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EDITOR'S NOTE

Happy Fall Ya'll! Fall brings with it a sense of
transformation and transition, much like the ever-evolving
world of real estate. In the pages ahead, you'll discover
insights and stories from industry leaders, sharing their
experiences and strategies for success.

We also explore the concept of collaboration and
partnership, which is at the heart of PRTNR Magazine.
Fall, with its spirit of togetherness, reminds us of the
power of networking and working together.

This edition of PRTNR Magazine is a celebration of the
many facets of this beautiful season and how they
parallel the dynamics of this unpredictable real estate
industry. Just as the trees shed their leaves, businesses
often find themselves shedding old strategies and embracing fresh opportunities. It's a time for
reflection, innovation, and growth.

As you read through the pages of this edition, | hope you will find inspiration and practical
insights that you can apply to your own business ventures and partnerships. Remember that,
like the autumn leaves, change is inevitable, but it's how we adapt and evolve that truly matters.

Thank you for being a part of the PRTNR Magazine community!

Claran, Yl

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

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

Featuring:
Mark Johnson

In August, USREOP members had the pleasure of hearing
from LRES President, Mark Johnson. Leveraging his
extensive industry knowledge, Mark shared insightful
information about the current market conditions.
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TELL US A LITTLE BIT ABOUT YOURSELF AND WHAT
YOU LIKE TO DO WHEN YOU’RE NOT WORKING.
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M]: Ilive in Southern California and we certainly enjoy the
outdoors. We are pretty close to the beach and enjoy that
kind of lifestyle. My wife and I spend a lot of weekends
riding up and down the boardwalk visiting various
restaurants here in Newport Beach. I am going to confess
something to you since I‘'ve been doing this more and more
lately. I play in a rock band and we are performing more
than we ever have. We are doing a big charity event tonight
and then tomorrow night playing at the House of Blues.
There are my bragging rights for the day!
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HOW DID YOU GET STARTED IN
THE ASSET MANAGEMENT / REO
BUSINESS?

M]: It's been a long path. I was
looking for work right out of college
and took a part-time job at a little
company that was providing real
estate information, including title
and property tax data, to lenders.
They hired me to run their data
entry department. It was back in
the 80‘s and I didn‘t even really
know what a data entry department
was! I grew to like the business,
learned something about real estate
and made a few very good friends
at that first company. Ultimately,
this company was purchased by a
much larger company. The result of
that company being purchased lead
to several clients reaching out and
asking me and another client
relations buddy to start up our own
property tax business. If we did,
they promised to switch their
business over to our company. So
we started a company and 20 years
later sold it to Fidelty National. I
then worked for Fidelity National
Title and Appraisal for another 15
years. At that point, I said I was
“retired“ and then I met Roger
Beane. I had talked with him about
buying his appraisal company and
the next thing [ know I landed at
LRES. Fast forward and I‘'ve been at
LRES for seven years.



COFFEE WITH CLIENTS

LRES DOES MORE THAN JUST MANAGE
ASSETS, WHAT OTHER SERVICES DO YOU
OFFER?

M]: Certainly REO and asset management are a
big part of our company, but the primary
business, top-line revenue for LRES, is
valuations. I believe that is really what
interested me in LRES and ultimately why they
were interested in me. There has been a bit of a
learning curve with REO and the asset
management side, but I know the valuation
side quite well. Valuation is a generic term, but
it includes appraisals, BPOs, and evaluations
(for lending purposes). We run the gamut of
valutions including residential and
commercial. We may get a call to do an
appraisal on a winery or golf course or a large
commercial building. So, we do some pretty
big projects. We perform valuations for
originiations; however, the majority of
valutions that we generate are in the servicing
and default space. Additionally, we do a lot of
appraisals for reverse mortages and are most
likely the largest provider of valuations in that
space.

WHAT ADVICE OR TIPS CAN SHARE WITH
OUR MEMBERS WHEN IT COMES TO
PROVIDING BETTER BPO’S?

M]J: BPOs are seen by our clients as
commodities and a somewhat useful product at
a relativey low price. If a lender or servicer
wants a quick glance at a property value, a BPO
is a good answer. However, in general, I would
say most lenders and servicers don‘t like them

M]J (cont.): because they believe there is a
quality difference between an appraisal and a
BPO. I would say two things: I have seen
appraisers turn in unbelievably good and
thoughtful work. I have also seen agents do the
same thing with BPOs. I would argue; however,
that agents and brokers generally know
neighborhoods differently and better than
anybody. If you send a good strong appraiser in,
their results are built upon data and analysis,
whereas with brokers and agents you get the data
and analysis, but it‘s like putting your finger on
the pulse of the patient. That‘s what really makes
agents and brokers shine.

Having said all that, if I were a broker or agent, I
would explore the use of AVMs in connection
with my BPO development. Depending on who
you buy it from and what you ask for, that AVM
will come with system generated comps that are
really good. In fact, they are so good that the GSEs
are changing their entire structure in
determining valuation around more use of AVMs
and AVM modeling. If you hear about appraisal
bifurcation or hybrid appraisals, the concept is
that the GSEs are marrying AVM results with a
boots on the ground approach. While AVM
results are good, you still need to someone to
determine the acutal quality and condition of the

property.

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



US REO PAR

MEET YOUR REG

— -

WA
ED LAINE - ol ND
. OR
Regional Lead =
sD
- ~
2 NV NE
Serina Lowden =
Western Region G — -
.'t = 1 :
i = % AZ oK
3 { NM
™

AK

Monica Hill
Western Region

FOR BIOS AND CONTACT INFORMATION ON THESE FANTASTIC LEADE




I'NERS BY REGION

IONAL REPRESENTATIVES

Todd Yovino
Northeast Region

Melanie Gamble
Northeast Region

@ Western
@ Southeast
@ Northeast

Danielle Galvin
Southeast Region
Eddie Blanco
Southeast Region

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




REGIONAL
REPRESENTATIVE'S CORNER

with Monica Hill
USREOP Region Representative

Bridging the Age Diversity Gap

The real estate industry is facing an age diversity
gap. According to the National Association of
Realtors (NAR), the median age of its members is
50. This is significantly higher than the median age
of the US workforce, which is 41.8. The lack of
age diversity in real estate has several negative
consequences, including:

e Less innovation and creativity: A younger
workforce is often more open to new ideas
and ways of doing things. This can be
beneficial for the real estate industry, which is
constantly evolving.

e Less representation of different perspectives:
A more diverse workforce is better able to
represent the needs of different types of
clients. This is especially important in the real
estate industry, which serves a diverse
population.

