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EDITOR'S NOTE

Dear readers,

As we step into spring, this issue of PRTNR Magazine
reflects a market that continues to evolve—shaped by
regional dynamics, environmental influences, and the

professionals who navigate it every day.

We begin with two Coffee with Clients, where we sit down
with Jeff O’'Pry of Tricon Residential and Bill Bymel of First
Lien Capital for candid conversations about client
expectations, operational excellence, and what it takes to
build lasting partnerships in today’s environment.

USREOP Member Paul Boudier shares his thoughts on his
local market in “The Greater Sacramento Area: Thawing Not
Booming.”

This edition also features a compelling review of Bill Bymel's latest book, The Storm - Markets
Meet Mother Nature. The intersection of climate risk and real estate is no longer theoretical, and
this piece explores how those forces are actively reshaping our industry.

Be sure to check out our Member Spotlight featuring Sam Hantosh of Re/Max Team 2000 in
Michigan and the Regional Rep Corner, where Danielle Galvin and Eddie Blanco share insights
on occupancy challenges.

Finally, I'm proud to contribute an article focused on fair housing and marketing. As our industry
continues to rely more heavily on digital platforms, it’s critical that we remain both compliant and
intentional in how we reach and serve all consumers. This topic is not just about regulation—it’'s
about responsibility.

As always, thank you for being part of the PRTNR community. Your expertise, adaptability, and
commitment to excellence are what continue to move this industry forward.

v AT

Executive Director of Operations, US REO Partners

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

Featuring:
Jetf O’Pry

February’s Coffee with Clients featured Jeff O’Pry as our
special guest. He serves as Director of Dispositions at Tricon
Residential, bringing extensive experience in real estate
investment, asset management, and single-family rental
operations. Jeff plays a key role in overseeing disposition
strategies and driving portfolio performance across Tricon’s
national platform.

CAN YOU PROVIDE AN OVERVIEW OF TRICON’S
BUSINESS MODEL AND YOUR ROLE AS DIRECTOR OF
DISPOSITIONS?

JO: As Director of Dispositions, I oversee two primary
portfolios, with the largest being Home Partners of America
(HPA), a REIT now owned by Blackstone. While HPA’s
operations have shut down, we continue managing the
portfolio, which at one point included around 30,000 doors
and roughly 9,000 properties in the disposition pipeline.
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JO: (cont.) These range from
occupied homes that are slated
for disposition or vacant
properties we’re actively
liquidating. The other portfolio is,
of course, Tricon. Tricon is much
smaller and tends to include more
distressed assets. The HPA
portfolio is a bit of a mixed bag,
but generally in better condition
than what you’d expect from a
traditional REO. In contrast,
Tricon dispositions tend to look
more like classic REO—often
distressed, heavily lived in, and
sometimes dealing with issues
like fire damage, mold
remediation, or flood impacts,
particularly in markets like
Florida. While HPA assets are
typically brought to a financeable
condition, both HPA and Tricon
portfolios are located in strong,
growing markets. The challenge
comes at resale: many homes
were made rent-ready, not retail-
ready. So even if the property is
solid, the finishes may fall short
of today’s standards—leaving us
to decide whether to sell as-is or
invest in updates to better
compete in the market.

»

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




COFFEE WITH CLIENTS

WHAT ARE YOU WATCHING MOST
CLOSELY HEADING INTO 20262

JO: Repairs, pricing accuracy, and
competition from new construction remain
top of mind. We’re focused on refining our
repair strategy—testing different vendor
approaches, balancing stronger returns with
timeline impacts, and bringing more of the
process in-house. At the same time, builder
incentives and rate buy-downs continue to
challenge our competitiveness, so we’re
dialing in spend to ensure positive ROI on key
items like roofs, HVACs, and other targeted
repairs.

WHAT QUALITIES DO YOU LOOK FOR
WHEN SELECTING LISTING AGENTS?

JO: Ilook for agents who bring strong
attention to detail, proactive communication,
and the ability to execute efficiently. Detailed
reporting is critical—especially when it comes
to buyer feedback, comps, and understanding
why deals fall apart—Dbecause that’s what
helps me make better decisions. I also value
agents who identify issues early, like title,
permit, or repair concerns, so we can address
them upfront and avoid delays. Speed to
market is a big priority for me, and direct
communication helps cut out unnecessary
bottlenecks. At the end of the day, I evaluate
agents based on performance data—timelines,
pricing accuracy, and results. I also make a
point to give opportunities to newer agents
who prove they can deliver.

WHAT ROLE DO YOU SEE INDUSTRY
GROUPS LIKE US REO PARTNERS PLAYING
IN HELPING COMPANIES LIKE TRICON
ACHIEVE YOUR GOALS?

JO: Isee groups like US REO Partners as a
valuable extension of our network. You
already have a strong base of agents that I
actively work with, and it gives me a trusted
pipeline when I'm sourcing new agents in
emerging or underserved markets. As our
volume grows and shifts geographically—from
core markets like Florida, Texas, and Georgia
to newer areas like the Carolinas or the
Midwest—it’s helpful to have a network I can
tap into quickly. ’'m constantly balancing
agent assignments, timelines, and
performance, so having access to vetted
professionals makes that process more
efficient. I also value the direct feedback we’re
now getting from agents, whether it’s about
processes or platforms like Bid On Homes—it
helps us improve and operate more
effectively. Overall, these partnerships play a
key role in scaling our operations while
maintaining quality and consistency.

This was a Members Only event. USREOP Members
can view this full interview video via the USREOP
website at wwvw.USREOP.com/members/webinars-
presentations.
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COFFEE WITH CLIENTS E BB: (cont.) That opportunity

really opened my eyes to the
distressed asset space and

I ‘ t d ° changed the trajectory of my
e a u rlng ° career. I became very involved
in working with their NPL and
) . .
B 1 1 B 1 REO assets—handling valuations
1 y m e and helping train asset
We were pleased to welcome Bill Bymel as a featured guest in our March =~ anagers on how to interact
Coffee with Clients series. Bill is a seasoned real estate and REO expert with borrowers and manage
with more than 20 years of experience in distressed asset management. di d si . Af £
As CEO and founder of First Lien Capital, he oversees a nationwide 1stressed situations. After a rew
portfolio of mortgage and REO assets. He is the author of Win-Win years, I had to choose between
Revolution, and his latest book, The Storm, was just recently released. Bill .
representing Kondaur and

is also a frequent speaker on ethical investing strategies and hosts
several industry-focused podcasts. investing in loans myself. I

o decided to transition fully into
investing.

Around 2011, I connected with
Peter Slagowitz at Spurs Capital.
He had just raised $50 million to
invest in non-performing loans,
and I played a key role,
particularly with the Florida
portfolio. I managed valuations,
loss mitigation, and dispositions
across Florida for about a decade

CAN YOU SHARE HOW YOU WENT FROM FLIPPING  On behalf of Spurs. After that
HOMES TO BECOMING DEEPLY INVOLVED IN THE role, I moved on to start First
CURRENT REAL ESTATE AND MORTGAGE Lien Capital.

