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EDITOR'S NOTE

Dear readers,

We find ourselves in a remarkable season in the
United States and in the world as a whole. | have
noticed that one thing that happens when you live
through an era of rapid change, as we are now, is that
my Mema'’s idiom holds true: The cream always rises
to the top. In times of challenge, those who stand out
for their tenacity, generosity, and pure grit will
distinguish themselves in whatever they do. In this
edition of PRTNR, we are thrilled to present a diverse
range of articles that capture the essence of the
current season.

We hope to instill a sense of patriotism with
Americana-themed travel recommendations from our
board and representatives.

We're excited to introduce you to a new series that highlights YOU! The first installment of our
Member Spotlight series introduces you to Cathy Davis; with over 40 years of industry
experience, her insights add value to all.

Last of all, don't miss our comprehensive update on HUD regulations and their impact on the
real estate market.

We hope you enjoy reading Vol 5: Issue 3 as much as we loved putting it together for you. We

hope that in a tumultuous time, you will rely on your friends at US REO Partner to support you
in finding you, your family, and your business rising to the top.

Closran, Yo T

Executive Director of Operations, US REO Partners

Editor, PRTNR Magazine
EMAIL SHARON.BARTLETT@USREOP.COM
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COFFEE WITH CLIENTS

Featuring:
Glenn Brooks

With a wealth of experience in real estate and a keen
eye for market trends, Glenn Brooks, President of REO
at Fay Servicing, shared invaluable insights and
expertise with our US REO Partners members. His
dedication to excellence and innovative strategies
have made him a respected leader in our industry.

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

GB: I started out as a General Contractor in the Maryland
market for about 10 years. During my 7th or 8th year
into it, I was working on a new home build. The loan
officer doing the financing was from Eastern Savings
Bank. We started talking about the need for experienced
GC's in the banking industry to help with certain things
such as draw schedules that made sense.
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GB: (cont.) About a year later,
Eastern Savings Bank brought me
on and put me through loan officer
training. I ended up managing a
team of originators and eventually
became their construction lending
officer. That is how I got my start; I
really just stumbled into it from one
project that I was doing as a general
contractor.

From there, I was able to start my
own mortgage broker business.
After running it for several years, I
sold the company to my partner
and took on a job at Accredited
Home Lenders. Irelocated to
Florida and ran their REO
Division. This led to my current
position as President of REO here
at Fay. When Accredited Home
Loans was purchased by Lone Star
Funds, my boss at Accredited
Home Lenders brought his loans
over to Fay. He talked them into
creating an REO division which
they didn‘t have at the time and
brought me along. That was
around March 2014, so I‘'ve now
been at Fay for a little over 10
years.

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




COFFEE WITH CLIENTS

WHAT WOULD YOU SAY ARE THE TOP
PRIORITIES AT FAY SERVICING?

GB: Our number one priority is client
service; great customer service to our
borrowers, great service to our clients, and
best execution. We‘re very well known at
Fay for taking non-performing loans and
getting them re-performing and cash-
flowing, as well as being creative in how
we work with the borrowers on
modifications, etc. That is pretty much
how we got our reputation in the industry.
Outside of those things, I would say our
number one priority is to gain more
market share. The industry has been
consolidating the last two or three years,
especially in the last 12 months with
several different mergers and acquistions
taking place including Mr. Cooper and
Newrez. When those competitors in the
special servicing space are acquired, they
grow and become a lot bigger. These
aquisitions leave fewer special servicers
out there that can provide the high touch
servicing that some of the clients want and
we can offer. As a privately held small to
medium company, we can take advantage
of the way the market is consolidating and
the industry is changing.

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.

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

GB: Iread several publications weekly. We
also have a great legal and compliance team
here at Fay that keeps us up to speed on any
changes and new regulations. I also network
with a lot of people including industry
servicers at other REO divisions. Some may
look at us as competitors, but I really view
them as partners. We have a lot of dialouge
and open communication. Another way to stay
informed is to join groups such as US REO
Partners. I'm also a big proponet of
participation in industry conferences.

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?

