

o: (502) 709-7771

c: (502) 439-7596
George@ExitGreenTeam.com

MARYLAND

Faith Rosselle

Ashton, MD

o: (301) 570-9300

c: (202) 369-5179
faith.rosselle@verizon.net

Antoine Johnson
Baltimore, MD

o: (410) 995-8411
c: (301) 512-8088
mdbporeo@gmail.com

Helene Zrihen

Baltimore, MD

o: (410) 547-5700

c: (301) 741-6921
helene.zrihen@penfedrealty.com
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MARYLAND (cont.)

Brenda Sarver

Frederick, MD

o: (301) 631-0778

c: (301) 606-8852
brenda@mdreoconnection.com

Bob Gauger
National Harbor, MD
o: (833) 335-7433
c: (240) 286-4447
bob@bokareo.com

Melanie Gamble
Upper Marlboro, MD
o: (301) 386-0008
c: (301) 343-8538

melanie.gamble@212degreesrealtyllc.com

MICHIGAN

Mike Samborn

Bay City, MI

o: (989) 922-6800

c: (989) 239-3662
mike@mikesamborn.com

Michael Balsitis
Caledonia, MI

o: (616) 871-9200

c: (616) 813-5522
mike@bellabayrealty.com

Sam Hantosh

Canton, MI

o: (313) 283-2228

c: (313) 283-2228
sam.hantosh@gmail.com

Sherri Saad

Detroit, MI

o: (313) 598-5322

c: (313) 598-5322
sherri.saad@comcast.net

Albert Hakim

Harper Woods, MI

o: (586) 495-0010

c: (586) 495-0010
albert@alwayssold.com

Anthony Raffin

St. Clair Shores, MI
o: (586) 773-4400
c: (586) 634-4761
tony@raffinteam.com

Najah Fawaz

Troy, MI

o: (248) 616-0100
c: (248) 225-3390
najafawaz@gmail.com

MISSOURI

Paula Frans

Saint Joseph, MO
o: (816) 232-2000
c: (816) 351-1095
pmonte@email.com

MEMBER DIRECTORY

Cathy Davis

USREQP Board Member
St. Peters, MO

o: (636) 720-2780

c: (314) 413-5279
cdavis@mappreo.com

Michelle Syberg

St. Peters, MO

o: (636) 720-2780

c: (314) 503-6093
msyberg@mappreo.com

NEVADA

Brandy White Elk
Las Vegas, NV

o: (702) 478-2242

c: (702) 858-4211
brandy@iresvegas.com

Cynthia Glickman

Las Vegas, NV

o: (702) 256-0146

c: (702) 325-2201
cglickman@windermere.com

NEW JERSEY

Sharonn Thomas Pope
Cherry Hill, NJ

o: (856) 324-8264

c: (215) 669-4470
sharonn.thomas@comcast.net

Felicia Hankerson

Clark, NJ

o: (908) 514-4105

c: (973) 868-8076
centraljerseyreoagent@gmail.com

Nicholas Verdi
Secaucus, NJ

o: (201) 559-5770
c: (973) 769-1009
nickreo@aol.com

Arun Thomas
Teaneck, NJ

o: (201) 357-5525

c: (201) 832-8400
arun@arunthomas.com

NEW YORK

Tom Marco

Brooklyn, NY

o: (718) 998-7100

c: (917) 282-9737
tommarco@optonline.net

Todd Yovino
Hauppauge, NY

o: (631) 820-3400
c: (516) 819-7800
todd@iarny.com

Lee Raphael

New Windsor, NY

o: (845) 564-2800

c: (914) 474-8146
Iraphael@riverrealty.com

Nas (Abdool) Rahaman
Queens Village, NY

o: (917) 687-0252

c: (917) 687-0252
nasrahaman@msn.com

Kenrick Kissoon
Richmond Hill, NY

o: (718) 846-2400

c: (347) 723-7158
kkissoonhomes@gmail.com

OKLAHOMA

Lisa Mullins

Tulsa, OK

o: (918) 586-2142

c: (918) 557-6359
team@mullinsteam.com

OREGON

LizBeth Hale

Happy Valley, OR

o: (503) 757-1869

c: (503) 757-1869
lizbeth@treecityhomes.com

PENNSYLVANIA
Elaine Corbin
Bensalem, PA

o: (215) 891-0777

c: (215) 750-5555
elainecorbin@gmail.com

Mitchell Cohen
Philadelphia, PA

o: (215) 732-5355

c: (215) 837-3990
Mitchellc@premierreo.net

Libby Sosinski
Pittsburgh, PA

o: (412) 571-3800
c: (412) 722-8344
LIBBerated@aol.com

RHODE ISLAND

Leann D'Ettore

Cranston, RI

o: (401) 641-2014

c: (401) 641-2014
reo_properties@yahoo.com

TENNESSEE

Amanda Bell

Ashland City, TN

o: (615) 792-6100

c: (615) 406-9988
amandabell@realtracs.com

TEXAS

Pamela Bookout
Arlington, TX

o: (817) 472-1567

c: (817) 821-1912
pam.bookout@cbdfw.com

Charles Kriegel

Houston, TX

o: (713) 574-3141

c: (832) 496-2614
charliekriegeljr@gmail.com
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TEXAS (cont.)
Monica Vaca

