THE OFFICIAL
PUBLICATION OF US
REO PARTNERS

US REO PARTNERS

VOLUME 7: ISSUE 3

ANIZVOVI

A

ey

DIS STEWARDS OF THE NEXT
HOMEOWNERS GUIDE CHAPTER

MAKING A SPLASH: PREPARING

REO LISTINGS WITH POOLS MEMBER DIRECTORY PG. 32



US REO PARTNERS

ANIZVOVI

EDITOR IN CHIEF / Sharon Bartlett
CREATIVE DIRECTOR / Melissa Hancock
EXECUTIVE SUPPORT / Lori Glazier

CONTRIBUTORS

Sharon Bartlett, US REO Partners
Danielle Galvin, 1% Choice Real Estate
Melissa Hancock, US REO Partners

ADVERTISING

For advertising opportunities, please email
PRTNR@USREOP.com or call 1-855-4-US-REOP

Happy 250™ Birthday, America)!

The representations, opinions, advice and
information presented by PRTNR Magazine
contributors, sponsors and advertisers are solely
their own and do not necessarily reflect the position
of the officers, membership or staff of US REO
Partners or the Editor of PRTNR Magazine.




PRTNR - VOL 7 ISSUE 3

04

06

09
n

14

16

21

22

25

1 3

\‘\[
]I‘

CONTENTS

EDITOR'S NOTE
COFFEE WITH CLIENTS: ERIC WILL

COFFEE WITH CLIENTS: JERRY MILLS

REGIONAL REPRESENTATIVES
CORNER WITH TODD YOVINO

DISASTER RECOVERY: A
HOMEOWNERS GUIDE TO GETTING
BACK ON TRACK

MAKING A SPLASH: PREPARING REO
LISTINGS WITH POOLS

MEMBER SPOTLIGHT:
JENNIFER RASCON

MEMBER SPOTLIGHT:
JEFF RUSSELL

STEWARDS OF THE NEXT CHAPTER:
HOW THE REO INDUSTRY PRESERVES
MORE THAN PROPERTIES

USREOP MEMBER DIRECTORY

: _
Ml EL‘ E i“ Our expert panel of members represent

MAKING A PASH STEWARDS OF THE NEXT the best of the best in REQ, and assist
CHAPTER clients from coast to coast.

M US REO PARTNERS

4980 NORTH PINE ISLAND RD.
SUNRISE, FL 33351

[@ www.usrReoP.com
-



EDITOR'S NOTE

Dear readers,

Summer is often associated with sunshine, vacations, and time spent outdoors, but
for those of us in the real estate and mortgage industries it also serves as a
reminder that preparation, adaptability, and strong partnerships are essential to
success. Whether we're navigating changing market conditions, responding to
severe weather, or finding new ways to better serve our clients, the strength of our
industry lies in the professionals who are willing to share their knowledge and
experiences. This issue of PRTNR Magazine is filled with insights from some of those professionals.

Our popular Coffee with Clients feature highlights two respected industry leaders. Freddie Mac's Eric Will discusses
trends, operational priorities, and the evolving REO landscape, while Jerry Mills of Phoenix Asset Management
shares his perspective on asset management, industry relationships, and what it takes to succeed in today's market.

Be sure to visit the Regional Rep Corner, where Todd Yovino shares updates, observations, and opportunities from
the field, keeping our members connected to what's happening across the country. In "Making a Splash: Preparing
REO Listings with Pools," Danielle Galvin shares practical guidance for marketing and preparing REO properties with
swimming pools—an important topic during the summer selling season.

This edition also features a double shot of Member Spotlights, recognizing two outstanding real estate professionals.
You'll get to know Jennifer Rascon of Exit Realty and Jeff Russell of Russell Realty Group powered by eXp Realty,
whose dedication, expertise, and commitment to serving their clients continue to make a positive impact in our
industry.

As communities across the country continue to experience hurricanes, floods, wildfires, tornadoes, and other natural
disasters, | encourage you to read my article on Disaster Recovery, based on guidance from the Mortgage Bankers
Association. It provides practical information that real estate professionals can share with homeowners before and
after a disaster, helping them better prepare for the unexpected and navigate the road to recovery.

Finally, we're also proud to feature "Stewards of the Next Chapter,” an article by Melissa Hancock that reminds us of
the important role real estate professionals play in helping individuals and families through significant life transitions
with compassion, professionalism, and care.

Thank you for being a valued member of the US REO Partners community. Your willingness to learn, collaborate, and
support one another is what makes this organization so special. | hope this issue provides valuable insights that you
can apply in your business and inspires new conversations within our industry.

Enjoy the Summer 2026 edition!

v A

Executive Director of Operations, US REO Partners

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

Featuring:
Eric Will

US REO Partners was pleased to welcome Eric Will, Senior
Director of REO Operations at Freddie Mac, as the featured guest
for our May Coffee with Clients session. Eric shared his insights on
REO market trends and his outlook for the future while engaging
in an open discussion with members. We sincerely appreciate Eric
for sharing his expertise and time with our members.

WHAT DOES FREDDIE MAC'S CURRENT REO
INVENTORY LOOK LIKE TODAY, AND WHERE ARE YOU
SEEING THE GREATEST CONCENTRATION OF REO
PROPERTIES?

EW: We currently have approximately 2,300 REO assets
nationwide, and inventory has remained at about that
level for several years. In all my years in REO, I’'ve never
seen inventory stay this consistently low for so long. To
put that into perspective, at the peak of the 2010 housing
crisis, Freddie Mac had 74,000 properties in inventory. At
one point, we had 2,500 properties in Cook County,
Ilinois alone—more than we have nationwide today.
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EW: (cont): That year, we took
in 128,000 new REOs and were
selling 5,000 to 6,000 properties
a month. It was an unheard-of
volume.

So now, it feels like we’ve swung
the pendulum from one end to
the other with almost record-
low inventory. The only time
we’ve ever been lower was
during COVID. The interesting
thing is that while today’s levels
have remained relatively flat,
they are shifting. Our inventory
used to be heavily concentrated
in the Midwest and Northeast.
However, over the last 12
months, states like Florida,
California, and Texas have
popped back into our top ten. If
you look at a map of our
inventory, it’s almost evenly
split between the Southern,
Midwest and Northeast states.
We’'re also seeing newer
inventory in faster-moving, non-
judicial states with less deferred
maintenance.

