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EDITOR'S NOTE

Dear readers,

There’s something undeniably energizing about spring
—longer days, warmer weather, and a renewed
sense of possibility. In real estate, it's the season of
fresh starts: buyers are eager, sellers are motivated,
and communities are buzzing with activity. It's a

time when curb appeal blooms and opportunities
blossom right alongside the flowers.

This issue of PRTNR Magazine celebrates all the
momentum and potential that spring brings to our
industry. We're especially proud to feature a

spotlight on The Rooms In Your House, a thoughtful
and inspiring new book by our very own Wendy Knipp. , :
It's more than a title—it's a journey through the emotional and practlcal spaces that shape our
lives, both personally and professionally.

We also dive into the ever-evolving world of social media and its powerful role in marketing
homes. In today’s competitive market, knowing how to leverage digital platforms can make all
the difference—and we’re here to help you stay ahead of the curve.

If you're looking for ways to embrace the outdoors this season, don’'t miss Heather Fujikawa’'s
article on creating the perfect springtime outdoor space. Her tips and design insights will
inspire you to maximize the potential of every porch, patio, and backyard.

And finally, | invite you to read my article on a subject that’s not just timely, but timeless: Fair
Housing. As real estate professionals, we carry a responsibility to uphold fairness, equity, and
inclusion in every transaction. It's a conversation we must continue to have—and a

commitment we must continue to honor.

Here’s to a season of growth, connection, and fresh perspectives. Happy spring!

Executive Director of Operations, US REO Partners
Editor, PRTNR Magazine EMAIL SHARON.BARTLETT@USREOP.COM
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COFFEE WITH CLIENTS

Featuring:
{V([)celyn

artin-Leano

February’s Coffee with Clients featured industry leader Jocelyn
Martin-Leano, CEO of Enizio Strategies, LLC. With extensive
experience as an executive, general manager, and operator
across banks, non-banks, and private equity-owned
enterprises, she led an engaging discussion for our USREOP
members.

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

JML: Like many of us in the mortgage industry, I got here
by accident! I studied engineering in school and initially
began my career at Timex, making watches. In the 1980s, I
responded to a Citibank ad seeking an engineer to analyze
delays in loan funding and got the job. I never imagined I
would have been in this business this long, but I ended up
loving it—and I've been here ever since!
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WHAT IS THE BEST ADVICE
YOU’VE GIVEN OR RECEIVED
RELATED TO OUR INDUSTRY,
AND WAS THE ADVICE
FOLLOWED?

JML: The best advice I've
received is to remember that this
industry is always cyclical.
During the good years, be sure to
save and avoid getting caught up
in an unsustainable lifestyle. As
part of that advice, I was told to
build a safety net so you can
weather the storms. Sometimes,
you may find yourself at a
company that isn't a good fit, and
having that safety net allows you
the freedom to move on.
Following this advice enabled me
to start my own company when
Rushmore was sold.

AS A PROFESSIONAL AND
LEADER IN THE INDUSTRY,
WHAT WOULD YOU SAY IS THE
BEST WAY TO PURSUE NEW
REO BUSINESS
RELATIONSHIPS?

JML: Relationship building is key.
You need to maintain the
relationships you’ve already
established. The second piece of
advice I would give is to always
deliver on your promises, as trust
is essential. Third, keep up with
technology. The industry will be
disrupted in all shapes and forms,



COFFEE WITH CLIENTS

JML(cont.): and things change quickly.
Those who stay current and are
comfortable with new technology and
methods will have the edge.

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

JML: Reading is crucial. It’s important to
explore different perspectives and viewpoints
to better balance information. When I was
younger, I didn’t enjoy reading the Wall Street
Journal—it seemed like the most boring
publication to me, but now I'm addicted! It
provides valuable insights not just about
companies in the United States, but worldwide
giving you a bigger picture and helping you
stay informed and information to plan ahead.

Another way to stay in the know, is to attend
conferences and particpate in types of events
such as Coffee with Clients. Information and
knowledge is gold.

»

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.

YOU RECENTLY STARTED YOUR OWN
COMPANY. WHAT IS YOUR NUMBER ONE
PRIORTY OR THINGS YOU WANT TO
ACCOMPLISH?

JML: I'm at a point in my life where I'm
thinking about the legacy I want to leave
behind. When it comes to priorities, I'm
focused on pursuing things that are truly
meaningful. I want to take the knowledge
and experience ['ve gained and share it with
those who can benefit from it. Right now, I
feel like a Swiss Army knife—I've
accumulated a variety of tools over the
years, and I'm ready to put them to use in
ways that make a real and lasting impact.

AS A INDUSTRY LEADER AND
PROFESSIONAL, WHAT DOES THE WORD
PARTNERSHIP MEAN TO YOU?

JML: Naming is important, and I believe US
REO Partners is a fitting name because it
reflects the spirit of support among the group.
True partnership means being able to count on
each other and knowing that someone will step
up when needed. Sometimes, partnership
shows up in unexpected ways—like a vendor
who's willing to write a check without pointing
fingers when challenges arise. It's about
coming together to solve a problem. The real
measure of partnership is how it holds up
during tough times. That’s when you find out
who’s truly in it for the long haul.



COFFEE WITH CLIENTS

Featuring:
Patrick Joyce

With over 23 years of experience in asset management, REQ,
and both residential and commercial real estate, Patrick Joyce
is a recognized leader in the industry. In April, Patrick treated
our US REO Partners members to an insightful discussion
during our Coffee with Clients series, offering valuable
perspectives drawn from his decades of hands-on experience

and strategic leadership in the field.

TELL US A LITTLE BIT ABOUT YOURSELF AND HOW

YOU GOT INTO THE BUSINESS.

PJ: It’'s been a long and winding road. I grew up in
Pittsburgh, PA and attended school in Lehigh. After
graduation, I moved to North Carolina to live with my
parents, who had recently retired there. Within two weeks,
they “encouraged” me to put my education to use.
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P] (cont): At the time, my
brother was working at Ocwen in
West Palm Beach, Florida, so I
headed south and started
working in acquisitions there.
After a few years, I transitioned to
a new company called Bayview
where I had the opportunity to
work on just about everything. I
was with Bayview for 24 years
before a quick jump over to Mr.
Cooper. 'm now at Lakeview
which operates as a subsidiary of
Bayview’s hedge fund arm.

WITH YOUR EXTENSIVE
EXPERIENCE IN BOTH
RESIDENTIAL AND
COMMERCIAL REAL ESTATE, IS
THERE A PARTICULAR ASPECT
OF THE INDUSTRY THAT
YOU’VE ESPECIALLY ENJOYED?
PJ: Early on, I enjoyed the
commercial side of the business.
In those beginning years, we were
still finding our footing and
figuring things out. However, I've
also really liked the asset
management aspect. I enjoyed
collaborating with brokers and
other asset managers. We had a
very clear goal: to sell assets. It
was fast-paced, competitive, and
rewarding. I truly wouldn’t be
where I am today without the
invaluable experiences and
insights I gained from working
with brokers.