* A less sustainable future: As the current
generation of real estate agents retires, there
will be fewer people to replace them. This
could lead to a shortage of real estate agents
in the future.

There are several things that can be done to
address the age diversity gap in real estate. One
important step is to make the industry more
accessible to young people. This can be done by
offering more affordable training and education
programs, as well as by providing more
mentorship and support to new agents.
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Another important step is to create a more
inclusive and welcoming environment for young
people in the real estate industry. This means
addressing ageism and other forms of
discrimination, and creating a workplace culture
where everyone feels valued and respected.
Here are some specific things that real estate
companies can do to promote age

diversity:

e Make the industry more accessible to
younger people. This could involve
providing more financial assistance to new
agents or offering more flexible work
arrangements.

e Create a culture of mentorship and support
for new agents. This could involve pairing
new agents with more experienced agents
who can provide guidance and support, and
by challenging traditional norms and
expectations. This will create a more
supportive  and collaborative  work
environment.

Regional Representative

e Advertise job openings in places where
young people are likely to see them. This
could include social media platforms, college
campuses, and career fairs.

e Partner with educational institutions to
offer real estate internships and other
programs to students. This can help to
expose young people to the real estate
industry and encourage them to pursue a
career in it.

By taking these steps, the real estate industry
can create a more age-diverse workforce that is

better able to serve the needs of its clients and
the future of the industry.

Monica Hill

US REO Partners




FINDING YOUR
STRENGTH WITHIN:

One of the profound truths about our lives is that
our most significant accomplishments often come
when we least expect them. For many, like me,
they arrive later in life. I was 45 when |
discovered my strength in communication, 50
when I earned my college degree, and only
recently did I genuinely embrace the title of Co-
founder of Knipp Contracting, even though I've
been there from the start.

with

Wendy Knipp
1 P Yet, it's not the timeline of our successes that

defines us but the journey towards them. Four
years ago, an idea sparked in my mind: a
community that would empower individuals to
chase their dreams, just like I did.

Despite my deep connection with this concept,
doubt crept in. I battled with internal questions:
Was I the right person to champion this cause?
Would anyone even relate to or understand my
message?

The heart knows what it desires, but sometimes,
our mind traps us in webs of uncertainty. For
four years, this internal conflict brewed within
me, even leading to anxiety attacks. But two
months ago, I chose to listen to my heart. Today,
the Socially Brave community is flourishing,
with countless positive stories pouring in.




This journey led me to a crucial realization: Often,
we await external validation for our dreams. We long
for someone to tell us that our ambitions are valid
and that we're equipped for them. However, the real
truth is, dreams are deeply personal, and sometimes
others may not understand or resonate with them.

Consider the numerous individuals working
tirelessly, trying to carve out their path, often feeling
misunderstood or isolated. The exhaustion isn't just
physical; it's emotional. We constantly seek
validation, feeling the need to justify our dreams to
the world. But why do we feel this incessant need for
external approval for aspirations that are inherently
ours?

What if, instead of constantly seeking external
affirmation, we looked inward? What if we
recognized our unique strengths and passionately
pursued what truly matters to us? The truth is,
deep down, we know ourselves best. We've been

with ourselves every single day since birth, after
all.

The challenge isn't a lack of self-awareness but
rather our tendency to run from it. Societal
expectations and negative self-talk cloud our
judgment, leading us to doubt our worth. We've
become so reliant on external validation that we're
hesitant to trust our instincts.

"WHAT IF, INSTEAD OF CONSTANTLY
SEEKING EXTERNAL AFFIRMATION,

2 LML %M/W/? ’

13



14

So, how can we break free from this cycle
and truly embrace our authentic selves?

ACKNOWLEDGEMENT is the first step.

Recognize where you are now, understand
the challenges of constantly seeking external
approval, and confront your fears,
hesitations, and doubts.

Tonight, I urge you to engage in a simple yet
profound exercise. Take a piece of paper and
write down your fears and hesitations, but
also list out your aspirations, passions, and
strengths. Let your thoughts flow, knowing
no one else will read them. This act of
acknowledgment can be cathartic, allowing
you to connect with your deeper self.

If you feel the need for a supportive
community, the Socially Brave community
awaits you. We're a group of individuals on
similar journeys, seeking to find and
embrace our true selves.

In conclusion, life is too short to run from our
potential. Let's run towards our true selves,
recognizing the hard work we've put in and
the innate strengths we possess. Embrace who
you are, fall in love with yourself, and grant
yourself the permission to chase your dreams.

Wendy Knipp is a
keynote speaker, co-
founder of Knipp
Contracting, and
founder of the Socially
Brave community. Her
Journey serves as a
testament to the power
of self-belief and the
importance of pursuing
one's true calling.
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THE SCOOP

REO FORUM AT FIVE STAR

NOTES FROM JENNIFER BLAKE, LUXRE REALTY

e Targeting first-time home
buyers with focus on
Latin/Spanish speaking
and new Americans,
aligns with “First Look”
programs for equitable

housing

e Positive public image is

crucial for both
The REO Forum was the last session during Five Star this year.

compliance and business
The session featured several subject-matter experts that gave

opportunities
their perspectives on the current state and future of REO.

