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EDITOR'S NOTE

Welcome to the spring edition of PRTNR magazine!
As the season unfolds, so too does the dynamic
landscape of real estate. In this issue, we delve into
crucial topics that impact professionals and enthusiasts
alike, offering insights and perspectives to guide you
through the ever-evolving terrain.

First up, the USREOP Board of Directors explore the
intricate implications of the NAR Settlement, shedding
light on its significance and ramifications for industry
players.

Next, join us as we sit down to talk with the President of
US REO Partners, Troy Capell. Capell shares his
thoughts on the industry and the organization that he
helped build, including the goals and benefits of
belonging to USREOP.

In the realm of personal and professional development, Danielle Galvin shares her curated list
of must-read books for real estate aficionados. Galvin's recommendations promise to enrich
your knowledge and inspire growth in your real estate journey and life in general.

Everyone is talking about Al these days. Michael Hancock explores the transformative power
of Al visual tools in real estate.

As you peruse these insightful articles, we hope you find inspiration, knowledge, and
actionable insights to propel your endeavors in the world of real estate. Thank you for joining
us on this enriching exploration, and here's to a season of growth, opportunity, and success.

Warm regards,

Ot BT

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 E

Featuring:
Katherine Baunach

Our first USREOP Coffee with Clients of the year featured
Guardian’s Katherine Baunach. In her new role as
Operations Manager at Guardian, Katherine has been
focused on creating and implementing a new strategic asset
disposition line of business. Her insights, observations and
perspectives were a highlight for USREOP members.

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

KB: Short and dirty, I think I fell into the REO industry.
I‘m not sure that anyone in first grade is dreaming and
planning to be an REO Assest Manager! During my college
years, while I was working on my Bachelor‘s degree, I took
a part-time job as a processor at a sub-prime mortgage
broker. This would have been around 2006-2007 and we
were rocking and rolling! Ilike to joke that I created my
own job security back in that time! I started as a closer
with Keystone Asset Managment in 2007. I‘m sure that I
have worked with some of you while I was there.

6

KB: (cont) In approximately 2020,
Keystone was purchased by LRES
and shortly after that, I left to work
for Spring EQ which is a HELOC
lender. When Ryan Hennessy
approached me about an
opportunity he had in the works, I
decided to take a chance. The
position I'm currently in is under
the Guardian asset umbrella, but a
competely separate line of business
that we are creating, building and
growing. I assisted on a consulting
basis for most of 2022. However, as
of 2023, we have been underway
and it‘s never a dull moment in
REO!

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

KB: I almost feel like that is a trick
question because I believe that
staying up to date in the real estate
market is “not” buying into the
buzz. Everyone jokes that if you try
and time the market, you are never
going to get it. My philosophy is you
learn about things as they are
happening, you read the news or
read industry magazines, you
maintain relationships throughout
the industry with those that will
share feedback and trends they are
seeing. I think it comes down to
staying up on what’s happening
now and not getting too wrapped up
into what’s coming.



COFFEE WITH CLIENTS

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

KB: I think we sometimes get bogged down by
things that are outside of our control. For
example, the system of record we are operating
in such as Equator, Pyramid, Resnet, Exceleras,
etc. I don’t know that I would give any system
in existence an A grade for being exactly what I
want it to be or what I think is most efficient.
When technology goes wrong, I feel like it’s
hard to continue the communication when we
are being told we have certain tasks to
complete but can’t communicate or document
information through the system. This brings
everything to a screeching halt. Losing that
line of open communication is probably the
biggest complaint I’'ve ever had. I don’t like to
overcomplicate things especially when I am
responsible for doing them or following up on
them. Part of my goal is working around the
steps we can’t change and being as efficient as
possible on the things we do have control over.
This might include adding extra comments on
your BPO or putting in as much detail as you
can to avoid creating additional work.

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

DOES GUARDIAN USE A PREFERRED
PLATFORM? IN ADDITION, ARE THERE
ANY SPECIFIC REQUIREMENTS OR
CERTIFICATIONS NEEDED IN ORDER FOR
AGENTS TO WORK WITH YOU?

