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EDITOR'S NOTE

Dear readers,

As we move into the Fall 2026 season, I'm reminded that one of the greatest
strengths of US REO Partners is the people who make up our network. The
relationships we build, the knowledge we share, and the willingness to learn from
one another are what make this industry—and our organization—so special. This
edition of PRTNR Magazine is a reflection of that community and the expertise,
experience, and perspectives that continue to move our industry forward.

In this issue, we bring you two conversations from our Coffee with Clients series. First, we sit down with Barry Owens
of Asset Bridge Solutions, followed by a conversation with Doug Bowman of Renovo Financial. Both offer valuable
perspectives and insight into the business, the challenges we face, and the opportunities ahead. These conversations
are a great reminder of the importance of staying connected with the clients and industry leaders who help shape our
business.

Our Member Spotlight shines on Bill Flagg of ERA Queen City Realty in New Jersey. Bill represents the kind of
experience, dedication, and commitment to our industry that deserves to be recognized. We're pleased to share more
about his journey and contributions to the REO community.

Be sure to visit the Regional Rep Corner, where Serina Lowden shares her perspective and helps keep our members
connected to what's happening across our network. Our regional representatives play an important role in
strengthening the relationships that make USREOP more than just a professional organization.

Finally, I'm excited to share my own article on short sales, a topic that is once again deserving of our attention. As
market conditions shift and distressed properties continue to present opportunities, understanding the short sale
process is an important part of being prepared to serve homeowners, lenders, and clients effectively. Whether you
are experienced in short sales or looking to refresh your knowledge, | hope you find the information useful.

As always, thank you to everyone who contributes to PRTNR Magazine and to the continued success of US REO
Partners. Our organization is only as strong as the people who participate, share their knowledge, support one
another, and remain engaged. | encourage you to take advantage of the connections and resources available
through our network.

Thank you for being part of US REO Partners. | hope you enjoy this edition of PRTNR!

Al

Executive Director of Operations, US REO Partners
Editor, PRTNR Magazine

EMAIL SHARON.BARTLETT@USREOP.COM
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COFFEE WITH CLIENTS E

Featuring:
Barry Owens

US REO Partners was pleased to welcome Barry Owens of Asset
Bridge Solutions as our featured guest for the July Coffee with
Clients session. Barry shared his perspective on the REO and
default servicing landscape, his career journey, and his insights
into where he sees opportunities and challenges ahead. We
appreciate Barry taking the time to share his experience and
connect with our members.

YOU HAVE BEEN IN THE INDUSTRY FOR 36 YEARS.
TELL US ABOUT YOUR JOURNEY: WHAT LED YOU TO
CO-FOUND ASSET BRIDGE SOLUTIONS AND WHAT
PROBLEM WERE YOU TRYING TO SOLVE?

BO: 1 started my career right out of college in mortgage
collections. For someone in this industry, the natural
progression is often to move into another area of default,
so I eventually transitioned into foreclosure and worked
across various departments for a small- to mid-sized
company. From there, my career continued to develop
within default management, including time at Chase,
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BO (cont): before moving into
the REO space with USRES and
RES.NET. Fast forward to 2020,
after working in a variety of
roles throughout the industry, I
started End2End Solutions. At
the time, I believed there would
be a growing need for an
eviction management platform.
Coming out of COVID, we
anticipated an increase in
defaults and a significant rise in
REO. As we now know, that
didn’t happen to the extent we
expected. There were loan
modifications and other efforts
that kept properties from
becoming REO. Fortunately, we
were able to leverage our
experience and expand into the
single-family rental space,
which led to some great
opportunities for us.

After a brief stint with Black
Dome, I started to consider what
my next step was going to be.

As everyone will tell you, if you
are going to start a company,
you need to have a solution for a
problem. One of the bigger
challenges we identified in the
default space was the tendency
to fall back on familiar
processes and continue doing
things the way they have always
been done. As many of you
know, historically, bankruptcy
has been a fairly passive,
checkbox-type process.



COFFEE WITH CLIENTS

BO (cont): We had a unique opportunity to
partner with BK Hub and rethink a process in
the bankruptcy space. The result was
BridgeScore, a product that takes the data
elements BK was already collecting and puts
them to work in a more meaningful way.
BridgeScore uses that data to identify breaks
or bottlenecks in the process and help move
files forward more efficiently. When you’re
dealing with assets, there are so many
variables that can quickly become costly. By
using the data more effectively, we’ve been
able to significantly reduce bankruptcy
timelines and bring them down to much more
manageable, workable averages and get those
properties to a resolution.

WHAT CHALLENGES ARE YOUR CLIENTS
TALKING ABOUT NOW THAT WEREN’T
ON THE RADAR 2 YEARS AGO?

BO: Consolidation. Everyone seems to be
moving toward a national platform. For
example, it has become increasingly difficult
for law firms to survive in just one or two
states. We’re seeing similar changes within our
industry, with people and companies
seemingly disappearing. The default markets
haven’t developed as projected, and many
experienced professionals are moving on to
other opportunities. As more of that
knowledge leaves the industry, it creates a
deficit for when volumes eventually do
increase. We want to be well-positioned for
when that happens—and we believe it will.
Right now, our core focus is bankruptcy. It’s a
newer area of focus for us, and it’s generating
a lot of interest and activity.

WE’VE SEEN INVENTORY RISE IN SEVERAL
MARKETS OVER THE PAST FEW MONTHS.
AS VOLUME INCREASES, WHICH SKILLS
BECOME MOST IMPORTANT FOR REO
AGENTS?

BO: Being responsive is extraordinarily
important. One thing I’'ve shared in the past is
to learn how to change a lock! As simple as
that sounds, and I’'m not a mechanical guy, it’s
a separating factor. It comes down to how
responsive you are to your client. When a
client calls needing a lock change and you can
say, “Sure, I can take care of that right away,”
you’ve just made their life a whole lot easier—
and put yourself on their good list! 'm
simplifying it to a lock change, because that is
something that happens a lot. It might be a
securitization or something more
cumbersome, so make sure you have a team
that you trust. It doesn’t have to be someone
on your staff. It could be a local contractor or
handyman you know you can count on to be
responsive. You rely on them the same way
your clients rely on you. At the end of the day,
it’s all about turn times and getting answers
and updates back as quickly as possible.

»

If you're interested in

participating in
Coffee with Clients
please contact us at
Info@usreop.com

This was a Members Only event. USREOP Members can
view this full interview video via the USREOP website at
www.USREOP.com/members/webinars-presentations.
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COFFEE WITH CLIENTS E

Featuring:
Doug Bowman

Our September Coffee with Clients conversation featured Doug
Bowman, VP of REO at Renovo Financial. Doug shared what he’s
seeing across the REO and default space, talked about where the
industry is headed, and offered some practical insight from his
experience. It was a great discussion filled with real-world
perspective and ideas members can put to work in their own
businesses.

TELL US ABOUT YOURSELF AND YOUR JOURNEY IN
THIS INDUSTRY?

DB: T've worked in the financial services industry for
approximately 26-27 years, with about 10 years focused
on REO. I started doing residential lending, mainly
construction lending, and fell in with a really good
construction group. I then moved into residential
lending and ran some mortgage shops and teams. From
there, I got sucked into the dark side of wholesale. Of
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DB: (cont): course, the
wholesale business was
booming until 2007-2008;
that’s when the market
imploded. This led me back to
the more structured lending
side. I spent a few years at
Chase running a team of 10
loan officers out of a call
center where we serviced
about 60-70 different
branches remotely.

I was then recruited over to
Fannie Mae and worked for
8 2 years here in their
Chicago regional office as an
asset manager and senior
portfolio manager. My
previous experience was
helpful and a good
background as I transitioned
over to Renovo. However,
moving from a large
institution like Fannie Mae
to a private lender focused
on business-purpose lending
is a very different
experience. The
circumstances, borrower
profiles, and assets are all
different. Business-purpose
lending is its own segment of
the market, and here we’re
lending exclusively to
investors.



COFFEE WITH CLIENTS

WHAT HAS SURPRISED YOU MOST
ABOUT TRANSITIONING FROM THE
INSTITUTIONAL SIDE OF REO TO
PRIVATE LENDING, AND WHAT HAS
BEEN DIFFERENT THAN YOU EXPECTED?

DB: On the institutional REO side, the
roadmap is already in place. It has been there
for a long time. Everyone knows the process,
how assets move through the system, and
what steps to take throughout foreclosure.
With a private lender, it’s a different
ballgame. Every asset is looked at as it’s own
economic engine, so there’s no cookie-cutter
approach. One day, I might be working on a
single-family home we inherited through a
portfolio acquisition, and the next, I could be
working through a 77-unit apartment
building.

