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Make sure to Save the Date 9/22/19! 
Here’s what you missed last year:

Sept. 17, 2018 – Sports legend Randy White brought his star power to US REO Partners annual charity dinner and auction 
benefiting St. Jude Children’s Research Hospital®. More than $70,000 was raised during the event, which was held at Eddie 
V’s in Dallas to coincide with the 2018 Five Star Conference and Expo.

Giving through charitable donations has been a cornerstone of US REO Partners since the organization’s founding in 2010. 
Funds raised through this dinner and auction event help ensure that no family ever receives a bill from St. Jude for treatment, 
travel, housing or food — because all a family should worry about is helping their child live.

“St. Jude Children’s Research Hospital was honored to be chosen as the beneficiary of the US REO Partners Dinner this year 
and we are so thankful for their support,” said Amy Weidner, Senior Development Director – Dallas/Fort Worth Region of 
ALSAC, the fundraising and awareness organization for St. Jude Children’s Research Hospital. “Because of fundraising events 
like this, St. Jude is able to continue leading the way the world understands, treats and defeats childhood cancer and other life 
threatening diseases.”

See You There!
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I was recently asked about the strength of real estate investment market in Southern CA, especially vis-à-vis to the Chinese 
investors.  My response was that the marquee purchases of previous years have disappeared since 2017.  This coincides with 
the 80% drop in Chinese Foreign Direct Investment (FDI) from the height in 2016 of $46 billion, $29 billion in 2017 to just $5 
billion in 2018. The dramatic drop is in the real estate and hospitality sector.  The Chinese government has tightened foreign 
liquidity in that former allowances of taking $50,000 USD per person, per year, is no longer permitted.  All the high flying and 
highly leveraged investors like HNA, Anbang, and Wanda have disappeared from the US market.  These companies have even 
been pushed by the Chinese government to divest most of their previously acquired assets in country as well as overseas.

It’s important to note that Chinese capital has not totally pulled back.  At the height of the EB-5 program, where one prospective 
immigrant family can invest $500,000 in a project in a targeted economic area, or $1,000,000, in a non-targeted area producing 
10 local jobs, 80% of the annual 10,000 quota is comprised of China-born investors.  The U.S. government requires that this 
money has to be “at risk” for a certain period with a certified Regional Center, usually a 5-year period.  Due to the immigration 
backlog, Chinese EB-5 investors have to wait 10-12 years before they can receive a provisional green card.  Many have left their 
funds in the Regional Center fund to recycle for a second time.  Since 2018, real estate development projects that have permits 
ready to issue have been financed with “recycled” EB-5 funds.

Chinese real estate developers who have stashed funds outside of China, and who have not raised bond debentures inside of 
China, are still buying in local markets that they know well.  They are looking for residential infill projects to build for resale, not 
to build and hold.  Most prefer projects with permits ready to issue or with the final map approved.

There is a large faceless contingent of Chinese buyers living in neighborhoods with good high school ratings, community 
colleges, and universities who purchase homes for their children enrolled in local schools or who are attending college nearby.  
Chinese students represent about 30% of all foreign students in the U.S. and as of July 2018, there are a little over 340,000 of 
them.  This number does not include approximately 35,000 students enrolled in high school.

With the foreign currency control, the trade war, the Chinese government travel and student advisory, and the current 
Administration exclusion advisory against Chinese nationals in the high tech industry, we are seeing a substantial slowdown in 
the $1,000,000+ home sales in the San Gabriel Valley of Los Angeles County, as well as cities where the market was red hot 
with Chinese buyers like Arcadia, Rowland Heights, Walnut, for example…during the 2012-2016 period.

Shawn Luong - Spectrum Realty Solutions
626-974-8077 / reoagent@shawnluong.com
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Spotlighting our...

Members

Robert Hoobler, US REO Partners Charter member, recently threw his hat into the ring to run for Lower 
Allen Township commissioner because he strongly feels that the “only way to make a change is to 
get involved” and we could not agree more! US REO Partners members know that giving back to 
the community is a critical component of continued success.  Bob is a member of US REO Partners 
leadership team and is the Northeastern Regional Manager.   He has also assisted many of our members 
in the preparation of their HUD packages.   Thank you, Bob, for your many significant contributions to 
our organization and to our country.

