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EDITOR'S NOTE

With the new year, new ideas and energies are born,
creating a surge of projects and opportunities for
implementing new strategies. Personally, | love a new
goal or opportunity to refocus on a project, and this
year | have a couple exciting projects that are at the
front of my mind.

In this issue you will be introduced to one of them, the
US REO Partner’s project in Puerto Rico. A group of
Partners headed to San Juan last Fall and | can’t wait
for you to hear about the mission and people involved
in this project!

| also look forward to a 2024 of balance. Balance of
work and personal care, giving energy to the things
that are most important to leading a fulfilling,
invigorating life. For me this includes lifting up people
in my path, taking time to support those who are new
to the industry, or new to an approach within the
industry.

| hope that 2024 will give me an opportunity to
reconnect with you and your teams so that you can
share with me all that you are choosing to bring in to
your life this year.

Clnran. Yl

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
w ¥ - . .
\ . 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:
Darren Cottrill

Our November Coffee with Clients presented USREOP
members the opportunity to hear from Darren Cottrill, CEO
of American Destiny Real Estate Services. His extensive
experience and visionary leadership was evident as he
shared his perspective on the current industry trends.

TELL US A LITTLE BIT ABOUT YOURSELF AND HOW
YOU GOT STARTED IN THE BUSINESS.

DC: To answer that question, especially in context to ADR, I
think it‘'s important to start from the beginning of my
college years. I have a twin brother and we both studied
accounting. Following graduation, we each took jobs in the
accounting field. I went to a CPA firm and he went to a
construction company as their onsite accountant. During
the evenings and weekends in 1989, my brother and I would
go knock doors trying to buy properties. In 1991, I got my
real estate license and soon after left the CPA firm and
jumped into the real estate market with both feet!
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DC (cont.): I had my own real
estate office for 6 or 7 years.
Eventually, I sold it to NRT,
managed an office for them, and
then subsequently managed an
office for Long & Foster. I also
worked for a new construction
company which was a really
valuable experience. In 2008, we
kicked off American Destiny Real
Estate Services with the
philosphophy of not wanting to be
the biggest, but wanting to be the
best!

WHAT DOES THE DAY IN THE
LIFE LOOK LIKE FOR YOU AS
THE ADR CEO?

DC: Honestly, I'm a lucky guy! I
have some really great people
surrounding me. I‘ve been lucky
enough to have the right
individuals come into my life and
my business, which really makes
life great! Today, a lot of the things
I work on are on a more global
level. We have a number of people
in the trenches, however, I spend
my days working on issues such as
upcoming conferences, staying in
front of the clients, scheduling face
to face dinners or meetings to stay
relevant and keep those
relationships up. At the end of the
day, a big piece of our puzzle is
building relationships
organically growing the business.

and



COFFEE WITH CLIENTS

WHAT ARE SOME WAYS AGENTS CAN MAKE
YOUR JOB EASIER OR CONVERSELY, ARE
THERE COMMON MISTAKES YOU CAN HELP
AGENTS AVOID?

DC: The biggest deal killer for me is
communication. Communication is crucial.
ADR looks at agents as partners. The agents
are the boots on the ground, the ones trying to
find out what is going on with the situation,
dealing with the HOA to help negotiate, or
having to run to the courthouse. The tasks we
ask of agents are off the top incredible and the
work that you agents do for us is off the top
incredible. However, it doesn’t happen if we
aren’t communicating. In our business, no
news is not good news. I’d rather hear nothing
is going on, rather than not hear anything at
all. That said, let me give you a caveat, you
don’t need to email your manager daily unless
there is some additional information or issues
that need to be shared.

Valuations are also critical. Make sure you
sharpen your pencil and spend the time to do
them correctly. The clients want proof that
the listing price is valid and the value is on
target. If questions arise, they will dive into
other sources and data points to confirm the
margins are right. We want to be sure to send
them correct information the first time.

CAN YOU TELL US ABOUT THE
REQUIREMENTS TO WORK WITH ADR AND
DO YOU OR ANY OF YOUR CLIENTS REQUIRE
ANY SPECIAL TRAINING OR CERTIFICATES?