COFFEE WITH CLIENTS

WHAT IS THE BEST ADVICE YOU’VE EVER
GIVEN OR RECEIVED AS IT RELATES TO
BUSINESS IN OUR INDUSTRY? WAS THE
ADVICE TAKEN? WHAT WERE THE
RESULTS?

PJ: The best advice I've ever received is to
never burn bridges. While this is a very large
industry, it can feel surprisingly small—
reputation travels fast. This is a high-
pressure environment, and in the heat of the
moment, things can be said or done that you
might later regret. My advice: don’t let one
bad deal jeopardize future opportunities. It’s
not worth sacrificing long-term relationships
over a single transaction. We’ve all had deals
go sideways—after all, it wouldn’t be REO if
it didn’t!

WHAT CAN MEMBERS DO KEEP YOUR
BUSINESS GOING FORWARD?

PJ: What we’re looking for are people who are
reliable, responsive, keep the communication
lines open and stay in touch. Be accurate with
your evaluations. When you consistently do
your best work, the business will follow. I've
worked with some brokers for over 27 years—
that kind of long-term partnership is built on
trust and performance.

AS THE INDUSTRY HAS EVOLVED OVER THE
YEARS, WHAT ARE THINGS BROKERS CAN
AND SHOULD DO TO HELP YOU AND YOUR
ASSET MANAGERS TO MAKE YOUR JOB
EASIER?

PJ: For the last five years or so, it has felt
like we've been kicking the can down the
road, so to speak. However, I believe we're
finally making it through the woods. I
encourage you to stay in touch with your
contacts and check in regularly—we're all in
this together. I also recommend keeping up
to date with what's happening in the
market.

WHAT IS YOUR DEFINITION OF
PARTNERSHIP AND HOW CAN WE BEST
MEET THAT DEFINITION?

PJ: When it comes to partnership, I see it as
synonymous with building a relationship. Take
the time to develop a connection with your
asset manager—get to know them so you feel
comfortable reaching out. In the end, it all
comes down to trust and open communication.
That’s what sustains strong, long-lasting
relationships.

This was a Members Only event. USREOP Members
can view this full interview video via the USREOP
website at wvw.USREOP.com/members/webinars-
presentations. 9
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REGIONAL

REPRESENTATIVE'S CORNER

with Danielle Galvin
USREOP Southeast Regional Representative

How often do you perform your personal safety checkup?

Realtors have a unique job where we continually
meet strangers in various places without a lot of
notice and research. Let’s talk safety!

¢ Do you have a safety plan?

e Do you notify someone of where you are
going and do they know who you are
meeting?

¢ Do you have a partner with you at your open
house?

* Do you have a safety tool?

* |s your safety serious?

Here are your SAFETY reminders. They may
seem like common sense, but it's important to
stay vigilant to avoid any risks.
e Carry some sort of safety tool (pepper spray,
wasp spray, bat, flashlight etc.)
¢ Meet your customers at the office first, when
possible
¢ Show properties before dark, check out the
area prior to going
e Arrive at the showing before clients so you
can unlock doors and open for safety.
e Knock loudly at all properties, vacant or
occupied, announce yourself
e When showing let your customers walk in
front of you whenever possible
e Check in all day with your safety partner
e Make sure your open house has blinds up,
lights on, doors open, check in sheet
e Park so you cannot be blocked in. Don’t park
in the driveway and if you have to, back in so
no one can pull in front of you.
e Choose flight over fight
¢ Plan escape routes at every showing and open
house
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Create a distress code with your safety partner or
office

Have an excuse planned if vyou feel
uncomfortable and need to leave

Take a minute when you arrive at a house to
check inside and outside for potential dangers
Check names and phone numbers in the
Forewarn App

Leave the bling at home

Carry as little as possible on the showing, leave
valuables in the car, carry a protection device



Have a phone emergency numbers, side
button set up for emergency

Have your sellers put away medicines, jewelry,
valuables in a safe or in a locked closet

Have a partner at the open house, use a lender
or vendor

Never say vacant listing in public remarks (we
don’t put in MLS either)

Make people sign in, sign form, get full names,
phone numbers, address, DON'T BE SHY
Listen to your gut feeling, don’t feel obligated
toshow in arush, hurry etc.

Be willing to let a potential client go

Do not waiver from your safety practices no
matter how silly you or someone says they are
Never let your guard down

Tell people or bring signs that cameras in use,
even if they are not

Safety is more important than the sale

Use electronic lockboxes. Code boxes that
aren’t changed periodically are not safe

Check windows and doors when you leave
your showing/open house

Be careful not to overshare on social media
Don’t enter basements. Let the client go tell
them you have been down there before.
Remember that a lot of law enforcement
consider doors, the “funnel of death”

I’ll stand by your
assests, from start to
finish, all over
Connecticut.

Nick Mastrangelo, Broker
Connecticut Residential &
Commercial REO Servicing

Career REO Broker, 35+ years experience. RES.NET
& Equator Certified, HUD Specialist Closed

thousands of REO properties through-
out Connecticut.

24/7 Single Point-of-Contact for all assignments.
High success rate in Cash-For-Keys negotiations.
Quality target marketing of all properties.
Experienced team of licensed REO agents.

Member of USREO Partners, NRBA, NADP,
REO Network, Five Star Institute REO certified.

A Value-Added, Low Maintenance REO Broker

for Connecticut with strong contractor network.
24 Brick & Mortar office throughout Connecticut

NICK MASTRANGELO | CT REO SERVICING
C:203.641.2100 | 0: 203.795.2351
NICK.MASTRANGELO@CBMOVES.COM

. ‘ .8l COLDWELL BANKER
Rg:om/ Properties L
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WE WILL TAKE YOUR GOOD, BAD, AND EVEN YOUR UGLY REO ASSIGNMENTS!

omain,

@ 26.583.4750 > RRG@RussellRealtyGrp.com
M:949.200.7055 & RussellRealtyGrp.com/REO

About us. Eddie Blanco

With offices in Miami and Naples, Broker

Florida, we provide in-depth :
property and market analysis, Experience a better way to sell

stoging Gd @ cUstom morketing your home without the stress

plan designed to attract the ideal

target buyer for your home. We 00
have closed more than 3,000 real

estate transactions since 2008. . 17687 NW 78th Ave

Miami, FL 33015

. 305-403-6430

. eddie@stratwellrealestate.com
. www.stratwell.co

We are a real estate brokerage that is
focused on executing on the best
possible strategy and process to help
home sellers achieve their goals. We
believe that more satisfied home
sellers equal more sales and more
personal satisfaction.

stratwell
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HR for businesses
that want to thrlve
- not just survive

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 &bmplem :

Comprehensive Financial Analysisk,
\

SN

r

Learn more at insperity.com/ima | alliance@insperity.com. % 2 Insperlty

HR that Makes a Difference™

ANDREW BUBEN
Andrew.Buben@insperity.com
805-338-7822
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HOMES

SERINA LOWDEN-RUSH

OWNER, BROKER ASSOCIATE
US REO PARTNERS, Western Regional Rep

SERVICING THE FOLLOWING CALIFORNIA COUNTIES: AMADOR,
CALAVERAS, EL DORADO, PLACER, SACRAMENTO, SAN
JOAQUIN, SOLANO & YOLO

© serinalowden@allcityhomes.com
®allcityhomes.com
®209 304 5841

The Ed Laine REO Team

Serving Asset Managers in the PNW since 1992

e Over $1 Billion Sold and 2000 sales

Clients include: FNMA, FHLMC, HUD, VA and over 50 different
banks and servicers.