Bob Hoobler - Re/Max 1st Advantage
(717) 920-6400 / bob@teamreo.com

Spotlighting Bob Hoobler



I loathe real estate agents! And I am sure that there are some 
of you who may be insulted by that (and many who agree with 
me). But I had such a dislike for “them” thirty years ago, that 
I became a Broker myself. Not because I wanted to do what 
they were doing, but I wanted to do it differently and provide 
something better for my clients. If I was correct, I knew I would 
make a successful career. It’s a personal challenge to work 
within this large group that many times is going in the wrong 
direction; and try to create a niche that would be profitable. 
There is a reason why we hear “agents are a dime a dozen and 
not worth a cent”. So, what does it take to be that “specialist” 
who then becomes the go to person when clients need help?

An agent is an amalgamation of many things. Unfortunately, that 
may also the problem. To the consumer, they are a sales person, 
just above or below car sales, waiting to get that commission 
on the sale no matter what. The REO agent has received a 
misnomer in the past decade as someone that prices low for 
quick sale. These types work for those clients that want to 
dump properties and just want anybody to “monitor” a sale. To 
the Client, the agent is supposed to be the protector, advisor 
and confidant. (There were some Servicers/Sellers in the old 
days like today that don’t use agents, and some tried using 
field service personnel or their loan officers with a “list” of REO 
properties, but the decline of the property and poor return 
did not maximize recovery).  An REO Specialist is someone 
experienced to handle just about any issue involved in the 
industry, not just being a Listing Agent. Being just a “Listing 
Agent” is far from being a fiduciary or being competent to 
handle every aspect involved in taking a shell of a home and 

renovating it to maximizing top dollar, while navigating any 
HOA, Code and Local jurisdiction requirements (along with 
squatters, vandals and safety issues). But not everyone is on 
the same level playing field (nor does everyone what to learn to 
excel) and there is a great difference between a salesperson/
listing agent and a true REO specialist. That difference could 
cost the client thousands of dollars if the wrong “specialist” is 
hired. How are we able to find that perfect REO Specialist and 
do they exist anymore?

I experienced “specialists” as an asset manager in late 1980s 
when an agent brought his broker (who happened to have 
the title of incoming local Board President) into my office to 
“explain” to me why I should accept an offer. The offer didn’t 
make any sense, that I could see, except that they were getting 
both sides of the commission in the transaction and I knew that 
with a little more time and effort, we could do better. But I was 
told that “the first offer may be the best” and of course these 
agents were taught that Banks just want to get rid of assets 
quickly. Being a Licensee myself, I knew the way agents were 
trained back then (and still are), and all of the marketing myths, 
but I was able to decipher which ones to stay clear of. Agents 
were licensed as a Sales position and only a few decades ago 
was the idea of agency, especially Buyer agency, brought into 
focus. But even today there are agents that don’t understand, 
or worse don’t care, about agency (or fiduciary) and still focused 
centric on commission. But Brokerage is a business that you 
work at and don’t get paid until a sale is made. Unfortunately, 
“short termers” don’t understand how long-term business 
works, what it really means to be a “specialist”, and why 
someone should call them over their competitor. In the days 
before web pages and email, our largest files were circular; 
trash cans full of marketing material from agents claiming to be 
the best, glossy head shot photos and lists of memberships, 
etc. Unfortunately, one of those was from that broker above 
that came into my office to “discuss” their offer. While I never 
had to dodge agents in the bar or worse, the restroom stall, I 
had perspective on what asset managers had to deal with. You 
can’t believe everything you read, and the quality of the agent 
is not relative to the quality of the baked goods they send you. 
The key to finding the perfect “specialist” is finding someone 
with integrity. We found it better to hire someone who has 
integrity and train them in the business than finding someone 
who knows the business and lacks integrity. The best agents 
came from referrals from those in the industry that followed 
the integrity rule, expanded their industry knowledge and had 
a general “do the right thing” work ethic.