INDUSTRY?

-

BB: Many of you have heard my story multiple times;
however, I started in the early 2000s as a residential
broker and fix-and-flip investor—somewhat reluctantly oo eresed
—Dbut I found success pretty quickly and developed a participating in
strong interest in commercial real estate. In the summer T
of 2008, I got a random call from one of the owners of ne@usteop com
Kondaur Capital asking for help pricing about 2,000

construction-to-perm loans from a failed bank.

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

PRTNR Magazine | 8 presentations.



COFFEE WITH CLIENTS

YOU’VE SPENT YEARS IN THE NON-
PERFORMING AND DISTRESSED
MORTGAGE SPACE—WHAT EARLY SIGNS
ARE YOU WATCHING TODAY THAT COULD
SIGNAL INCREASED DEFAULTS?

BB: There’s already stress in the market—
you’re hearing it at every conference. A clear
example is FHA loans, where we’re seeing
double-digit default rates. If you have access
to FHA inventory, you should be getting busy
now. The stress has been building for a while,
but it really started surfacing more recently.
After enforcement restrictions eased around
October 1st last year, activity has picked up—
law firms are hiring, default vendors are
ramping up, and many are seeing an increase
in BPO requests.

The RTL (hard money) space is another one to
watch. There’s a growing amount of non-
performing loans there, including DSCR and
fix-and-flip loans, that are starting to rise to
the surface.

You’re also seeing instances of fraud coming
to light, for example, there is a multi-million
dollar case in the Baltimore area. That kind of
activity is always a strong sign that broader
stress is building in parts of the market.

CRE is still an issue. In the past, commercial
loans have generally been at a lower LTV and
with longer terms. There has been a lot of
white-knuckling going on over the last few
years with rates increasing and a lot of
sponsors stuck in old terms that they can no
longer get now that their loans are maturing.

BB (cont): So you’ve got banks that are kicking
the can down the road. The CRE maturity wall
is increasing in size every year because some
portion of this year’s $800 billion will be kicked
to the next year or even the following year.

All of these are good signs if you are in the
distressed business.

WHAT ARE LENDERS AND NOTE BUYERS
LOOKING FOR TODAY FROM BROKERS THAT
HANDLE REO ASSETS?

BB: We are a little different from most
investors out there, so I can’t speak for all, but
we take more of an old school method, where
we have a loyalty to a small number of brokers
in each region as opposed to reign everyone in
and test them out. However, because of this
loyalty, we have brokers get involved way
before the REO is an REO. For instance, helping
with property checks, tracking down heirs
(especially with HECMS), preserving the
property, and getting quotes ready, since we
knew many of these HECM assets would come
back to us. It’s really about “owning” the
property with us. We also value the brokers
who have resources readily available—trusted
vendors for re-keys, contractors, and other
services—so we’re not relying on higher-cost
national vendors. Consistent communication
and putting in that extra work throughout the
process, including valuations and deal review,
is also key. Ultimately, it comes down to being
a proactive problem solver.
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Eddie Blanco Danielle Galvin Melanie Gamble Todd Yovino

FOR BIOS AND CONTACT INFORMATION ON THESE FANTASTIC LEADERS PLEASE VISIT

HTTPS://USREOP.COM/PARTNERS/SEARCH-BY-NAME/
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REGIONAL

REPRESENTATIVE'S CORNER

By: Danielle Galvin and Eddie Blanco
Regional Representatives , US REO Partners

OCCUPANCY CHALLENGES

AND SQUATTERS:

A Field Guide for REO Agents

This guide is a practical reference for REO
listing agents encountering occupancy
issues in the field. It is produced by USREOP
(the United States REO Professionals
network) and reflects practices our
members have found effective across a
range of jurisdictions. It is not legal advice.
Squatter and tenant laws vary significantly
by state and are changing rapidly; always
confirm current requirements with your
servicer, legal counsel, and local law
enforcement before acting. Client servicers
may share this document with agents
outside the USREOP network; those agents
are encouraged to verify all guidance
against their own company policies and
state-specific procedures.

In general, a squatter is someone occupying
a property without authorization. However,
definitions and enforcement vary by state.
There is no single federal law governing
squatter removal or defining owner rights in
these situations. For REO agents, squatters
are most often first identified during the
initial occupancy check — making that visit
one of the most consequential, and
potentially risky, steps in the assignment.

1. BEST PRACTICES FOR
OCCUPANCY CHECKS

Never walk up cold. Before any occupancy
check, run the property through every
source available to you. Recommended
checks include:
e County Property Appraiser records for
ownership history and tax status
e County Clerk of Court records for
liens, prior filings, and any pending
eviction actions
e Forewarn and similar prior-
owner/associated-party search tools.
Forewarn is available as a member
benefit through Florida Realtors and
many other state and local Realtor
associations — if you are a Realtor,
check your association dashboard
before paying for a separate
subscription. Other commonly used
tools include TLO and IRBSearch.
e Utility verification where local rules
permit
e Open-source searches of the address,
prior owners, and any names that
surface through the checks above
(including social media and news
results)
PRTNR Magazine | 11



Red flags surfaced during this stage —
criminal history, active litigation, prior
eviction resistance, or social media
indicating hostility — should drive the
decision about whether to request law
enforcement support before the visit.

2.SAFETY PROTOCOLS FOR THE
INITIAL VISIT

Given the rise in hostile encounters,
USREOP recommends the following
baseline practices for every initial
occupancy visit:

e Two team members on every initial
visit. The modest added cost is worth
the safety buffer.

e Maintain a visible, audible approach —
normal-to-elevated speaking volume,
deliberate vehicle-door sounds, no
silent or sneaking approaches.

e Park where you can leave quickly;
never box yourself in behind another
vehicle or a gate.

e Share your location and itinerary in
real time with your team or broker.

e For properties with known risk factors,
arrange a police or sheriff civil-
standby in advance rather than trying
to improvise one on site.

3.WHEN THE PROPERTY
APPEARS OCCUPIED BUT NO ONE
ANSWERS

This is one of the most common gray-area
scenarios for REO agents. Indicators of
covert occupancy include active utilities
without a visible vehicle, covered or
blacked-out windows, fresh trash or
recent deliveries, and signs of entry at
non-primary doors. When you cannot
make contact, document everything.

PRTNR Magazine | 12

Typical next steps:
e Speak with neighbors who may
confirm recent activity
e Leave a door hanger with your
business card and a clearly dated note
e Return daily and log each attempt with
time-stamped photos
e On repeat visits, post a dated, brightly
colored notice to establish a paper
trail
Expect that some occupants will crack the
door once and then refuse further
contact. Treat every follow-up visit as a
first visit, with full safety protocols —
familiarity breeds the incidents nobody
sees coming.