At the same time, assets are
more geographically dispersed
than ever, creating challenges
for brokers and vendors who
receive fewer assignments and
must stay current on Freddie
Mac’s processes when only
handling a handful of properties
each year.



COFFEE WITH CLIENTS

HOW ARE MARKET STRATEGY
DECISIONS DETERMINED ACROSS YOUR
PORTFOLIO? WHAT ROLE DO AGENTS
AND LOCAL MARKET CONDITIONS PLAY
IN SHAPING THOSE DECISIONS?

EW: Idon't think the rationale behind our
decisions always comes through in our vendor
alerts. The alerts explain what we're doing,
but not always why. Believe it or not, there
really is a method to the madness. Years ago,
we made more property-by-property decisions
based on what made the most financial sense.
But as a government-sponsored enterprise, we
have to be very mindful of fair housing and
fair lending, so over the years we've moved
toward strategies that are guided more by
business rules and guiding principles than by
individual discretion. There are always
exceptions, but generally speaking, we're
applying the same approach across the entire
portfolio.

That said, our agents play an incredibly
important role in the process. The listing
broker BPO is a foundational piece of what
goes into all of our pricing models. It tells us
the as-is value, the condition of the property,
what's in need of repair, and the fully
repaired value. Even if we're not making
those repairs, that information is consumed
into our pricing models and reviewed
carefully by our sales specialists. I can't stress
enough how valuable that BPO is to us. It's one
of the many things that demonstrates why we
simply can't do this process without real estate
agents.

THE NAR LAWSUIT SETTLEMENT HAS
RESHAPED MANY ASPECTS OF THE REAL
ESTATE INDUSTRY. HOW HAS IT
CHANGED FREDDIE MAC’S AGENT
COMPENSATION POLICY AND THE
DECISIONS AROUND IT?

EW: With the NAR settlement came the
change that the agent compensation could no
longer be advertised in the MLS, and with
who we are, we wanted to make sure we
were strictly complying with those new rules.
While we could have continued advertising
compensation on HomeSteps.com, we
wanted to support the direction NAR was
heading. Instead, we shifted to providing
additional buyer closing cost concessions that
can be used to compensate the buyer's agent.

If a buyer wants Freddie Mac to help pay
their agent's compensation, we simply ask for
a copy of the buyer-broker compensation
agreement. If it's reasonable—and on most
owner-occupant transactions it is—we're
generally going to pay the full amount. In an
effort not to hurt the buyer, we also
increased our buyer closing cost concessions.
Some people have pushed back on providing
the agreement, but our position is pretty
straightforward: if you want us to pay for it,
we need documentation showing what we're
being asked to pay for. That's how we're
handling it.

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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COFFEE WITH CLIENTS

Featuring:
Jerry Mills

We're pleased to feature highlights from our recent Coffee with
Clients conversation with Jerry Mills, Asset Manager at Phoenix
Asset Management. Jerry shared valuable industry insights, real-
world experience, and practical strategies for navigating today's
ever-changing market. His thoughtful perspective provided
members with actionable takeaways for building stronger client
relationships, adapting to industry shifts, and positioning
themselves for continued success.

LOOKING ACROSS YOUR PORTFOLIO NATIONALLY,
WHAT IS THE BIGGEST TREND YOU'RE SEEING IN THE
REO AND DISTRESSED ASSET SPACE RIGHT NOW?

JM: This is a question that I get asked quite frequently,
but it’s also a great question! I think we are starting to
see a pickup. However, it seems as though the big bulge
in the snake is moving very, very slowly. I know other
organizations have been talking about a slow burn with
this cycle rather than the sudden increase we’ve seen in
the past.
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JM: (cont): It’s going to take

some time, and we aren’t
quite there yet. What we are
seeing is not necessarily in the
metro markets. We are seeing
properties that are located in
rural areas, oftentimes 45 or
60 miles outside of the metro
areas--out in the cornfields!
That presents a struggle. We
have a lot of great partners in
the metro and major service
areas, but the rural areas are
difficult. We will get agents
calling about how to get
assignments, and then we
offer them a property, and
they say it’s not really in their
coverage area. Having a
network of professionals who
are willing to go where the
business is—and provide the
same level of service
regardless of location—is
extremely valuable. We know
US REO Partners members are
up for the task, and we have
you bookmarked!

»

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




COFFEE WITH CLIENTS

AS AN ASSET MANAGER, WHAT
CHALLENGES ARE YOU FACING TODAY
THAT ARE DIFFERENT FROM WHAT
YOU’VE SEEN IN OTHER MAJOR REO
CYCLES?

JM: I would say one of the biggest issues we
are seeing is invoicing. Our clients have really
clamped down and are requiring that invoices
be submitted within 30 days of when the
service was provided. In the past, we could
hold on to our invoices and then submit them
at the end. Sometimes that could be 3 weeks
past closing or even a month and a half. One
of our main clients is a sub-servicer, and they
need to close their books out immediately. So
their stance is that you get them submitted
within that time frame or they won’t
reimburse. They want the entire invoice
package submitted all at the same time. Please
do everything you can to get those things in so
that it's not an awkward conversation!

Another challenge is not carefully reading or
skipping the instructions that are sent out
with the assignment. It leads to a lot of
questions being asked that have already been
answered in detail. I’'ve also started using

ResNet as more of a tool than I had in the past.

I’m creating tasks for everything, and when
bids or photos are uploaded, clients or our
invoicing team can go and look at it. It’s all
right there. Those instructions tell you exactly
what needs to be done. For example, if
someone uploads just one photo, I can’t do
anything with it.

WHAT SEPARATES A GOOD REO AGENT
FROM A TRULY VALUABLE BUSINESS
PARTNER?

JM: I think the biggest difference is moving
beyond simply completing tasks and focusing
on the partnership. Today’s REO platforms
are very task-driven, and while those systems
serve an important purpose, checking boxes
and completing assignments alone doesn’t
create value or sell properties.