There are plenty of licensees who understand what is needed 
to run a successful “servicing” Brokerage business and make a 
good living at it, but times have changed. Decades ago, there 
were only a handful of REO “specialist” that handled much of 
the business (inventory over 100 properties each Specialist 
handled efficiently, with their own team of contractors and 
assistants. These men and woman sharpened their skills 
and knowledge based on what their local laws and market 
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dictated. Their clients trusted them and held meetings yearly 
to go over updates and further educate them on specific goals 
and processes. There was more efficiency back then. Most 
other Realtors knew who handled the REO and that if they 
wanted to work with the banks, someone had to really mess 
up or die. And we’ve had our share of great Brokers pass 
away dedicated to doing what they love doing. But the retail 
brokers also understood that these REO specialists knew how 
to get things done and where to bring their Buyers for smooth 
transactions. So, there was cooperation and comradery 
among the REO brokers and the selling brokers. Today we 
find many agents (both listing and selling side) who cannot 
follow directions or even fill in the blanks of a contract (which 
seems to be a hot discussion each month on some client calls).

Prior to 2007, most of the Realtors did not want to put in the 
extra work required for REO and were happy to do retail / 
general Brokerage. REO Brokers were still a rare breed that 
were willing to do more. The liability and legal knowledge they 
needed to obtain; the psychology they needed to develop not 
only in dealing with the violent squatters and neighborhood 
vandals but the people down on their luck who have no one 
else to vent or talk with than the REO Broker. The unique 
marketing skills needed to make a piece of crap appeal to a 
wider pool of buyers by providing vision of what they can’t see 
or knowing who their end user is, is worth more than someone 
who puts a ‘foreclosure” sign on a post and welcomes all 
offers. Witnessing the dark side of the industry including not 
only the dirt and filth of some of these properties but also 
sometimes death of people or animals in or around them 
makes you wonder why anyone would want to be an REO 
Specialist. But the true REO specialists know there is always 
potential to learn (no one knows everything in a dynamic 
industry) and grow (REO and maximizing returns never goes 
away and every property is different).

Then when the most recent REO cycle hit and no one was 
buying retail homes, the number of agents wanting to get into 
business exploded, as did inventory and, like other economic 
opportunity, there was an explosion of “specialist” courses 
and “carrot on a stick” businesses and events. While there 
were some worthwhile events and training courses, most 
of them failed to bring the quality of the Broker to the level 
needed. In part because even providing top level training, if 
the agent themselves are not committed or willing to apply 
what they learn for the sake of developing themselves and 
their business, training is lost, and that certification becomes 
spoiled. The other part was the training courses, unless 
specifically geared toward a client process or issue in a local 
or regional area, become generalized and not able to teach 
what is really needed to know. They became looked at as 
worthless designations and profit centers instead of what 
the industry really needed. We had been overrun by agents 
with designations who couldn’t perform as what the client 
(and communities) need. Instead of analyzing information and 
creating marketing plans, they thought sticking a “foreclosure” 

sign in a yard and window got them the ability to maximize 
recovery.  And with the increased inventory, came incomplete 
disposition plans or blanket policies (or none except “dumping 
– chasing a declining market”), decreased duties for agents, 
and decreased fees. Because agents were not trained and paid 
for what they needed to do, they (unfortunately) cut corners 
and efficiencies and results suffered. Brokers were taught to 
save money by “outsourcing” certain duties, which included 
valuations being done by people in other Countries. The most 
important initial function of an REO Broker is valuation of the 
asset and they use unlicensed or inexperienced agents to 
calculate and complete that task. (Just last month one valuation 
company has finally expressed what is not acceptable from 
their vendors). Many of us have seen this on our listings by 
companies that use these people and we get a call from 
someone who is not even in the MLS who wants access. Then 
we get a call from the client on why their value differs from 
ours, and many of the clients know the issues but still have 
“agreements” with these third-party vendors even still today 
and need to take the time to document the reason for the 
exception. But that’s a separate discussion to be presented in 
Part III of this series.