Here are my key takeaways from that session:

THE CHANGING
CURRENT REO TRENDS LANDSCAPE

L4 There is an OverO” consensus in many areds across The ° There is a growing necessify

U.S. that REO's are up approximately 10% to rehab all homes

e 50% of home purchases are

first-time home buyers

IMPORTANCE OF OPTICS

e Modern first-time buyers are

e Pre-marketing listings have been phased out due to not”sweat equity” types

regulations requiring immediate buyer engagement Move in readiness is

strategies essential, not optional

16
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INSURANCE CHALLENGES

e There are stricter guidelines affecting
insurability particularly in FL where
aging roofs are an issue

e You can't sell if they can't insure it -
know the city, county and state
requirements

e Post-Covid challenges still exist
including difficulty sourcing materials
and contractors, as well as rising costs

and inflation

NAVIGATING OCCUPANCY
CHALLENGES

In some areas, you many need to keep
utilities off when showing a property and only
turn on for inspections

Use strong passwords for utility accounts
Install cellular cameras and alarm systems
Padlock entrances and engage neighbors for
community surveillance

Focus on prevention, not eviction

Secure properties

Be proactive, not reactive

SOVEREIGN CITIZENS

Known for disputing government authority
May file false deeds or lawsuits to
complicate transactions, termed “paper
terrorists”

Two types: money driven or irrational,
approach both with extreme caution
Consider consulting legal professionals
when encountering these types of individuals
Allow them to express beliefs, then clarify
legal situation and ask if they want to leave
with money or not

Some engage in illegal activities; be aware
that law enfocement may be cautious due to
past violent incidents

Safety first
17
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2023 FIVE STAR CONFERENCE & EXPO
BY THE NUMBERS

The Five Star Conference & Expo celebrated their 20th anniversary in Dallas, Texas on
September 18th through the 20th. Here are some stats by the numbers.

Educational Sessions
Offered with General
Admission

Expert Speakers at
USREOP Education
Session

Booths in Expo Hall

Hours Standing on
Our Feet at the
Booth

Clients at USREOP
Dinner

Attendees at
USREOP Educational
Session

Cocktails Served at
USREOP Dinner

Attendees at Five

Star Conference
(Approximately)

Amount Raised for
St Jude by USREOP
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Call for Ads &
Articles

Advertising increases your
brand recognition with REO

clients and peers.

TOP NOTCH EDITING

Not a "writer"? No worries! We
endeavor to help you take your
article and amplify it. We'll help
you take your expertise and publish
an article that reflects all your
industry insight.

IN HOUSE AD DESIGN

We offer custom ad designs for your
business.

FREE 1/4 PAGE AD

All members receive a free 1/4 page
ad per year

st
choice

Real Estate Services, Inc.

from start to finish,

I'll stand by your assests,

all over Connecticut,

Nick Mastrangelo, Broker
Connecticut Residential &
Commercial REO Servicing

Career REO Broker, 35+ years experience.
RESNET & Equator Certified, HUD Specialist
Closed thousands of CT REO properties
throughout New Haven, Middlesex, Fairfield &
Litchfield Counties.

24/7 Single Point-of-Contact for all assignments.
High success rate in Cash-For-Keys negotiations.
Quality target marketing of all properties.
Experienced team of licensed REO agents.
Member of USREO Partners, NRBA, NADP,
REO Network, Five Star Institute REO certified.

A Value-Added, Low Maintenance REO Broker
for Connecticut with strong contractor network.

NICK MASTRANGELO | CT REO SERVICING
C:203.641.2100 | O: 203.795.2351
NICK.MASTRANGELO@CBMOVES.COM
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COLDWELL BANKER
REALTY

1ST CHOICE REAL ESTATE SERVICES

| Meet ‘Tom and Danielle Galvin

Their education, knowledge,
experience and care will help you

| successfully get the most out of your
real estate assets.

Serving Florida in Leon (Tallahassee), Gadsden, Wakulla, Gulf, Franklin, Madison,

Taylor, and Jefferson Counties

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

@ www.1stchoicehouse.net Re 850-893-7221

DANIELLE GALVIN, REALTOR, BSBA, MBA, SFR, CLG, RENE, C2EX, AHWD, PSA
Regmnal Represemanve USREOP and President Tallahassee Board of Realtors 2023
l.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.

9_, 1530 Metropolitan Blvd, Tallahassee, FL 32308




MASTER THE
ART OF REO

SERVICES

7 FUNDAMENTAL KEYS
FOR EXCEPTIONAL

PERFORMANCE

Written by Steve Modica
Vice President, US REO Partners

In the fast-paced world of Real Estate Owned
(REO) services, staying ahead of the curve is
essential. To ensure your operations are not
just effective but also efficient, its crucial to
streamline processes, embrace technology, and
enhance communication. In this article, we will
explore seven key strategies to elevate your
REO service efficiency.

1. Streamline Processes: ldentify and eliminate
any unnecessary steps or bottlenecks in your
operations. For example, automate repetitive
tasks, standardize procedures, and implement
efficient workflows.

2. Utilize Technology: Embrace technology
solutions that can optimize your operations.
Consider using specialized software or platforms
specifically designed for REO services to manage
tasks, track properties, and communicate with
stakeholders effectively.

3. Data Management: Implement a robust data
management system to collect, organize, and
analyze property data. This will enable you to
make informed decisions and identify valuable
insights to improve efficiency.

4. Collaborative Communication: Establish
effective communication channels within your team
and with external parties involved in the REO
process, such as lenders, servicers, contractors,
and real estate agents. Utilize collaboration tools,

project management systems, and regular
meetings to ensure everyone is aligned and
informed.

5. Outsourcing: Evaluate tasks that can be
outsourced to third-party vendors or contractors.
This could include property inspections, BPOs,
maintenance, repairs, or other specialized
services. Outsourcing can help reduce costs and
improve efficiency by leveraging external
expertise.




6. Continuous Training: Invest in training
programs to enhance the skills and knowledge

of your team. Stay updated with industry best
practices, regulations, and technological
advancements. Well-trained employees can
perform their tasks more efficiently and deliver
higher quality results.

7. Performance Measurement: Establish key
performance indicators (KPIs) to track and
measure the efficiency of your operations.
Regularly assess and analyze these metrics to
identify areas for improvement and optimize
processes accordingly.