A valuable REO partner understands that
communication is the foundation of success.
It’s an agent who is responsive when I make
a phone call or send an email, and they
provide quick, accurate information. If they
don’t have the answer, they take the initiative
to find it. That level of transparency and
follow-through builds trust.

The best agents also go beyond submitting a
BPO, an offer, or a recommendation. They
provide the “why” behind their
recommendations. They help tell the story
behind the asset.

At the end of the day, a good REO agent
completes the assignment. A truly valuable
business partner helps drive the strategy,
communicates proactively, and works
alongside the asset manager to achieve the
best possible outcome for the client. That
partnership is what makes the difference.

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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US REO PARTNERS BY REGION
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@ westemn

@ Southeast

@ Northeast

Western Region

2 Q%

Ed Laine Monica Hill Serina Lowden

Southeast Region

‘ -
-
-
v

Eddie Blanco Danielle Galvin Melanie Gamble Todd Yovino

Northeast Region

FOR BIOS AND CONTACT INFORMATION ON THESE FANTASTIC LEADERS,
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REGIONAL

REPRESENTATIVE'S CORNER

By: Todd Yovino, founder of Island Advantage Realty, LLC, is a
premier REO broker serving Metro New York and Long Island
with over 38 years of experience in distressed asset
disposition and strategic renovation management.

THE RENOVATION DECISION:
Why As-Is Is No Longer the Safe Play

In today's market, strategic renovation
isn't a luxury. It's the most reliable path to
maximum return on distressed assets.

For decades, the default play in REO
disposition has been simple: list it as-is,
price it to reflect condition, and move on.
| understand the logic. Minimize carry
time, reduce liability exposure, keep it
clean. But after 38 years managing
distressed assets across Metro New York
and Long Island, I've watched this
mindset cost lenders and servicers more
money than many realize.

The market has changed. Buyer and seller
expectations and philosophies have
shifted. As these shifts occur, my
philosophy has had to adjust accordingly
to position my clients for success in this
ever-evolving environment.

This means that there is no longer any
room for the "one size fits all" philosophy.
To sell as-is hurts the seller in particular
and the market as a whole. Simply put, an
"as-is sale" is synonymous with lost
potential returns and exacerbated
liability. Therefore, this approach is my
last resort rather than my first choice.

= S SO e S
.

Almost all properties will benefit from
some type of repair, whether
strategically selected improvements or a
full-scale renovation. For each asset, |
ask myself the following questions:

1.What is the highest and best use for
this property?

2.Who is my audience?

3.How do | widen my purchaser pool
to create maximum execution?

4.1n what ways can | mitigate seller
costs in realizing their vision for the
property while simultaneously
appealing to the buyer's
expectations within each unique
market?
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Today's buyers, especially in the Metro
New York and Long Island markets, are
rate sensitive, cautious, and far less
willing to take on unknown renovation
risk. They want move-in ready, or they
want a significant discount.
Understanding this reality and bearing
witness to the pain of ultimate investors
and servicers over the years, Island
Advantage has dedicated the better part
of 20 years to putting sellers back in the
driver's seat through the creative
employment of strategic enhancements.

A Real Example of the
Strategy in Action

We were managing a ranch style home
which became vacant through lockout.
Upon entering, we learned that the
property needed a complete overhaul.
Not only was the home replete with
health and safety concerns and
disqualified from traditional forms of
financing due to condition requirement
deficiencies, it also had a terrible
interior odor. The home suffered from
interior obsolescence due to an
awkward layout: an oversized
bathroom, an undersized room of
guestionable utility, and poor access to
the largest bedroom in the property.

Instead of selling the property as is,
which would have been the easier and
less stressful approach, | recommended
a full-scope renovation to strategically
maximize the collateral's potential.
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Walking through the property with a
trusted vendor, | articulated a new
vision for the property: take space from
the oversized bathroom and give it to
the undersized room adjacent to it,
change the access point into the home's
largest bedroom to enhance functional
utility, and take space from an already
enormous kitchen to create better
closet space for the smaller bedroom
off to the side.

The end result was a bidding war that
produced a sale price 10% higher than
any comparable property of like size
and style in the immediate area. The
client doubled their money on repair
dollars spent.

"Who says that REO can't set the
new precedent and benchmark
for a neighborhood? At Island
Advantage Realty, we see the
progression. Better mindsets
produce better approaches.
Better approaches produce better
opportunities. Better
opportunities produce better
results.”

Renovating close to 300 properties per
year, the above example is only a
microcosm of something that we get to
enjoy seeing every day. Our mindset
and philosophy have adjusted to the
new realities, and we are already
planning for the upcoming mindsets
and new realities of tomorrow.

Here's to adapting, delivering and
succeeding!
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Disaster Recovery:
A Homeowner's Guide to Getting Back on Track

By: Sharon Bartlett, US REO Partners

Natural disasters can happen with little warning, leaving homeowners overwhelmed and unsure of what to do next.
Whether facing the aftermath of a hurricane, wildfire, flood, tornado, or other catastrophic event, taking the right steps
early can make a significant difference in the recovery process.

The Mortgage Bankers Association (MBA) has developed MBA's Disaster Recovery: A Resource for Homeowners, a
practical guide designed to help homeowners prepare for disasters, navigate the immediate aftermath, and
successfully rebuild. This comprehensive resource walks homeowners through every stage of the recovery process and
serves as a valuable reference during what can be an incredibly stressful time.

The guide includes helpful information on:

¢ Before the Disaster: How to prepare your home, organize important documents, and create a disaster readiness
plan.

e After the Disaster: Immediate steps to protect your family, secure your property, and begin documenting damage.
Beginning the Recovery Process: Understanding what to expect when working with your mortgage servicer,
insurance company, and disaster relief agencies.

Recovery and Rebuilding Assistance: Resources available to help homeowners repair, rebuild, and move forward.
Insurance Payments Distribution Flow Chart: An easy-to-follow overview explaining how insurance claim funds are
typically distributed during the rebuilding process.

