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EDITOR'S NOTE

Dear readers,

Welcome to this issue of PRTNR Magazine,
where stories of resilience, leadership, and
industry insight come together to spotlight the
power of partnership in motion.

In this edition, we invite you to start your journey with

a favorite standard, the Regional Representatives Corner, in which Melanie Gable discusses
relief from squatters.

You'll also hear from Ed Laine in his thoughtful piece, Riding the Wave of Change. As
foreclosure pipelines begin to reopen, Ed shares grounded, strategic advice to help real estate
professionals adapt and lead with confidence through this shifting landscape.

Robert Passafiume brings his unique voice as a former asset manager to the table with practical
tips that only come from experience on the inside. His article is a must-read for those looking to
better understand asset manager expectations and how to strengthen those relationships.

From Miami, Adriana Montes offers a powerful narrative in Impact 305, where she reflects on
how community engagement and local leadership can create lasting transformation. Her
personal journey is a reminder that real impact starts with one person willing to step up.

And finally, we are thrilled to recognize one of our own—Bill Flagg—as the 2025 Fair Housing
Champion. His long-standing commitment to equity, access, and opportunity in real estate makes
this honor richly deserved. We celebrate not only his individual achievement but the example he

sets for us all.

Thank you for being part of this network. Whether you're in the field, in the boardroom, or
mentoring the next generation of professionals, your voice matters here.

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

Featuring:
Tara Dugger

With 16 years in real estate, Tara is a Senior Operations
Manager known for improving efficiency and team
collaboration. Formerly an Asset Manager at VRM, she
managed REO assets from acquisition to sale and is focused
on strategies that enhance client service and drive results.

TELL US A LITTLE BIT ABOUT YOURSELE?

TD: 1love being outdoors and have a passion for music!
In college, I majored in music and still spend a lot of time
playing the piano. ’'m also an avid mountain biker, as
much as Texas terrain allows! In the summer, we often
head to Colorado and Northern New Mexico for some
true downhill biking adventures. We prefer to stay off
the pavement, tackle dirt and rocky trails, and don’t
mind picking up a few bruises and scrapes along the
way—it’s good for you!

WHEN IT COMES TO CLIENT
RELATIONSHIPS, WHAT ARE
SOME PRACTICAL
TECHNIQUES FOR MAKING A
BEST FIRST IMPRESSION?

TD: Get to know your clients—
every one of them is different.
Your clients, your asset
management team, and
everyone you work with bring
unique perspectives and
personalities to the table. That’s
what makes this work fun and
enjoyable.

When approaching a client with
questions, be prepared. Come
with thoughtful, well-informed
questions that show you’ve read
the guidelines, understand the
process, and have a grasp of the
end goals and responsibilities.
This demonstrates that you’ve
done your homework and
respect their time and expertise.
At the same time, be open and
receptive to their answers.

Also, take note of personal and
professional milestones. Has
your client recently been
nominated for an award or
recognized for an achievement?
Acknowledging these moments
can help build rapport and
deepen the relationship in a
meaningful way. LinkedIn,
Facebook, or even a Google
search can be great resources.



COFFEE WITH CLIENTS

WITH INVENTORY LEVELS RUNNING A BIT
LOW, WHAT ADVICE WOULD YOU GIVE A
SERVICER OR BROKER LOOKING TO STAND
OUT FROM THE CROWD?

TD: Knowing your industry and your market
is huge! Your client is at the center of
everything, and the reality is—we don’t know
the details of every market. That’s why we
always say, “boots on the ground,” and we
truly mean it. Without you, we don’t have
visibility into what’s happening locally. Your
insight is essential.

Being organized is absolutely essential. You're
managing a complex process—especially
when it comes to getting reimbursed for the
expenses you've put into a property. Without
solid organization, things can quickly spiral
into chaos.

Having a clear process in place and sticking to
it is key. Just as important is your ability to
communicate effectively. Be proactive,
forward-thinking, and transparent. It’s not
hard to simply state what’s truly happening in
your market at any given moment. That
honesty and insight help us stay ahead—and
we rely on it, because we don’t always have a
clear view of what’s happening on the ground
in your area.

>

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

TD (cont.): You're also well connected—not
necessarily to people in the high positions, but
to the people who keep things moving:
handymen, carpet installers, locksmiths,
plumbers, electricians. Having those contacts
ready at a moment’s notice is a major asset,
and part of what makes you invaluable in the
field.

WHEN YOU THINK OF THE WORD
PARTNERSHIP, WHICH IS IMPORTANT TO
OUR ORGANIZATION, WHAT DOES IT MEAN
TO YOU?

TD: This was actually a question I brought to
my sales team meeting this morning—it was a
good topic of conversation. The first word that
came to mind was respect. It’s about mutual
respect and accountability within the team
you’re working with. It means being there for
each other, making sure tasks are getting
done, and ensuring everyone has what they
need to succeed.