Houston, TX

o: (713) 461-1230

c: (281) 831-4935
monica@thregroup.com

Ray King

Mesquite, TX

o: (214) 418-6845

c: (214) 418-6845
IRG.RAYKING@GMAIL.COM

Michael Seeto

Plano, TX

o0: (972) 509-7100

c: (214) 228-2281
dfwnewhomes@gmail.com

Susan Collins
Associate Member
Richmond, TX

o: (713) 582-2255
c: (713) 305-1830

Susan.Collins@susancollins.realtor

Maria Navarro

San Antonio, TX

o: (210) 781-0651

c: (210) 781-0651
navarroreo@gmail.com

UTAH

Scott Larsen

Ogden, UT

USREOP Board Member
0: (801) 479-3999

c: (801) 698-2788
scott@utahreo.net

Robyn Moody
Riverton, UT

o: (801) 566-8288

c: (801) 859-2539
robyn@saltlakereo.com

Rett Smith

St. George, UT

o: (435) 656-5001

c: (435) 229-0322
rettsmith@yahoo.com

VIRGINIA

Phil Chernitzer
Annandale, VA
USREOP Board Member
0: (703) 244-2733

c: (703) 244-2733
realhome@rcn.com

Kelly Liedtke

Associate Member
Newport News, VA
o: (757) 330-8814
c: (757) 969-8936

kelly@crushrealestateteam.com

Joy Liggan
Richmond, VA

o: (804) 545-6300
c: (804) 393-6968

vacapreo@virginiacapitalrealty.com

Kevin Pall

Suffolk, VA

o0: (757) 273-8300

c: (757) 344-7338
kevinpall22@gmail.com

Elaine Alfiero

Virginia Beach, VA

o: (757) 439-9135

c: (757) 439-9135
elaine.alfiero@gmail.com

WASHINGTON

John Diener

Bellevue, WA

o: (206) 940-1136

c: (206) 940-1136
jdiener@washingtonreo.com

Jaryd Ruffner

Puyallup, WA

o: (253) 686-6356

c: (253) 686-6356
jarydruffner@windermere.com

Ed Laine

Seattle, WA

o: (206) 229-5515

c: (206) 229-5515
ed.laine@exprealty.com

James Clifford
Sumner, WA

o0: (253) 732-9400

c: (253) 732-9400
jimclifford@wrgpra.com

MEMBER DIRECTORY
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COMMUNITY

USREO

Partners uses the same enthusiasm we have in

business toward making an impact nationwide. US REO
Partners Members and Clients work within the business
community as well as in their local coommunities. US
REO Partners is proud to be a driving force behind
multiple charity events.

St. Jude Childrens
Research Hospital

United
ountry-

Auction Services

—
THE FOUNDATION"®
W o Cancer Research

WOUNDED WARRIOR
PROJECT®

Children’s
Miracle Network
w Hospitals’

In 2022, US REO Partners supported St. Jude Children's Research Hospital for a ninth
year. Thanks to the generosity of our clients and members, we are once again able to
contribute toward "Finding Cures and Saving Children." St. Jude Children's Research
Hospital supports both children and their families and never asks for payment. US REO
Partners tries to give in a way that supports both adults and children nationally. We have
been very fortunate to work with incredible organizations over the years since our
partnership began in 2010, Our members are always looking for ways to get more
involved in their communities.

US REO Partners has donated more than $610,000 to St. Jude Children's Research
Hospital. Mr. Mike Jones of United Country Auction Services works with St. Jude on all of
their main events and US REO Partners was fortunate to have United Country Auction
Services as the auction house at the 2022 event. Sportscaster and former NFL
Quarterback Babe Laufenberg was the honorary celebrity guest. Over the past years,
we've had the stars of the professional sports world: Tony Dorsett, Spud Webb, Drew
Pearson, Steve Garvey, Ed "Too Tall" Jones and Randy White as our celebrity guests to
assist US REO Partners in a highly successful effort supporting the St. Jude Children's
Research Hospital.

US REO Partners was able to donate over $30,000 to The V Foundation towards Cancer
Research to help both children and adults. The V Foundation has awarded more the
$115 million to more than 100 facilities nationwide and proudly awards 100% of direct
donations to cancer research. Our honorary guest was Dr. Kathleen Crowley of Texas
Health Harris Methodist Hospital and her husband Dr. Eric Steen of UT Southwestern
Internal Medicine.

Through the generosity of our members, we were able to donate over $22,000 to the
The Wounded Warrior Project. The Disabled Veterans National Foundation exists to
change the lives of men and women who came home wounded or sick after defending
our safety and our freedom. The Disabled Veterans National Foundation works to
advance a number of current issues that impact the lives of disabled veterans and their
families.

Ofrece Un Hogar is a safe home for children O-5 years of age who have been victims or
who are in situations of abuse or neglect. US REO Partners contributed over $20,000 to
this wonderful foundation.

Children's Miracle Network was founded by Marie Osmond and John Schneider and
raises funds for children's hospitals, medical research and community awareness of
children's health issues. US REO Partners was able to donate over $22,000 to their
organization.