If your home has been affected by a disaster, the MBA recommends taking these important first steps as soon as it is
safe to do so:

1. Contact your mortgage servicer.
2.Notify your homeowners insurance company.
3.Apply for federal disaster assistance.

Recovering from a disaster is rarely a quick process, but homeowners do not have to navigate it alone. By
understanding the available resources and taking prompt action, families can position themselves for a smoother
recovery.

For additional guidance, homeowners are encouraged to review MBA's Disaster Recovery: A Resource for
Homeowners, available through the Mortgage Bankers Association, which provides detailed information, practical
checklists, and step-by-step guidance to help homeowners recover and rebuild with confidence. To obtain a copy of
the guidance, please visit https://www.mba.org/industry-resources/disaster-recovery.

US REO Partners is a proud member of the Mortgage Bankers Association (MBA).
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MAKING A SPLASH

PREPARING REO LISTINGS
WITH POOLS

by Danielle Galvin
1% Choice Real Estate

With summer approaching, here are some thoughts about REO properties with
pools. We all know they can be both an asset and a challenge. Cleaning and
repairing a pool can be time-consuming and expensive, but a clean, blue pool can
significantly improve a property's marketing appeal.

With the Asset Manager’s input, REO agents evaluate the best course of action.
If the home is livable, even if it is dated or needs repairs, the general recommendation/
is to get the pool operational.

REO agents review safety concerns such as fencing, lockable and secure gates, lighting, and no trespassing signs.
These issues are important for both swim-ready pools and pools that will remain unrepaired.

Safety is one of the most important considerations for REO properties with pools. Many have broken fences,
missing locks, no water at all, or broken covers. The old standard HUD covers are unattractive, and the newer
covers prevent buyers from seeing the condition of the pool underneath, but they are a must for safety.

In many areas, local ordinances require pools to be fenced and secured, so code violations are a frequent concern.
Fortunately, many cities and counties will often remove violations once the pool has been properly secured.

REO agents have repaired fences, installed pool covers, and in some cases added fencing only around the pool itself.
In our area, pool covers typically cost about $1,500 to $2,500 installed, depending on the pool size. These are major
improvements over older frame-and-wire covers, which are still encountered and are usually recommended for
replacement. When full fence repair or replacement is too expensive, a mesh safety fence around the pool may be
installed. This option benefits buyers because it is removable and reusable. Mesh fence installation typically ranges
from $500 to $2,500, depending on pool size.

PRTNR Magazine | 16



Above-ground pools are usually in poor er;ough condition that removal is the best option. If approval for removal is
not available, REO agents should recommend draining the pool immediately to reduce safety risks. These pools often
also have attached decks or stairs that need to be removed. Removal costs may vary by area; however, in
theTallahassee Florida area they typically range from $500 to $2,000, depending on size.

When restoring a pool to a clean, swim-ready condition is an option, it is wise to get bids from multiple vendors.
Prices can vary widely depending on the scope of work. In some cases, repairs are simply too expensive, such as
when there are structural cracks or liner leaks. After reviewing bids, REO agents provide their best recommendation
based on cost versus marketing value.

REO agents value homes with a pool and understand they can require extra time and attention, but strong cleanup
and marketing efforts can provide meaningful benefits to the sellers we represent.

Sharing free pool safety resources is a support that REO agents can provide to their buyers. The National Drowning
Prevention Alliance website is recommended for videos and practical safety information. Water safety is a lifelong
responsibility, and learning the 5 Layers of Protection takes only a few minutes but can help save lives. Many of our
buyers have provided feedback that they found these quick safety tips to be helpful reminders.

Let’s help our customers sell these pool homes so buyers can make a splash in their new home!

W Thetuts © GewnThebiawn o Wh W Conn © () Ot Sty

WE ENCOURAGE YOU TO FIND
b s RESOURCES TO SUPPORT YOUR CLIENTS,
R INCLUDING THE 7 LAYERS OF PROTECTION
e PDF ON THE NATIONAL DROWNING
PREVENTION ALLIANCE WEBSITE.
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INSPIRING
INSIDER
STORIES FROM
OUR MEMBERS

Featuring
Jennifer
Rascon

Broker g
EXIT REALTY YUMA
Yuma, AZ

For Jennifer Rascon, REO wasn't just where
her real estate career began; it became the
foundation for everything that followed.
Entering the industry in 2008, she joined a
brokerage with an established REO business
and was immediately immersed in asset
management, gaining firsthand experience
with the systems, expectations,
and service institutional clients
demand.

What began as an opportunity quickly be a
passion. "Every property presents unique challenges,
and | thrive on finding solutions that help protect my
clients’ assets while maximizing their returns,” she says.
As her experience grew, so did Rascon Real Estate
Services, built on strong systems, trusted vendor
relationships, and a commitment to communication,
accountability, and efficiency.

Jennifer believes the agents who earn consistent REO
assignments do so by becoming trusted partners.
"Asset managers arent just looking for someone to list
a property—they're looking for a trusted extension of
their team,” she explains. Reliability, proactive
communication,  adaptability, and consistently
delivering on commitments are what create lasting
client relationships.

One experience, however, stands above the rest. While
handling the eviction of a widow, Jennifer made it a
priority to balance her responsibility to her client with
compassion for the homeowner. | made a conscious
effort to communicate with kindness, treat her with
dignity, and make an already painful process as
respectful as possible,” she recalls. After the process
was complete, the woman mailed Jennifer a
handwritten  thank-you note  expressing her
appreciation—a reminder that behind every property
is a human story.

Looking ahead, Jennifer encourages agents entering
the REO industry to focus less on chasing assignments
and more on building trust. "Success in this business
doesn't happen overnight. It comes from being willing
to put in the work, paying attention to the details, and
treating every asset as if it were your own."” She also
encourages professionals to invest in industry
conferences and relationships, believing that
continuous learning and genuine connections are
what create long-term success.
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With nearly 30 years in the REO industry and
more than 2,600 REO transactions to his
credit, Jeff Russell has built a career around
one simple philosophy: treat every asset as if
it were your own.

His path into real estate wasnt part of a long-term
plan. After spending 12 years with a Fortune 500
company, a corporate layoff in 1999 prompted a
career change that ultimately led him to real estate.
Determined to understand every aspect of the
business, Jeff began in mortgage lending while
simultaneously handling REO listings through industry
relationships. By 2006, it became clear that REO was
where his future belonged.