J _
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4.DISTINGUISHING A LAWFUL
TENANT FROM A SQUATTER

Several states have enacted laws that
classify certain squatting situations as
criminal conduct, which can allow law
enforcement to intervene more quickly
(for example, recent changes in Florida
and Georgia). Even with these reforms,
outcomes are fact specific. Thorough
documentation and close coordination
with the Evictions Coordinator remain
critical. Cash-for-keys and relocation-
assistance offers can resolve matters
faster than formal eviction when the
occupant is reasonable, but they are time-
intensive, require careful documentation,
and must always be coordinated with the
servicer before any dollar figure is
discussed.

5.CASE STUDY: WHY
DOCUMENTATION AND PATIENCE
STILL MATTER

On a recent Florida townhouse
assignment, an unauthorized occupant
produced a lease — initially unsigned,
then signed on a subsequent visit — with
rent set well below market. Even though
Florida’s recent squatter-law reforms
might have supported a faster removal,
the mere existence of a lease document
(however questionable) led the servicer

and counsel to seek court direction before =

acting. The timeline stretched into the
third month, and when the occupant
became threatening, removal ultimately
required both Sheriff and U.S. Marshals
presence. The lesson: a document that

looks like a lease will almost always slow
the process, whether or not it is valid.
Plan for that reality, document rigorously,
and escalate to counsel early.

New squatter laws are not a universal
shortcut. In some situations, posting
notices, requesting increased sheriff
patrols, or applying steady documented
pressure leads to a voluntary departure.
In others, the alleged squatter produces a
guestionable lease, becomes hostile, or
has even subleased the property —
pushing the matter back into a traditional
eviction for legal certainty and safety.
Match the tool to the situation, and never
assume a new statute eliminates the need
for process. Multiple states — including
Florida, Georgia, Texas, West Virginia, and
others — have passed or proposed
reforms intended to accelerate the
removal of unauthorized occupants.
These laws generally strengthen owner
rights, but outcomes still depend on
documentation, the specific facts, and
local enforcement practices. Confirm the
current version of your state law before
relying on it, and contact your local
Sheriff's Office or Police Department for
guidance and any available forms related
to unlawful occupancy.

PRTNR Magazine | 13



6. TENANT PROTECTIONS

Many tenant protections are governed by
state law and the federal Protecting
Tenants at Foreclosure Act (PTFA).
Generally, bona fide tenants (e.g., tenants
with valid leases at market rent and no
familial relationship to the former owner)
may be entitled to at least 90 days’ notice
to vacate after foreclosure and/or the
right to remain through the end of the
lease term, unless the new owner intends
to occupy the property as a primary
residence. These protections can apply to
properties acquired through foreclosure
or deed-in-lieu transactions. A bona fide
tenant situation is not a squatter situation
— confusing the two is one of the fastest
ways to create liability for yourself, your
broker, and the servicer. When in doubt,
treat the occupant as a bona fide tenant
until your servicer or counsel confirms
otherwise.

PRTNR Magazine | 14

7.TOOLS AND RESOURCES FOR
USREOP MEMBERS

The tools below are ones USREOP
members regularly rely on in the field.
This is not an endorsement — availability,
pricing, and accuracy vary — but it
provides a starting point for agents
building out their occupancy-check toolkit.

e Forewarn person-identification and
risk-screening tool. Available as a
member benefit through Florida
Realtors and many other state and
local Realtor associations; check your
association before purchasing
separately.

e TLO / IRBSearch / LexisNexis
Accurint deeper skip-tracing and
public-records platforms, typically
subscription-based.

e County Property Appraiser and
Clerk of Court portals free in most
jurisdictions; the first stop for
ownership, tax, and litigation history.

e Local Sheriff / Police non-
emergency lines for civil-standby
requests, advance coordination on
known-risk properties, and guidance
on unlawful-occupancy forms.

e CompanyCam or equivalent time-
stamped photo apps for creating the
contemporaneous, GPS-tagged
documentation that makes or breaks
later enforcement.

8.KEY TAKEAWAYS

Recent state reforms have strengthened
owner rights and given REO agents more
tools, but occupancy issues remain
complex, fact-specific, and safety-
sensitive. Successful outcomes



consistently come down to five things:
e Thorough pre-visit research using
every available tool, including Realtor-

If you are a USREOP member and
encounter a situation that is not covered
here, raise it on the member channel. The

association benefits like Forewarn
Documentation that is
contemporaneous, dated, and
photographic

Close coordination with the servicer’s
Evictions Coordinator and counsel
early, not late

Appropriate engagement with law
enforcement, arranged in advance for
known-risk situations

Strict adherence to PTFA and state
tenant-protection requirements
whenever there is any possibility of a
bona fide tenant

Consistent safety protocols on every
visit — not just the ones that feel risky

field guide is a living document and is
updated based on what our network sees
on the ground.

‘ Turning Distressed Assets
Into Closed Transactions.

FELICIA

HANKERSON  =-
real

REO & Default Specialist
973-868-8076
buyfeliciaslistings@gmail.com

Serving Central & Northern New Jersey
18+ Years Serving Asset Managers

Short Sales Certified
Trained by Bubba Mills & Bob Norrell

Equator | RES.NET | Pyramid | Xome
24-48 Hour Stabilization | Full Compliance

V/ 24-Day Avg DOM

+/ Problem Solver

Vv 98% List-to-Sale Ratio

V 2,000+ BPOs Completed us

v/ 95% Cash-for-Keys Success PARTNERS
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Paul Boudier
Knowledge Real Estate
Group
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Greater Sacramento is entering Spring 2026 in a cautiously improving but still inventory-tight
market. February data shows more homes hitting the market, yet pricing remains firm.

Active listings in the city of Sacramento climbed roughly 9% year-over-year in February,
outpacing national growth. New listings also rose faster than the U.S. average, giving buyers
more choices but not enough to flip the market’'s balance. Median list price sits around the
high-$400,000s to low-$500,000s, with modest annual appreciation rather than the
double-digit spikes of the pandemic era.

For residential lenders and servicers, this matters on two fronts. First, borrowers under
stress still have equity cushions in most submarkets, meaning short payoffs, cooperative
sales, and structured exits are often viable. Second, more balanced conditions extend
marketing times, giving loss-mitigation teams slightly more runway to work alternatives
before a forced REO sale.

Statewide forecasts call for 2026 to bring single-digit price growth, slightly lower mortgage
rates near 6%, and a slow increase in sales volume. In Sacramento, that points toward a
“workout-friendly” environment rather than a collapse: values are high enough to support
dispositions, but buyers are pushing harder on price and condition.

For default-focused professionals, the opportunity is to pair realistic valuation with proactive
outreach. Clean pricing, shorter repair scopes, and early engagement with local brokers can
preserve net proceeds — especially before the usual April-June listing surge brings more
competing inventory to market.