The rules around how we can dispose of these
assets are also very different. With a private
lender, we can start the foreclosure process
once a loan is 30 days delinquent. On the
institutional side, you’re dealing with RESPA
and a whole set of other guidelines that have
to be followed. State-specific requirements
still apply, of course, but we can often get the
process moving much sooner, get ahead of the
curve, and, in theory, bring those assets to
market more quickly than the institutional
REO side.

-

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

FROM WHERE YOU SIT TODAY, WHERE
ARE YOU ACTUALLY SEEING DISTRESSED
INVENTORY COMING FROM?

DB: As you know, we work with a different
clientele. We’re seeing loans originated two to
three years ago, primarily construction-to-
permanent and bridge loans, where the
borrower’s exit strategy has stalled.
Construction delays, rising labor and material
costs, higher insurance premiums, and
changing short-term rental regulations have
disrupted many investors’ plans. Some
projects were already halfway or three-
quarters complete when the economics no
longer made sense. In many cases, the
properties themselves are still good assets, but
the original business model is no longer viable.
Other borrowers manage to finish their
projects but can’t refinance or come up with
the balloon payment when the loan matures.

We explore loss mitigation and other options
first, but sometimes a deed in lieu, short sale,
or foreclosure becomes necessary.

To get back to your original question, we’re
seeing most of this activity in larger
metropolitan areas such as Chicago, New York,
Dallas, Florida, and Atlanta, where investor
activity has been concentrated.

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

MEET YOUR REGIONAL REPRESENTATIVES

@ Western
@ Southeast
@ Northeast

Western Region

2 @ @

Ed Laine Monica Hill Serina Lowden

Southeast Region Northeast Region

Eddie Blanco Danielle Galvin Melanie Gamble Todd Yovino

FOR BIOS AND CONTACT INFORMATION ON THESE FANTASTIC LEADERS,
PLEASE VISIT: HTTPS://USREOP.COM/PARTNERS/
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REGIONAL

REPRESENTATIVE'S CORNER

Serina Lowden of All City Homes brings her industry
experience and perspective to a discussion of the evolving role
of REO professionals and the importance of protecting assets,
building relationships, and delivering results.

Beyond the BPO: The
Evolving Role of REO
Professionals in Today’s
Market

The real estate industry continues to
evolve, and the REO market is no
exception. Across the Western Region,
industry professionals are navigating
changing market conditions, increased
property preservation demands, rising
operational costs, and the ongoing
responsibility of protecting asset value.

As we move through 2026, one thing
remains constant: successful asset
disposition requires more than simply
listing and selling a property. It requires
experience, strong relationships,
accountability, communication, and the
ability to anticipate challenges before
they become costly problems.

Understanding the Western Region
Market

The Western Region presents unique
opportunities and challenges. From
California's diverse metropolitan markets
to rural communities throughout the
region, REO professionals must recognize
that every market operates differently.

Property values, buyer demand, inventory
levels, and local regulations can vary

significantly, even between neighboring
communities.

Today's REO broker must provide asset
managers with more than a basic
comparative market analysis. Accurate,
detailed Broker Price Opinions (BPOs)
should reflect current market conditions,
property condition, repair considerations,
and realistic disposition strategies.

An accurate BPO is not simply about
establishing value. It is about helping
clients make informed decisions that
minimize holding costs and maximize
asset recovery.

Property Preservation: Protecting the
Asset

One of the most critical aspects of REO
management is protecting the asset from
the moment it enters inventory.

Deferred maintenance, unauthorized
occupancy, vandalism, code enforcement
violations, and unresolved HOA issues
can quickly affect property value and
delay disposition.
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REO professionals play an essential role in

identifying and  addressing  these

concerns before they escalate.

Responsibilities often extend beyond
traditional brokerage services and include
timely coordination of  property
preservation, researching outstanding
liens, communicating with municipalities,
addressing HOA concerns, and ensuring
bank-owned properties remain secure
and marketable.

ldentifying potential issues early and
coordinating resolutions can significantly
improve the overall disposition process.

Technology, Relationships, and
Communication

Technology continues to transform the
way REO assets are managed. Online
platforms, automated reporting, digital

PRTNR Magazine | 12

"EXPERIENCE
OPENS THE
DOOR.
EXECUTION
BUILDS TRUST.
EXCELLENCE
CREATES
LASTING
RELATIONSHIPS”
-S.L

inspections, improved communication
systems, and Al tools have increased
efficiency throughout the industry.

However, technology cannot replace
strong professional relationships. Asset
managers depend on Dbrokers who
respond promptly, provide accurate
information, meet deadlines, think
outside of the task, and consistently
follow through on commitments.

Relationships with preservation vendors,
contractors, title companies, local
municipalities, and other industry
partners are equally important.

When challenges arise, professionals who
provide solutions rather than simply
report problems bring tremendous value
to the asset management process.



Strengthening Our Industry Together
The REO industry has always required
resilience, the ability to adapt, and a
commitment to excellence.

Across the Western Region, brokers,
asset managers, preservation
companies, and industry partners
continue working together to address
challenges, protect assets, and serve
communities.

As the market evolves, success will
depend not only on understanding
trends but also on our ability to
collaborate, communicate, and
consistently deliver results.

Experience opens the door. Execution
builds trust. Excellence creates lasting
relationships.

By partnering together, we can continue
strengthening the REO industry and
demonstrating the value of experienced

professionals.

US
PARTNERS

at the Hoasmg Inteﬂ:gence Exchange!

FROM THE DESK OF TYLER GOLD

South Florida

FALL 2026

Market Snapshot

For lenders, servicers, asset managers & REO agents

7.28% $680K
U.5. avg. 30-yr fixed mortgage rate Miami-Dade single-family median sale
Freddie Mac PMMS®, Oct. 1, 2026 price, +3.8% YoY

MIAMI REALTORS®, Aug. 2026
$408K 41.8%

Miami-Dade condo/townhome median;
12.1 months’ supply
MIAMI REALTORS®, Aug, 2026

of active Aventura condo listings below
original list (456 of 1,092)
ive BeachesMLS (PEP), Oct. 1, 2026

Broward and Palm Beach single-family medians: $650K each (+4.0% / +3.2% YoY; MIAMI
REALTORS® + RWorld, Aug. 2026).

How I help lenders, servicers & asset managers

Residential & commercial closings on Florida property

Title insurance as licensed agent: Chicage National Title, First American Title, Westcor
REO & lender[servicer transactional work

Florida unlawful detainer for lenders/servicers only

EEEN

fac PMMS® (Oct. 1, 2026); MIAMI REALTORS® #
formational only, not legal

- T

gures as of dates s

SCAN TO VISIT

Tyler Gold, Attorney
954-565- 5577

tyler(g!tylergold com - tylergold.com

i-l;’l.,d Suite 402, Aventura, FL 33180

W P x Tl
: EAGHANGE

FORT WORTH, TEXAS
NOVEMBER 8-10, 2026
g

Stop by, connect and join our'.sessmns throughout the Expo! .

SUNDAY, NOVEMBER 8
Short Sale Certification Course

u?{th S;g SaR;T:rsdl‘(sy Fireside Chat with Shellpoint
Moderated by Jeff Russell
Presented by: The State of Distressed Assets
Sharon Bartlett, Ed Laine & Serina Lowden Moderated by Ed Laine The HECM Handbook
Forecasting the Future of Housing Finance BRTRDS SalT Ry ity
Lol y Fannie and Freddie Fireside Chat
What Asset Managers Actually Want Moderated by Sharon Bartlett
= = Moderated by Sharon Bartlett

MONDAY, NOVEMBER 9 TUESDAY, NOVEMBER 10

Connect, Learn. Grow,

November 8-10,2026 | @ Fort Worth, Texas

See you at FIX

PRTNR Magazine | 13


https://www.thehousingintelligence.com/registration

\)
‘J

1
i

USREO &
PARTNERS )
%

Thank you Sponsors!

2026 Annual Client Appreciation Dinner
& Charity Auction

VIP Sponsor
Todd Yovino, Island Advantage Realty

Gold Sponsors

Eddie Blanco, Stratwell Real Estate
Nikki Crowder, Solutions First Realty
Joe Doher, Berkshire Hathaway HomeServices Results Realty
George Green, Green Team Real Estate Services
Ray King, Infinity Realty Group of Texas
Ed Laine, The Ed Laine Team/eXp
Jeff Russell, Russell Realty Group/eXp

Silver Sponsors

Deborah Bacchus, My Dream Home Realty
Philip Boroda, Coldwell Banker Residential Brokerage
Danielle Galvin, 1st Choice Real Estate Services
Mike Jones, Mike Jones Auction Group
Clint Lien, Bluebook International
Serina Lowden, All City Homes
Tom Marco, Tom Marco Real Estate
Jessy Massad, First Source Title
Robert Passafiume, Waypoint Realty
Angelica Suarez, RE/MAX Estate Properties Los Angeles
Michael Vullo, Independence Title
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stratwell

Built on Trust. b s
Driven by Results.