Remember, each REO services company is
unique, so it's essential to adapt these tips to
your specific business needs and goals.

Are you ready to take your REO operations to the
next level? Consider leveraging the expertise of
industry leaders at US REO Partners. Our
training and consulting services are designed to

equip your team with the knowledge, skills, and
tools needed to excel in the REO market. With a
wealth of experience and a proven track record,
US REO Partners can help you implement these
strategies effectively.

Contact us today to learn how our tailored
solutions can transform your REO services and
position your business for success. Don’t wait —
let us be your partner in REO excellence.

Steve Modica is a
founding member and
Vice President of US REO Partners




THE SECRET
INGREDIENT
FOR REO

What are the key ingredients to
exceptional service in REO?

With 35 years of REO experience, we have born

witness to the many changes that have taken place
in our industry. Managing these assets has become

increasingly complex, and the number of things
that can go wrong has grown exponentially. The
stakes are higher than ever, and the potential for
liability more profound. Therefore, it is of the
utmost importance to exude competency,
efficiency, and commitment as REO brokers, for
whose businesses depend upon exceptional
service.

The execution of exceptional service needs to
pervade every component and dimension of what
we do, lest we become irrelevant to the clients we
have become responsible to serve. The REO
clients of today have very sophisticated and
specific needs, which has evolved into a matrix of
important objectives of a time-sensitive, approach
sensitive, and often perception sensitive nature.

Although REO in each market throughout the
country has its own attendant nuances, there are
universal principles that apply to each market that
make up the key ingredients for success. These
key ingredients make up the recipe for exceptional
service in our industry across the board.

First and foremost, exceptional service depends
upon a “client first” mentality. When we understand
agency, we understand that we are being hired by
the client to be their representative.

TODD YOVINO

Northeast Regional
Representative,
US REO Partners



The broker, therefore, has delegated authority to
act at the behest of the client, being responsible as a
fiduciary to put the client’s interests ahead of his or
her own. A good question for the REO professional
to ask oneself in all situations related to this
responsibility is, “How does my client expect me to
handle this situation based upon what | know to be
best for them?” The impetus to cut corners, neglect
needed communication and disclosure, and/or to act
according to one’s own interest must be rejected
and denied. Maintaining the client’s needs and goals
as our first priority, despite the potential discomfort
to ourselves in the short-term, will support our own
desire for longevity and continued fruitful
opportunity into the future.

Second, in managing REO, clients need to
understand the options that they have in navigating
through the challenges presented in each phase of
the REO timeline, from the time they take title to
liquidation of the collateral. Therefore,
understanding their options, understanding the
potential pros and cons related with each approach,
and being able to articulate and educate the
ultimate decision makers is an invaluable, key
ingredient to the exceptional service that our clients
will rely upon to made decisions that affect their
businesses.

If we can empower our clients through good
education, thoughtful and creative solutions to
problems, and the ability to see pitfalls that may be
lurking up ahead, we will add the type of value that
many clients will come to see as indispensable.

Third, many REO clients today rely upon the
broker’s ability to assist them in determining market
strategy. These clients want to know whether repair
investments will result in positive returns and/or if a
partially or fully repaired strategy is right for each
unique asset. Helping the clients to discern which
method of liquidation is most supportive of their
business planis a key ingredient in adding value.
This value add must be supported by the broker’s
ability to handle the obligations of each strategy,
and to hold hired vendors to an expectation of
excellence in asset repairs.

Much can be said about additional ingredients, such
as the most appropriate and effective approach to
social media marketing, safeguarding assets, liability
insulation, and effective communication. However,
one thing remains clear; the better the ingredients,
the sweeter the cake.

“Maintaining the client’s needs and

”

goals as our first priority!
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SOCIAL MEDIA

THE IMPACT OF LIKING, SHARING &

REPOSTING

N

Z

In today's digital age, social media has evolved into a
powerful tool for real estate agents, allowing us to reach a
wider audience and build lasting connections. As we
engage with our social media platforms, the actions of
liking, reposting, and sharing may seem like minor
interactions, but they carry immense significance for us,
real estate agents.

This article delves into the importance of these actions
within the context of the real estate industry, highlighting
their role in fostering meaningful connections and driving
success in our interconnected world.

THE SOCIAL CURRENCY OF LIKES

For real estate agents, likes serve as a valuable indicator
of client engagement and satisfaction. Every like on a
property listing, a market update, or a testimonial sends a
clear message: "We acknowledge your content," "We
appreciate your expertise," or "We trust in your services."
Likes are a form of social currency that helps boost our
confidence and credibility within the real estate industry.

Moreover, likes can be a useful tool for assessing the
popularity of your listings. The more likes a listing
receives, the more likely it is to be appealing to potential

By: Sharon Bartlett, Executive
Director, US REO Partners

buyers. The same holds true for the likes and follows of
individuals and businesses.

THE POWER OF REPOSTING & SHARING

Reposting, or sharing, is a powerful tool for
expanding your reach as a real estate agent. When
a client or colleague reposts your content, they
essentially become advocates for your brand and
they expose it to a broader audience. This word-of-
mouth marketing is invaluable for building brand
loyalty, attracting new clients, and overall business
growth.

Clients who repost your content are vouching for
your services and expertise. This personal
recommendation carries significant weight and can
help build trust among potential clients who may
be exploring the real estate market but need that
extra bit of reassurance. The ripple effect of
sharing can lead to exponential growth for your
real estate business, enhancing your brand
visibility and ultimately leading to more sales and
referrals.

Reposting also helps in building a sense of
community. By encouraging your followers to



share their experiences with your services, you create a
network of satisfied customers who support and promote
your brand. This fosters a sense of trust and credibility,
which is crucial in the real estate industry.

Furthermore, sharing is an effective way to bolster your
credibility and authenticity as a real estate agent.
Prospective clients are more likely to trust the
recommendations of their peers over traditional
advertising, making sharing a powerful tool for building
trust and confidence in your expertise.

