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EDITOR'S NOTE

Dear readers,

As we wrap up another year, it's a perfect time for
reflection and strategic planning—two critical
elements for anyone serious about growth and
success in real estate. Year-end isn't just about
closing the books; it's a chance to set the tone for
the new year, refine your goals, and streamline your
path forward.

In this issue, I'm excited to introduce the first part
of a two-part article | authored, Five Essential Tips
for Real Estate Agents: Preparing for...Year-End,
where we dive into practical ways to finish the year
strong and lay a solid foundation for what's ahead.
Be on the lookout for part two in our next issue, which will delve into actionable strategies for
the new year you won’t want to miss.

This edition also features an insightful piece on the power of descriptive keywords in listing
descriptions for rental properties. Knowing how to craft compelling, keyword-rich descriptions
can make a world of difference in attracting the right tenants and standing out in a competitive
market.

As always, don't miss out on our regular sections—the Regional Representatives Corner,
where our regional voices share unique market insights, and the Member Spotlight, which

celebrates the achievements and experiences of our dedicated members.

Here’s to a productive end to this year and an inspiring start to the next!

A

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

EMAIL SHARON.BARTLETT@USREOP.COM
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REPRESENTATIVE'S CORNER

with Serina Lowden
USREOP Western Regional Representative

REO Conference Follow-Up: Building Lasting Client Relationships

After attending a Real Estate Owned (REO)
conference, the key to leveraging the experience
is effectively following up with clients. These
conferences are excellent opportunities to build
networks, learn industry insights, and cultivate
future business. But to truly make an impact, the
post-conference follow-up is crucial.

1. Timely Communication

It's essential to reach out to clients and contacts
while the conference is still fresh in their minds.
Timing is everything. Ideally, you should contact
clients within a week of the event. A prompt
follow-up shows professionalism and interest,
positioning you as someone who values your
relationship with them.

When reaching out, personalize the
communication. Reference something specific
from the conference, such as a session they
attended or a discussion point that resonated
with them. This personal touch not only shows
you were engaged but also reinforces your
attention to detail.

2. Summarize Key Takeaways

Clients often appreciate a recap of the key
insights and trends you gained from the
conference. This positions you as a
knowledgeable expert who can provide value
beyond transactions. Summarize relevant market
trends, changes in REO processes, or emerging
technologies that may impact their business or
investment strategy. By doing so, you offer
valuable information and establish yourself as a
resourceful partner.

For example, if a major focus of the conference
was on how technology is reshaping the REO
process, sharing tips on how to streamline their
processes or adopt new tools can help clients see
you as forward-thinking and invested in their
success.

3. Offer Solutions to Client Challenges
Conferences are often filled with ideas and
solutions. Use this as an opportunity to address
any challenges your clients may be facing. If you
discussed certain pain points or objectives with
them, tailor your follow-up around how you can
provide solutions.

For instance, if a client is struggling with
maintaining occupancy checks or managing a high
volume of properties, you can present tools or
strategies discussed at the conference. Offering
specific, actionable solutions based on what you
learned strengthens the trust between you and
your client.

4. Schedule a Follow-Up Meeting

One of the best ways to solidify the connections
made at an REO conference is to schedule a
follow-up meeting. Whether virtual or in person,
this meeting provides a platform to further
explore how the insights from the conference can
be applied to your client’s business.

Come prepared to this meeting with customized
strategies, addressing any issues your client may
have raised. You can also discuss broader market
trends in REO, such as interest rates, foreclosures,
or shifts in market demand, and how they might



impact their portfolio. This level of engagement
reinforces your commitment to their success and
builds long-term client loyalty.

5. Leverage Technology for Seamless Follow-Up
Utilize technology to streamline your follow-up
process. Many CRMs offer built-in reminders,
email templates, and tools for tracking client
interactions. After a busy REO conference, these
tools can help you stay organized and ensure that
no contact slips through the cracks.

Personalize your outreach through email
marketing campaigns or social media posts where
you can share photos or key highlights from the
event. This helps keep the conversation going and
maintains a presence in their mind without being
too invasive.

6. Provide Consistent Value

Attending an REO conference is only the
beginning of the relationship-building process.
Continually provide value by sharing industry
updates, news, or opportunities that are relevant
to your clients. This consistent outreach
reinforces that you're not just focused on closing
deals but also on helping them grow and succeed
in the long term. Being proactive in this approach
can also lead to more business opportunities

down the line, whether it's new deals, referrals, or
deeper partnerships.