Key takeaway: 2026 isn't a distress wave yet, but it is a year where disciplined asset
management in Sacramento can materially change loss severities.
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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

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.

Coverage area: King, Pierce and Snohomish counties
Successful in what matters: 67% faster sales and nearly 10x

(9.5x) the profit delivered at Closing

Proven problem solver

THE ED LAINE TEAM

www.EdLaine.com usS
(206) 229-5515 PARTNERS
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DALLAS, TEXAS

Please email events@usreop.com for
attendance or sponsorship information




&) bluehammer

THE RIGHT TOOL FOR
CONNECTING WITH
HOMEOWNERS

bluehammer™ professional provides smart,
homeowner engagement tools that supercharge

your existing marketing.

e, 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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Driven

Results. q@é -

Stratwell’s award-winning team combines Y&t years
of REO experience, a robust network, and prov
compliance systems to deliver fast, seamless result
from valuation to close. Led by Eddie Blanco,
Qairman of the Miami Association of Realtors,
Floris #1 small team turns assets into outcomes.

PARTNER WITH™S
VISIT STRATWELL.C®Q
OR CALL 305-614-7129

L IT'S ALWAYS BEEN A MATTER OF TRUST

ISLAND MITIGATING YOUR RISKS | MAXIMIZING YOUR RETURNS
ADVANTAGE,

REALTY

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

Todd Yovir

Broker/Owner
R ARR A PA Tr Al YOU CAN COUNT ON STRENGTH THROUGH LEADERSHIP AND WISDOM THROUGH EXPERIENCE

- . l
Todd@iarny.com a ah % » ‘
631-820-3400 e 0 g BN B _Z &
www.islandadvantage.com REUANCE  SINGERITY COMPETENCE CAEDENCE ASSURANCE COMMITMENT  INTEGRITY
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MODERN MARKETING, TIMELESS

By: Sharon Bartlett
US REO Partners

Fair housing isn’t just a regulatory
requirement to me—it’s something I've
spent years protecting and promoting.
Before stepping fully into real estate, |
spent decades in oversight and
compliance roles, ensuring that
processes stood up to scrutiny and
upheld both the letter and the spirit of the
rules. That perspective never left me.
Today, as an REO professional, | see
firsthand how quickly digital marketing
can blur those lines if we're not
intentional. I've always been a champion
of fair housing, and in this environment,
that means making sure the way we
market properties is just as equitable as
the opportunities we’re working to create.

In today’s market, digital marketing isn’t
optional—it's the primary way properties
are sold. From social media ads to
automated listing syndication, real estate
agents are relying more heavily than ever
on technology to reach buyers. But with
that shift comes a new level of risk.

Recent guidance from HUD’s Office of
Fair Housing and Equal Opportunity
(FHEO) put a spotlight on how the Fair
Housing Act applies to digital advertising.
While the guidance itself was later
withdrawn, the issues it raised remain
highly relevant—and enforcement risk is
very real.

For REO agents operating at scale,
understanding this isn’t about
compliance. It's about protecting your
client relationships and your business.

RULES: Fair Housing in the Digital World

The Game Has Changed

Historically, fair housing compliance in marketing focused on what you said.
Avoid discriminatory language, and you were generally on solid ground.
Today, it’s just as much about who sees your ads. Digital platforms allow
advertisers to target audiences with incredible precision. That's great for
efficiency—>but it can also create unintentional discrimination if certain groups
are excluded from seeing housing opportunities. And here’s the key point:
even if you didn’t intend to discriminate, you can still be held accountable.

The Hidden Risk in Targeting Tools

Many agents use platforms like Facebook or Google without fully
understanding how targeting works. Options like age ranges, interests, income
levels, or geographic filters may seem harmless—»but they can function as
proxies for protected classes.

For example:
e Targeting by ZIP code can unintentionally exclude certain racial or ethnic
groups
e Limiting ads to certain age brackets may impact familial status protections
¢ Using “lookalike audiences” can replicate biased data patterns

The result? A listing that never reaches the full market. In the REO space,
that's more than a compliance issue—it’'s a performance issue.
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MODERN MARKETING,

| TIMELESS RULES

~

You're Still Responsible—Even If You Didn’t Run the Final Thoughts

Ad At its core, fair housing is about ensuring equal access to

One of the most important takeaways is this: you own your opportunity. Digital marketing has the power to expand that
marketing, even when someone else executes it. Whether  access—or unintentionally limit it. As REO professionals, we

it's a third-party vendor, a brokerage marketing team, or an  pave a responsibility to make sure it does the former. Because in

automated platform, agents can still be held accountable today’s environment, how you market a property is just as
for discriminatory outcomes. That makes vendor oversight

critical. If you don’t know how your ads are being targeted,
it's time to ask.

important as how you price it.

Al Isn’t a Free Pass KEY TAKEAWAYS

Artificial intelligence is becoming more common in 1. The Fair Housing Act applies to ALL digital
marketing—optimizing ad delivery, selecting audiences,

and even generating campaigns. But Al can introduce bias L
just as easily as it can improve efficiency. The challenge 2. Targeted advertising is a major risk area
is that many of these systems operate as a “black box,” 3. “Unintentional” discrimination still counts
making it difficult to see how decisions are being made. 4. You are responsible - even when using third
That lack of transparency doesn’t eliminate liability. If .
anything, it increases the need for diligence. R

5. Avoid discriminatory language AND delivery
What This Means for REO Agents 6.Al and automation must be monitored
REO agents are uniquely exposed to this issue. You're
often:

e Managing high volumes of listings
e Working with multiple asset managers
¢ Relying on systems and vendors to scale marketing B EST P RACTI CES
efforts
That combination creates efficiency—but also risk. The 1.Use broad, inclusive targeting

agents who will stand out in this environment are the ones

who bring intentionality and oversight to their marketing
Strategy_ ClaSSGS

2.Avoid demographic filters tied to protected

3.Regularly audit campaigns and vendor

Practical Steps You Can Take Now
You don’t need to overhaul your entire marketing approach
—Dbut you do need to be more deliberate.

practices
4.Train staff and partners on digital fair
housing risks

Start with these fundamentals:
e Use broad, inclusive audience targeting
e Avoid filters tied to demographics or protected
characteristics
e Review and understand your platform settings
e Vet your marketing vendors and ask compliance

guestions
» Document your processes and decisions For more information, please visit: Guidance on Application of
the Fair Housing Act to the Advertising of Housing, Credit,
These aren’t just compliance measures—they’re smart and Other Real Estate-Related Transactions through Digital
business practices. Platforms
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1ST CHOICE
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- >‘_ Serving Florida in Leon,
1. r" ‘,’4 Gadsden, Wakulla, Gulf,

o Franklin, Madison, Taylor,
and Jefferson Counties

'v

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 {. 850-893-7221 2 1530 Metropolitan Blvd, Tallahassee, FL 32308

T\ N

REAL ESTATE & INVESTMENTS

Monica Hill

Broker & Owner

USREOP Western Regional Representative

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

e (951) 834-8687
www.dreamteamsells.com

9 mvp4realestate@gmail.com
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HR for businesses

»

that want to thrive /
- not just survive

7

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

R .
Learn more at insperity.com/ima | alliance@insperity.com. & 2 IllSpeI'lty

ANDREW BUBEN HR that Makes a Difference™
Andrew.Buben@insperity.com
805-338-7822
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INSPIRING
INSIDER
STORIES FROM
OUR MEMBERS

Featuring Sam Hantosh!