BUILDING CONNECTIONS & SUCCESS

The actions we take on social media as real estate agents
are far from superficial. By actively engaging with clients
and colleagues through likes, reposting, and sharing, we
build deeper connections, gather valuable feedback, and
drive brand loyalty and growth. It's a win-win!

In conclusion, the significance of reposting, liking, and
sharing on social media within the real estate industry is
undeniable. As we continue to navigate the intricacies of
our interconnected world, real estate agents must
recognize the power these actions hold in fostering
connections, building brand loyalty, and driving business
success. So, the next time you interact with clients on
social media, remember that your online interactions have
the potential to make a substantial impact on your real
estate business.

US REO PARTNERS LOOKS FORWARD TO CONNECTING WITH YOU ON SOCIAL MEDIA!

5TIPSTO GROW YOUR SOCIAL
MEDIAFOLLOWING:

Think tone of voice, colors used, logos,

@ o J) Create a memorable brand identity.

etc.

&

3 Facebook.com/usreopartners

. Choose the right social media
0 _ 3) channels. Know your audience and

where they hang out “socially”.

" Post, like and share consistently
@ \3) and with a purpose. Use a
o calendar.

l@l Instagram.com/ usreopartners

D Optimize your social media
\9 profiles. Use same profile image

across all platforms.

A Engage with industry thought

\5) leaders and influencers. This
helps build relationships and
increase visability.

[ Linkedin.com/company/ us-reo-partners
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&) bluehammer

THE RIGHT TOOL FOR
CONNECTING WITH
HOMEOWNERS

bluehammer™ professional provides smart,
homeowner engagement tools that supercharge

your existing marketing.

ﬂ_/ —

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

e Real Estate Agents USREOP

e Lending Professionals to save $50

 Insurance Agents it )

e Contractors/Home Services
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Melanie Gamble
MD LIC #530399, DC LIC #BR98369118, GA LIC #428281

Serving my community on behalf of corporate clients and

ALTV34 $334030 212 @

consumers as an asset disposition strategist since 2000.

www.MelanieGamble.com
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US REO Partners raised over $51,000 for St. Jude |
Children’s Research Hospital during our
2023 Annual Client Appreciation Dinner
& Charity Auction.

g
;

We couldn’t have done this without the
generosity and support of our members and
clients!

2

St. Jude Children’s
Research Hospital
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exp

Ed Laine

Managing Broker/Team Leader
The Ed Laine Team / eXp Realty
Seattle, WA

206-229-5515
ed.laine@exprealty.com

/’/K?lipp

Walt & Wendy Knipp
Principal and Co-Owner

Knipp Contracting

Phoenix, AZ

623-561-0803
wknipp@knippcontracting.com

; ) Yo P
‘ /,{:/ 'A%M%y
N . Angelica Suarez
‘ \\ REO Director
\\ RE/MAX Estate Properties Los Angeles
Carson, CA

310-261-7700
angelica@angelicasuarez.com

MIKE (
o
*

Mike Jones

Broker & Auctioneer, CAl, BAS, GPPA
President, Mike Jones Auction Group
214-906-5265
mikejonesauctiongroup@gmail.com
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The Ed Laine REO Team

Serving Asset Managers in the PNW since 1992

e Over $1 Billion Sold and 2000 sales

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

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

100% CFK Success Rate since 2007

Licensed general contractor for accurate BPO's and repair
recommendations.

* Coverage area: King, Pierce and Snohomish counties ,‘
e Successful in what matters: 67% faster sales and nearly 10x \
(9.5x) the profit delivered at Closing <
Proven problem solver ?
THE ED LAINE TEAM

Real Estate Reimagined

www.EdLaine.com us
(206)429:55T5 PARTNERS

REAL ESTATE & INVESTMENTS

Monica Hill

Broker & Owner
USREOP Western Regional Representative

REO Expert Serving Los Angeles, Orange,
Riverside, San Bernardino & San Diego Counties

e (951) 834-8687

www.dreamteamsells.com

9 mvp4drealestate@gmail.com




[T"S ALWAYS BEEN A MATTER OF TRUST

MITIGATING YOUR RISKS | MAXIMIZING YOUR RETURNS

(3 ISLAND ADVANTAGE,

REALTY

YOU CAN COUNT ON STRENGTH THROUGH LEADERSHIP AND WISDOM THROUGH EXPERIENCE
ErpE 2 (0
s = o B OB o

RELIANCE ~ SINCERITY  COMPETENCE CREDENCE ASSURANCE COMMITMENT  INTEGRITY

New York's Finest Provider of Default Real Estate Solutions Since 1988

e ﬂ Todd Yovino sieowne

631-820-3400 :

www.slandadvantage.com | [} Serving Metro New York & Long Island




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 ideal
target buyer for your home. We LA A
have closed more than 3,000 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.

SERINA LOWDEN-RUSH

OWNER, BROKER ASSOCIATE
US REO PARTNERS, Western Regional Rep

SERVICING THE FOLLOWING CALIFORNIA COUNTIES: AMADOR,
CALAVERAS, EL DORADO, PLACER, SACRAMENTO, SAN
JOAQUIN, SOLANO & YOLO

© serinalowden@allcityhomes.com
®allcityhomes.com
3209 304 5841
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Damien Coleman
DAC Properties Corp
Bellport, NY

DACProperties@aol.com
(516) 528-153I

Gregory Coupe
Associate Member
Long Realty, Inc.
Chepachet, RI
greg@longrealtyinc.com
(401) 447-7048

Maggie Franco
Skyline Properties, Inc.
Kent, WA

maggie@hellickson.com
(206) 261-2838

Austin Hellickson

Associate Member
Skyline Properties, Inc.
Puyallup, WA
austin@hellickson.com
(206) 940-0942