There has to be trust—on both sides. We need
to trust you, and you need to trust us. It’s also
about being genuinely invested in each
other’s success. I want you to earn those
commissions. That’s the goal. We want to
dispose of these assets, we want you to get
paid, and then we all move on to the next
opportunities. It takes both sides working
together—that’s what makes it a true
partnership.

This was a Members Only event. USREOP Members can
view this full interview video via the USREOP website at
www.USREOP.com/members/webinars-presentations.
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Featuring:
Bill Bymel

We were pleased to welcome Bill Bymel as a featured guest during our
May Coffee with Clients series. Bill is a seasoned real estate and REO
expert with over 20 years of experience in distressed asset management.
As CEO and founder of First Lien Capital, he leads a portfolio of mortgage
and REO assets nationwide. He is also the author of Win-Win Revolution,
a frequent speaker on ethical investing strategies, and hosts several
industry-related podcasts.

TELL US A LITTLE BIT ABOUT YOUR APPROACH TO
INVESTING IN THE DISTRESSED MORTGAGE
ASSETS MARKET AND HOW IT HAS EVOLVED
OVER THE YEARS?

BB: As many of you know, I've been a licensed real
estate broker in Florida for over twenty-two years. Early
on, I dove into the investment side, getting involved in
fix-and-flip projects to play both sides of the business. I
caught a lucky break in the summer of 2008 when I
received a random call from one of the founders of
Kondaur Capital—just three months before the collapse
of Lehman Brothers.
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BB: (cont.) That was the
opportune moment to step into
the world of mortgage buying
and investing. It was my light
bulb moment for getting into the
distressed space, and my career
has evolved from there. In the
early years, particularly between
2008 and 2014, when so many
loans were upside down, we
were purchasing mortgages for
as little as 23 to 50 cents on the
dollar, and at the time the best
play was to pass those savings on
to the borrowers who could still
make reduced payments. That
philosophy became the
foundation of my book, Win-Win
Revolution, published in 2017.

By 2014, the market began to
tighten, and we worked a variety
of different strategies. In recent
years, it’s become very difficult
to buy residential non-
performing loans the last few
years, so we’ve had to pivot into
the HUD and HECM markets,
participating in four of the last
five HUD auctions—including
both residential and commercial.
I think the next pivot that we
will be taking in the near-term
future is into small-balance
commercial. What I'm seeing in
small balance commercial
reminds me a lot of what the
strategic defaulters in residential
faced.



COFFEE WITH CLIENTS

LET’S TALK ABOUT YOUR BOOK, WIN-WIN
REVOLUTION. CAN YOU SHARE A TIME
WHEN THAT APPROACH SIGNIFICANTLY
IMPACTED YOUR BUSINESS?

BB: As I mentioned, I wrote the book in 2017,
primarily as a “how-to” guide that walks
through the steps of loss mitigation as seen by
the eyes of a real estate broker originally
engaged to go out to talk to borrowers on
behalf of groups such as Kondaur. The book
itself has many stories, but one that comes to
mind that I'll share is about a difficult
borrower who would literally come to the
door with a bat. He was very suspect and
thought we were out to get him. This man had
made a living for himself, bought a home in
West Palm Beach, Florida, but found himself
underwater on his mortgage. To make
matters worse, he was injured at work, which
left him with no income. It took a year to get
to a forced mediation with him, and it was not
an easy conversation. I had to convince him I
was not there to judge, but that I was there to
listen and provide the human aspect. It took
several hours to come to an agreement, and
we were able to hash out a modification deal
that came with principal forgiveness. Even
though it seemed doomed from the start, with
a little patience and perseverance, we were
able to save the guy’s house, the area
eventually increased in value, and ultimately,
it was a win-win for everyone. To top it all
off, I got Christmas cards from him for years
afterwards.

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.

DO YOU EXPECT TO SEE MORE SHORT SALES
OR WORKOUT OPPORTUNITIES THAN WE
HAVE SEEN IN THE PAST?

BB: Arecent report shows a 14-15% default
rate on new FHA mortgages originated in the
past two to three years. With many of these
loans starting at 97% financing, that alone is all
upside down. The equity is gone. At some point,
and I believe with this administration, it will
happen, there is going to have to be some sort
of enforcement. So, yes, I would certainly keep
an eye open for short sales in both commerical
and residential.

WHERE DO YOU SEE THE GREATEST
OPPORTUNITIES IN REAL ESTATE MARKET
OVER THE NEXT FIVE YEARS?

BB: I believe small-balance commercial is an
area to watch. What’s interesting about
commercial debt is that it still primarily sits on
the balance sheets of banks and credit unions.
I speak with bankers regularly, and this seems
to be an emerging concern that I didn’t hear
five years ago. The way numbers pencilled
five to seven years ago, which now need to be
refinanced, just isn’t working. As much as no
one wants to see widespread fallout, if this
trend continues, it could present an
“opportunity,” especially if institutions begin
to fail. In the meantime, the FDIC is gearing up,
hiring, and building outsourcing teams to
potentially handle multiple resolutions or
closings of banks over a weekend, which says
something.
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