GB: Not being on the realtor side, but having
grown several different divisions within
organizations, I would suggest doing as much
research about potential clients as you possibly
can. Learn everything about them including
the way they list and sell their assets. Take a
look at some of their properties that recently
sold or are active listings. You‘ll see how they
are being sold and it will tell you a lot about
this potential client. Researching the company
is key.
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REGIONAL

REPRESENTATIVE'S CORNER

with Melanie Gamble
USREOP Northeast Regional Representative

The State of the Housing Market on the East Coast: Insights for REO Brokers

As REO brokers we all know, the housing market
on the East Coast of the United States is a
dynamic landscape influenced by economic
conditions, interest rate fluctuations, and the
aftermath of the COVID-19 pandemic. This article
provides an in-depth analysis of the current state
of foreclosures, bank-owned properties (REOs),
and short sales, focusing on the trends and
implications for professionals in the field.

Foreclosures

Foreclosure activity has seen notable shifts in
recent vyears, with varying impacts across
different states. Despite initial fears of a
foreclosure surge post-pandemic, government
interventions and economic recovery have
mitigated the worst-case scenarios. However,
certain states continue to experience significant
foreclosure activity:

New York and New Jersey: Historically high
foreclosure rates persist, though they have
stabilized compared to peak levels during the
Great Recession. These states continue to see
steady foreclosure filings, keeping REO brokers
busy with new inventory.

Florida: Another state with a traditionally high
foreclosure rate, Florida has seen a moderate
increase in activity as pandemic-related
protections expired. Coastal regions, in particular,
are witnessing a rise in distressed properties.
Maryland and Massachusetts: These states have
shown improvement; foreclosure rates remain
relatively low. However, pockets of distressed
properties still present opportunities for REO
specialists.
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The overall trend indicates a gradual increase in
foreclosures, but not to the alarming levels
anticipated by some. This presents a balanced
market where REO brokers can find opportunities
without the overwhelming glut of distressed
properties seen in previous economic downturns.



Bank-Owned Properties (REOs)

REOs continue to be a significant aspect of the
housing market on the East Coast. While the
volume of REOs has not reached previous highs,
there are still ample opportunities for REO
brokers, particularly in urban and suburban
markets.

Urban Markets: Cities like New York City, Newark,
and Miami have substantial REO inventories.
These properties often face longer market times,
but with strategic pricing and marketing, they can
attract investors and buyers looking for deals.

Suburban Markets: Areas surrounding major cities
are seeing a stable flow of REO properties. These
homes often appeal to families and first-time
buyers priced out of the non-distressed market,
presenting a lucrative niche for REO brokers.

One notable trend is the increased interest from
institutional investors in bulk purchases of REO
properties. This can streamline the disposition
process for brokers but requires careful
coordination and negotiation to ensure favorable
terms.

Short Sales

Short sales, while less prevalent than during the
height of the housing crisis, still represent a
critical segment of the market. The increase in
home values has reduced the need for short
sales,but they remain a viable option in specific
scenarios.

Market Trends: Short sales are more common in
areas where property values have not fully
rebounded or where homeowners face significant
financial  hardship. Regions with  higher
unemployment rates or slower economic recovery
tend to have more short sales.

Broker  Opportunities:  Short sales require
specialized knowledge and patience, but for
brokers well-versed in navigating these complex
transactions, they offer opportunities to assist
distressed homeowners while securing properties
for buyers at favorable prices.

Market Impact and Future Outlook

The presence of foreclosures, REOs, and short
sales continues to shape the East Coast housing
market. For REO brokers, understanding these
trends is crucial for staying ahead in a competitive
field.

Pricing and Strategy: Distressed properties often
sell for less than non-distressed homes, impacting
overall market prices. Brokers must adapt their
pricing strategies to account for the presence of
these properties and emphasize the potential for
value and investment.

Inventory Management: Effective management of
REO inventory, including strategic marketing and
timely maintenance, can enhance property appeal
and expedite sales.

Looking ahead, the market for distressed
properties on the East Coast will likely remain
stable, with potential increases in activity tied to
economic shifts and interest rate changes. REO
brokers should stay informed about local market
conditions and be prepared to pivot strategies as
needed to capitalize on emerging opportunities.