Broker
RE/MAX Team 2000
Dearborn, Michigan i

There are some careers you plan—and
others that find you. For Sam Hantosh, the
path into REO was the latter, unfolding at
exactly the right moment in a shifting
market.

Sam entered real estate in 2006, just as the retail
market began to falter. By 2007, a connection
introduced him to the REO side of the business—an
opportunity that would shape the course of his career.
What followed, as he describes it, has been “‘a wild
ride,” marked by constant change, challenge, and
growth. Working in the Detroit market has given Sam a
front-row seat to one of the most dramatic housing
transformations in the country. From the era of dollar
deeds to the city’s bankruptcy in 2013, and now into a
period of revitalization, he has seen it all. Today, Detroit
tells a story of resilience—property values have risen,
and many areas are thriving. At the same time, new
challenges are emerging: longer days on market,
rising inventory, inconsistent quality from fix-and-flip
properties, and increasing property taxes that are
impacting buyers.

Through it all, Sam believes one factor separates
agents who consistently receive REO assignments
from those who dont: performance. Every property
presents its own set of complexities, and success
comes from being willing to handle all of it—the good,
the bad, and the difficult. Whether managing
distressed assets or high-value properties, the key is
consistency. As Sam puts it, clients remember the
agents who show up and deliver solutions, even on the
toughest assignments.

That mindset has been shaped by years of navigating
challenging situations—everything from squatters to
severely neglected homes. Yet even after nearly two
decades in the business, Sam notes that each year
still brings something new. His approach remains
steady: stay positive, keep moving forward, and focus
on solving the problem in front of you.

In today’s environment, client expectations have only
intensified. With the rise of task-driven platforms and
faster communication cycles, responsiveness is
critical. Sam emphasizes the importance of staying
organized, adaptable, and proactive—often working
within tight 24-hour timelines. Some clients want full
repairs, others none at all, but the expectation is
always the same: deliver your best, every time.
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For agents considering a path into REO, Sam offers advice with a touch of humor: “Don't do it—just
kidding.” The reality is that REO requires significant upfront effort and resilience. His real guidance is
simple but demanding: treat every asset as if it were your own, and always come prepared with
solutions.

Beyond the day-to-day work, Sam has found lasting value in his involvement with US REO Partners. A
member for nearly five years, he points to the relationships built within the network as one of its
greatest strengths. Events like the annual St. Jude Dinner stand out—not only as opportunities to
reconnect with peers, but as meaningful moments to give back and support an important cause.

For Sam, success in REO isnt just about transactions—it's about consistency, relationships, and
showing up when it matters most.

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

sidential & Commercial REO | Short Sale Servicing

» Career REO Broker, 40 years experience.

» RES.NET & Equator Certified, HUD Specialist, SFR Short Sales &
Foreclosure Resource, Certified Short Sale Expert, CSSE.

;b » 24/7 Single Point-of-Contact for all assignments. s | , 3

“¢= + High success rate in Relocation Assistance Negotiations. - — AT

« Al-assisted target marketing of all properties. ‘ & :

» Experienced team of licensed REO agents.

ks« Full-Service Statewide Coverage.

+ A Value-Added, Low Maintenance REO Broker for Connecticut
with Strong Contractor Network.

RS o g By

Nick Mastrangelo, Broker Associate
Residential & Commercial REO & Short Sale Specialist : iF-—@'Scan to View My
203.641.2100 | Nick.Mastrangelo@CBMoves.com Rigra gl USREO Parinersgy

A AWS il Profile
- 236 Boston Post Road, Orange CT 06477 e
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PRTNR RECOMMENDATIONS

THE STORM IS HERE

Review of The Storm, written by Bill Bymel

REVIEWED BY MELISSA HANCOCK, CREATIVE
DIRECTOR OF PRTNR MAGAZINE

In real estate, timing and preparation matter.
That's what makes The Storm by Bill Bymel such
an important read right now.

The main idea of the book is simple: the “storm”

isn't coming- it's already here. The market
pressures Bymel talks about—rising debt issues,
changes in insurance, and shifting demand—are
today. This

theory. It's what many of us are seeing in real

already affecting portfolios isn't

time.

One of the most helpful parts of The Storm is that
it doesn't just point out problems. It pushes

readers to think about what to do next. After the
2008 financial
away from the kind of hands-on work needed to

crisis, many institutions moved
manage distressed assets. Now, those skills are

needed again.

This is where the book connects directly to the
work of US REO Partners. Many of our members
are already dealing with these challenges—Iloans
that
attention, and situations that require experience

under pressure, assets need individual
and careful strategy. The Storm puts language
around what we're seeing and reminds us why

our work matters.

Another key takeaway is the focus on preparation.

Bymel makes it clear that we can't predict
everything, but we can be ready. Success in this
market isn't about having all the answers—it's
about building systems and strategies that can

handle uncertainty.

The book also ties into the broader conversation
the Debt
podcast, where he continues to share insights on

Bymel is having through Doctor
what's happening in the market right now.

For US REO Partners members, The Storm is a
useful and timely read. It reflects what many of us
are already experiencing and challenges us to

stay proactive.

The message is clear: the storm is here. What
matters now is how we respond.
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THAT CHECKS ALL THE BOXES

USREO
GROUP A GROUP B GROUP C PARTNERS

Annual Member & Client
Appreciation Dinner/Auction

Monthly Client Calls

Monthly Educational Calls

Quarterly Magazine
with Advertising Opportunities

Networking & Marketing
Opportunities

Value for Money

MBA Membership Benefits

Monthly Market Trends Report

Monthly Member Mastermind

Professional REO Video
Marketing Tool

US REO Partners, a leading national trade association, was founded in 2011
to represent top-performing REO Brokers, law firms, title companies and ancillary vendors
in the default servicing industry.
Reach out so that we can tell you why USREOP checks all the boxes!

PARTNERSHIP
IT'S AT THE CENTER OF EVERYTHING WE DO

membership@usreop.com | www.usreop.com | (855) 4US-REOP
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Serving my community on behalf of corporate clients and
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consumers as an asset disposition strategist since 2000.

www.MelanieGamble.com
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ST. JUDE CHILDREN’S RESEARCH
HOSPITAL

In 2025, US REO Partners supported St. Jude Children's Research
Hospital for a 12th year. Thanks to the generosity of our clients

St. Jude Childrens
Research Hospital

ures. Saving children.

