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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!

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.
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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.

10




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/? ’
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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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