Recognizing the warning signs in the lending market
long before the foreclosure wave arrived, Jeff made
the decision to focus exclusively on REO. That foresight
paid off as he went on to manage more than 200
active listings at a time while closing as many as 25 to
30 transactions each month.

Today, he continues to close almost 100 transactions
annually while also serving as a Club Wealth real
estate coach, mentoring agents across the country
and helping them build sustainable, high-performing
businesses.

Jeff encourages agents to pay close attention to
borrowers entering default and to proactively help
homeowners explore options before foreclosure
becomes inevitable. He believes experienced REO
professionals bring a level of operational discipline
that cannot be replicated by agents unfamiliar with
the asset management process.

For agents looking to build a successful REO career, his
advice is straightforward: find an experienced mentor,
invest in coaching, and become a student of the
business. He also believes that showing up
consistently, building relationships, and maintaining a
reputation for responsiveness and reliability remain
some of the strongest differentiators in today's
marketplace.

A member of U.S. REO Partners for the past four years,
he values the nationwide relationships the
organization has helped foster, along with the
opportunities to learn from experienced professionals
serving markets across the country. For him, those
connections continue to be one of the greatest
benefits of membership.



stratwell
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Driven b

Stratwell’s award-winning team combines 18+ y
REO experience, a robust network, and proven
compliance systems to deliver fast, seamless results
from valuation to close. Led by Eddie Blanco,
Chairman of the Miami Association of Realtors,
Florida’s#1 small team turns assets into outcomes.

PARTNER WITH U
VISIT STRATWELL.CG
OR CALL 305-614-7129

L IT'S ALWAYS BEEN A MATTER OF TRUST

ISLAND MITIGATING YOUR RISKS | MAXIMIZING YOUR RETURNS
ADVANTAGCF,

REALTY

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

i
' W ‘\ |
Todd Yovino S
Broker/Owner
Serving Metro New York & Long Island YOU CAN COUNT ON STRENGTH THROUGH LEADERSHIP AND WISDOM THROUGH EXPERIENCE
Todd@iarny.com i o 9 by
631-820-3400 L é i l %Z a‘@
www.islandadvantage.com RELIANCE  SINCERITY ~ COMPETENCE CREDENCE  ASSURANCE  COMMITMENT  INTEGRITY
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THE RIGHT TOOL FOR
CONNECTING WITH
HOMEOWNERS

bluehammer™ professional provides smart,
homeowner engagement tools that supercharge

your existing marketing.

T -

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

e Real Estate Agents
e Lending Professionals

* Insurance Agents

e Contractors/Home Services

at sign up!
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Stemwards nf the Next Chapter

How the REO Industry Preserves More Than Properties

by Melissa Hancock, US REO PARTNERS

Ask someone to describe their childhood home,
and chances are they won't begin with the square
footage or the floor plan. They'll remember the
worn spot on the stairs where everyone sat to tie
their shoes. The kitchen where family recipes- or
perhaps simply basic survival skills- were passed
down. The treehouse that their dad built out of
lumber scraps. The front driveway where neighbors
stopped to chat. That's because a house is built
from lumber, brick, and concrete, but a home is
built from memories. And like every good story,
every home has chapters.

Most REO articles naturally focus on the
transaction—the asset, the market, the process. But
everyone reading PRTNR already understands
those aspects of the business. What we may not
stop to think about is why preserving these
properties matters beyond the balance sheet.

A house is an asset.
A home is where life happens.

It's where we run to drop off baggage, both
phy5|cal and emotlonal at the end of the day It's

where we celebrate life’'s milestones, create the
traditions that bind us together in communities, and
feel a sense of security and belonging that is often
hard to replicate. In my life I've lived in many
houses, but whether it was my mom'’s beautifully
curated spaces, hours playing cards, simply awful
rounds of Monopoly, or the way my husband
secretly cut down the dead tree behind our
property because it spoiled my view, it was the love,
time, and care of them that transformed those
houses into a home.

Every home has a story. Some are filled with joyful
milestones and others are filled with seasons of
hardship. Job losses, unexpected life changes,
financial struggles, or family transitions can alter the
course of a home's story in ways no one anticipates.

When a property enters the REO process, it often
represents the close of one chapter. While the
circumstances that led there are unique to each
family, one thing remains true: a vacant home was
once a place where life unfolded. It sheltered
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dreams, celebrations, and everyday routines that
transformed a structure into something deeply
personal.

Yet vacancy doesn't have to be the final chapter.
Left unattended, an empty property can quickly
fall into disrepair. Lawns become overgrown,
minor maintenance issues grow into costly
repairs, and a once-welcoming home can begin to
affect the surrounding neighborhood. What was
once a source of pride can, in a surprisingly short
time, become a source of concern for neighbors
and communities alike.

That's why the work of property preservation
matters. While much of it happens quietly and
behind the scenes, each inspection, repair, and
maintenance visit helps protect more than a
physical structure. Together, those efforts
preserve the opportunity for that home to
welcome its next family and continue serving the
community for years to come. A home's story
doesn't end when one family leaves. With care
and stewardship, it can become the setting for
new memories, new traditions, and new
beginnings.

Every vacant home represents uncertainty, but it
also represents possibility. This is where REO
Professionals quietly take on the role of steward.
Through maintenance, repairs, inspections, and
even something like mowing a lawn, they care for
the property during one chapter so it is ready for
the next.

Though these tasks may seem routine, they
ultimately serve many aspects of a community

by:

Preserving neighborhood stability
Protecting surrounding property values
Reducing the effects of vacancy and blight
Preparing homes for future families

The family who made memories there may have
moved on, but another family is waiting for their
chapter to begin. Another child will take off their
training wheels in that driveway. Another
Thanksgiving will be hosted. Another dog will
scratch up the back door. Another graduate will
pose for photos on the front porch.

As we celebrate America's 250th birthday, we
naturally reflect on the ideals that have shaped
our nation. Among them is the enduring
importance of home; a place where families find
stability, communities take root, and memories
are made.