Stratwell’s award-winning team combines 18+ years of
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 US
VISIT STRATWELL.CO
OR CALL 305-614-7129

S 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

Todd Yovir

Broker/Owner
T AT Tl Y0U CAN COUNT ON STRENGTH THROUGH LEADERSHIP AND WISDOM THROUGH EXPERIENCE

Todd@iarny. ~EA . @ sy
0631-@?3?1:?:13? LY é e B l %Z .-.ﬂ

www.islandadvantage.com RELIANCE  SINCERITY COMPETENCE CREDENCE  ASSURANCE COMMITMENT  INTEGRITY
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CT Residential & Commercial REO | Short Sale Servicing

One Contact. Statewide

Connecticut Coverage.

Windham =
Litchfield

New London

- Fﬁ 1 = e

Career REO Broker 40 years experience.

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

Full-Service Statewide Coverage.

24/7 Single Point-of-Contact for all assignments.

High success rate in Relocation Assistance Negotiations.

Experienced team of licensed REO agents.

Al-assisted target-marketing of all properties.
Al-integrated, systematic workflow keeps every assign-
ment on track to meet task deadlines and contingency
dates on time.

Strong industry-wide reputation as a Value-Added, Low
Maintenance REO Broker for Connecticut with Strong
Contractor Network available 24 /7.

Nick Mastrangelo, Broker Associate
Residential & Commercial REO & Short Sale Specialist
203.641.2100 | Nick.Mastrangelo@CBMoves.com

9 236 Boston Post Road, Orange CT 06477

CERTIFIED
HORT SALE
EXPE

Nick Mastrangelo

Broker Associate
REO & Short Sale Specialist

203.641.2100

Nick.Mastrangelo@CBMoves.com

Residential & Commercial REO
& Short Sale Specialist
Servicing in Connecticut

Memberships
USREO Partners
NRBA, National REO Brokers
Association
NADP, National Association of
Default Professionals
REO Network

ﬁ@wm/ ‘meaerﬁe; G3 COLDWELL BANKER | REALTY [if @ ScantoView my USREO Partners Profile
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“REALLY EXCITING OPPORTUNITIES”

.\
NREAM

‘ HOME REALTY INC
Your REO Expert Rita Seda

In Puerto Rico BrOIfce”rz?gner D E
e 36+ Years of Experience B o R
with Buyers & Sellers A H B A o

RITA SEDA
dba RSR Realty

A Woman-Owned Full Service
Real Estate Company

Serving Puerto Rico

All REO Services Provided
BPOs
Property Inspections

. -’llx'f-' I
Certifications: 5 Star
Master, GRI, RDCPro, SDR,

REO Specidalist (Corcoran) I __ SERVICE AREAS:
& USDA Certified REO —p—
Broker P Nassau, Suffolk, Brooklyn
N (Kings), Queens Counties
. deborah@mydhrny.com in the State Of New York
® (787) 396-2675

ritaseda@ritaseda.com e . 23B Westside Avenue CERTIFICATIONS:

@ https:/[ritaseda.realtyhd.com — Freeport, NY 11520 BPO, REO and Short
Sales

__REALTY
~—

RITA SEDA-RIVERA

mydreamhomerealty.net

Y 7

KEYSTONE

o PV

LOCAL EXPERTISE. INSTITUTIONAL RESULTS.

YOUR NEW JERSEY

REO & DISTRESSED ASSET PARTNER

Delivering responsive, accurate market intelligence and
on-the-ground execution throughout Northern and Central New Jersey.

NICK VERD =R ‘ Q ‘

MANAGING BROKER | DEFAULT & SHORT SALE SPECIALIST — I ol e
_— — BPOs |  Occupancy Market Disposition

Verification Condition Intelligence Support

CSSE | SFR | e-PRO | ABR | C2EX Al
LENDERS | SERVICERS | INVESTORS | ASSET MANAGERS

D

W |

Property

Member: NRBA | NADP | USREOP | REOX
Essex County Condemnation Commissioner

—— RESIDENTIAL & COMMERCIAL | SALES | RENTALS | PROPERTY MANAGEMENT | INVESTMENTS —

i;egaé':;;lgg:”rﬁtomﬂ ‘ . (973) 769-1009 & Nick@nickverdi.com I @ www.keystonerg.com
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INSPIRING
INSIDER
STORIES FROM
OUR MEMBERS

Featuring

Bill Flagg

Broker
ERA Queen City Realty
New Jersey

Four decades of experience. A commitment
to solving problems. A reputation built on
trust.

After more than 40 years in real estate, Bill
Flagg still gets excited when a new
assignment comes in.

Beginning his real estate career in 1982, Bill
pent the first decade working
primarily in traditional
residential sales, with
additional experienc e

Ig! Wy '”-

in renovation and new construction. An introduction to
REO in the early 1990s opened the door to a specialty
that proved to be a natural fit.

Unlike traditional sales, REO demanded a broader
understanding of property valuation, municipal
requirements, contractors, title issues, negotiations,
and the complexities of distressed assets. More
importantly, it required someone institutional clients
could trust to solve problems in the field.

More than three decades later, that responsibility
remains the most rewarding part of the business.

More Than a Listing Agent

For Bill, an exceptional REO broker is much more than
someone who knows how to list and sell a property.
"We are the client's eyes and ears in the field."

That means identifying potential problems before they
become costly, understanding the factors that
influence value, managing vendors, anticipating
obstacles, and providing asset managers with
actionable information.

Working throughout North and Central New Jersey has
reinforced the importance of local expertise. Even
neighboring communities can have vastly different
buyer pools, tax structures, municipal requirements,
and market conditions.

This knowledge shapes every valuation and marketing
strategy. A broker must understand not only what a
property is worth, but who is most likely to buy it, what
challenges could affect financing, and how the local
market will respond.

“The goal is to create urgency while protecting value.”

When Experience Makes the Difference

One particularly challenging assignment in Newark,
New Jersey, demonstrated the value of persistence
and creative problem-solving.

The property involved an illegal two-family conversion,
tenant occupants, municipal requirements, repair
issues, and extensive coordination among contractors,
attorneys, buyers, and city officials.
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There was no simple solution. Progress

required documentation, established

relationships, and a willingness to anticipate

and address each new obstacle. "A true partner does not simply say yes."

Ultimately, the property was successfully Instead, a trusted partner provides honest information,
sold and closed. protects the client's interests, and follows through—

even when an assignment becomes difficult.
"Sometimes an REO broker's greatest value

isnt finding the buyer. It is removing Experience Without Complacency

everything standing between the asset and Technology, regulations, and buyer expectations have

the closing table.” changed dramatically since 1982, but the
fundamentals of successful REO work remain

A True Partner in the Field remarkably consistent: know the property, understand

Throughout a career spanning multiple the market, communicate early, document everything,

market cycles, Bill has developed a and follow up.

straightforward philosophy for working with

institutional clients: communicate early, After decades in the industry, Bill believes experience

offer  solutions, and take personal should lead to better preparation, not complacency.

responsibility. Every assignment deserves individual attention, and
personal accountability remains central to the work.

Effective communication should be concise, And one unexpected detail? Queen Latifah is Bill's

timely, and wuseful. Rather than simply cousin—something that often surprises people who

reporting a problem, the goal is to explain know him professionally.

the issue, present the available options, and

offer a recommendation. Still, perhaps the most telling fact is that after more
than four decades, his enthusiasm for the business

That same philosophy extends to balancing hasn't faded.

speed and value. Repairs and

improvements are worthwhile when they As Bill says, "l still get excited when a new assignment

expand the buyer pool or improve the comes in. | think that says a lot after all these years.”

clients ultimate net proceeds. When
additional spending offers little return, an
experienced broker should be equally willing
to recommend against it.

For Bill, being a true partner
means treating each
asset as though it
were a personal
investment.
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&) 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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SERINA LOWDEN-RUSH

OWNER, BROKER ASSOCIATE
US REO PARTNERS, Western Regional Rep

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

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

The Ed Laine REO Team

Serving Asset Managers in the PNW since 1992

e Over $1 Billion Sold and 2000 sales

e C(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.

L]

* 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
/
www.EdLaine.com us

(206) 229-5515 PARTNERS

PRTNR Magazine | 24



SHORT SALES

FIVE THINGS EVERY REAL ESTATE AGENT SHOULD KNOW
BY SHARON BARTLETT
Short sales require more than finding a buyer and negotiating a price. Preparation, realistic

expectations, attention to detail and a clear understanding of the agent’s role can make the
difference between a transaction that moves forward and one that falls

Short sales can offer homeowners a path forward when financial hardship and
negative equity make a traditional sale difficult. For real estate agents, they can
also present an opportunity to provide meaningful service during a challenging

time. But short sales are not simply traditional transactions with an extra
approval step. They involve additional decision-makers, documentation,
deadlines and potential risks that agents must understand. Whether you are
experienced in distressed real estate or considering your first short sale, keep
these five principles in mind.apart.