Helped Hedge Funds acquire and then dispose of over $300m in
this market

100% CFK Success Rate since 2007

Licensed general contractor for accurate BPO’s and repair
recommendations.

e Coverage area: King, Pierce and Snohomish counties
» Successful in what matters: 67% faster sales and nearly 10x k
(9.5x) the profit delivered at Closing -
Proven problem solver 7

THE ED LAINE TEAM

Real Estate Reimagined

www.EdLaine.com Uys
(206)-228-55T5 PARTNERS
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The following 1nformat10n 1s reprmted from the
Housing Trend Report.

The table below shows the frequency of discrimination complaints by basis and type of reporting
agency.

Complaint Data by Basis and Agency in 2023

Familial Natlonal
Sl 3634 12803 1434 1614 4666 25789
Members

“ 374 1123 155 195 134 [
g &Q,i\"“{\
m 1805 4033 548 768 981 | 6,577 %

5,820 17,968 2,139 2,588

Pe'T";';‘I“ 17.04% 52.61% 6.26% 7.58% 4.96% 2.41% 0.99% 16.97%

Note: Some reported complaints included more than one basis of discrimination.
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As you can tell from the data above,
complaints alleging discrimination based
on disability continue to account for the
majority of the complaints; almost 53%.
This can be attributed to the lack of
awareness about obligations under the Fair
Housing Act regarding  disabilities,
assistance animal issues and physical
barriers in housing (ramps, door widening,
etc.). As real estate professionals, it is our
obligation to understand and comply with
the Fair Housing Act and the Americans
with Disabilities Act.

The full report can be found at: 2024-Fair-
Housing-Trends-Report-
FINAL 07.2024.pdf

While many formal restrictions have been

eliminated, the effects of  past
discrimination still shape land
development, neighborhood
demographics, and access to housing

opportunities today. That’s why it’s crucial
for real estate professionals to not only to
comply with fair housing laws but to
actively promote and advocate for them.

Knowing the Exceptions
While the Fair Housing Act broadly applies
to most housing transactions, there are a
few notable exceptions:
» Owner-occupied buildings with four or
fewer units.
o Single-family homes rented without the
use of a broker.

NAR’s Code of Ethics: Raising the Bar

The National Association of REALTORS®
(NAR) goes a step further. Article 10 of the
NAR Code of Ethics and Standards of

Practice prohibits REALTORS® from
denying services or participating in
discrimination based on  protected
characteristics.

Significant updates in 2020 and 2023
expanded Article 10’s scope to include
discriminatory speech and conduct—even
outside of real estate practice. Under
Standard of Practice 10-5, REALTORS®
must not use harassing speech, hate speech,
epithets, or slurs in any context.

Advertising and Marketing: No Place for
Discrimination

Under the Fair Housing Act, advertising
that suggests a preference, limitation, or
discrimination is illegal—even if the
property itself would otherwise qualify for
an exemption. Whether it's a flyer, a listing,
or a social media post, license holders must
be vigilant about the words and images
they use.

It is also illegal to harass, intimidate, or
interfere with anyone exercising their fair
housing rights.

Fair Housing "Don'ts"
The list of prohibited actions under federal
and state fair housing laws is extensive.
License holders must not:
o Refuse to sell, rent, or negotiate for
housing.

%  Housing operated by  religious e Advertise housing only to preferred
Q' -~ organizations (with important limits). groups.

<o~ e« Private clubs that offer housing for non- e Show properties only in certain
S commercial purposes. neighborhoods.

3 —~e-Certain housing specifically for older « Misreprésent availability.

m persons. o Impose different sales terms or services.
e~ _Still;it’s vital for real estate professionals to "~ » Deny membership in MLS services.

::,: tread carefully. Many exceptions have strict » Refuse accommodations or
e . _requirements and misunderstanding them modifications - - for ~ people  with
“e~_could lead to inadvertent discrimination. disabilities.

RN | 2 e s
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A
Best Practices for License Holders
Here’s how real estate professionals can
uphold the spirit and letter of the law:
1.Avoid assumptions. Always present
clients with all available options that
meet their criteria—without making
assumptions based on protected
characteristics.
2.Stick to facts. Avoid personal opinions
about neighborhoods, schools, or
communities.
3.Know when to say no. It's okay to tell
clients that you cannot legally answer
questions that could lead to
discriminatory steering.
4.Learn the nuances between reasonable
accommodations (policy changes) and
reasonable  modifications (physical
changes).

Understanding Disability Rights

Under the Fair Housing Act, disability
protections are robust. Real estate
professionals must ensure that individuals
with disabilities are not subjected to
different fees, conditions, or limitations.
They cannot be confined to specific units
or denied access to common areas.
Requests for reasonable accommodations—
such as service animals in no-pet housing—
must be honored, provided there is a clear
connection between the accommodation
and the disability. It's important to
remember:

» Requests don’t have to be formal.

e They can be made by the person with
the disability or someone on their
behalf.

-« Refusing a legitimate request can
amount to unlawful discrimination.
Assistance animals are also protected. They
are not considered pets, and no special
certification is required under federal law.

Fairhaven 2.0: Essential Fair Housing
Education

Earlier this year, the National Association
of REALTORS® launched Fairhaven 2.0:
Essential Fair Housing Education. It is an
interactive fictional online town where real
estate professionals can navigate through
real life scenarios around fair housing. The
course takes about 2 hours to complete, is
free to NAR members and meets the
requirements for fair housing training. I
took the original Fairhaven course several
years ago and found it both informative
and fun!

Fair housing laws are more than a set of
rules—they are the foundation for an
inclusive and equitable real estate market.
Every license holder has the power—and
responsibility—to ensure these laws are
respected, honored, and advanced. By
doing so, you don'’t just avoid penalties; you
help build stronger, more diverse
communities where everyone has the
opportunity to find a place to call home.
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&) bluehammer

THE RIGHT TOOL FOR
CONNECTING WITH
HOMEOWNERS

bluehammer™ professional provides smart,
homeowner engagement tools that supercharge

your existing marketing.