Each preserved property is more than an address-
or a line on your ever growing to-do list- it's an
opportunity for a new story to begin. It's a place
where memories will be made, traditions will take
root, and another family will discover what it
means to call a house “home”.

Thank you to all of the industry professionals for
standing in the space between as stewards of
these homes!
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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 7
THE ED LAINE TEAM
www.EdLaine.com us

(206) 229-5515 PARTNERS
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Serving my community on behalf of corporate clients and

consumers as an asset disposition strategist since 2000.

www.MelanieGamble.com

PRTNR Magazine | 28



US REO
PARTNERS

1. only

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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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 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.

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.

CL nited Children’s
ountry Miracle Network
T w Hospitals’

Auction Ser

WOUNDED WARRIOR
PROJECT

FUNDACISN

X)) OFRECE
UN HO
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welcowe
new wiewjpers

David Petkovsek
Realty Exchange LLC

Palm Coast, FL
dave@realtyexchangefl.com
(386) 627-3182

UsS
PARTNERS

OPEN
For Business

Calling Experienced REO Agents!

As REO opportunities begin to increase in markets nationwide,
we're expanding our network and looking for
qualified agents in these areas.

Tucson, AZ
Indianapolis, IN
Jackson, MS
Charlotte, NC
Columbus, OH
Austin, TX
San Antonio, TX

If you have REO experience, strong market knowledge, and a
commitment to excellence, we'd love to connect with you!

CONTACT SHARON BARTLETT ORVISITUS AT:

FOR MORE INFORMATION: @Www.usreop.com
@ 469-919-8164

PRTNR Magazine | 31



- N
=X-
(N

>=
o
O
=
O
L
=
a
=
L
v
o
L
m
>
L
=

PARTNERS

US

usreop.com




BROKER MEMBERS

LINDA GONZALEZ e

(480) 703-3012

lindabox123@gmail.com
Lic #SA570109000

RAMIRO GONZALEZ  RHOENIX,

(480) 593-8438

rogsellsaz@gmail.com
Lic #BR568659000

JENNIFER RASCON ARIZONA

(928) 271-9700

jennifersellsyuma@gmail.com
Lic #BR626741000

ALIFONSO MENDOZA 2;2'-"

CALIFORNIA

(209) 676-1819

mercedcountyrealtor@gmail.com
Lic #01760709
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BROKER MEMBERS

ANGELICA SUAREZ e A

(310) 261-7700

angelica@angelicasuarez.com
Lic #01078617

MARVIN REMMICH b

(925) 200-0799

marvin@marvinremmich.com
Lic #00530491

MANUEL CHAVEZ JR  [Resno.

(559) 630-5637

manuel@mcrealestatecorp.com
Lic #01525575

JEFF RUSSELL CALIFORNIA

(949) 200-7055

rrg@russellrealtygrp.com
Lic #01275750
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BROKER MEMBERS

CAROLE STURIM NIGUEL.

CALIFORNIA
(949) 701-1200

repro@cox.net
Lic #01084597

RICHARD WILSON oA

(925) 305-1642

rick.wilson@vylla.com
Lic #01461634

MONICA HILL e

USREOP Regional Representative

(951) 834-8687

mvp4realestate@gmail.com
Lic #01201175

MIKE NOVAK-SMITH  [/ORENO

CALIFORNIA
(951) 236-7256

mikenovaksmith@cs.com
Lic #01032149
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BROKER MEMBERS

TROY CAPELL D RY

_ PARK,
USREOP BOD, President CALIFORNIA

(818) 571-7390

troy@usreop.com
Lic #01189253

DOROTHY MACIAS i

RIVERA,
CALIFORNIA
(562) 418-4062
dorothy.excellencere@gmail.com
Lic #02044858
PLACENTIA,
(714) 343-1436
ocmultiplelistings@gmail.com
Lic #01736716
RANCHO
PATRICIA ROCHA RN CHO GA.
CALIFORNIA

(909) 731-6559

patricia.rocha@crownroyalrealestate.com
Lic #01280072
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BROKER MEMBERS

PAUL BOUDIER S

(916) 919-5775

paulboudier@knowledgere.com
Lic #01179722

SERINA LOWDEN AR TO:

USREOP Regional Representative

(209) 304-5841

serina@serinalowden.com
Lic #01365745

JENNIFER BLAKE CLEMENTE,

CALIFORNIA
(949) 463-0626

jblaked4re@aol.com
Lic #00974839

JOSEPH GUMMERSON  $AN biEGo,

(619) 347-7027

joegummerson@gmail.com
Lic #01007506

PRTNR Magazine | 37



BROKER MEMBERS

PRTNR Magazine | 38

ANH PHAM

(650) 380-6364

anh@skygrouprealtyinc.com
Lic #01432176

PHILIP BORODA

(310) 968-3844

philip.borodal@gmail.com
Lic #00822192

ALFRED YOUNAN

(209) 202-4201

alfred@metro-realtypros.com
Lic #01718008

SHAWN LUONG

(626) 643-7090

reoagent@shawnluong.com
Lic #00857818

SAN
FRANCISCO,
CALIFORNIA

SHERMAN
OAKS,
CALIFORNIA

TURLOCK,
CALIFORNIA

WEST
COVINA,
CALIFORNIA



BROKER MEMBERS

ROBERT PASSAFIUME [HORNTON,

(303) 809-7694

robert@thewaypointway.com
Lic #100079407

NICHOLAS CONNECTICUT
MASTRANGELO

(203) 641-2100

nick.mastrangelo@cbmoves.com
Lic #REB 0756394

#¥am  TAD YEATTER CAPE CORAL,

(239) 297-1583

tad@sbrealtyinc.com
Lic #CQ157043

DANNY LEWIS CPRINGS,

FLORIDA
(954) 629-7905

danny®@lregi.com
Lic #BK3039511
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BROKER MEMBERS

RAUL GONZALEZ DA

(305) 785-3030

raul@nufrontrealty.com
Lic #BK3387917

SCOTT KIEFER DUNNELLON,

(352) 812-3645

kieferrealty@gmail.com
Lic #bk3020554

DENISE MAHONEY L AUDERDALE,

FLORIDA
(954) 529-5355
denise@topfloridahouses.com
Lic #3087033
JACKSONVILLE,

(904) 762-5264

ryan@corerealtyusa.com
Lic #CQ1028418
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BROKER MEMBERS