Wendy Martin
eXp Realty
Portland, OR
wendy@northwestREOpro.com
(503) 984-0126

Liz McDonald
Dandridge Realty Group, LLC
Charles Town, WY
liz@dandridgerealtygroup.com
(304) 283-8640
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Arizona

le‘nrniferARascon

Cell: (928) 271-9700
Jennifersellsyuma@gmail.com
Lic #: BR626741000

Gul Iranpur

Cell: (562) T14-1814
Gul@Maazdrealty.com
Lic #: 01032056

| A‘ngelipqSuargz_»

Cell: (310) 261-7700
angelica@angelicasuarez.com
Lic #: 01078617

Cell: (626) 643-1090
reoagent@shawnluong.com
Lic # 00857818

Marvin Remmich

Cell: (925) 200-0799
Marvin@MarvinRemmich.com
Lic #: 00530491

L

BROKER MEMBERS

Serina Lowden-Rush

b q USREOP Western Regional Representative

Cell: (209) 304-5841
serina@serinalowden.com
Lic #: 01365745

L AliSARIONN

Cell: (818) 209-8695
akrohn@pmrsells.com
Lic #: 01348281

| Jeff Russell

Cell: (949) 200-7055
rrg@russellrealtygrp.com
Lic #: 01275750

Carole Sturim

Cell: (949) 701-1200
repro@cox.net
Lic #: 01084597

_Maraluniga

Cell: (562) 351-3408
mezuniga/1@outlook.com
Lic #: 01738368
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California (cont)

Monica Hill

Cell: (951) 834-86817

Lic #: 01201175

Mike Novak-Smith

Cell: (951)-236-7256

mikenovaksmith@cs.com
Lic #: 01032149

Irma Arreguin

Cell: (805) 443-8080
irma.arreguin@yahoo.com
Lic # 01299235

Dorothy Macias

Cell: (562) 418-4062

Lic #: 02044858

Julio Saldana

Cell: (714) 343-1436

Lic #: 01736716

USREOP Western Regional Representative

MVPAREALESTATE@gmail.com

dorothy.excellencere@gmail.com

ocmultiplelistings@gmail.com

BROKER MEMBERS

Patricia Rocha

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

Lic #: 01280072

Loritha Thompson

Cell: (916) 601-7653

zorithasellsreo@gmail.com
Lic #: 01077921

Sigifredo Ponce

Cell: (831) 261-3758

sig.ponce.realtimerealty@gmail.com
Lic #: 01740281

Jennifer Blake

Cell: (949) 463-0626

jblake4re@aol.com
Lic #: 00974839

Anh Pham

’ Cell: (650) 380-6364

anh@skygrouprealtyinc.com
Lic #: 01432176



California (cont)

Steve Epstein

Cell: (805) 689-9339
steve@theepsteinpartners.com
Lic #: 00994429

I?uhilip Bproda

Cell: (310) 968-3844

philip.borodal@gmail.com
Lic #: 00822192

Alfred Youqan

Cell: (209) 202-4201
alfred@metro-realtypros.com
Lic #: 01718008

e, James Perez

Cell: (714) 720-6642
reo@ownitnowrealty.com
Lic #: 01982903

Troy Capell

Cell: (818) 571-7390
troy@usreop.com
Lic #: 01189253

” USREOP Board of Directors, President

BROKER MEMBERS

el

Cell: (714) 469-7140
fred@regiusrealtors.com
Lic #: 00785889

Connecticut

Nicholas Mastrangelo

Cell: (203) 641-2100

nick.mastrangelo@cbmoves.com
Lic #: REB 0756394

Iy(ylug Neumann

Cell: (203) 240-3912

kneumann@houlihanlawrence.com
Lic #: RES.0797564

Florida

Tad Yeattg;

Cell: (239) 297-1583
tad@sbrealtyinc.com
Lic #: BK161087

Nancy Yialouris

Cell: (305) 215-8841
nyialouris@ygrouprealty.com
Lic #: BK622413
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Florida (cont)
Brett Matthews

Cell: (954) 605-3325
brettmatthewspa@gmail.com
Lic #: BK0494633

Colleen Calnan

Cell: (781) 983-4852
colleen@calnanrealestate.com
Lic #: BK3173311

 Raul Gonzalez

Cell: (305) 785-3030

raul@nufrontrealty.com
Lic #: BK3387917

Scott Kiefer

Cell: (352) 812-3645
KieferRealty@gmail.com
Lic #: BK3020554

I)enise VMa_honey

Cell: (954) 529-5355
Denise@TopFloridaHouses.com
Lic #: SL3087033

BROKER MEMBERS

Steven Modica
USREOP Board of Directors, Vice President

Cell: (954) 270-T770
steve@realestatehomesales.com
Lic #: BK431169

John Buchanan

Cell: (904) 657-9573
john@reo-jax.com
Lic # BK560749

Ryan Courvsoxn

Cell: (904) 762-5264
ryan@corerealtyusa.com
Lic #: BK3193680

Myesha Davis

Cell: (904) 747-3767
m.michelle@birddogrealestategroup.com
Lic #: BK3454505

Glen Hare

Cell: (904) 465-3655
glenhare@jaxhomesource.com
Lic #: BK663639



Florida (cont)
William Ramos

Cell: (904) 477-0767

william@integritykeyrealty.com
Lic #: BK3069116

Jessica Graham

Cell: (352) 504-7112

jessicagraham@eragrizzard.com
Lic #: BK671827

USREOP Southeast Regional Representative

Cell: (305) 684-8733

eddie@stratwellrealestate.com
Lic #: BK658938

I.uis Guzman

Cell: (186) 499-6994

Luis@ContinentalSells.com
Lic #: BK3113346

Evelsi Conqueth

Cell: (954) 543-3810

evelsi@evelsiconqueth.com
Lic #: BK3099671

BROKER MEMBERS

Adriana Montes

Cell: (321) 689-6258
Adriana@FloridaDreamsRealty.com
Lic #: BK3096165

Melanie Crocker

Cell: (407) 401-8152

mel@melaniecrocker.com
Lic #: SL654590

Scott Seidler

Cell: (850) 774-5007

TheConnectionTeam@KW.com
Lic #: BK3077894

Robin Metz

Cell: (172) 370-2788
RealtorRobinMetz@aol.com
Lic # SL3153740

Peter Chicouris

Cell: (727) 410-106

pgc@equityrealtyinc.com
Lic # BK586338
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Florida (cont) Illinois BROKER MEMBERS