7. Offer to Host a Post-Conference Webinar or
Event

Take your follow-up a step further by offering to
host a post-conference webinar or event. Invite
your clients and others in your network to join,
where you can share the most important
takeaways from the conference. This not only
provides additional value but also positions you as
an industry leader.

The webinar could cover various topics such as
market trends, best practices for REO
management, or how to navigate a changing

landscape. Offering this additional level of
engagement makes your clients feel more
connected and opens doors to future

collaborations.

A successful REO conference doesn’t end when
the event concludes. The follow-up with clients is
an invaluable part of the process that can solidify
your professional relationships and drive business
growth. By staying engaged, offering solutions,
and providing consistent value, you can transform
the connections made at the conference into
lasting partnerships that benefit both you and
your clients.

<



INSPIRING INSIDER
STORIES FROM OUR
MEMBERS

Featuring
Joe Gummerson

Broker
eXp Realty of Southern California

If you would like the opportunity to be
spotlighted in our next issue, email
PRTNR@usreop.com

His over 40 years of experience within this facet of
real estate sets Joe apart, and with that amount of
time and access comes a clear, big-picture vision of
the industry and how to adapt to changing times.

Joe’s reputation sets him apart with his asset-
managers. He is unwavering in seeing them through
a changing REO environment and utilizes
experiences and relationships gained over decades,
to help his team.

Joe sees obstacles as an opportunity for growth.
He's faced various market cycles, from booms to
downturns. The 2008 Great Financial Crisis was one
of the biggest challenges, but it also presented an
opportunity. Overcoming challenges required
perseverance, flexibility, and a constant focus on
learning and improving. Every obstacle was a
learning experience that made Joe better prepared
for the next.

The spotlight series seeks to recognize our industry
leaders and those who helped them reach their
greatest success. Joe would like to recognize his
wife.

Without a doubt, the spotlight should be on my wife and
business partner, Carmen. For over 30 years of our
marriage, she has been my rock, providing unwavering
support both personally and professionally. During the
toughest times, especially the Great Financial Crisis, she
managed to balance everything—being an incredible mom
to our kids, while still standing by my side and supporting

my work in real estate. Her strength, patience, and
encouragement have been the foundation of my success.
Carmen’s belief in me and her dedication to our family
allowed me to focus and grow our business, and for that,
I'm forever grateful. | couldn’t have achieved any of this
without her.

‘Don't stop learning. Listening is the greatest gift you
can give yourself’, says Joe to the rising generation.
“You have the opportunity to learn something new
every day with every person you meet. Do not
squander the opportunity even if it does not align
with your point of view.”

US REO Partners is thrilled to have Joe join our
community!
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With offices in Miami and Naples, Broker
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believe that more satisfied home
sellers equal more sales and more
personal satisfaction.

stratwell
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Five Essential Steps
for Real Estate

Agents

Preparing For...Y car End

Written by Sharon Bartlett

As the year winds down and the holiday
season ushers in a market slowdown, it's a
prime time for real estate agents to step back,
reflect, and strategize for the year ahead. This
pause can serve as a powerful checkpoint for
assessing what worked, what didn’t, and how
to chart a path for success in the new year.
Here are five key areas agents should focus
on to make the most of this time and start the
next year ready to hit the ground running.

ﬂ Reflect on Your Wins and Misses
Before you start crafting goals for the next
year, take a moment to review the past year’'s
highlights—and lowlights. What were your
biggest wins? Which relationships and deals
gave you the most satisfaction, and what
steps led you there? On the flip side, think
about any missed opportunities or deals that
fell through. Documenting these will help you
recognize patterns in your successes and
areas for growth. Was there a strategy you
used that repeatedly worked well? Were there
some avoidable pitfalls? Identifying these
patterns will give you a clear picture of what to
continue and where to pivot.

2 Reconnect and Nurture Client
Relationships
Real estate is as much about relationships as
it is about transactions. The end of the year is
a great time to reconnect with clients, and
nurture leads that might have fallen to the
wayside. Send out personalized holiday
greetings, offer a small token of appreciation,
or simply check in to see how they’re doing.
This thoughtful touch can go a long way
toward reinforcing relationships, prompting
referrals, and reminding clients you’re there
when they’re ready to buy or sell again. Plus,
it keeps your name top-of-mind in a way that
feels warm, not pushy.