WILLIAM RAMOS S ONVILLE,

(904) 477-0767

william@integritykeyrealty.com
Lic #BK3069116

DAYNA GRIMMETT P

(863) 766-1187

dayna@liveflrealty.com
Lic #BK3535351

JESSICA GRAHAM LEESBURG,

(352) 504-7772

jessicagraham@eragrizzard.com
Lic #BK-671827

ADRIANA MONTES L RIbA

(321) 689-6258

adriana@floridadreamsrealty.com
Lic #BK3096165
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EDDIE BLANCO

USREOP Regional Representative

(305) 684-8733

eddie@stratwellrealestate.c
Hf 0658938

EVELSI CONQUETH

(954) 543-3810

evelsi@evelsiconqueth.com
Lic #3099671

JOSEPH DOHER

(407) 325-8163

broker@joedoher.com
Lic #BK594726

DAVID PETKOVSEK

(386) 627-3182

dave@realtyexchangefl.com
Lic #BK3096504

MIAMI LAKES,
FLORIDA

MIRAMAR,
FLORIDA

ORLANDO,
FLORIDA

PALM COAST,
FLORIDA



BROKER MEMBERS

RAFAEL DAGNESSES  SIESTAKEY,

(310) 658-8226

rafael@qrealtors.com
Lic #BK3465950

PETER CHICOURIS o SBURG,

(727) 410-7064
pgc@equityrealtyinc.com
Lic#BK586338

STEVEN MODICA e

USREOP BOD, Vice President

(954) 270-7770

steve@realestatehomesales.com
Lic #431169

TOM AND DANIELLE  TALLAHASSEE,
GALVIN

USREOP Regional Representative

(850) 933-5094

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

BRETT MATTHEWS mES IO

FLORIDA
| Deal Real Estate Inc
(954) 605-3325
brettmatthewspa@gmail.com
Lic #0494633
ATLANTA,
APRIL LLOYD ATLANTA
EXP Realty
(404) 414-1629
april30317@gmail.com
Lic #293785
LAWRENCEVILLE,
JACQUELINE (JAY) LAREN
GOULDBOURNE
Gould Global Real Estate Co.
(770) 778-6562
jacqueline@thegouldglobal.com
Lic #300667
MARIETTA,
JOHN SHERWOOD GEORGIA

Worthmoore Realty
(404) 718-0056

jsherwood@worthmoorerealty.com
Lic #313226




BROKER MEMBERS

NIKKI CROWDER oNELLVILLE,

(678) 508-3878

nikki@solutionsfirstrealty.com
Lic #246766

KIRBY PEARSON T

(312) 805-0005

kirby@pearsonrealtygroup.com
Lic #471002409

GASPAR FLORES CHICAGO,

(312) 656-6301

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

TAMMY ENGEL s

(815) 482-3726

tammy@eshometeam.com
Lic #481.011128
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BROKER MEMBERS

PATTI FURMAN GLENVIEW,

(312) 545-6375

patti@pattifurman.com
Lic #475.144230

GEORGE GREEN LOUISVILLE,

(502) 439-7596

george@greenteamres.com
Lic #209408

ANTOINE JOHNSON AN

(301) 512-8088

mdbporeo@gmail.com
Lic #639992

FULTON,
ED KOWALSKI MARYLAND
(443) 619-2238

edwardjkowalski2@gmail.com
Lic #533030
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BROKER MEMBERS

MELANIE GAMBLE MARLBORO,

USREOP Regional Representative MARYLAND

212 Degrees Realty, LLC
(301) 343-8538

melanie.gamble@212degreesrealtylic.com
Lic #530399

ANTHONY DOZIER MARLBORO,

Home Source Real Estate MARYLAND
Solutions, Inc

(301) 440-7226

realtordozier@gmail.com
Lic #514284

MICHAEL BALSITIS ™

Bellabay Realty LLC
(616) 813-5522

mike@bellabayrealty.com
Lic #6502346774

SAM HANTOSH i
RE/MAX Team 2000

(313) 283-2228

sam.hantosh@gmail.com
Lic #6501348723




BROKER MEMBERS

SHERRI SAAD 3:{-‘(:‘:%’}"
MICHIGAN

(313) 598-5322

sherri.saad@comcast.net
Lic #6502392274

ALBERT HAKIM WooDe.

MICHIGAN
(586) 495-0010

albert@alwayssold.com
Lic #6502415090

ANTHONY RAFFIN ST SLAIR

MICHIGAN
(586) 634-4761

tony@raffinteam.com
Lic #6506044707

SCOTT RODMAN T NECOTA
(612) 229-7268

scott@rodmanhomes.com
Lic #20433691
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BROKER MEMBERS

r

¥ PAMELA BUTLER

(404) 454-6767

pamrealtyoxford@gmail.com
Lic #23971

CATHY DAVIS

(314) 413-5279

cdavis@mappreo.com
Lic #1999108852

MICHELLE SYBERG

(314) 503-6093

msyberg@mappreo.com
Lic #1999056881

BRANDY WHITE ELK

(702) 858-4211

brandy@iresvegas.com
Lic #B.009698

OXFORD,
MISSISSIPPI

ST PETERS,
MISSOURI

ST PETERS,
MISSOURI

LAS VEGAS,
NEVADA
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BROKER MEMBERS

JULIA FENG LAS VEGAS,

(702) 588-1080

julia.evernestrealty@gmail.com
Lic #0144606

SHELLY BRYANT NEW JERSEY

(609) 685-4569

sbryant@sbrrealtypros.com
Lic #0447024

FELICIA HANKERSON [Rifies.
(973) 868-8076

centraljerseyreoagent@gmail.com
Lic #9480623

BILL FLAGG SCOTCH
NEW JERSEY

(908) 377-7700

bill@billflagg.com
Lic #8240797
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BROKER MEMBERS

NICHOLAS VERDI NEW JEREEY
(973) 769-1009

nickreo@aol.com
Lic #9700045N]