S, S

Relationships are key to a successful
business. bluehammer professional helps
you build them.

bluehammer puts you in front of homeowners and provides marketing
tools to help you engage them. Learn more below on how
bluehammer's personalized content marketing and sales tools can help
grow your business.

VISIT OUR WEBSITE TO SIGN UP www.bluehammer.com

CREATED FOR:

Use the code Have questions?
USREOP Reach out to Clint Lien

to save $50 clint.lienebluebook.net

Real Estate Agents
Lending Professionals

Insurance Agents

Contractors/Home Services at sign up!
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IN REAL ESTATE
by Ed Laine Key Stats include:

Lead Regional Representative, USREOP
» Faster Sales: Properties marketed on

social media platforms sell approximately

Several studies and industry 20% faster than those that are not. This
analyses have compared the acceleration is attributed to the broader
effectiveness of social media reach and immediate engagement that
. . social media offers.

marketing versus traditional Enhanced Agent Performance: A study
methods in real estate, analyzing over 63,000 transactions in
revealing significant Greater Vancouver found that agents with
advantages for properties <l VO sl i [ kslile

. experienced higher sales volumes and
promOted through social reduced days on market. Specifically,
platforms. these agents were 15% more likely to

improve their sales performance
compared to those without a social
media presence.

Read on for helpful evidence

to support your new social Increased Buyer Engagement: Listings
media goals. that include social media links generate
gt 30% more engagement than those
without, indicating that buyers are more
interactive and responsive to properties
showcased on social platforms.
Broader Reach and Exposure: Social
media allows agents to reach a wider
audience, including potential buyers
outside the local market. This expanded
reach increases the likelihood of finding
the right buyer more quickly.

Building Trust and Relationships:
Regularly posting engaging content on
social media helps agents build
relationships and establish trust with
potential buyers, which can lead to
increased sales and client loyalty

\‘ ."l
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Comparative Advantages Over Traditional
Marketing

While traditional marketing methods like print advertising and \
open houses have their merits, they often lack the immediacy ' \

and expansive reach of social media. Social platforms enable

real-time updates, targeted advertising, and interactive

content, which can significantly enhance the visibility and

appeal of property listing.

Conclusion

Incorporating social media into real estate marketing

strategies offers measurable benefits, including faster sales,

greater engagement, and broader reach. Agents and sellers

who leverage these platforms effectively position themselves HOMES WITH A SOCIAL

to achieve better outcomes in today's digital-centric market. MEDIA MARKETING PLAN

TYPICALLY:

SELL 7-10 DAYS FASTER

« RECEIVE MORE
COMPETING OFFERS

e SELL FOR 3%-5% MORE

JOHN SHERWOOD R SErer
WORTHMORE REALTY

Top 5 in Cobb County Multi-Million Dollar
Club since 2007!

Serving clients buying and selling in the
Greater Atlanta area, as well as

management and marketing of lender
owned assets.

Also serving parts of south Georgia,
Brunswick, Columbus and the Florid

WORTHMOORE REALTY, 770-4388
JSHERWOOD@WORTHMOORERE




By Wendy Knipp Author | Speaker |
Founder of Socially Brave™

Let's be real- if you're in real estate, you
already know the hustle. You’re negotiating
deals, chasing leads, keeping clients calm,
navigating market changes, and trying to stay
one step ahead while showing everyone you've
got it all together.

But here’s what no one’s talking about:

What happens when you start feeling stuck
—even while doing everything “right”?

You show up. You work hard. You give and
give but you still feel tired, unseen, and
unmotivated. And let’s not forget the time you
spend trying to convince others that your
dream matters.

Something’s missing—and you can't figure out
why you’re drained, let’'s be honest here, it's
hard to take yourself seriously when people
keep asking- “What's your plan B?” “When are
you going to get a real job?”

I've been there, | have found myself playing
small too. Why?

Because | was listening to the wrong voices. |
allowed too many people into my metaphorical
Kitchen—a space meant only for those who
truly see you, support you, and match your
energy. Instead of protecting that space, | let
opinions, passive-aggressive comments, and
subtle doubts take up residence.

| didn’t realize what was happening because |
wanted deep, meaningful connections. |
wanted Living Room and Kitchen-level
closeness. It never crossed my mind that
people | let into my Kitchen could betray me—
or worse, sabotage my dreams- but they did.
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And that’s when | knew: | had to do something
about it.

That's why | created the framework | now
teach: The Rooms in Your House.

It's how | took my power back. It's how | moved
forward. And honestly? It's how | am moving
confidently into my third act—at 58!

Your Inner Circle Is Costing You More
Than You Realize

Ever heard a comment like “I wouldn’t run my
business like that.” Or “Must be nice to create
your own schedule?” They sound harmless,
but they chip away at your confidence. They
take up space in your head—and worse, in
your heart. And the truth is, these words carry
weight. Especially when they’re coming from
the wrong people in the wrong “rooms” of your
life.

That’'s why | want you to imagine your
emotional life like a house. And every person
you know, they live somewhere in it.

« The Curb: These are people you've just
met—or those who’ve betrayed your trust
but you've chosen not to remove
completely from your life. You wave- they
wave. No access to your peace. No access
to your emotional energy. They are the
furthest from your house.

« The Porch: Surface-level connections—
networking acquaintances, social friends,
and co-workers. You enjoy their company,
but you don't get vulnerable. The energy is
light. No deep conversations.

« The Living Room: This is where connection
starts to deepen. These people hold space
for you. They celebrate your wins and
check in on your bad days. You can share
struggles—without emotional dumping.
There’s mutual respect here.

« The Kitchen: Sacred space. These are your
people. The ones who see the unfiltered
you—your messy moments, your dreams,
your doubts—and still show up with love,
loyalty, and truth.

24

The Problem

As real estate professionals—especially the
high-achievers, the people-pleasers, the ones
holding it all together—you’ve probably let
Porch and Curb people into your Kitchen.
You're giving the most intimate, most
vulnerable parts of your life—your energy, your
time, your dreams—to people who haven't
earned that access.

And then you wonder why you feel anxious,
depleted, or unmotivated.

In a career that already pulls at your time, your
heart, and your emotional bandwidth emotional
misplacement is one of the most expensive
mistakes you can make.

Here’s the thing—no marketing plan, CRM, or
productivity hack can fix that. But The Rooms
in Your House can.

The Real Reason You’re Not Moving
Forward

Let me introduce you to one of the biggest
hidden obstacles standing between you and
your next level: Displacement—or what | call
The Getting Ready to Get Ready phase.

It's not a brand-new concept. Motivational
books talk about it. Speakers mention it. But it
never really clicked for me until | gave it a
name that made sense, and | hope it clicks for
you too.

Displacement feels like progress...but it's not.
It's a time thief- It's sneaky.