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.

CONTRIBUTING $600,000

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 fifteen years.

Children’s
Miracle Network

@ Hospitals

WOUNDED WARRIOR
PROJECT

FUNDACION
E))) OFRECE
7/ UN HOGAR
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James Harris

Vylla Home
Milwaukee, WI
reo.wisconsin@gmail.com
(262) 309-7803

Linda Gonzalez
Prestige Realty
Glendale, AZ

lindaboxI23@gmail.com
(480) 703-3012

Melissa Flores

Central Metro Realty
Helotes, TX
melissa.reos@gmail.com
(210) 557-2926
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BROKER MEMBERS

JUSTIN POTIER CHANDLER,

ARIZONA

(504) 321-1511
justin.potier@vylla.com

Lic #BROK.995717690-ASA

GLENDALE,
LINDA GONZALEZ GLENDAL
(480) 703-3012
lindabox123@gmail.com
Lic #5A570109000

PHOENIX,
RAMIRO GONZALEZ PHOENIX
(480) 593-8438
rogsellsaz@gmail.com
Lic #BR568659000

YUMA,
jENNIFER RASCON ARIZONA

(928) 271-9700

jennifersellsyuma@gmail.com
Lic #BR626741000
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BROKER MEMBERS

ALIFONSO MENDOZA ATWATER,

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

CARSON,
ANGELICA SUAREZ CARSON,
(310) 261-7700
angelica@angelicasuarez.com
Lic #01078617

DANVILLE,
MARVIN REMMICH DANVILLE,
(925) 200-0799
marvin@marvinremmich.com
Lic #00530491

FRESNO,
MANUEL CHAVEZ JR FRESNO, o

(559) 630-5637

manuel@mcrealestatecorp.com
Lic #01525575

PRTNR Magazine | 34



BROKER MEMBERS

LA PALMA,
JEFF RUSSELL CALIFORNIA
Russell Realty Group, brokered by
eXp Realty

(949) 200-7055

rrg@russellrealtygrp.com
Lic #01275750

CAROLE STURIM LSunA
Coldwell Banker cALIFo;{NIA

(949) 701-1200

repro@cox.net
Lic #01084597

RICHARD WILSON MARTINEZ,

CALIFORNIA
Vylla Home Inc

(925) 305-1642

rick.wilson@vylla.com
Lic #01461634

MONICA HILL MENIFEE,

. ) CALIFORNIA
USREOP Regional Representative
MVP Real Estate & Investments

(951) 834-8687

mvp4realestate@gmail.com
Lic #01201175
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BROKER MEMBERS

MIKE NOVAK-SMITH MORENG

VALLEY,
. - CALIFORNIA
(951) 236-7256

mikenovaksmith@cs.com
Lic #01032149

TROY CAPELL e JRY
USREOP BOD, President | CALIFORNIA

(818)571-7390
troy@usreop.com
Lic #01189253

DOROTHY MACIAS PICO RIVERA,

CALIFORNIA

(562) 418-4062

dorothy.excellencere@gmail.com
Lic #02044858

JULIO SALDANA PLACENTIA,

CALIFORNIA
(714) 343-1436
ocmultiplelistings@gmail.com
Lic #01736716

o’
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BROKER MEMBERS

PATRICIA ROCHA RANCHO

CUCAMONGA,

CALIFORNIA
(909) 731-6559

patricia.rocha@crownroyalrealestate.com
Lic #01280072

PAUL BOUDIER ROSEVILLE,

CALIFORNIA

(916) 919-5775

paulboudier@knowledgere.com
Lic #01179722

SERINA LOWDEN SACRAMENTO,

: ) CALIFORNIA
USREOP Regional Representative

(209) 304-5841

serina@serinalowden.com
Lic #01365745

JENNIFER BLAKE SAN

CLEMENTE,

CALIFORNIA
(949) 463-0626

jblakedre@aol.com
Lic #00974839
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BROKER MEMBERS

JOSEPH GUMMERSON &t oieco

CALIFORNIA
(619) 347-7027
joegummerson@gmail.com
Lic #01007506
SAN
ANH PHAM FRANCISCO,
CALIFORNIA
(650) 380 6364
anh@skygrouprealtyinc.com
Lic #01432176
PHILIP BORODA SHERMAN
: 3¢ " 12 CALIFORNIA
(310) 968-3844
philip.borodal@gmail.com
Lic #00822192
TURLOCK,
ALFRED YOUNAN TURLOCK, |

(209) 202 4201

alfred@metro-realtypros.com
Lic #01718008
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BROKER MEMBERS

SHAWN LUONG WEST COVINA,

CALIFORNIA

(626) 643-7090

reoagent@shawnluong.com
Lic #00857818

ROBERT PASSAFIUME THORNTON,

COLORADO
(303) 809-7694
robert@thewaypointway.com
Lic #100079407
NICHOLAS ORANGE,

CONNECTICUT

MASTRANGELO

(203) 641-2100

nick.mastrangelo@cbmoves.com
Lic #REB 0756394

TAD YEATTER CAPE CORAL,

FLORIDA

(239) 297-1583

tad@sbrealtyinc.com
Lic #CQ157043
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BROKER MEMBERS

CORAL
DANNY LEWIS
Lewis Real Estate Group, Inc FLORIDA
(954) 629-7905
danny@Iregi.com
Lic #BK3039511

DORAL,
RAUL GONZALEZ DORAL,

NuFront International Realty
(305) 785-3030
raul@nufrontrealty.com

Lic #BK3387917
DUNNELLON,
SCOTT KIEFER DUNNEL
Kiefer Realty
(352) 812-3645
kieferrealty@gmail.com
Lic #bk3020554
FORT
DENISE MAHONEY PO RDALE.
eXp Florida Realty FLORIDA

(954) 529-5355

denise@topfloridahouses.com
Lic #3087033
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BROKER MEMBERS

RYAN COURSON JACKSONVILLE,

FLORIDA

(904) 762-5264
ryan@corerealtyusa.com

Lic #CQ1028418

JACKSONVILLE,
WILLIAM RAMOS JACKSON
(904) 477-0767
william@integritykeyrealty.com
Lic #BK3069116

LAKELAND,
DAYNA GRIMMETT LAKELAN
(863) 766-1187
dayna@liveflrealty.com
Lic #BK3535351

LEESBURG,
JESSICA GRAHAM LEESBUR

(352) 504-7772

jessicagraham@eragrizzard.com
Lic #BK-671827
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BROKER MEMBERS
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ADRIANA MONTES