KB: Right now we are using Exceleras.
However, they have had a limited diversity of
clients using the platform. We‘ve been trying to
go outside the box in terms of what we can
customize. For example, when agents get tasks
from me, they are most likely tasks that I have
put together myself. Maybe I didn‘t like one of
the tasks or wanted extra information on
another. It‘s a work in progress. It‘s a new
platform to me and I'm open to feedback and
communication. If you have an idea of how to
make the process easier, by all means, please
share those insights.

As far as working with Guardian, really, it
comes down to signing a master agreement that
is fairly boilerplate. Obviously we have an REO
agent agreement. There is a tech fee paid at
closing as well as a buyer-agent platform so
that you aren‘t the go between in negotiations.
We do look at several things when finding an
agent including proximity, but proximity is not
the be all end all. I don‘t like to set firm rules,
but I want to make sure we work together well.
REO certifications are helpful, but not required.
The bare minimum is really to have an active
account in Exceleras and be available for an

assignment.
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
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Featuring:
Bob Norrell

USREOP members were privileged to engage in a thought-
provoking dialogue with Bob Norrell, a seasoned veteran
in the REO industry. During the discussion, participants
gained insights into his current business pursuits as well
as key strategies shaping the ever-changing landscape of

REO.
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TELL US A LITTLE BIT ABOUT YOURSELF AND HOW
YOU GOT INTO THE BUSINESS.

BN: I got started in the industry about 37 years ago. It
was all by luck and being in the right place at the right
time. I come from a ranch and farming background.
Due to an old football injury, I was unable to continue
ranching and farming which I fully love. It just so
happened that a childhood friend of mine was working
for a Savings and Loan in Houston at the time. He was
being relocated to Colorado and asked if I wanted join
his company and I said, “sure.”
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BN: (cont.) He came to pick me up
and took me to Houston where I
interviewed and that was the end of
the story. I accepted the position
and it‘s been a long fun road with a
lot of hard work that has paid off.

YOU RECENTLY STARTED YOUR
OWN COMPANY, ASSET
OPTIMIZATION & SOLUTIONS
LLC. WHY DID YOU DECIDE TO
START YOUR OWN COMPANY
AND WHAT IS YOUR NUMBER
ONE CORPORATE PRIORTY?

BN: Backin 2007-2012, I had my
own company. I was a partner in a
asset management company and
had a consulting and training
valuation company before I got
back into the corporate world. But
this go around, it was time for a
change. [ knew that both personally
and professionally, I had more to
offer than what the current
opportunities in my employment
allowed. I wanted to focus my time
on the training and education of
agents and potential clients in
looking at multiple strategies to
maximize execution. Given that, I
decided it was time to start my own
business and offer a wide variety of
services including turnkey asset
management, component servicing,
consulting, training and whatever
else I can do in the area of default/
asset management.



COFFEE WITH CLIENTS

BN: (cont.) My main priority is to continue
managing assets for institutions, hedge funds,
banks, etc. There are two or three
opportunities that I’'m looking into right now.
However, not every situation will be a good fit
for me. We have to be aligned and as most of
you know, I'm a big repair guy. Ilike to
maximize execution. I’'m not a churn and burn
guy that likes to blow them out. At the end of
the day, I'd like to continue managing assets
and working with agents. Outside of the that, I
really like training and helping people improve
and become better. If I can focus on those two

areas primarily, I think I’ll be perfectly content.

AS A INDUSTRY LEADER AND
PROFESSIONAL, WHAT ADVICE CAN YOU
SHARE WITH OUR MEMBERS AS IT RELATES
TO NEW OPPORTUNITIES IN THE BUSINESS
AND REAL ESTATE?

BN: AsTIhave recently been talking to agents
around the country in an effort to stay abreast
of what is going on, one of the biggest things
agents can do is be open to change. Accept the
fact that not all client’s strategies are going to
be the same. You've got to be honest with
yourself and don’t undercut your peers just to
get the business. You see that quite often out
there. I personally don’t have space for that
with agents. I can always look back and say
that I’ve never taken anything in return for
business I've given. Buying business will
always come back to haunt you. You’ve also
got to be a leader, be creative and think outside
of the box.