It's disguised as productivity—
researching, brainstorming,
tweaking. It keeps you busy,
but not better. It burns energy
without building momentum.




This is what the Get ready to get ready
phase looks like
« Redesigning your listing presentation for
the 15th time instead of launching your
brand
« Saying yes to every coffee meeting—even
when your gut says it's not a fit
« Spending hours on Canva when your
buyers are waiting for follow-up
« Helping everyone else with their business
but ignoring your own
« Scrolling social media in the name of
“research,” then falling into comparison
quicksand

Look, | get it—we’ve all done it. We convince
ourselves we're “working.” But deep down, you
know what'’s really happening? You're avoiding
the thing that actually moves the needle.

Why? Because doing the real thing—the bold,
visible, dream-driven thing—requires
confidence, clarity, and boundaries. It requires
you to be seen, and that’s scary.

So, we stay in motion without direction. We
tweak instead of launch. We help instead of
build. We delay instead of decide.

But it's not forward movement. It's
displacement—qgiving your best energy to
everything except your dream.

The scary part of it when what occurs when
displacement happens
« You don't trust your instincts
« You're surrounded by people who don’t get
it—or don’t support it
« You feel guilty for prioritizing yourself and
your dreams

| want you to remember, every time you say
yes to someone else’s urgency, their opinion,
or their energy... you're saying no to your own
growth.

Let me be clear about this, the wrong people
will take everything you give, no one is going to
save you or do it for you.

That’s why learning to say, “Not right now—I
have a dream to build,” isn't selfish. It’s
necessary. But let's be honest — clarity alone
isn’t always enough to break free because just
as you are gathering momentum, here come
other silent saboteurs.

Rationalization: “It's not the right time,” “After
the holidays,” “Maybe next quarter...”
Self-blame: “I should be further along,” “Maybe
I’'m not cut out for this” and now my friend you
have the perfect storm.

So NO!—you’re not broken and you're not
behind. You're just exhausted from carrying the
weight of everyone else’s expectations.

It's time to stop shrinking, to stop delaying and
to stop giving your best to the people in rooms
where your dream doesn’t even fit.

Why Boundaries Aren’t Selfish—They’re
Strategic
The Rooms in Your House framework isn't just
about friendships. It's about clarity, capacity,
and choosing alignment over obligation.
Boundaries don't push people away, they
protect your peace, your purpose, and your
power.
When you protect your Kitchen:
« You stop wasting emotional energy on the
wrong people
« You start showing up more fully for your
dream clients, your family, and yourself
« You stop asking for permission—and start
trusting your instincts again

Real Estate Is a Relationship Business,
however lets start with the one you have
with yourself!

Success depends on relationships, but the
most important one—the one we often ignore
—is the relationship you have with yourself.
If you're constantly -chasing leads that don’t
respect your time, giving discounts to keep a
deal or feeling like you can’t ever rest. You've
likely let some Porch or Curb voices into your
Kitchen.
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They’re not bad people. They're just in the
wrong room and when the rooms are off—your
peace, your pace, and your power are all off
too.

Want to Inspire Your Team or Audience?
If you're reading this thinking, “Oh my gosh,
she’s talking about me,”—that’s because | am.
That's what | do, | speak to the part of you
that's been holding it all together, while quietly
wondering:

“Why does friendship feel harder than it
should?” “Why am | second-guessing myself
around people | thought I trusted?”

Because in adulthood—especially in high-
pressure, people-driven careers like real estate
—friendships get complicated. The lines
between personal and professional blur.
You've probably dealt with:
« Friends who mimic your every move, but
disappear when you need real support
« Gossip disguised as connection
« Emotional highs followed by silence (we
call that love bombing)

EDDIE
BLANCO

Join us in celebrating USREOP member

Eddie Blanco on his new installment as

2025 Chairman of the Board for the MIAMI

Association of Realtors!
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« Subtle manipulation from people who say
they’re cheering you on

« Feeling drained after conversations that
were supposed to fill you up :

That’s why | created The Rooms in Your
House.

It's not just a book—it’s a life framework for
driven individuals who are ready to stop
surviving and start fully living. It helps you
understand where people belong in your life—
and how to stop giving Kitchen-level access to
people who haven't earned it.

It's not about cutting people off. It's about
seeing clearly. It's about protecting your peace
without guilt. And it's about building mutual,
honest, healthy relationships—the kind that
make you better, not bitter.

¢ Buy the book #* Book me to speak to your
agents, your leadership team, or your next
women’s event /- Let’s change the
conversation—one room at a time.
care@theroomsinyourhouse.com

us
®®@® PARTNERS

stratwell

@ eddie@stratwellrealestate.com
(@ 305-684-8733



[ ooking for a Real
Estate Agent?

| will help you to find the
house of your dreams!
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£ IT'S ALWAYS BEEN A MATTER OF TRUST

Ic%LXND . MITIGATING YOUR RISKS | MAXIMIZING YOUR RETURNS
ADVANTAGE,

REALTY

New York's Finest Provider of
Default Real Estate Solutions
Since 1988

Todd Yoving @

Broker/Owner
Serving Metro New York & Long Island

YOU CAN COUNT ON STRENGTH THROUGH LEADERSHIP AND WISDOM THROUGH EXPERIENCE

Todd@iarny.com e - 9 0%
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www.islandadvantage.com ELINCE  SINCERTY  COMPETENCE  CREDENCE  ASSURANCE  COMMITHENT  INTESRTY




28

The ONLY Gamble

youneed to take s , A
| (GAMBLE

Silver Spring

7

\Ae) l:‘r
Takoma Park 6.l\ VLO!'QQE‘ Pawk
o \/ (@) Colieg

i V

AWashington’

X3
'Né?;":;l" ‘.l v

o) Ol
(o) , % % \( .; m
V A0 arm ey
o)\ e =
A '\‘,/ (o

Fort Hunt

Fort Wasivhgton—
./;

[ ]
Melanie Gamble
MD LIC #530399, DC LIC #BR98369118, GA LIC #428281

Serving my community on behalf of corporate clients and

ALTY34 $334930 212 @

consumers as an asset disposition strategist since 2000.

www.MelanieGamble.com




HOW TO CREATE AN

OUTDOOR SPACE

THATS PERFECT FOR SPRING

by Heather Fujikawa, Founder
House Sprucing

Springtime in Dallas is a sweet spot—before
the summer heat sets in, we get these
gorgeous, breezy days that practically beg
us to step outside. It's the perfect season to
refresh your outdoor space and turn it into a
personal retreat for morning tea, evening
gatherings, or lazy weekend lounging.