Update Your Marketing Materials
and Strategy
Take an honest look at your branding and
marketing efforts. Are they still aligned with
your goals, or could they use a fresh
approach? Maybe it's time for updated
headshots, a website refresh, or even a shift



in how you’re presenting yourself on social
media. Review your email marketing strategy
and content as well—do you need to adjust
your messaging? Do your social media
profiles showcase your best listings,
testimonials, and expertise? Consider any
new platforms or technologies that could
enhance your reach and polish up your
existing materials to start the year strong.

Set Clear, Actionable Goals for Next

Year
Setting goals is one thing; setting actionable
goals is another. Think about where you want
to be this time next year—both financially and
professionally. Break down your goals into
manageable steps so you can track your
progress throughout the year. Maybe you aim
to close a certain number of deals, enter a
new market, or expand your professional
network. Set goals that are ambitious yet
realistic, and create a roadmap for how you'll
reach each one. This way, you’re not just
dreaming big—you’re setting yourself up for
measurable success.

Evaluate and Streamline Your

Systems
Efficiency is key to scaling your business, and
the year’s end is an ideal time to evaluate the
systems you have in place. Are your tools and
workflows still supporting your goals, or are
they slowing you down? Review your CRM,
scheduling, communication platforms, and any
other tools you use daily. Streamlining these
systems will save you valuable time and make
it easier to serve your clients in the coming
year. As new technologies become available,
make sure you're investing in ones that fit your
style and help you work smarter, not harder.

Final Thoughts

Wrapping up the year isn’'t just about tying
loose ends; it's about setting yourself up for a
focused and energized start to the new one.
Reflecting, reconnecting, refreshing, setting
goals, and streamlining your operations will
prepare you to take on whatever the market
throws your way. The time and thought you
invest now will pay dividends all year long,
helping you stay proactive and at the top of
your game.

So, enjoy the slower pace this season, but
make it productive. Be sure to check back in
our next issue of PRTNR Magazine as we
discuss how to take the information collected
during these steps to start off strong in 2025.
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MEET ANDREW BUBEN
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aa BEY MAGAZINE TO DISCUSS
HR & EMPLOYEE BENEFITS

Interview by Melissa Hancock

PRTNR: Andrew, can you tell us about Insperity?

Insperity has a long history of improving the success
equation of small and midsize businesses across the
country — because when businesses succeed,
communities prosper. In today’s changing business
environment, it's our privilege to take care of an
organization’s most valuable asset: its people. We offer a
scalable HR solution with group buying power of over
300,000 for medical insurance and worker's comp. This
enables our clients to offer richer benefits at more
competitive rates and contain costs long term. Our clients’
net profits are protected through our liability management
and our relief with government compliance supported by
our best-in-class Service Team.

PRTNR: What services do you offer to clients?
Insperity is a Certified PEO offering Full-Service HR for

Small Business, Full-Service HR for Middle Market and an
HCM + HR technology suite.

Q)¢
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PRTNR: | can see how those services would be
a support to any business! What is your role
within the company?

As a Business Performance Advisor, | work with
business leaders to curb costs and drive revenue
through Insperity’s sophisticated HR solutions.

PRTNR: Looking back over your career, what
do you see as the most significant steps in
your career to get you to where you are today?

I have spent the last 23 years in small medium
business, non-profit and real estate sectors
working in the areas of Human Resources,
Advertising and Software. | have learned a lot over
the years and gained a unique perspective that |
now use to better assist my clients as a Business
Performance Advisor with Insperity.

PRTNR: We’ve heard good things about the
financial review that you do during the
onboarding process. Can you give our
members some insight into what that is?

| offer a complementary, comprehensive financial
analysis to provide organizations a side-by-side
financial review their existing structure vs our
Insperity PEO Model. In addition, we provide a
comprehensive view of our technology and a
chance to meet our best in class service team.
This offers our prospective clients the opportunity
to see the difference our economies of scale
provide them on the financial front and a chan
learn more about the impact best in_cla

support and service can have ondtt
moving forward.

PRTNR: What are your top two tips for
business owners when it comes to the HR
space?

1.Do not kick the can down the road.

2.Do not cut corners. Invest in a proper HR
infrastructure, whether internal or through a
certified PEO like Insperity. The cost of not
doing HR right can cost an organization far
more than the investment in a proper HR
infrastructure.

Andrew Buben, Business Performance Advisor
Insperity

Mobile: 805-338-7822

Email: Andrew.buben@insperity.com
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