Rafael ”D‘agnesses Gqspa( _Flm:glsi B

Cell: (310) 658-8226 Gell: (312) 656-6301
rafael@Qrealtors.com ' gflores.sfr@gmail.com
Lic #: BK3465950 Lic #: 471-004257

Tom & Danielle Galvin Kirby Pearson

USREOP »Sn.lrlt‘lfeistl I}egi:otufl Rf"{",’f",",'f"“"’ Pears Realty roup
Fallahassee, FL Cell: (312) 805-0005

Cell: (850) 933-1221 kirby@pearsonrealtygroup.com

1stchoice.danielle@gmail.com Lic #: 471002409
Lic #: BK595090

Georgia

Jacqueline Gouldhourne

Associate Member

Gary Weglarz

Cell: (312) 623-6200
gary@applebrookrealty.com
Lic #: 471.004755

Gel: (770) 778-6562
jacqueline@thegouldglobal.com
Lic #: 300667

Tqm‘my Engel

N sohn Sherwood

\¥ 7 4 Cell: (404) 718-0056 Cell: (815) 482-3726
~ " jsherwood@worthmoorerealty.com Tammy@eshometeam.com
Lic #: 313226 Lic #: 481.011128

Nikki Crowder Patti Furman

Cell: (678) 508-3878 Cell: (312) 545-6375
nikki@solutionsfirstrealty.com 4 patti@pattifurman.com
Lic #: 246766 o Lic #: 475144230




Scott H_a_rvey

Cell: (816) 805-4204
sharveyrealtor@aol.com
Lic #: BRO0054808

Kentucky

Cell: (502) 439-7596
george@exitgreenteam.com
Lic #: 209408

L LU

Cell: (202) 369-5179
faith.rosselle@verizon.net
Lic #: 4558

rAntione lqhnson

Cell: (301) 512-8088
mdbporeo@gmail.com
Lic #: 639992

S IE L

Cell: (301) 741-6921

Lic #: 583563

George & luli,evGreen

PAS

helene.zrihen@penfedrealty.com

BROKER MEMBERS
Brenda Sarver

Cell: (301) 606-8852
brenda@mdreoconnection.com
Lic #: 5690

Boh Gauger

Cell: (240)-286-4447
bob@bokareo.com

Lic #: 312506

USREOP Northeast Regional Representative

Cell: (301) 343-8538
melanie.gamble@212degreesrealtyllc.com
Lic #: 530399

Mike Samborn

Cell: (989) 239-3662
mike@mikesamborn.com
Lic # 6502325305

Mic_hael Balsitis

Cell: (616) 813-5522
mike@bellabayrealty.com
Lic #: 6502346774
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Michigan (cont)

Sam Hantosh

Cell: (313) 283-2228

sam.hantosh@gmail.com
Lic #: 6501348723

Sherri Saad

Cell: (313) 598-5322

sherri.saad@comcast.net
Lic # 6502392274

Albert Hakim

Cell: (313) 800-7653

albert@alwayssold.com
Lic #: 6502415090

Anthony Raffin

Cell: (586) 634-4161

tony@raffinteam.com
Lic #: 6506044707

Najah Fawaz

Cell: (248) 225-3390

najafawaz@gmail.com
Lic #: 6502115526

Missouri

Cathy Davis

Cell: (314) 413-5219

cdavis@mappreo.com
Lic #: 1999108852

Michelle Syberg

Cell: (314) 503-6093

msyberg@mappreo.com
Lic #: 1999056881

Brandy White Elk

Cell: (702) 858-4211

brandy@iresvegas.com
Lic #: B.009698

Cynthia Glickman

Cell: (702) 325-2201

cglickman@windermere.com
Lic #:B.0007614

New Jersey

Sharonn Thomas Pope

Cell: (215) 669-4410

sharonn.thomas@comcast.net
Lic #: 0453467

BROKER MEMBERS



New Jersey (cont)

Felicia Hankerson

Cell: (973) 868-8076

centraljerseyreoagent@gmail.com
Lic #: 9480623

Nicholas Verdi

Cell: (973) 769-1009

Nick@nickverdi.com
Lic #: 9700045N)

Arun Thomas

Cell: (201) 832-8400

arun@arunthomas.com
Lic #: 9484418

New York

Damien Coleman

Cell: (516) 528-1531

dacproperties@aol.com
Lic #: 31001038953

i1

Tom Marco

Cell: (917) 282-9731

tommarco@optonline.net
Lic #: 31MA1016405

%

Oklahoma

BROKER MEMBERS

Todd Yovino

USREOP Northeast Regional Representative

Cell: (516) 819-7800

todd@iarny.com
Lic #: 49Y00956714

Lee A. Raphael

Cell: (914) 474-8146

Iraphael@riverrealty.com
Lic #: 10311204404

Nas (Abdool) Rahaman

Cell: (917) 687-0252

nasrahaman@msn.com
Lic #: 10301205296

Kenrick Kissoon

Cell: (347) 723-1158

kkissoonhomes@gmail.com
Lic #: 10311203826

Lisa Mullins

Cell: (918) 557-6359

team@mullinsteam.com
Lic #: 140737
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Oregon