Here's how to create an outdoor space
that's both stylish and functional for spring:

1. Define Your Space
Start by thinking about how you want to use
your outdoor area. Do you need a cozy
reading nook? A dining space for weekend
brunches? A lounge for entertaining? Once
you decide on the function, use outdoor
rugs, planters, and furniture groupings to
create defined areas that feel intentional

2.Bring on the Layers

Just like with interiors, layering is key to
making an outdoor space feel inviting. Mix
materials—think wood, metal, and woven
textures—to create depth. Outdoor cushions,
throw blankets, and even a statement
umbrella can add warmth and personality.

3.Go Green

Spring is all about new growth, so embrace it!
Layer in potted plants, hanging planters, and
garden beds to breathe life into your space.
Low-maintenance options like ferns,

lavender will thrive in the Texas sun and add
a natural touch.
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4. LightltUp

The right lighting can completely transform an
outdoor space. String lights create a cozy,
magical ambiance, lanterns add a charming
glow, and LED candles bring a soft, flickering
warmth. For extra impact, consider adding
solar-powered pathway lights or sconces to
define the space even after sunset.

5. Choose Durable Yet Chic Furniture

Invest in furniture that can handle the elements
while still looking beautiful. Weather-resistant
wicker, teak, and powder-coated metal are all
great options. To keep things cozy, layer in
outdoor pillows and cushions made with
performance fabrics so they can withstand the
occasional spring rain shower.

6. Add the Final Touches

Small details make a big difference. A stylish
outdoor tray for drinks, a fire pit for cooler
nights, or a statement planter can pull the whole
look together. Don't forget a spot to store
blankets or extra seating for guests—versatility
is key!

With just a few thoughtful updates, your
outdoor space can become an extension of
your home—a place where you can soak up the
best of spring before summer arrives in full
force.
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1ST CHOICE
REAL ESTATE SERVICES

Serving Florida in Leon,
Gadsden, Wakulla, Gulf,
Franklin, Madison, Taylor,
and Jefferson Counties

Meet ‘Tom and Danielle Galvin
Their education, knowledge, experience and care will help you successfully
get the most out of your real estate assets.

TOM A. GALVIN DANIELLE GALVIN

BROKER, BS REAL ESTATE, AHWD REALTOR, BSBA, MBA, SFR, CLG, RENE,
1stchoice.tom@gmail.com C2EX, AHWD, PSA, Regional Rep USREOP &
Cell: 850-933-5094 Past President Tallahassee Board of Realtors

1stchoice.danielle @gmail.com
Cell: 850-933-3953

@ www. 1stchoicehouse.net e 850-893-7221 2 1530 Metropolitan Blvd, Tallahassee, FL 32308

REAL ESTATE & INVESTMENTS

Monica Hill

Broker & Owner
USREOP Western Regional Representative

REO Expert Serving Los Angeles, Orange,
Riverside, San Bernardino & San Diego Counties

0 (951) 834-8687

www.dreamteamsells.com

9 mvp4realestate@gmail.com
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Arizona
lennif‘er Rascon

Cell: (928) 271-9700
Jennifersellsyuma@gmail.com
Lic #: BR626741000

California

Alif‘on‘s_o Mendoza

Cell: (209) 676-1819
mercedcountyrealtor@gmail.com
Lic #: 01760709

, Angelica Suarez

Cell: (310) 261-7700

angelica@angelicasuarez.com
Lic #: 01078617

Marvin Remmich

Cell: (925) 200-0799
Marvin@MarvinRemmich.com
Lic #: 00530491

Alisa Krohn

Cell: (818) 209-8695

akrohn@pmrsells.com
Lic #: 013482817

Jeff Russell

Cell: (949) 200-7055
R@nesalicaaiygrp.com

Carole Sturim

’ Cell: (949) 701-1200

repro@cox.net
Lic #: 01084597

Monica Hill

USREOP Western Regional Representative

Cell: (951) 834-86817
MVPAREALESTATE@gmail.com

Lic #: 01201175

Mike Novak-Smith

Cell: (951)-236-7256
mikenovaksmith@cs.com
Lic #: 01032149

Dorothy Macias

Cell: (562) 418-4062
dorothy.excellencere@gmail.com
Lic #: 02044858



california (cont)

Julio Saldana __Anh Pham

Cell: (650) 380-6364
anh@skygrouprealtyinc.com
Lic #: 01432176

Cell: (714) 343-1436

ocmultiplelistings@gmail.com
Lic #: 01736716

Patricia Rocha Philip Boroda
patricia.roché@cfdwnroyalrealestate.com

Cell: (909) 731-6559 Cell: (310) 968-3844

Lic #: 01280072 hilip.borodal@gmail.com
p p lic#:O[]SggZ

Serina Lowden
'ﬂ USREOP Western Regional Representative

Alfred Younan
Cell: (209) 202-4201

alfred@metro-realtypros.com
Lic #: 01718008

Cell: (209) 304-5841
serina@serinalowden.com
Lic #: 01365745

Jennifer Blake e James Perez

Cell: (949) 463-0626 U / ' Cell: (114) 720-6642

jblake4re@aol.com reo@ownitnowrealty.com
Lic #: 00974839 Lic #: 01982903

Joe Gummerson Troy Capell
. ) . s USREOP Board of Directors, President
Cell: (619) 347-1027
> joegummerson@gmail.com
Lic #: 01007506

Cell: (818) 571-7390
troy@usreop.com

Lic #: 01189253 3 5




Calitornia (cont)

Shawn luonF _
Spectrum Realty Solutions
West Covina, CA
Cell: (626) 643-7090

reoagent@shawnluong.com
Lic #: 00857818

Fred Regius
Regius Realtors
Westminster, CA
Cell: (714) 469-7140

fred@regiusrealtors.com
Lic #: 00785889

Colorado

Robert Passafiume
REAL Broker
Thornton, CO

Cell: (303) 809-7694

robert@thewaypointway.com
Lic #: 100079407

Connecticut

Nick Mastrangelo
Coldwell Banker Realty
Orange, CT
Cell: (203) 641-2100

nick.mastrangelo@cbmoves.com
Lic #: REB 0756394

Florida

Tad Yeatter

- Schooner Bay Realty, Inc.
Cape Coral, FL

Cell: (239) 297-1583

tad@sbrealtyinc.com
Lic #: BK161087
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BROKER MEMBERS

Danny Lewis
Lewis Real Estate Group
Coral Springs, FL
Cell: (954) 629-7905

danny@Iregi.com
Lic #: BK3039511

Brett Matthews
| Deal Real Estate, Inc
Weston, FL
Cell: (954) 605-3325

brettmatthewspa@gmail.com
Lic #: BK0494633

Raul Gonzalez
NuFront International Realty
Doral, FL
Cell: (305) 785-3030

raul@nufrontrealty.com
Lic #: BK3387917

Scott Kiefer
Kiefer Realty
Dunnellon, FL

Cell: (352) 812-3645

KieferRealty@gmail.com
Lic #: BK3020554

Denise Mahoney
Keller Williams
Realty Professionals
Fort Lauderdale, FL
Cell: (954) 529-5355