1. MAKE SURE A SHORT SALE IS THE RIGHT SOLUTION
A homeowner who is behind on mortgage payments does not automatically qualify for a short sale. Nor does
owing more than the property is worth guarantee lender approval.

Before recommending this route, evaluate the homeowner’s circumstances, the property’s realistic market
value, the total debt secured by the property and the time available before any scheduled foreclosure sale. A
viable short sale generally involves a documented hardship, negative net equity, sufficient time to complete
the process, and a seller who is willing and able to cooperate.

Just as importantly, consider the alternatives. A homeowner with equity may be better served by a traditional
sale, while someone experiencing temporary financial difficulties may have other options through the
mortgage servicer. Agents should help homeowners understand their real estate options and encourage
them to consult their servicer, a HUD-approved housing counselor or qualified legal and tax professionals
when appropriate.

2. DO YOUR HOMEWORK BEFORE LISTING—AND BUILD A COMPLETE PACKAGE

Short-sale transactions are often slowed by information that is missing, inconsistent or discovered too late.
Before moving forward, identify every mortgage, lien, judgment, delinquent tax obligation and other
encumbrance that could affect the transaction.
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Next, establish a credible picture of the property’s market value and condition. A well-supported comparative
market analysis, relevant comparable sales, accurate property information, photographs and repair
estimates can help substantiate the proposed price and support a response if the lender’s valuation appears
inaccurate.

The seller’s financial documents matter, too. Required forms, hardship documentation, income information,
bank statements and other supporting materials must be complete and consistent with the information
submitted. Obtain the appropriate authorization before communicating with the servicer, and confirm its
current submission requirements.

3. UNDERSTAND WHO MUST APPROVE THE SALE—AND NEVER PROMISE AN OUTCOME

The mortgage servicer is often the primary point of contact, but it may not have unlimited authority to
approve every term. Requirements can differ depending on whether the loan is conventional, FHA-insured,
VA-guaranteed, USDA-related or held by a private investor. Mortgage insurers and junior lienholders may
also have arole.

An offer accepted by the seller is not the same as an approved short sale. The proposed price, net
proceeds, allowable closing costs, buyer financing, lien releases and other terms must satisfy the applicable
requirements. Even the highest offer may not be the one that best meets the decision-maker’s criteria.

Agents should communicate clearly with the seller and buyer about the uncertainty involved. Avoid
guaranteeing approval, a specific closing date, a particular credit outcome or forgiveness of the remaining
debt. If the process stalls, identify the outstanding requirement, document communications and use the
servicer’s established escalation procedures.

4. TREAT THE APPROVAL LETTER AS A CRITICAL TRANSACTION DOCUMENT

Receiving an approval letter is a major milestone, but it is not the time to relax. The letter establishes the
conditions under which the sale may proceed, and those conditions must be understood and followed.

Pay close attention to the approved sale price, permitted closing costs, required lien releases, seller
contribution or promissory-note requirements, and any other conditions. Confirm the approval’s expiration
date and required closing date. If the transaction cannot close on time, request an extension through the
appropriate process and obtain written confirmation rather than assuming an extension has been granted.

The closing statement must also align with the approval. An unapproved payment, changed fee or
unresolved lien can jeopardize the transaction. Coordinate closely with the title or closing professional, verify
that all required approvals are in place, and confirm final lender requirements before closing.
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The sellers flnanC|aI documents matter too. Required forms hardshlp documentation, income information,
bank statements and other supporting materials must be complete and consistent with the information
submitted. Obtain the appropriate authorization before communicating with the servicer, and confirm its
current submission requirements.

5. Protect Your Client by Knowing Where Your Role Ends
Short sales involve sensitive financial information and potentially significant legal, tax and financial

consequences. Agents have a responsibility to handle these transactions honestly, protect confidential
information and recognize red flags.

Never advise a homeowner to hide assets, misrepresent income, exaggerate hardship or participate in an
undisclosed arrangement. Use secure methods to transmit financial documents, follow applicable licensing
and brokerage requirements, and ensure marketing and outreach are truthful and compliant with Fair
Housing and consumer-protection obligations.

Equally important, know when to refer questions to qualified professionals. Whether the concern involves
deficiency liability, canceled-debt tax consequences, bankruptcy, title complications or the interpretation of
approval language, an agent should not substitute personal judgment for legal or tax advice.

THE BOTTOM LINE

Short sales reward patience, preparation, communication and attention to detail. Agents who understand the
process, set realistic expectations, maintain complete documentation and carefully manage approval and
closing requirements are better equipped to guide homeowners through a difficult transition. A successful
short sale is more than getting an offer accepted. It is about helping the client make an informed decision,

protecting the client’s interests and managing the transaction responsibly from the first conversation through
closing.

Educational note: Short-sale requirements and outcomes vary by loan program, servicer, investor and
jurisdiction. Agents should verify current requirements and refer clients to qualified professionals for legal,
tax, credit or mortgage-servicing advice.
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Melanie Gamble
MD LIC #530399, DC LIC #BR98369118, GA LIC #428281

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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Real Estate Services, Inc. lll“‘ ra

1ST CHOICE
REAL ESTATE SERVICES

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

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

TOM A. GALVIN DANIELLE GALVIN

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

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

@ www. 1stchoicehouse.net e 850-893-7221 9_ 1530 Metropolitan Blvd, Tallahassee, FL 32308

REAL ESTATE & INVESTMENTS

Monica Hill

Broker & Owner

USREOP Western Regional Representative

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

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

9 mvp4realestate@gmail.com
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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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ST. JUDE CHILDREN’S RESEARCH
HOSPITAL

In 2026, 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

ding cures. 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 $630,000

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.
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Miracle Network
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ountry

w Hospitals
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Ivica Otis Lazich

Capital Investment Realty Group Inc
Lyons, IL
Lazich2@yahoo.com
(708) 692-7283

Michael Zouglas

REO Xpress
St. Louis, MO
mazouglas@gmail.com
(314) 398-7778

Tamika Mutcherson

Cornerstone Realty Co.
Savannah, GA

tamika.yournewhomespecialist@yahoo.com

(912) 704-7000

Cary Minden

CJM Realty, LLC
Portland, OR
Cary@CJMRealty.com
(360) 606-1578
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BROKER MEMBERS

LINDA GONZALEZ s

(480) 703-3012

lindabox123@gmail.com
Lic #SA570109000

RAMIRO GONZALEZ Pt

(480) 593-8438

rogsellsaz@gmail.com
Lic #BR568659000

JENNIFER RASCON ARIZONA

(928) 271-9700

jennifersellsyuma@gmail.com
Lic #BR626741000

ALIFONSO MENDOZA el

(209) 676-1819

mercedcountyrealtor@gmail.com
Lic #01760709

JEFF RUSSELL AT ORNIA

(949) 200-7055

rrg@russellrealtygrp.com
Lic #01275750




BROKER MEMBERS

ANGELICA SUAREZ s A

(310) 261-7700

angelica@angelicasuarez.com
Lic #01078617

MANUEL CHAVEZ JR e 1A

(559) 630-5637

manuel@mcrealestatecorp.com
Lic #01525575

GLENDALE,
ALISA KROHN CALIFORNIA
(818) 209-8695

akrohn@pmrsells.com
Lic #01348287

CAROLE STURIM NIGUEL .