(321) 689 6258

adriana@floridadreamsrealty.com
Lic #BK3096165

EDDIE BLANCO

USREOP Regional Representative
Stratwell
(305) 684-8733

eddie@stratwellrealestate.com
Lic #0658938

EVELSI CONQUETH

(954) 5433810

evelsi@evelsiconqueth.com
Lic #3099671

JOSEPH DOHER

rkshire Hathaway HomeServices

Results Realty
(407) 325-8163

broker@joedoher.com
Lic #BK594726

MIAMI,
FLORIDA

MIAMI LAKES,
FLORIDA

MIRAMAR,
FLORIDA

ORLANDO,
FLORIDA



BROKER MEMBERS

SIESTA KEY,
RAFAEL DAGNESSES SIESTA K
(310) 658-8226
rafael@qrealtors.com
Lic #BK3465950

ST.PETERSBURG,

PETER CHICOURIS STPETES
(727) 410-7064
pgc@equityrealtyinc.com
Lic #BK586338
STEVEN MODICA SUNRISE,
USREOP BOD, Vice President
(954) 270-7770
steve@realestatehomesales.com
Lic #431169

TALLAHASSEE,
TOM AND DANIELLE TALLAHA

GALVIN

USREOP Regional Representative

(850) 933-5094

1stchoice.danielle@gmail.com
Lic #BK595090
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BROKER MEMBERS

BRETT MATTHEWS WESTON,

FLORIDA
| Deal Real Estate Inc
(954) 605-3325

brettmatthewspa@gmail.com
Lic #0494633

APRIL LLOYD ATLANTA,

GEORGIA
EXP Realty

(404) 414-1629

april30317@gmail.com
Lic #293785

JACQUELINE (JAY) LAWRENCEVILLE,
GOULDBOURNE

Gould Global Real Estate Co.
(770) 778-6562

jacqueline@thegouldglobal.com
Lic #300667

JOHN SHERWOOD MARIETTA,

GEORGIA
Worthmoore Realty
(404) 718-0056

jsherwood@worthmoorerealty.com
Lic #313226
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BROKER MEMBERS

SNELLVILLE,

NIKKI CROWDER SNELLVIL
olutions First Real

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

CHICAGO,
KIRBY PEARSON CHICAGC
(312) 805 0005
kirby@pearsonrealtygroup.com
Lic #471002409

CHICAGO,
GASP[AR FLORE[S CHICAGC

id Readl ES 1C

(312) 656-6301
gflores.sfr@gmail.com
Lic #471-004257

GENOA,
TAMMY ENGEL GENOA,

(815) 482 3726

tammy@eshometeam.com
Lic #481.011128
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BROKER MEMBERS

PATTI FURMAN GLENVIEW,

ILLINOIS

(312) 545-6375

patti@pattifurman.com
Lic #475.144230

GEORGE GREEN LOUISVILLE,

KENTUCKY

(502) 439-7596

george@greenteamres.com
Lic #209408

TAMMY RANDLES NEW ORLEANS,

LOUISIANA

(504) 237-4404

reo@sresinc.com
Lic #brok.00072329

ANTOINE JOHNSON BAL TIMORE,

MARYLAND

(301) 512-8088

mdbporeo@gmail.com
Lic #639992
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BROKER MEMBERS

ED KOWALS Kl FULTON,

MARYLAND

(443) 619 2238

edwardjkowalski2@gmail.com
Lic #533030

UPPER
MELANIE GAMBLE MARLBORO.,
USREOP Reglonal Represe[tatlve MARYLAND

(301) 343 8538

melanie.gamble@212degreesrealtylic.com
Lic #530399

ANTHONY DOZIER uPhER

 MARLBORO,
Jrce Real Estate Solutions,  MARYLAND
..M_

(301) 440-7226

realtordozier@gmail.com
Lic #514284

MICHAEL BALSITIS CALEDONIA,

MICHIGAN

(616) 813 5522

mike@bellabayrealty.com
Lic #6502346774
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BROKER MEMBERS
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SAM HANTOSH

(313) 283-2228

sam.hantosh@gmail.com
Lic #6501348723

SHERRI SAAD

(313) 598-5322

sherri.saad@comcast.net
Lic #6502392274

ALBERT HAKIM

(586) 495-0010

albert@alwayssold.com
Lic #6502415090

ANTHONY RAFFIN

(586) 634-4761

tony@raffinteam.com
Lic #6506044707

CANTON,
MICHIGAN

DEARBORN
HEIGHTS,
MICHIGAN

HARPER
WOODS,
MICHIGAN

ST CLAIR
SHORES,
MICHIGAN



BROKER MEMBERS

SCOTT RODMAN BLAINE,

_ MINNESOTA
Realty Executives Top Results
(612) 229-7268

scott@rodmanhomes.com
Lic #20433691

OXFORD,
PAMELA BUTLER MISSISSIPPI
P.A.M. REALTY LLC

(404) 454-6767

pamrealtyoxford@gmail.com
Lic #23971

ST PETERS,
CATHY DAVIS MISSOURI
Mid America Property Partners
(314) 413-5279

cdavis@mappreo.com
Lic #1999108852

ST PETERS,
MICHELLE SYBERG ST PETER:
Mid America Property Partners
(314) 503-6093

msyberg@mappreo.com
Lic #1999056881
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BROKER MEMBERS

BRANDY WHITE ELK LAS VEGAS,

NEVADA

(702) 858-4211
brandy@iresvegas.com

Lic #8.009698
LAS VEGAS,
JULIA FENG LAS VEG
(702) 588-1080
julia.evernestrealty@gmail.com
Lic #0144606
CHERRY HILL,
SHARONN THOMAS R
POPE
(215) 669-4470
sharonn.thomas@comcast.net
Lic #0453467
EWING,
SHELLY BRYANT o Ersey

(609) 685-4569

sbryant@sbrrealtypros.com
Lic #0447024
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BROKER MEMBERS

FELICIA HANKERSON ~ FAIRFIELD,

NEW JERSEY
(973) 868-8076
centraljerseyreoagent@gmail.com
Lic #9480623
SCOTCH
BILL FLAGG ScorcH
NEW JERSEY
(908) 377-7700
bill@billflagg.com
Lic #8240797
SECAUCUS,
NICHOLAS VERDI Ny
(973) 769-1009
nickreo@aol.com
Lic #9700045N)
BELLPORT,
DAMIEN COLEMAN BELLPORT,

(516) 528-1531

dacproperties@aol.com
Lic #31C01038953
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BROKER MEMBERS

TOM MARCO BROOKLYN,

NEW YORK

(917) 282-9737

tommarco@optonline.net
Lic #31 MA1016405

FREEPORT,
DEBORAH BACCHUS FREEPORT,
(347) 386-5868
deborah@mydhrny.com
Lic #10311205651

HAUPPAUGE,
TODD YOVINO HAUPPAUC
USREOP Regional Representative
(516) 819-7800
todd@iarny.com
Lic #49Y00956714

NEW WINDSOR,
LEE RAPHAEL NEW WIND

(914) 474-8146

Iraphael@riverrealty.com
Lic #10311204404
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BROKER MEMBERS