Denise@TopFloridaHouses.com
Lic #: SL3087033




Florida (cont)

8

!
I Cell: E"(904] 162.5264

. ’ ryan@corerealtyusa.com
Lic #: BK3193680

Steven Modica

USR[OP Bnard nl Directors, Vice President

Cell: ‘(954) 210-T770

steve@realestatehomesales.com
Lic #: BK431169

Ryan ‘Courson

‘Myesha Davis

‘J e,
Cell: (904) 747-3767

Lic #: BK3454505

.
William Ramos

Infeoritvy Kev Realiv 11 P

.J.k,'r.f Ly LLU

Cell: (904) 471-0767
william@integritykeyrealty.com
Lic #: BK3069116

_Jessica Graham

Cell: (352) 504-T772
jessicagraham@eragrizzard.com
Lic #: BK671821

m.michelle@birddogrealestategroup.com

BROKER MEMBERS

USREOP Southeast Regional Representative

Cell: (305) 684-8733

eddie@stratwellrealestate.com
Lic #: BK658938

Evelsi conqugth(

Cell: (954) 543-3810

evelsi@evelsiconqueth.com
Lic #: BK3099671

- Ad(iana IV!onte;

Cell: (321) 689-6258

Adriana@FloridaDreamsRealty.com

Lic #: BK3096165

Joseph Doher

Cell: (407) 325-8163
Broker@JoeDoher.com
Lic #: BK594726

Scott Seidler

Cell: (850) 774-5007
TheConnectionTeam@KW.com
Lic #: BK3077894
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Florida (cont)
WL

Cell: (772) 370-2188
RealtorRobinMetz@aol.com
Lic #: SL3153740

Petg_r Chicouris

Cell: (127) 410-706
pgc@equityrealtyinc.com
Lic #: BK586338

Rafael Dagnesses

Cell: (310) 658-8226
rafael@Qrealtors.com
Lic #: BK3465950

Tom & Danielle Galvin

USREU? Squ}heast Regional Representative
Cell: (850) 933-1221

1stchoice.danielle@gmail.com
Lic #: BK595090

lacqugline Gouldhqurne

Cel: (770) 778-6562
jacqueline@thegouldglobal.com

Lic #: 300667

Georgia
John Sherwood
W Cell: (404) 718-0056

> jsherwood@worthmoorerealty.com
Lic #: 313226

Nikki Growder

Cell: (678) 508-3878
nikki@solutionsfirstrealty.com
Lic #: 246766

Gaspar Flores

Cell: (312) 656-6301

gflores.sfr@gmail.com
Lic #: 471-004257

Kirby Pearson

Cell: (312) 805-0005
kirby@pearsonrealtygroup.com
Lic #: 471002409

Tammy Engel

Cell: (815) 482-3726

Tammy@eshometeam.com
Lic #: 481.011128




patti@pattifurman.com
Lic #: 475.144230

Kentucky

Georgg & Julie Green

Cell: (502) 439-7596
George@GreenTeamRES.com

Lic #: 209408

Louisiana

Justin Potier

Cell: (504) 249-8825
justin.potier@vylla.com
Lic #: SALE.995713851-ACT8

Maryland
_Antione lohnsovn ,,

Cell: (301) 512-8088
mdbporeo@gmail.com
Lic #: 639992

Anthony Dozier

Cell: (301) 440-7226
realtordozier@gmail.com
Lic #: 514284

BROKER MEMBERS

USREOP Northeast Regional Representative

Cell: (301) 343-8538
melanie.gamble@212degreesrealtyllc.com
Lic #: 530399

Michael Balsitis

Cell: (616) 813-5522
mike@bellabayrealty.com
Lic #: 6502346774

Sam Hantosh

Cell: (313) 283-2228
sam.hantosh@gmail.com
Lic #: 6501348723

| Sherri ‘Saad |

Cell: (313) 598-5322
sherri.saad@comcast.net
Lic #: 6502392274

_ Albert Hakim

Cell: (313) 800-7653
albert@alwayssold.com
Lic #: 6502415090
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Michigan (cont)

Anthony Raffin

Cell: (586) 634-4761
tony@raffinteam.com
Lic #: 6506044707

Minnesota
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Mississippi

Scott Rodman

-
: Cell: (612) 229-1268

RES scott@rodmanhomes.com
Lic #: 20433691

e

‘Pam Butler
Cell: (404) 454-6767
pamrealtyoxford@gmail.com
Lic #: 2397
Missouri

Cathy Davis

Cell: (314) 413-5219
cdavis@mappreo.com
Lic #: 1999108852

Michelle Syber‘gw

Cell: (314) 503-6093
msyberg@mappreo.com
Lic #:1999056881

Brandy White Elk

Cell: (702) 858-4211
brandy@iresvegas.com
Lic #: B.009698

Cynthia Glickman

Cell: (102) 325-2201

cglickman@windermere.com
Lic #:B.0007614

New Jersey
Sharonn Thomas Pope

Cell: (215) 669-4470

sharonn.thomas@comcast.net
Lic #: 0453467

Felicia Hankerson

Cell: (973) 868-8076

centraljerseyreoagent@gmail.com
Lic #: 9480623

Nicholas Verdi

Cell: (973) 769-1009
Nick@nickverdi.com
Lic #: 9700045N)

BROKER MEMBERS



New York

Damlen Coleman

CeII (516) 528-1531

dacproperties@aol.com
Lic #: 3101038953

Deborah Bacchus
Cell: (347) 386-5868
toucanlga@yahoo.com

Lic #: 10311205651

Tom Marco

Cell: (917) 282 9731

tommarco@o tonline.net
Lic #: 31MA 016405

Todd Yovino

USREOP Northeast Regional Representative

Cell: (516) 819-7800

todd@iarny.com
Lic #: 49Y00956714

Lee A. Raphael

Cell: (914) 474-8146

Iraphael @riverrealty.com
Lic #: 10311204404

BROKER MEMBERS

@ Nas (Abdool) Rahaman

Cell: (917) 687-0252

nasrahaman@msn.com
Lic #: 10301205296

Oregon

LizBeth Hale

Cell: (503) 751-1869

lizbeth@treecityhomes.com
Lic #: 931000192

Wendy Martin

Cell: (503) 984-0126
wendy@northwestREOpro.com
Lic #: 200309032

Pennsylvania

Mitchell Cohen

Cell: (215) 837-3990

Mitchellc@premierreo.net
Lic #: RM061436A

Mark Rebert

Cell: (717) 742 0778
mark@lancohomesale.com

Lic #: RS317618 4 1
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Pennsylvania (cont)
L e T