HOW DO YOU STAY “IN THE KNOW” ON
INDUSTRY TRENDS? ARE THERE RESOURCES
OR TOOLS YOU USE?

BN: The media is always shady in my opinion
at best. They always tailor their message to
what they think you want to hear by painting
the most dismal or optimistic picture
depending on what station you listen to. I
think the best way is exactly what this group is
doing. For example, you are communicating
with peers and talking with others across the
various channels in the industry. Reading and
staying abreast of the trends in the servicing
mortgage news is another good way. You, the
agents, are the boots on the ground and you see
firsthand what is going on. Most likely, you are
ahead of the curve on what is being reported in
the news. Continued conversations amongst
yourselves and being a part of organizations
such as US REO Partners are some of the best
things you can do.

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 www.USREOP.com/members/webinars-
presentations.
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REGIONAL
REPRESENTATIVE'S CORNER

with Danielle Galvin
USREOP Southwest Regional Representative

Florida’s REALTORS® help communities weather the storm — and more
EE E EEEEEEEEEEEEEEEESR

Each year, over 300,000 people move to Florida,
and many have never experienced the fury of a
hurricane. Unfortunately, that may be especially
problematic right now, as early 2024 projections
foretell a brutal hurricane season in the coming
months.

Hurricanes are an inevitable part of Florida life,
and anyone who has been through a major storm
knows that help can come from countless
sources, even some that may at first seem
unlikely. As prominent community leaders,
REALTORS® in Florida can play a pivotal role. For
example, the support of Florida REALTORS® and
its 238,000 members helped lawmakers make the
My Safe Florida Home Program possible, which
assists eligible homeowners with free wind
mitigation home inspections and matching grants
- up to $10,000 - for fortifying their homes
against hurricanes through qualifying mitigation
projects.

As part of their mission to serve as the state's
unofficial welcome committee, REALTORS® in
Florida take pride in educating new homeowners
on what to expect. This includes knowing
precautions to take when a hurricane hits, as well
as the do’s and don’ts of buying a resilient home,
understanding how home insurance works, steps :
to help harden their homes and so much more. = g . —

A little over seven months ago, Hurricane Idalia £y

ravaged North Florida, leaving almost 300,000

people without electricity. Damage generated at - . ;
least 21,000 insurance claims, with losses : = e
reaching $216.1 million.
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When a hurricane strikes, REALTORS® can help.
We aren't here just to facilitate selling homes, but
also to offer support and guidance to those going
through these challenging situations. We want to
help preserve the spirit of our neighborhoods,
showing care and understanding to everyone
affected.

REALTORS'® involvement in disaster recovery
can be deeply personal. We live and work in the
communities we serve, driving our dedication not
just to rebuild structures, but also to restore the
heart and soul of our communities. When a
hurricane hits, you'll often see local REALTORS®
among the first volunteers picking up debris,
helping with clean-up efforts in neighborhoods, or
organizing drives for much-needed supplies. After
Hurricane Idalia devastated Florida’s Big Bend
area last summer, members of the Tallahassee
Board of REALTORS® and the Dixie-Gilchrist-
Levy Association of REALTORS® collected
thousands of dollars worth of essential supplies
for the affected areas, including water, buckets,
chainsaws, bleach, paper towels, and more. Our
members delivered these to people when they
most needed them.

This sense of community is also why our national
association’s REALTOR® Relief Foundation
recently granted $100,000 to help Florida
Panhandle residents with housing issues in the
wake of disastrous storm and rain conditions in
early January. Donations like this showcase our
commitment to community support in times of
need.

REALTORS® tend to be some of the best-
connected and best-informed residents of their
hometowns, privy to special opportunities for
disaster relief funding from our association and
other supportive organizations.

As REALTORS®, we reaffirm our dedication to
the well-being of our neighbors with every action.
Our expertise, resources, and compassion ensure
that no Floridian must navigate the aftermath of a
disaster alone.

Preparation and knowledge are key to confidently
overcoming hurricanes in Florida. We encourage
all residents, particularly newcomers, to attend
community workshops, consult with local
REALTORS®, and prioritize fortifying their homes
before the upcoming hurricane season.
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