CALIFORNIA
(949) 701-1200

repro@cox.net
Lic #01084597

RICHARD WILSON b
(925) 305-1642

rick.wilson@vylla.com
Lic #01461634




BROKER MEMBERS

MONICA HILL eapSE

USREOP Regional Representative

(951) 834-8687

mvp4realestate@gmail.com
Lic #01201175

MIKE NOVAK-SMITH VALLEY

CALIFORNIA
(951) 236-7256

mikenovaksmith@cs.com
Lic #01032149

NEWBURY
TROY CAPELL PARK,
USREOP BOD, President CALIFORNIA

(818) 571-7390

troy@usreop.com
Lic #01189253

DOROTHY MACIAS o R

(562) 418-4062

dorothy.excellencere@gmail.com
Lic #02044858

JULIO SALDANA ppriiond

(714) 343-1436

ocmultiplelistings@gmail.com
Lic #01736716




PATRICIA ROCHA

(909) 731-6559

patricia.rocha@crownroyalrealestate.com
Lic #01280072

PAUL BOUDIER

(916) 919-5775

paulboudier@knowledgere.com
Lic #01179722

SERINA LOWDEN

USREOP Regional Representative

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

JENNIFER BLAKE

(949) 463-0626
jblake4re@aol.com
Lic #00974839

JOSEPH GUMMERSON

(619) 347-7027

joegummerson@gmail.com
Lic #01007506

BROKER MEMBERS

RANCHO
CUCAMONGA,
CALIFORNIA

ROSEVILLE,
CALIFORNIA

SACRAMENTO,
CALIFORNIA

SAN
CLEMENTE,
CALIFORNIA

SAN DIEGO,
CALIFORNIA



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

ROBERT PASSAFIUME

(303) 809-7694

robert@waypointrealtyco.com
Lic #100079407

BROKER MEMBERS

SAN
FRANCISCO,
CALIFORNIA

SHERMAN
OAKS,
CALIFORNIA

TURLOCK,
CALIFORNIA

WEST COVINA,
CALIFORNIA

THORNTON,
COLORADO



BROKER MEMBERS

NICK MASTRANGELO N e cuT

Coldwell Banker Realty

(203) 641-2100

nick.mastrangelo@cbmoves.com
Lic #REB 0756394

TAD YEATTER CORAL,

Schooner Bay Realty, Inc. FLORIDA
(239) 297-1583

tad@sbrealtyinc.com
Lic #CQ157043

DANNY LEWIS SPRINGS,

Lewis Real Estate Group, Inc FLORIDA
(954) 629-7905

danny@lregi.com
Lic #BK3039511

DORAL,
RAUL GONZALEZ DORAL,
NuFront International Realty

(305) 785-3030

raul@nufrontrealty.com
Lic #BK3387917

SCOTT KIEFER DUNNELLON,
Kiefer Realty

(352) 812-3645

kieferrealty@gmail.com
Lic #bk3020554




DENISE MAHONEY

(954) 997-3222

denise@topfloridahouses.com
Lic #3087033

RYAN COURSON

(904) 762-5264

ryan@corerealtyusa.com
Lic #CQ1028418

WILLIAM RAMOS

(904) 477-0767
william@integritykeyrealty.com
Lic #BK3069116

DAYNA GRIMMETT

(863) 766-1187
dayna@liveflrealty.com
Lic #BK3535351

JESSICA GRAHAM

(352) 504-7772

jessicagraham@eragrizzard.com
Lic #BK-671827

BROKER MEMBERS

FORT
LAUDERDALE,
FLORIDA

JACKSONVILLE,
FLORIDA

JACKSONVILLE,
FLORIDA

LAKELAND,
FLORIDA

LEESBURG,
FLORIDA
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ADRIANA MONTES e A

Florida Dreams Realty Group
(321) 689-6258

adriana@floridadreamsrealty.com
Lic #BK3096165

MIAMI LAKES,
EDDIE BLANCO MAN! L
USREOP Regional Representative
Stratwell

(305) 684-8733
eddie@stratwellrealestate.com
Lic #0658938

EVELSI CONQUETH i

Assurance Florida Realty
(954) 543-3810

evelsi@evelsiconqueth.com
Lic #3099671

ORLANDO,
JOSEPH DOHER ORLAND:S
Berkshire Hathaway HomeServices
Results Realty

(407) 325-8163

broker@joedoher.com
Lic #BK594726

DAVID PETKOVSEK P S AsT

CENTURY 21 Realty Exchange

(386) 627-3182

dave@realtyexchangefl.com
Lic #BK3096504
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PETER CHICOURIS o T oBURG,

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

STEVEN MODICA SRISEs

USREOP BOD, Vice President

(954) 270-7770

steve@realestatehomesales.com
Lic #431169

TOM AND DANIELLE O IASSEE,
GALVIN

USREOP Regional Representative

(850) 933-5094
1stchoice.danielle@gmail.com
Lic #BK595090

BRETT MATTHEWS i

(954) 605-3325

brettmatthewspa@gmail.com
Lic #0494633

APRIL LLOYD oronia”
(404) 414-1629

april30317@gmail.com
Lic #293785
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JACQUELINE (JAY) LAWRENCEVILLE,
GOULDBOURNE

(770) 778-6562

jacqueline@thegouldglobal.com
Lic #300667

JOHN SHERWOOD MARIETTA,

(404) 718-0056

jsherwood@worthmoorerealty.com
Lic #313226

TAMIKA MUTCHERSON  penauaft

(912) 704-7000

tamika.yournewhomespecialist@yahoo.com
Lic #363097

NIKKI CROWDER oNeEVILLE,

(678) 508-3878

nikki@solutionsfirstrealty.com
Lic #246766

KIRBY PEARSON T

(312) 805-0005

kirby@pearsonrealtygroup.com
Lic #471002409
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GASPAR FLORES s

(312) 656-6301

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

TAMMY ENGEL e

(815) 482-3726

tammy@eshometeam.com
Lic #481.011128

PATTI FURMAN Tt

(312) 545-6375

patti@pattifurman.com
Lic #475.144230

IVICA OTIS LAZICH L s

(708) 692-7283
lazich2@yahoo.com
Lic #471009343

GEORGE & JULIE GREEN [QUISVILLE,

(502) 439-7596

george@greenteamres.com
Lic #209408
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ANTOINE JOHNSON T AN

(301) 512-8088
mdbporeo@gmail.com
Lic #639992
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(443) 619-2238

edwardjkowalski2@gmail.com
Lic #533030

ANTHONY DOZIER T AN,

(301) 440-7226

realtordozier@gmail.com
Lic #514284

MELANIE GAMBLE MARLEBORO.,

USREOP Regional Representative MARYLAND

(301) 343-8538

melanie.gamble@212degreesrealtyllc.com
Lic #530399

MICHAEL BALSITIS ™

(616) 813-5522

mike@bellabayrealty.com
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SAM HANTOSH

(313) 283-2228

sam.hantosh@gmail.com
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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

SCOTT RODMAN

(612) 229-7268

scott@rodmanhomes.com
Lic #20433691
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OXFORD,
PAMELA BUTLER MISSISSIPPI
(404) 454-6767
pamrealtyoxford@gmail.com
Lic #23971

ST LOUIS,
MICHAEL ZOUGLAS e
(314) 398-7778
mazouglas@gmail.com
Lic #2009013939

ST PETERS,
CATHY DAVIS STETER:
(314) 413-5279
cdavis@mappreo.com
Lic #1999108852

ST PETERS,
MICHELLE SYBERG ois
(314) 503-6093
msyberg@mappreo.com
Lic #1999056881

LAS VEGAS,
BRANDY WHITE ELK LAS VEG

(702) 858-4211

brandy@iresvegas.com
Lic #B.009698
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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 NEW JERSEY
(973) 868-8076

centraljerseyreoagent@gmail.com
Lic #9480623

BILL FLAGG PLAING.
NEW JERSEY

(908) 377-7700

bill@billflagg.com
Lic #8240797

NICHOLAS VERDI ‘I(IV:‘,?,TJSRRS’;';‘(GE:

(973) 769-1009

nickreo@aol.com
Lic #9700045N]
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TOM MARCO Yo

(917) 282-9737

tommarco@optonline.net
Lic #31 MA1016405

DEBORAH BACCHUS NEW YORK

(347) 386-5868

deborah@mydhrny.com
Lic #10311205651

DAMIEN COLEMAN e ork "

(516) 528-1531

dacproperties@aol.com
Lic #31C01038953

TODD YOVINO e voRe

USREOP Regional Representative

(516) 819-7800
todd@iarny.com
Lic #49Y00956714

LEE RAPHAEL e YINDSOR,

(914) 474-8146

Iraphael@riverrealty.com
Lic #10311204404




CARY MINDEN

CJM Realty, LLC
(360) 606-1578

cary@cjmrealty.com
Lic #201004034

MARK REBERT

Berkshire Hathaway HomeServices
Homesale Realty

(717) 742-0778

mark@lancohomesale.com
Lic #RS317618

MITCHELL COHEN

Premier Real Estate, Inc.
(215) 837-3990

mitchellc@premierreo.net
Lic #RM061436A

LIBBY SOSINSKI

Keller Williams Realty
(412) 722-8344

libberated@aol.com
Lic #R5281248

MIGUEL ORTIZ

Universal Properties RE LLC

(787) 244-1999

miguel@universalpropertiespr.com
Lic #E-129
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CAROL MALAGA oA co