Cell: (412) 722-8344
LIBBerated@aol.com

Lic #: RS281248

Rhode Island
Gregory Coupe
Cel: (401) 447-7048

greg@longrealtyinc.com
Lic #: REC.0005239

_I.eann lJ’E_ttore

Cell: (401) 641-2014
Reo_Properties@yahoo.com
Lic #: REB.0018324

Tennessee

Amanda Bell

Cell: (615) 406-9988
amandabell@realtracs.com
Lic #: 00260174

Juan Brooks

Cell: (901) 864-4145
jbrooks30@comecast.net
Lic #: 2712549

Texas BROKER MEMBERS

Pamela Bookout

Cell: (817) 821-1912
pam.bookout@chdfw.com
Lic #: 0329057

Derek Montes

Cell: (832) 434-4509
derekmontesrealestate@gmail.com
Lic #: 752899

Monica Vaca

Cell: (281) 831-4935
monica@thregroup.com
Lic #: 401729

~ RayKing

Cell: (214) 418-6845
IRG.RayKing@gmail.com

Lic #: 0443318

Miﬂchaevln Seeto

Cell: (214) 228-2281
dfwnewhomes@gmail.com
Lic #: 0496025




Scott Larsen

USREOP Board of Directors, Treasurer
Revolution Realty & Management
Ogden, UT
Cell: (801) 698-2788

scott@utahreo.net
Lic #: 5484225-PB00

Phil Chernitzer
REO Real Estate
Annandale, VA

Cell: (703) 244-2733

realhome@rcn.com
Lic #: 0225069101

Joy Liggan
Virginia Capital Realty
Richmond, VA
Cell: (804) 393-6968

Lic #: 0225225289

Kevin Pall
Brooke Madison & Associates
Suffolk, VA
Cell: (757) 344-13385

kevinpall22@gmail.com
Lic # 0225205551

Maggie Franco
Skyline Properties, Inc.
Kent, WA
Cell: (206) 261-2838

maggie@hellickson.com
Lic #: 24132

vacapreo@virginiacapitalrealty.com

BROKER MEMBERS

Austin Hellickson
Skyline Properties
Puyallup, WA
Cell: (206) 940-0942

austin@hellickson.com
Lic #: 20109685

Ed Laine

USREOP Lead Regional Representative
eXp Realty, LLC
Seattle, WA
Cell: (206) 229-5515
ed.laine@exprealty.com

Lic #: 17495

Chris Gurnee
eXp Realty
Shoreline, WA
Cell: (206) 949-0864

chris@chrisgurneeteam.com

Lic #: 26571

James Clifford

Washington Realty Group

Sumner, WA
Cell: (253) 732-9400

jimelifford@wrgpra.com
Lic #: 16818

Jaryd Ruffner
eXp Realty
Tacoma, WA

Cell: (253) 686-6356

jarydruffner@gmail.com
Lic #: 99568
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Puerto Rico
Warrq‘n Ro:ﬁlﬁriguez

Cell: (787) 593-0567
Warren@ExtraRealtyPR.com

Lic #:E-272

Migu‘el Ortiz

Cell: (787) 244-1999
miguel@universalpropertiespr.com
Lic #: E-129

Cell: (187) 672-1662
windy@piramide.com
Lic #: C-5939

Rita Seda-Rivera

Cell: (187) 396-2675
ritaseda@ritaseda.com
Lic #: C-3881

Windy Malaga“

BROKER MEMBERS



LAW FIRM MEMBERS

Earl Wallace

USREOP Board of Directors, Corp. Secretary

Cell: (949) 690-1933

ewallace@wallacelaw.com
State Bar #: 174241

Tyler Gold

Cell: (954) 684-8675
tyler@tylergold.com
State Bar #: 963992

" Robert Sambursky

Cell: (516) 659-1492
rsambursky@hhstein.com
State Bar #: 3929106

Carlos Garcia

Cell: (562) 897-2117
carlosgarcia@wfgtitle.com
Lic #: 0G45958

PROPERTY PERSERVATION MEMBERS

Robert Evangelista

Cell: (347) 538-3862
robert@certifiedmgt.com
Lic #: 0997928

Erica Stuart

Cell: (301) 674-9877
Estuart@caoservices.com
Lic #: 103761-01

GENERAL CONTRACTOR MEMBERS

Wally Knipp

Cell: (623) 561-0803
wknipp@knw)contracting.com

Lic #: ROC253053

EXECUTIVE DIRECTOR OF OPERATIONS

Sharon Bartlett

Cell: (469) 919-8164
Sharon.Bartlett@usreop.com

Corporate Office
4980 North Pine Island Rd.
Sunrise, FL 33351

A

Toll Free 1-855-4-US-REOP

General Inquiries
info@usreop.com
Membership Services
membership@usreop.com

% @

www.USREOP.com
www.facebook.com/usreopartners

www.linkedin.com/company/
us-reo-partners

S-+-I¢
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US
PARTNERS

Get the latest membership updates online and search by zip code for quick
results: USREOP.com/partners

US REO Partners is a leading, national trade association representing top-
performing REO brokers, default services law firms, mortgage servicers, and
ancillary vendors in the default servicing industry.

Founded in 2011, US REO Partners offers its mortgage servicing members a
national network of vetted, proven, and highly-trained partners who are ready
and able to perform at every level of the disposition, loss mitigation, and
mortgage servicing process.

Managing challenging assets

Our members have decades of experience in full-service REO maintenance and
management, and are experts at listing, marketing, and selling challenging
assets. When it comes to moving properties through the foreclosure and REO
pipeline, our members are the real estate, legal, title and preservation experts
you need on your side and in your market.

Training and resources

We offer regional, national, and digital trainings for asset management and
mortgage servicing teams who need up-to-date local real estate and REO
education; legal-based legislative and regulatory compliance updates; and staff-
level training on best practices in asset management, closing, eviction,
foreclosure, preservation, short sale, title and valuation.

Proven, reliable service
At US REO Partners, our members average 20 years in the default servicing
industry and are recognized leaders in their fields and markets.

You don’t have to go it alone - join the partnership.
Learn more, apply for membership, or find a partner online at USREOP.COM




PARTNERS

IN THE COMMUNITY

ST. JUDE CHILDREN’S RESEARCH
HOSPITAL

In 2023, US REO Partners supported St. Jude Children's Research
Hospital for a 10th year. Thanks to the generosity of our clients

St. Jude Children’s
Research Hospital

and members, we are once again able to contribute toward

"Finding Cures and Saving Children." St. Jude Children's Research
Hospital supports both children and their families and never asks for payment. US REO
Partners tries to give in a way that supports both adults and children nationally. We
have been very fortunate to work with incredible organizations over the years since
our partnership began in 2010, Our members are always looking for ways to get more
involved in their communities.

CONTRIBUTMING"$571,000

TO MAKE A DONATION DIRECTLY TO ST. JUDE CHILDREN‘S RESEARCH
HOSPITAL, PLEASE USE THIS QR CODE. THANK YOU!

US REO Partners and its members have
supported our communities in various ways over
the past twelve years.
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