Lingth Hale

Cell: (503) 757-1869
lizbeth@treecityhomes.com
Lic #: 931000192

Wendy Martin

Cell: (503) 984-0126
wendy@northwestREOpro.com
Lic #: 200309032

Pennsylvania

el AL

Cell: (215) 837-3990
Mitchellc@premierreo.net
Lic #: RMOG1436A

e

Cell: (412) 722-8344
LIBBerated@aol.com
Lic #: RS281248

Gregory Coupe

Associate Member

Cell: (401) 447-7048
greg@longrealtyinc.com
Lic #: REC.0005239

Tennessee

BROKER MEMBERS

Leann D'Ettore
cel: (401) 641.2014

Reo_Properties@yahoo.com
Lic # REB.0018324

Amana Bel

Cell: (615) 406-9988
amandabell@realtracs.com
Lic #: 00260174

Pamela Bookout

Cell: (817) 821-1912
pam.bookout@chdfw.com
Lic #: 0329057

Charles Kriegel

Cell: (832) 496-2614
charliekriegeljr@gmail.com
Lic #: 520642

Monica Vaca

Cell: (281) 831-4935
monica@thregroup.com
Lic #: 401729



Texas (cont)

_  MAVNINE

Cell: (214) 418-6845
IRG.RayKing@gmail.com
Lic #: 0443318

Miphael Sgeto

-
7
-

Cell: (214) 228-2281
dfwnewhomes@gmail.com
Lic #: 0496025

1

Virginia

Susan Collins

Associate Member

Cell: (713) 582-2255
Susan.Collins@susancollins.realtor
Lic #: 0556173

Maria Navarro

Cell: (210) 781-0651
navarroreo@gmail.com
Lic #: 0509706

Scott Larsen

) USREOP Board of Directors, Treasurer

Cell: (801) 698-2788
scott@utahreo.net
Lic #: 5484225-PB00

BROKER MEMBERS

Robyn Moody

Cell: (801) 859-2539
robyn@saltlakereo.com
Lic #: 6238053-SA00

| HRett Smith

Cell: (435) 229-0322
rettsmith@yahoo.com
Lic #: 5499206-PB00

Phll Chernitzer

Cell: (703) 244-2733
realhome@rcn.com
Lic #: 0225069101

Kelly Liedtke

Associate Member

Cell: (757) 969-8936
kelly@crushrealestateteam.com
Lic #: 0225231676

JoyLiggan

Cell: (804) 393-6968
vacapreo@virginiacapitalrealty.com
Lic #: 0225225289
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Virginia (cont)

Kevin Pall

Cell: (757) 344-13385

kevinpall22@gmail.com
Lic #: 0225205551

Elaine Alfiero

Cell: (757) 439-9135

elaine.alfiero@longandfoster.com
Lic #: 0225143170

Maggie Franco

Cell: (206) 261-2838
maggie@hellickson.com
Lic #: 24132

Jaryd Ruffner

Cell: (253) 686-6356

jarydruffner@windermere.com
Lic #: 99568

Austin Hellickson

Associate Member

Cell: (206) 940-0942

austin@hellickson.com
Lic #: 20109685

West Virginia

BROKER MEMBERS
Ed Laine

USREOP Lead Regional Representative

Cell: (206) 229-5515
ed.laine@exprealty.com
Lic #: 17495

James Clifford |

Cell: (253) 732-9400

jimelifford@wrgpra.com
Lic #: 16818

Liz McDonald
Cell: (304) 283-8640

liz@dandridgerealtygroup.com
Lic #: wvb180300491



LAW FIRM MEMBERS

Earl Wallace

Cell: (949) 690-1933

ewallace@wallacelaw.com
State Bar #: 174241

Tyler Gold

Cell: (954) 684-8675
tyler@tylergold.com
State Bar #: 963992

Robert Sambursky

Cell: (516) 659-1492
rsambursky@hhstein.com
State Bar #: 3929106

TITLE MEMBERS

Carlos Garcia

Cell: (562) 897-2117
carlosgarcia@wfgtitle.com
Lic #: 0G45958

PROPERTY PERSERVATION MEMBERS

Robert Evangelista

Cell: (347) 538-3862

robert@certifiedmgt.com
Lic #: 0997928

USREOP Board of Directors, Corp. Secretary

GENERAL CONTRACTOR MEMBERS
Wally Knipp

Cell: (623) 561-0803
wknipp@knippcontracting.com
Lic #: ROC253053

Your search is over.

Corporate Office

4980 North Pine Island Rd.
Sunrise, FL 33351

»

Toll Free 1-855-4-US-REOP

General Inquiries
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Get the latest membership updates online and search by zip code for quick
results: USREOP.com/partners

US REO Partners is a leading, national trade association representing top-
performing REO brokers, default services law firms, mortgage servicers, and
ancillary vendors in the default servicing industry.

Founded in 2011, US REO Partners offers its mortgage servicing members a
national network of vetted, proven, and highly-trained partners who are ready
and able to perform at every level of the disposition, loss mitigation, and
mortgage servicing process.

Managing challenging assets

Our members have decades of experience in full-service REO maintenance and
management, and are experts at listing, marketing, and selling challenging
assets. When it comes to moving properties through the foreclosure and REO
pipeline, our members are the real estate, legal, title and preservation experts
you need on your side and in your market.

Training and resources

We offer regional, national, and digital trainings for asset management and
mortgage servicing teams who need up-to-date local real estate and REO
education; legal-based legislative and regulatory compliance updates; and staff-
level training on best practices in asset management, closing, eviction,
foreclosure, preservation, short sale, title and valuation.

Proven, reliable service
At US REO Partners, our members average 20 years in the default servicing
industry and are recognized leaders in their fields and markets.

You don’t have to go it alone - join the partnership.
Learn more, apply for membership, or find a partner online at USREOP.COM
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IN THE COMMUNITY

ST. JUDE CHILDREN’S RESEARCH
HOSPITAL

In 2023, US REO Partners supported St. Jude Children's Research
Hospital for a 10th year. Thanks to the generosity of our clients

Sﬁt' Jude Cﬁildrggsl
esearmosplt 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.

CONTRI1BUT BRESSES 79, 000

TO MAKE A DONATION DIRECTLY TO ST. JUDE CHILDREN‘S RESEARCH
HOSPITAL, PLEASE USE THIS QR CODE. THANK YOU!

US REO Partners and its members have
supported our communities in various ways over
the past twelve years.

Lnll(d . Children’s
ountry Miracle Network
— w Hospitals
Auction Services

WOUNDED WARRIOR
PROJECT
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