(787) 672-1662
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Lic #PR
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Lic #C-3881
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(401) 447-7048

greg@longrealtyinc.com
Lic #REC.0005239

LEANN D'ETTORE R o 1oL AND

(401) 641-2014

reo_properties@yahoo.com
Lic #REB.0018324

ASHLAND CITY,

AMANDA BELL TENNESSEE

(615) 406-9988

amandabell@realtracs.com
Lic #00260174
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MEMPHIS,
jUAN BROOKS TENNESSEE
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	EDITOR'S NOTE
	Dear readers,
	As we move into the Fall 2026 season, I’m reminded that one of the greatest
	strengths of US REO Partners is the people who make up our network. The
	relationships we build, the knowledge we share, and the willingness to learn from
	one another are what make this industry—and our organization—so special. This
	edition of PRTNR Magazine is a reflection of that community and the expertise,
	experience, and perspectives that continue to move our industry forward.
	In this issue, we bring you two conversations from our Coffee with Clients series. First, we sit down with Barry Owens of Asset Bridge Solutions, followed by a conversation with Doug Bowman of Renovo Financial. Both offer valuable perspectives and insight into the business, the challenges we face, and the opportunities ahead. These conversations are a great reminder of the importance of staying connected with the clients and industry leaders who help shape our business.
	Our Member Spotlight shines on Bill Flagg of ERA Queen City Realty in New Jersey. Bill represents the kind of experience, dedication, and commitment to our industry that deserves to be recognized. We’re pleased to share more about his journey and contributions to the REO community.
	Be sure to visit the Regional Rep Corner, where Serina Lowden shares her perspective and helps keep our members connected to what's happening across our network. Our regional representatives play an important role in strengthening the relationships that make USREOP more than just a professional organization.
	Finally, I’m excited to share my own article on short sales, a topic that is once again deserving of our attention. As market conditions shift and distressed properties continue to present opportunities, understanding the short sale process is an important part of being prepared to serve homeowners, lenders, and clients effectively. Whether you are experienced in short sales or looking to refresh your knowledge, I hope you find the information useful.
	As always, thank you to everyone who contributes to PRTNR Magazine and to the continued success of US REO Partners. Our organization is only as strong as the people who participate, share their knowledge, support one another, and remain engaged. I encourage you to take advantage of the connections and resources available through our network.
	Thank you for being part of US REO Partners. I hope you enjoy this edition of PRTNR!



	Sharon Bartlett
	Executive Director of Operations, US REO Partners
	Editor, PRTNR Magazine
	EMAIL SHARON.BARTLETT@USREOP.COM
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	COFFEE WITH CLIENTS
	WE’VE SEEN INVENTORY RISE IN SEVERAL MARKETS OVER THE PAST FEW MONTHS. AS VOLUME INCREASES, WHICH SKILLS BECOME MOST IMPORTANT FOR REO AGENTS?
	BO (cont):  We had a unique opportunity to partner with BK Hub and rethink a process in the bankruptcy space. The result was BridgeScore, a product that takes the data elements BK was already collecting and puts them to work in a more meaningful way. BridgeScore uses that data to identify breaks or bottlenecks in the process and help move files forward more efficiently. When you’re dealing with assets, there are so many variables that can quickly become costly. By using the data more effectively, we’ve been able to significantly reduce bankruptcy timelines and bring them down to much more manageable, workable averages and get those properties to a resolution.
	BO: Being responsive is extraordinarily important. One thing I’ve shared in the past is to learn how to change a lock!  As simple as that sounds, and I’m not a mechanical guy, it’s a separating factor.  It comes down to how responsive you are to your client. When a client calls needing a lock change and you can say, “Sure, I can take care of that right away,” you’ve just made their life a whole lot easier—and put yourself on their good list!  I’m simplifying it to a lock change, because that is something that happens a lot.  It might be a securitization or something more cumbersome, so make sure you have a team that you trust. It doesn’t have to be someone on your staff. It could be a local contractor or handyman you know you can count on to be responsive. You rely on them the same way your clients rely on you. At the end of the day, it’s all about turn times and getting answers and updates back as quickly as possible.

	WHAT CHALLENGES ARE YOUR CLIENTS TALKING ABOUT NOW THAT WEREN’T  ON THE RADAR 2 YEARS AGO?
	BO: Consolidation. Everyone seems to be moving toward a national platform. For example, it has become increasingly difficult for law firms to survive in just one or two states. We’re seeing similar changes within our industry, with people and companies seemingly disappearing. The default markets haven’t developed as projected, and many experienced professionals are moving on to other opportunities. As more of that knowledge leaves the industry, it creates a deficit for when volumes eventually do increase.  We want to be well-positioned for when that happens—and we believe it will. Right now, our core focus is bankruptcy. It’s a newer area of focus for us, and it’s generating a lot of interest and activity.
	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.
	PRTNR Magazine | 7



	COFFEE WITH CLIENTS
	FROM WHERE YOU SIT TODAY, WHERE ARE YOU ACTUALLY SEEING DISTRESSED INVENTORY COMING FROM?
	WHAT HAS SURPRISED YOU MOST ABOUT TRANSITIONING FROM THE INSTITUTIONAL SIDE OF REO TO PRIVATE LENDING, AND WHAT HAS BEEN DIFFERENT THAN YOU EXPECTED?
	DB:  As you know, we work with a different clientele. We’re seeing loans originated two to three years ago, primarily construction-to-permanent and bridge loans, where the borrower’s exit strategy has stalled. Construction delays, rising labor and material costs, higher insurance premiums, and changing short-term rental regulations have disrupted many investors’ plans. Some projects were already halfway or three-quarters complete when the economics no longer made sense. In many cases, the properties themselves are still good assets, but the original business model is no longer viable.
	Other borrowers manage to finish their projects but can’t refinance or come up with the balloon payment when the loan matures.
	We explore loss mitigation and other options first, but sometimes a deed in lieu, short sale, or foreclosure becomes necessary.
	To get back to your original question, we’re seeing most of this activity in larger metropolitan areas such as Chicago, New York, Dallas, Florida, and Atlanta, where investor activity has been concentrated.
	DB:  On the institutional REO side, the roadmap is already in place. It has been there for a long time. Everyone knows the process, how assets move through the system, and what steps to take throughout foreclosure. With a private lender, it’s a different ballgame. Every asset is looked at as it’s own economic engine, so there’s no cookie-cutter approach. One day, I might be working on a single-family home we inherited through a portfolio acquisition, and the next, I could be working through a 77-unit apartment building.
	The rules around how we can dispose of these assets are also very different. With a private lender, we can start the foreclosure process once a loan is 30 days delinquent. On the institutional side, you’re dealing with RESPA and a whole set of other guidelines that have to be followed. State-specific requirements still apply, of course, but we can often get the process moving much sooner, get ahead of the curve, and, in theory, bring those assets to market more quickly than the institutional REO side.
	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.
	PRTNR Magazine | 9
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	Built on Trust. Driven by Results.
	Stratwell’s award-winning team combines 18+ years of 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.
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	SHORT SALES
	FIVE THINGS EVERY REAL ESTATE AGENT SHOULD KNOW
	BY SHARON BARTLETT
	Short sales require more than finding a buyer and negotiating a price. Preparation, realistic expectations, attention to detail and a clear understanding of the agent’s role can make the difference between a transaction that moves forward and one that falls
	Short sales can offer homeowners a path forward when financial hardship and negative equity make a traditional sale difficult. For real estate agents, they can also present an opportunity to provide meaningful service during a challenging time. But short sales are not simply traditional transactions with an extra approval step. They involve additional decision-makers, documentation, deadlines and potential risks that agents must understand. Whether you are experienced in distressed real estate or considering your first short sale, keep these five principles in mind.apart.


	1. MAKE SURE A SHORT SALE IS THE RIGHT SOLUTION
	A homeowner who is behind on mortgage payments does not automatically qualify for a short sale. Nor does owing more than the property is worth guarantee lender approval.
	Before recommending this route, evaluate the homeowner’s circumstances, the property’s realistic market value, the total debt secured by the property and the time available before any scheduled foreclosure sale. A viable short sale generally involves a documented hardship, negative net equity, sufficient time to complete the process, and a seller who is willing and able to cooperate.
	Just as importantly, consider the alternatives. A homeowner with equity may be better served by a traditional sale, while someone experiencing temporary financial difficulties may have other options through the mortgage servicer. Agents should help homeowners understand their real estate options and encourage them to consult their servicer, a HUD-approved housing counselor or qualified legal and tax professionals when appropriate.
	The takeaway: Diagnose the situation before recommending the solution. A short sale
	should be an informed choice, not an automatic response to financial distress.

	2. DO YOUR HOMEWORK BEFORE LISTING—AND BUILD A COMPLETE PACKAGE
	Short-sale transactions are often slowed by information that is missing, inconsistent or discovered too late. Before moving forward, identify every mortgage, lien, judgment, delinquent tax obligation and other encumbrance that could affect the transaction.
	Next, establish a credible picture of the property’s market value and condition. A well-supported comparative market analysis, relevant comparable sales, accurate property information, photographs and repair estimates can help substantiate the proposed price and support a response if the lender’s valuation appears inaccurate.
	The seller’s financial documents matter, too. Required forms, hardship documentation, income information, bank statements and other supporting materials must be complete and consistent with the information submitted. Obtain the appropriate authorization before communicating with the servicer, and confirm its current submission requirements.
	The takeaway: A complete, accurate and well-supported file helps decision-makers
	evaluate the transaction and reduces avoidable delays.