Conclusion

For REO brokers, the East Coast housing market
offers a landscape rich with opportunities and
challenges. By staying attuned to the trends in
foreclosures, REOs, and short sales, brokers can
effectively navigate this complex market, assisting
homeowners and buyers while driving their own
success. The current state of the market suggests
a balanced approach, with ample opportunities for
those equipped with the right knowledge and
strategies. 11
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PRTNR RECOMMENDATIONS
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Delivering our favorite American travel locations to aid you in your future plans. We hope this guide
helps you to embrace all the diverse landscapes. rich history. and beautiful experiences that you
can find from sea to shining sea.

Kaual. HI
Troy Capell

The hidden beaches near Princetown on Kauai's north
shore are beautiful, The waterfalls and sunsets over
Hanalei Bay are some the most fantastic in the world.

Best For: This is a very romantic location, however it's
a great vacation for anyone!

Places to Stay: Princeville Resort or nearby condos. My
favorite is Pali Ke Kua above Hideaway Beach.

Best Restaurants: Bali Hai in Princeville Resort

Best Experiences: snorkeling. swimming. exploring

Royan Garibbean Cruise
lo Goco Gay. Bahamas
Danielle Galvin

CocoCay is my favorite day/port of the Royal
Caribbean Cruise. It's so laid back! This to me is one of
the best resorts” and it's free unless you want to go to
one of the "special areas.’

Best For: It's great for everyone and no one has to plan!
Best Experiences: They have so many options: DJs for
the party crowd and if youre looking for something
more laid back you can enjoy the pool. beach, snorkeling
and more. Pay for the private cabana! It includes
reserved chairs, fans, and food service— it's worth it!



. 30A-Florida
: | Sharon Bartlett

30A is also known as the Emerald Coast for its
almost Caribbean like beach quality combined with
perfect white sand. It's located between Destin and
Panama City.

Best For: This is a great location for everyone. We
go as a family.lots of families there.

Places to stay: There are not a lot of hotels in the
area. Most stay at one of the many vacation rental

‘ ; - homes/condos.

» L Best Restaurants: The Citizen was a great dinner
N()r lher n Gallf()r nia location. There are so many great places to eat.
Serina Lowden Check out the recent article in Southern Living for

. . some suggestions.

Travel to NoCal! These are all amazing places to visit. (https://wwgwgsouthernlivingcom/best—restaurants—on—30a—7483648)
My son went to college at CSU Monterey Bay and | Best Experiences: Spending time with family. walking
was there often. but all these locations are amazing!! on the beach: snorkeling expedition: sitting on the

porch listening to the afternoon rain.
Napa , K —
Places to Stay: Silverado Resort & Meritage Resort ”
Best Experiences: Blue Note Jazz is a family owned ' ‘ (
restaurant with amazing sounds: Jazz, Soul. R&B, and .

Country

Monterey Bay

Places to Stay: Monterey Plaza Hotel

Best Experiences: The Wineries and the Aquarium are
fantastic. We also enjoy golfing at Pebble Beach and
exploring the waterfront district of Cannery Row.

Santa Cruz

Best Experiences: Visit the Boardwalk at Santa Cruz : i
Beach! It's a fun oceanside amusement park with live || e g
sRpertanment ‘ T R
Carmel by the Sea r o Flu i} ,‘
Best Experiences: Cruise down Scenic Road for iconic ~ @I§§g MET ., SN
views of the pacific. N 7
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Struggling to keep your business
compliant and competitive in
changing times? Navigate business
challenges with the assurance that
comes from Insperity’s unmatched
HR service and support.

Whether you need help keeping up
with evolving labor laws, attracting
and retaining diverse talentin a
tight market, leading remote teams
or overcoming some other HR
obstacle, you can move forward
with Insperity behind you.

FULL-SERVICE HR
EMPLOYEE BENEFITS
HR TECHNOLOGY

Call today for Special USREO Pricing and a Eqmplem :
Comprehensive Financial Analysis
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Learn more at insperity.com/ima | alliance@insperity.com. \\Q i/’/ Insperlty

HR that Makes a Difference™

ANDREW BUBEN
Andrew.Buben@insperity.com
14 805-338-7822
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Please join us for an evening of networking

& fine dining

Monday X, e
September 23, 2024 m?@

At 6:00 PM
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. St. Jude Children’s
pIEHECEmE Research Hospital

eVentS @ Usreop-com “inding cures. Saving children.