DC: We look for the standard vetting items
including licenses that are in good standing and
up-to-date insurance policies. As far as agents
signing up to work with us, we are on most
platforms such as Exceleras, BidOnHomes, and
ResNet. Really, we are anywhere our clients tell
us they want us to be. I would be sure that you
are on these platforms.

I would also like to throw out there that you‘ll
want to join the The REO Alliance Facebook page.
Eric Bengel, our Director of Communications, has
taken the lead and runs this for us. This is a
group that we‘ve pulled together with MCM
Capital and Temple View to post information and
tips to enhance everyone‘s opportunities. Using
social media outlets to keep information in front

of people instantly is very important and

>

essential to us.

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

This was a Members Only event. USREOP Members
can view this full interview video via the USREOP
website at wyw.USREOP.com/members/webinars-

presentations. 7



COFFEE WITH CLIENTS /[~ YOU HAVE SPENT A LOT OF
TIME WORKING WITH HECM

PROPERTIES. CAN YOU TELL US
WHAT A HECM IS AND ARE ALL

Featuring: s W ISURED?

- ER: It stands for Home Equity
E rl C Ru d 01 h Conversion Mortgage. In the most
p y basic terms, its a reverse mortgage
REO. When these types of
properties get foreclosed on and
have to be resold, that is what a
HECM REO is and that is what we
are working with. That loan product
is specifically for elderly Americans
of a certain age who have a certain
amount of equity in their house.
The reverse mortgage is primarily
used as a retirement tool where the

bank buys the house back in
monthly payments.

USREOP members were treated to an insightful discussion
with Celink’s REO Asset Oversight Anaylst, Eric Rudolphy.
As a loan servicing professional with a specialty in REO
disposition since 2006, Eric shared his knowledge and
perspective on industry trends.

I don‘t believe all HECMs are
insured. I‘'ve dealt with HECMs for
one reason or another that are not
TELL US A LITTLE BIT ABOUT YOURSELF AND HOW insured. Typically, when you deal
YOU GOT INTO THE BUSINESS. with an uninsured HECM, you are
ER: I think like a lot of us, I got into this business by accident ~dealing with a higher-priced asset
and basically fell into it. I grew up in Houston, Texas where I ~ or slightly nicer house than what is
currently reside. I went to school to study public relations generally seen.

and during those college years, I got into the restaurant world.
I started working in bartending and fell in love with that
business. When I finished college, I thought running a
restaurant is what I would end up doing for the rest of my life.

Three years and four restaurants later, I was running a sports If you're interested in
. . s . participating in
bar near Rice Univiersity. Lo and behold, one of my regulars Coffee with Clients

please contact us at

happened to be the VP of Human Resources at Litton. He hit Info@usreop.com
me up for my resume and [‘ve been stuck in the industry ever
since!

8




COFFEE WITH CLIENTS

THE LANDSCAPE OF THE INDUSTRY IS
CONSTANTLY CHANGING. HOW DO YOU
KEEP UP WITH THE CURRENT MARKET
CONDITIONS AND TRENDS?

ER: My guiding principle is that I like hard
data. I try not to pay attention to speculation or
predictions.

In my current role, I have oversight for the
whole country and therefore like to look at
broad metrics. I typically look at 3 things:
supply, demand and home prices. For prices, I
look at the Case-Shiller Index, Standard &
Poor’s, and CoreLogic. I find them to be really
good measures for home price trends. You can
drill down into specific markets as well as see
what home prices looked like a year ago versus
today.

As basic as it sounds, I also really like the Zillow
housing data landing page. I try to stay away
from Zillow’s predictive data. I don’t want to
know what they think is going to happen, but I
like what they have measured and what has
happened. Statista also has a great U.S.
residential housing page for the supply side.

I combine all this information to try and
determine how many people are looking for
houses, how many houses are available, what
prices look like and why the prices look that
way. One thing I've learned is that we really
can’t predict the future. The last four years
have taught us that tomorrow can bring a
whole new adventure.