	3. UNDERSTAND WHO MUST APPROVE THE SALE—AND NEVER PROMISE AN OUTCOME
	The mortgage servicer is often the primary point of contact, but it may not have unlimited authority to approve every term. Requirements can differ depending on whether the loan is conventional, FHA-insured, VA-guaranteed, USDA-related or held by a private investor. Mortgage insurers and junior lienholders may also have a role.
	An offer accepted by the seller is not the same as an approved short sale. The proposed price, net proceeds, allowable closing costs, buyer financing, lien releases and other terms must satisfy the applicable requirements. Even the highest offer may not be the one that best meets the decision-maker’s criteria.
	Agents should communicate clearly with the seller and buyer about the uncertainty involved. Avoid guaranteeing approval, a specific closing date, a particular credit outcome or forgiveness of the remaining debt. If the process stalls, identify the outstanding requirement, document communications and use the servicer’s established escalation procedures.
	The takeaway: Manage the process, but do not promise decisions that belong to the
	lender, investor or other approval parties.

	4. TREAT THE APPROVAL LETTER AS A CRITICAL TRANSACTION DOCUMENT
	Receiving an approval letter is a major milestone, but it is not the time to relax. The letter establishes the conditions under which the sale may proceed, and those conditions must be understood and followed.
	Pay close attention to the approved sale price, permitted closing costs, required lien releases, seller contribution or promissory-note requirements, and any other conditions. Confirm the approval’s expiration date and required closing date. If the transaction cannot close on time, request an extension through the appropriate process and obtain written confirmation rather than assuming an extension has been granted.
	The closing statement must also align with the approval. An unapproved payment, changed fee or unresolved lien can jeopardize the transaction. Coordinate closely with the title or closing professional, verify that all required approvals are in place, and confirm final lender requirements before closing.
	The takeaway: An approval letter is not merely permission to close. It is a set of
	conditions that must be satisfied.

	The seller’s financial documents matter, too. Required forms, hardship documentation, income information, bank statements and other supporting materials must be complete and consistent with the information submitted. Obtain the appropriate authorization before communicating with the servicer, and confirm its current submission requirements.
	The takeaway: A complete, accurate and well-supported file helps decision-makers
	evaluate the transaction and reduces avoidable delays.

	5. Protect Your Client by Knowing Where Your Role Ends
	Short sales involve sensitive financial information and potentially significant legal, tax and financial consequences. Agents have a responsibility to handle these transactions honestly, protect confidential information and recognize red flags.
	Never advise a homeowner to hide assets, misrepresent income, exaggerate hardship or participate in an undisclosed arrangement. Use secure methods to transmit financial documents, follow applicable licensing and brokerage requirements, and ensure marketing and outreach are truthful and compliant with Fair Housing and consumer-protection obligations.
	Equally important, know when to refer questions to qualified professionals. Whether the concern involves deficiency liability, canceled-debt tax consequences, bankruptcy, title complications or the interpretation of approval language, an agent should not substitute personal judgment for legal or tax advice.
	The takeaway: Professionalism includes knowing what you can explain, what you must
	verify and when your client needs another qualified expert.

	THE BOTTOM LINE
	Short sales reward patience, preparation, communication and attention to detail. Agents who understand the process, set realistic expectations, maintain complete documentation and carefully manage approval and closing requirements are better equipped to guide homeowners through a difficult transition. A successful short sale is more than getting an offer accepted. It is about helping the client make an informed decision, protecting the client’s interests and managing the transaction responsibly from the first conversation through closing.
	Educational note: Short-sale requirements and outcomes vary by loan program, servicer, investor and jurisdiction. Agents should verify current requirements and refer clients to qualified professionals for legal, tax, credit or mortgage-servicing advice.
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	The Partnership
	THAT CHECKS ALL THE BOXES
	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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	US REO Partners and its members have supported our communities in various ways over the past fifteen years.
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	JACKSONVILLE, FLORIDA


	DAYNA GRIMMETT
	Live Florida Realty
	(863) 766-1187
	dayna@liveﬂrealty.com
	LAKELAND, FLORIDA


	JESSICA GRAHAM
	ERA Grizzard Real Estate
	(352) 504-7772
	jessicagraham@eragrizzard.com
	LEESBURG, FLORIDA


	BROKER MEMBERS
	ADRIANA MONTES
	Florida Dreams Realty Group
	(321) 689-6258
	adriana@ﬂoridadreamsrealty.com
	MIAMI, FLORIDA


	EDDIE BLANCO
	USREOP Regional Representative
	Stratwell
	(305) 684-8733
	eddie@stratwellrealestate.com
	MIAMI LAKES, FLORIDA


	EVELSI CONQUETH
	Assurance Florida Realty
	(954) 543-3810
	evelsi@evelsiconqueth.com
	MIRAMAR, FLORIDA


	JOSEPH DOHER
	Berkshire Hathaway HomeServices
	Results Realty
	(407) 325-8163
	broker@joedoher.com
	ORLANDO, FLORIDA


	DAVID PETKOVSEK
	CENTURY 21 Realty Exchange
	(386) 627-3182
	dave@realtyexchangeﬂ.com
	PALM COAST, FLORIDA


	BROKER MEMBERS
	PETER CHICOURIS
	Equity Realty Suncoast
	(727) 410-7064
	pgc@equityrealtyinc.com
	ST PETERSBURG, FLORIDA


	STEVEN MODICA
	USREOP BOD, Vice President
	Real Estate Home Sales
	(954) 270-7770
	steve@realestatehomesales.com
	SUNRISE, FLORIDA


	TOM AND DANIELLE
	GALVIN
	USREOP Regional Representative
	1st Choice Real Estate
	(850) 933-5094 1stchoice.danielle@gmail.com
	TALLAHASSEE, FLORIDA


	BRETT MATTHEWS
	I Deal Real Estate, Inc
	(954) 605-3325
	brettmatthewspa@gmail.com
	WESTON, FLORIDA


	APRIL LLOYD
	EXP Realty
	(404) 414-1629
	april30317@gmail.com
	ATLANTA, GEORGIA


	BROKER MEMBERS
	JACQUELINE (JAY)
	GOULDBOURNE
	Gould Global Real Estate Co.
	(770) 778-6562
	jacqueline@thegouldglobal.com
	LAWRENCEVILLE, GEORGIA


	JOHN SHERWOOD
	Worthmoore Realty
	(404) 718-0056
	jsherwood@worthmoorerealty.com
	MARIETTA, GEORGIA


	TAMIKA MUTCHERSON
	Cornerstone Realty Co. LLC
	(912) 704-7000
	tamika.yournewhomespecialist@yahoo.com
	SAVANNAH, GEORGIA


	NIKKI CROWDER
	Solutions First Realty
	(678) 508-3878
	nikki@solutionsﬁrstrealty.com
	SNELLVILLE, GEORGIA


	KIRBY PEARSON
	Pearson Realty Group
	(312) 805-0005
	kirby@pearsonrealtygroup.com
	CHICAGO, ILLINOIS


	BROKER MEMBERS
	GASPAR FLORES
	Su Familia Real Estate Inc
	(312) 656-6301
	gﬂores.sfr@gmail.com
	CHICAGO, ILLINOIS


	TAMMY ENGEL
	ReMax Classic
	(815) 482-3726
	tammy@eshometeam.com
	GENOA, ILLINOIS


	PATTI FURMAN
	Coldwell Banker
	(312) 545-6375
	patti@pattifurman.com
	GLENVIEW, ILLINOIS


	IVICA OTIS LAZICH
	Capital Investment Realty Group
	(708) 692-7283
	lazich2@yahoo.com
	LYONS, ILLINOIS


	GEORGE & JULIE GREEN
	Green Team Real Estate Services
	(502) 439-7596
	george@greenteamres.com
	LOUISVILLE, KENTUCKY


	BROKER MEMBERS
	ANTOINE JOHNSON
	Powerhouse Realty, LLC
	(301) 512-8088
	mdbporeo@gmail.com
	BALTIMORE, MARYLAND


	ED KOWALSKI
	EXP Realty, LLC
	(443) 619-2238
	edwardjkowalski2@gmail.com
	FULTON, MARYLAND


	ANTHONY DOZIER
	All Homes Realty, LLC
	(301) 440-7226
	realtordozier@gmail.com
	LANHAM, MARYLAND


	MELANIE GAMBLE
	USREOP Regional Representative
	212 Degrees Realty, LLC
	(301) 343-8538
	melanie.gamble@212degreesrealtyllc.com
	UPPER MARLBORO, MARYLAND


	MICHAEL BALSITIS
	Bellabay Realty LLC
	(616) 813-5522
	mike@bellabayrealty.com
	CALEDONIA, MICHIGAN


	BROKER MEMBERS
	SAM HANTOSH
	RE/MAX Team 2000
	(313) 283-2228
	sam.hantosh@gmail.com
	CANTON, MICHIGAN