(NAS) ABDOOL e
RAHAMAN NEW YORK

(917) 687 0252

nasrahaman@msn.com
Lic #10301205296

MARK REBERT. - LANCASTER,

PENNSYLVANIA

(717) 742-0778
mark@lancohomesale.com
Lic #RS317618

MITCHELL COHEN PHILADELPHIA,

PENNSYLVANIA

(215) 837-3990

mitchellc@premierreo.net
Lic #RM061436A

LIBBY 505|N5|(| PITTSBURGH,

PENNSYLVANIA

(412) 722-8344

libberated@aol.com
Lic #RS281248
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BROKER MEMBERS
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MIGUEL ORTIZ
Universal Properties RE LLC
(787) 244-1999

miguel@universalpropertiespr.com
Lic #E-129

CAROL MALAGA

Piramide Real Estate Brokers

(787) 672-1662

windy@piramide.com
Lic #PR

RITA SEDA-RIVERA

RSR Realty
(787) 396-2675

ritaseda@ritaseda.com
Lic #C-3881

GREGORY COUPE
Long Realty Inc.
(401) 447-7048

greg@longrealtyinc.com
Lic #REC.0005239

HATILLO,
PUERTO RICO

SAN JUAN,
PUERTO RICO

TOA ALTA,
PUERTO RICO

CHEPACHET,
RHODE ISLAND



BROKER MEMBERS

LEANN D'ETTORE CRANSTON,

RHODE ISLAND

(401) 641-2014

reo_properties@yahoo.com
Lic #REB.0018324

AMANDA BELL ASHLAND CITY,

TENNESSEE

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

MEMPHIS,
JUAN BROOKS TENNESSEE
(901) 864-4145
jbrooks30@comcast.net
Lic #272549
PAMELA BOOKOUT FORT WORTH,

TEXAS

(817) 821-1912

pam.bookout@cbdfw.com
Lic #0329057
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BROKER MEMBERS
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MELISSA FLORES HELOTES,
Central Metro Realty
(210) 557-2926
melissa.reos@gmail.com
Lic #478737
MONICA VACA HOUSTON,
PRG REALTORS
(281) 831-4935
monica@thregroup.com
Lic #401729
DEREK MONTES HOUSTON,
Luxely Real Estate
(832) 434-4509
derekmontesrealestate@gmail.com
Lic #752899
MESQUITE,
RAY KING MESQL

Infinity Realty Group of Texas
(214) 418-6845

irg.rayking@gmail.com
Lic #0443318



BROKER MEMBERS

MICHAEL SEETO PLANO,
Seeto Realty
(214) 228-2281

dfwnewhomes@gmail.com
Lic #0496025

SCOTT LARSEN OGDEN,

USREOP BOD, Treasurer
Revolution Realty & Management
(801) 698-2788

stlarsen21@gmail.com
Lic #5484225-PB00

PHIL CHERNITZER ANNANDALE,

VIRGINIA
REO Real Estate
(703) 244-2733

realhome@rcn.com
Lic #0225069101

RICHMOND,
JOY LIGGAN VIRGINIA
Virginia Capital Realty
(804) 393-6968

vacapreo@virginiacapitalrealty.com
Lic #0225225289
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BROKER MEMBERS

SUFFOLK,
KEVIN PALL | VIRGINIA
Brooke Madison and Associates,
LLC.

(757) 344-7338

kevinpall22@gmail.com
Lic #0225205551

YORKTOWN,
KELLY LIEDTKE VIRGINIA
Real Broker LLC
(757) 969-8936

kelly@crushrealestateteam.com
Lic #0225237676

MAGGIE FRANCO KENT,

WASHINGTON
LPT Realty

(206) 261-2838

maggie@hellickson.com
Lic #24132

AUSTIN HELLICKSON  PUYALLUP,

WASHINGTON
LPT Realty LLC

(206) 940-0942

austin@hellickson.com
Lic #24023617
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BROKER MEMBERS

ED LAINE SEATTLE,

) WASHINGTON

USREOP Lead Regional Rep.
2 Xp Realty, LLC
(206) 229-5515
ed.laine@exprealty.com
Lic #17495

SUMNER,
JA'\(IES CLIFFORD WASHINGTON
(253) 7329400 |
jimclifford@wrgpra.com
Lic #16818

TACOMA,
JARYD‘ RUFFNER WASHINGTON
(253) 686-6356
jarydruffner@gmail.com
Lic #99568

MILWAUKEE,
JAMES HARRIS MILWAUKEL

UE
(262) 309-7803

reo.wisconsin@gmail.com
Lic #56340-90
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LAW FIRM MEMBERS
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EARL WALLACE

USREOP BOD, Corp. Secretary

Wallace, Richardson, Sontag & Le,

LLP
(949) 690-1933

ewallace@wallacelaw.com
State Bar No. 174247

TYLER GOLD

Tyler A. Gold, P.A.

(954) 684-8675

tyler@tylergold.com
State Bar No. 963992

ROBERT SAMBURSKY

Stein, Wiener & Roth, LLP
(516) 659-1492

rsambursky@hhstein.com
State Bar No. 3929106

IRVINE,
CALIFORNIA

AVENTURA,
FLORIDA

WESTBURY,
NEW YORK



TITLE COMPANY MEMBERS

CARLOS GARCIA GLENDALE,

CALIFORNIA
- (562) 897-2117

3 carlosgarcia@wfgtitle.com
PROPERTY PRESERVATION MEMBERS

ERICA STUART EDGEWATER,

MARYLAND

(301) 674-9877
estuart@caoservices.com

ROBERT EVANGELISTA  BROOKLYN,

NEW YORK

(347) 538-3862
robert@certifiedmgt.com
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GENERAL CONTRACTOR MEMBERS

WALLY KNIPP PHOENIX,

o ) A - ARIZONA
Knipp Contracting LLC

(602) 469-0194

wknipp@knippcontracting.com

TAMMY MARTIN ATLANTA,

GEORGIA
Bit -.‘_J_w._"f.g" Construction Man: ageme 'nt,
LLC
(404) 961-3500
tmartin@birdseygroup.com

EXECUTIVE DIRECTOR OF OPERATIONS

S_H_ARON BARTLETT ;"ECXK,{Q'"EY'
g0 o108168

sharon.bartlett@usreop.com
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US
PARTNERS

CONNECT WITH US

PARTNERSHIP. It's at the center of everything we do.

4@ CORPORATE OFFICE FOLLOW US ONLINE
4980 North Pine Island Rd. m www.linkedin.com/company/
Sunrise, FL 33351 us-reo-partners

e TOLL FREE n www.facebook.com/usreopartners
1-855-4-US-REOP

IN Q UIRIES @ www.instagram.com/usreopartners/
General

n www.youtube.com/@usreopartners5S005

 info@usreop.com
Membership Services
» membership@usreop.com

WWw.usreop.com