BELLPORT,
DAMIEN COLEMAN NEW YORK
(516) 528-1531

dacproperties@aol.com
Lic #31C01038953

TOM MARCO BROOKLYY,

(917) 282-9737

tommarco@optonline.net
Lic #31MA1016405

DEBORAH BACCHUS  [R-FioRY

(347) 386-5868

deborah@mydhrny.com
Lic #10311205651
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TODD YOVINO

USREOPRegionalRepresentative

(516) 819-7800

todd@iarny.com
Lic #49Y00956714

LEE RAPHAEL

(914) 474-8146

Iraphael@riverrealty.com
Lic #10311204404

(NAS) ABDOOL
RAHAMAN

(917) 687-0252

nasrahaman@msn.com
Lic #10301205296

MARK REBERT

(717) 742-0778

mark@lancohomesale.com
Lic #RS317618

HAUPPAUGE,
NEW YORK

NEW
WINDSOR,
NEW YORK

QUEENS
VILLAGE,
NEW YORK

LANCASTER,
PENNSYLVANIA



BROKER MEMBERS

PHILADELPHIA,
MITCHELL COHEN PENNSYLVANIA
(215) 837-3990

mitchellc@premierreo.net
Lic #RM061436A

PITTSBURGH,
LIBBY SOSINSKI PENNSYLVANIA
(412) 722-8344

libberated@aol.com
Lic #R5281248

MIGUEL ORTIZ oS co

(787) 244-1999

miguel@universalpropertiespr.com
Lic #E-129

CAROL MALAGA e co

(787) 672-1662

windy@piramide.com
Lic #PR

PRTNR Magazine | 53



BROKER MEMBERS
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RITA SEDA-RIVERA

(787) 396-2675

ritaseda@ritaseda.com
Lic #C-3881

GREGORY COUPE

(401) 447-7048

greg@longrealtyinc.com
Lic #REC.0005239

LEANN D'ETTORE

(401) 641-2014

reo_properties@yahoo.com
Lic #REB.0018324

AMANDA BELL

(615) 406-9988

amandabell@realtracs.com
Lic #00260174

TOA ALTA,
PUERTO RICO

CHEPACHET,
RHODE ISLAND

CRANSTON,
RHODE ISLAND

ASHLAND CITY,
TENNESSEE



BROKER MEMBERS

MEMPHIS,
jUAN BROOKS TENNESSEE
Process Realty Services,LLC

(901) 864-4145

jbrooks30@comcast.net
Lic #272549

PAMELA BOOKOUT  FORT WORTH,

Coldwell Banker Realty
(817) 821-1912

pam.bookout@cbdfw.com
Lic #0329057

MELISSA FLORES e

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




BROKER MEMBERS

DEREK MONTES HOUSTON,

(832) 434-4509

derekmontesrealestate@gmail.com
Lic #752899

RAY KING MESQUITE,

(214) 418-6845

irg.rayking@gmail.com
Lic #0443318

MICHAEL SEETO PLANO,

(214) 228-2281

dfwnewhomes@gmail.com
Lic #0496025

SCOTT LARSEN OGDEN,

USREOP BOD, Treasurer

(801) 698-2788

stlarsen21@gmail.com
Lic #5484225-PB00
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BROKER MEMBERS

PHIL CHERNITZER ANNANDALE,

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

KEVIN PALL S EOLKs

Brooke Madison and

Associates, LLC
(757) 344-7338

kevinpall22@gmail.com
Lic #0225205551

MAGGIE FRANCO A LHINGTON

LPT Realty
(206) 261-2838

maggie@hellickson.com
Lic #24132




BROKER MEMBERS

AUSTIN HELLICKSON 7Y 0r:

(206) 940-0942

austin@hellickson.com
Lic #24023617

SEATTLE,
ED LAINE WASHINGTON
USREOPLeadRegional Rep.

(206) 229-5515

ed.laine@exprealty.com
Lic #17495

JAMES CLIFFORD ASHINETON

(253) 732-9400

jimclifford@wrgpra.com
Lic #16818

JARYD RUFFNER WA

(253) 686-6356

jarydruffner@gmail.com
Lic #99568
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BROKER MEMBERS

MILWAUKEE,
JAMES HARRIS MILWAUKET
Vylla Home
(262) 309-7803

reo.wisconsin@gmail.com
Lic #56340-90




LAW FIRM MEMBERS

EARL WALLACE AL FGRNIA

USREOP BOD, Corp. Secretary
Wallace, Richardson, Sontag &

Le, LLP
(949) 690-1933

ewallace@wallacelaw.com
State Bar No. 174247

TY AVENTURA,
LER GOLD FLORIDA
Tyler A. Gold, P.A.

(954) 684-8675

tyler@tylergold.com
State Bar No. 963992

ROBERT SAMBURSKY WESTBURY,

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

rsambursky@hhstein.com
State Bar No. 3929106




TITLE COMPANY MEMBERS

CARLOS GARCIA S oA

(562) 897-2117
carlos.garcia@ticortitle.com

PROPERTY PRESERVATION MEMBERS

ERICA STUART EDGEWATER,

(301) 674-9877
estuart@caoservices.com

ROBERT EVANGELISTA PROOKLYN.

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

WALLY KNIPP

(602) 469-0194
wknipp@knippcontracting.com

TAMMY MARTIN

(404) 961-3500
tmartin@birdseygroup.com

PHOENIX,
ARIZONA

ATLANTA,
GEORGIA

EXECUTIVE DIRECTOR OF OPERATIONS
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SHARON BARTLETT

(469) 919-8164
sharon.bartlett@usreop.com

MCKINNEY,
TEXAS



US
PARTNERS

CONNECT WITH US

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

4@ CORPORATE OFFICE FOLLOW US ONLINE
4980North PinelslandRd. m i rt'
us-reo-partners

Sunrise, FL 33351

O TOLL FREE f

1-855-4-US-REOP

INQUIRIES @
G‘a'nz:clz@usmnp.cnm ° www.youtube.com/@usreopartners5005
Membership Services
* membership@usreap com

WWw.usreop.com




US
PARTNERS

USREOP.com
855-4-US-REOP