	SHERRI SAAD
	RE/MAX Leading Edge
	(313) 598-5322
	sherri.saad@comcast.net
	DEARBORN HEIGHTS, MICHIGAN


	ALBERT HAKIM
	City Real Estate Group
	(586) 495-0010
	albert@alwayssold.com
	HARPER WOODS, MICHIGAN


	ANTHONY RAFFIN
	RE/MAX First
	(586) 634-4761
	tony@raﬃnteam.com
	ST CLAIR SHORES, MICHIGAN


	SCOTT RODMAN
	Realty Executives Top Results
	(612) 229-7268
	scott@rodmanhomes.com
	BLAINE, MINNESOTA


	BROKER MEMBERS
	PAMELA BUTLER
	P.A.M. REALTY LLC
	(404) 454-6767
	pamrealtyoxford@gmail.com
	OXFORD, MISSISSIPPI


	MICHAEL ZOUGLAS
	REO Xpress
	(314) 398-7778
	mazouglas@gmail.com
	ST LOUIS, MISSOURI


	CATHY DAVIS
	Mid America Property Partners
	(314) 413-5279
	cdavis@mappreo.com
	ST PETERS, MISSOURI


	MICHELLE SYBERG
	Mid America Property Partners
	(314) 503-6093
	msyberg@mappreo.com
	ST PETERS, MISSOURI


	BRANDY WHITE ELK
	Innovative Real Estate Strategies
	(702) 858-4211
	brandy@iresvegas.com
	LAS VEGAS, NEVADA


	BROKER MEMBERS
	JULIA FENG
	Evernest Realty
	(702) 588-1080
	julia.evernestrealty@gmail.com
	LAS VEGAS, NEVADA


	SHELLY BRYANT
	SBR Realty LLC
	(609) 685-4569
	sbryant@sbrrealtypros.com
	EWING, NEW JERSEY


	FELICIA HANKERSON
	Real Broker, LLC
	(973) 868-8076
	centraljerseyreoagent@gmail.com
	FAIRFIELD, NEW JERSEY


	BILL FLAGG
	ERA Queen City Realty
	(908) 377-7700
	bill@billﬂagg.com
	SCOTCH PLAINS,
	NEW JERSEY


	NICHOLAS VERDI
	Keystone Reaty Group
	(973) 769-1009
	nickreo@aol.com
	WEST ORANGE, NEW JERSEY


	BROKER MEMBERS
	TOM MARCO
	Tom Marco Real Estate
	(917) 282-9737
	tommarco@optonline.net
	BROOKLYN, NEW YORK


	DEBORAH BACCHUS
	My Dream Home Realty Inc.
	(347) 386-5868
	deborah@mydhrny.com
	FREEPORT, NEW YORK


	DAMIEN COLEMAN
	DAC Properties Corp
	(516) 528-1531
	dacproperties@aol.com
	GARDEN CITY, NEW YORK


	TODD YOVINO
	USREOP Regional Representative
	Island Advantage Realty
	(516) 819-7800
	todd@iarny.com
	HAUPPAUGE, NEW YORK


	LEE RAPHAEL
	River Realty Services, Inc.
	(914) 474-8146
	lraphael@riverrealty.com
	NEW WINDSOR, NEW YORK


	BROKER MEMBERS
	CARY MINDEN
	CJM Realty, LLC
	(360) 606-1578
	cary@cjmrealty.com
	PORTLAND, OREGON


	MARK REBERT
	Berkshire Hathaway HomeServices Homesale Realty
	(717) 742-0778
	mark@lancohomesale.com
	LANCASTER, PENNSYLVANIA


	MITCHELL COHEN
	Premier Real Estate, Inc.
	(215) 837-3990
	mitchellc@premierreo.net
	PHILADELPHIA, PENNSYLVANIA


	LIBBY SOSINSKI
	Keller Williams Realty
	(412) 722-8344
	libberated@aol.com
	PITTSBURGH, PENNSYLVANIA


	MIGUEL ORTIZ
	Universal Properties RE LLC
	(787) 244-1999
	miguel@universalpropertiespr.com
	HATILLO, PUERTO RICO


	BROKER MEMBERS
	CAROL MALAGA
	Piramide Real Estate Brokers
	(787) 672-1662
	windy@piramide.com
	SAN JUAN, PUERTO RICO


	RITA SEDA-RIVERA
	RSR Realty
	(787) 396-2675
	ritaseda@ritaseda.com
	TOA ALTA, PUERTO RICO


	GREGORY COUPE
	Long Realty Inc.
	(401) 447-7048
	greg@longrealtyinc.com
	CHEPACHET, RHODE ISLAND


	LEANN D'ETTORE
	Homistic Real Estate, Inc.
	(401) 641-2014
	reo_properties@yahoo.com
	CRANSTON, RHODE ISLAND


	AMANDA BELL
	At Home Realty
	(615) 406-9988
	amandabell@realtracs.com
	ASHLAND CITY, TENNESSEE


	BROKER MEMBERS
	JUAN BROOKS
	Process Realty Services, LLC
	(901) 864-4145
	jbrooks30@comcast.net
	MEMPHIS, TENNESSEE


	PAMELA BOOKOUT
	Coldwell Banker Realty
	(817) 821-1912
	pam.bookout@cbdfw.com
	FORT WORTH, TEXAS


	MELISSA FLORES
	Central Metro Realty
	(210) 557-2926
	melissa.reos@gmail.com
	HELOTES, TEXAS


	MONICA VACA
	PRG REALTORS
	(281) 831-4935
	monica@thregroup.com
	HOUSTON, TEXAS


	DEREK MONTES
	Montes & Associates Realty
	(832) 434-4509
	derekmontesrealestate@gmail.com
	HOUSTON, TEXAS


	BROKER MEMBERS
	RAY KING
	Inﬁnity Realty Group of Texas
	(214) 418-6845
	irg.rayking@gmail.com
	MESQUITE, TEXAS


	MICHAEL SEETO
	Seeto Realty
	(214) 228-2281
	dfwnewhomes@gmail.com
	PLANO, TEXAS


	SCOTT LARSEN
	USREOP BOD, Treasurer
	Revolution Realty & Management
	(801) 698-2788
	stlarsen21@gmail.com
	OGDEN, UTAH


	PHIL CHERNITZER
	REO Real Estate
	(703) 244-2733
	realhome@rcn.com
	ANNANDALE, VIRGINIA


	JOY LIGGAN
	Virginia Capital Realty
	(804) 393-6968
	vacapreo@virginiacapitalrealty.com
	RICHMOND, VIRGINIA

	BROKER MEMBERS

	KEVIN PALL
	Brooke Madison and Associates
	(757) 344-7338
	kevinpall22@gmail.com
	SUFFOLK, VIRGINIA


	MAGGIE FRANCO
	LPT Realty LLC
	(206) 261-2838
	maggie@hellickson.com
	KENT, WASHINGTON


	AUSTIN HELLICKSON
	LPT Realty LLC
	(206) 940-0942
	austin@hellickson.com
	PUYALLUP, WASHINGTON


	ED LAINE
	USREOP Lead Regional Rep.
	eXp Realty, LLC
	(206) 229-5515
	ed.laine@exprealty.com
	SEATTLE, WASHINGTON


	JAMES CLIFFORD
	Washington Realty Group
	(253) 732-9400
	jimcliﬀord@wrgpra.com
	SUMNER, WASHINGTON


	BROKER MEMBERS
	JARYD RUFFNER
	eXp Realty
	(253) 686-6356
	jarydruﬀner@gmail.com
	TACOMA, WASHINGTON


	JAMES HARRIS
	Vylla Home
	(262) 309-7803
	reo.wisconsin@gmail.com
	MILWAUKEE, WISCONSIN


	LAW FIRM MEMBERS
	EARL WALLACE
	USREOP BOD, Corp. Secretary
	IRVINE, CALIFORNIA
	Wallace, Richardson,
	Sontag & Le, LLP

	TYLER GOLD
	Tyler A. Gold, P.A.
	(954) 684-8675
	tyler@tylergold.com
	(949) 690-1933
	ewallace@wallacelaw.com
	AVENTURA, FLORIDA


	PROPERTY PRESERVATION MEMBERS
	ROBERT EVANGELISTA
	Certiﬁed Management & Maintenance Corp
	BROOKLYN, NEW YORK


	EXECUTIVE DIRECTOR OF OPERATIONS
	SHARON BARTLETT
	US REO Partners
	MCKINNEY, TEXAS


	CONNECT WITH US
	PARTNERSHIP. It’s at the center of everything we do.
	CORPORATE OFFICE
	4980North PineIslandRd.
	Sunrise, FL 33351

	FOLLOW US ONLINE
	TOLL FREE
	1-855-4-US-REOP
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	www.usreop.com



