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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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