BASED ON YOUR EXPERIENCE WHEN
WORKING WITH REO ASSETS, WHAT ARE
SOME COMMON MISTAKES YOU SEE AND
HOW CAN AGENTS AVOID MAKING THEM?

ER: Coming from the HECM world, there are
always a lot of rules. Itry to continue working
with agents that know those rules and stay
within our guidelines.

However, one of the biggest mistakes I see is
treating the property, specifically in
advertising, like garbage. A lot of times
because we are waiting on HUD approval for
trash out, landscaping or other repairs, our
properties look even worse than a regular REO.

The last thing I want to do, or have my clients
do, is look up one of our properties on Zillow or
Redfin and see really ugly pictures. No one
wants the client reaching out to the asset
manager asking why they are allowing the
property to be advertised this way.

Consider using creative lighting, virtual staging
or even video to present the property in the
best possible way. We understand that there
are a lot of constraints put on these types of
properties.

My best advice would be to communicate with
your asset manager about how they would like
it advertised, include the most urgent
information in your reports and put it to the
forefront.

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 Ed Laine
USREOP Lead Region Representative

2024, The Year of Opportunities

As we step into 2024, a year that is shaping up to
be a remarkable period for real estate and
Realtors, it will be crucial for Realtors to recognize
and harness the opportunities that lie ahead. The
market is evolving, driven by economic strengths,
technological advancements, and changing
consumer behaviors. This year promises to be a
“Year of Opportunity”; for diligent Realtors who
are willing to hustle, adapt and excel. Let’s explore
the key areas of opportunity in the 2024 real
estate market and provide detailed strategies to
leverage these opportunities effectively.

Economic Landscape and Market Trends - In
2024, the real estate market is shaped by a unique
economic landscape and market trends, offering
Realtors a strategic advantage for business
growth. With predictions of an increase in
existing-home sales by 13.5% and new-home sales
up by about 5%, Realtors should focus on
expanding their portfolios to include both new
and existing properties. The median home-sale
price showing a steady increase, suggests a
continuing seller's market, which Realtors can
leverage by advising sellers on pricing strategies
and marketing techniques that capitalize on high
demand. Furthermore, staying informed about the
latest design trends and consumer preferences,
such as the shift towards eco-friendly homes and
new color trends in exterior paint, can be a key
differentiator  in  attracting  buyers. By
understanding these economic and market trends,
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Realtors can tailor their services to meet the
current demands, positioning themselves as
knowledgeable professionals in a dynamic market.
This approach not only aids in client acquisition
but also strengthens their reputation in the
industry, leading to sustainable business growth.

Navigating a Volatile Market - In the volatile real
estate market of 2024, Realtors can use strategic
adaptability and diversified approaches to gain a
competitive edge and grow their business. One
key strategy is to diversify the property portfolio,
including a mix of property types to cater to
varying market demands and minimize risk.
Additionally, Realtors should focus on strong lead
generation, particularly in slower markets, by
employing targeted marketing strategies that
resonate with current consumer needs and
market trends. Staying informed about market
fluctuations and adapting listing strategies
accordingly will help in securing optimal deals,
even in a fluctuating market environment. Its also
crucial to maintain Vvisibility and consistently
engage with clients through various channels,
leveraging the power of customer

relationship management (CRM) systems. By
embracing these strategies, Realtors can navigate
the challenges of a volatile market in 2024,

positioning themselves to capitalize on
opportunities and drive business growth.

Technological Advancements and Their Impact -
In 2024, Realtors can significantly benefit from
embracing the technological advancements that
are reshaping the real estate market. With the
increasing use of virtual reality (VR) and
augmented reality (AR) technologies, Realtors can
offer immersive property tours, allowing clients to
explore more properties with less effort, thus
enhancing the buying experience. This technology
not only saves time but also expands the reach to
potential buyers who are not in the immediate
vicinity. Additionally, the rise of smart home
technologies and buyer insight tools provides
Realtors with new selling points and deeper
understanding of buyer preferences. Embracing
these technologies can streamline operations,
improve client engagement, and ultimately lead to
greater success in a competitive market. By
staying updated with these trends and effectively

13



14