Creating conflicts of interest and disposition plans to “save” 
costs didn’t help. We’ve seen the clients that told agents they 
were getting minimum listing commission, but the “goal” was 
for them to get the buyer side to make up for the low listing 
side. For anyone who understands how real estate works in 
the 21st century, not many agents get both sides with agency 
laws, technology and procuring cause, so they were “allowed” 
to be focused on getting the buyer side “at all cost” instead 
of focused on getting the property sold for highest amount. 
We’ve had clients restrict how far an agent should travel and 
reassigned a property from an REO agent in CT who was 15 
miles away to an inexperienced agent closer and watched as 
the property suffered in condition and upkeep until they had 
to reassign back to the original agent. (I know my distance 
limit and do not accept properties outside of that limit, except 
1 time when a long-time client needed help 1 ½ hour away. It 
wasn’t a large commission, but that experience brought me 
more knowledge and tools to use later as well as earning 
me my Housing Wire Award for what I did). We’ve seen non 
REO agents who are so called “luxury agents” list properties 
and never seen them but their “team handles it” including 
posting the lockbox code in the MLS. And many times, listing/
selling for less than the REO specialist’s value. Many of the 
changes in the past decade resulted in less quality and more 
requirements that clients required to try to “assure” things are 
done properly. Trying to save money by reducing the fees to 
the key person on the ground who is needed to efficiently 
and effectively maximize recovery created other issues with 
short cuts and does not make the process better.   Having 
to take photos of - a lockbox twice weekly, running water to 
show utilities are on or  having someone fraudulently lie and 
pretend to be a buyer calling you  ( even if State agency law 
requires you not to discuss certain things over the phone) are 
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all results of creating an industry of a poor quality “specialists” 
created by an industry focused on failed cost cutting measures 
and lack of integrity. Or the “specialists” being used that 
were willing to work for lower fees. (The weekly inspections 
and photos are standard for the REO Specialist for our own 
internal documentation, it’s the tasking and oversight that has 
increased). It also brought forefront the need for a revamped 
Broker Scorecard. While clients use these for different 
purposes, they are meant to track the Broker’s performance. 
Unfortunately, some use them in iron clad fashion to thin 
out their network. Others use them as a guideline, knowing 
that these scores are trying to calculate many facets of the 
business that are dynamic in nature and not necessarily tied 
to the Broker. Since REO today has many entities involved in a 
transaction, it’s not always possible to track where the missing 
link was in an individual transaction, but it’s scored against the 
broker. In the old days the Broker had more control and more 
involvement/responsibility thus would be responsible for 
these issues, not so anymore. So, exception reporting requires 
more staff to review these, if they are used as an absolute 
rating of the Broker. And the more unqualified (unexperienced 
in requirements of REO) vendors used, the greater need for 
oversight and exception reporting review.

I spoke in 2009 to a group of REO “experts” on what was 
going on in the industry and what was going to happen. (Not 
specific details, since no one could have predicted the future 
of regulations and the setbacks that occurred during that 
time.) I was trying to explain, just as in prior cycles, how NPLs 
worked, how the securitization of loans created challenges 
and where the flow of business would come from and how 
to set up departments/functions, but making sure they follow 
the guidelines of the clients.  Most of attendees wanted 
specifics of getting business immediately and didn’t want to 
learn anything more or wait. (Similar to many agents today). 
Some took in information to start planning to build out their 
operations to prepare for the revenue buckets. (There are 
many revenue buckets in our industry, but Brokers seem to 
only focus on one). Those buckets have been out there for the 
past few years and are still forming in the years to come. The 
agents who work like the REO specialists of decades ago (the 

blend- or Hybrid - of a retail agent with the added expertise/
knowledge of the REO industry) will be the ones that can get 
things done..

We have come around and as the dust settles, we see the 
results of what has been created in the industry and many of 
the clients have weeded out their networks of those poorly 
trained in the last decade or those that lost their integrity. 
They are not relying on “designations” as much and have 
brought back in-house training, webinars and conference 
calling. Unfortunately there are still some agents who don’t 
understand the business and don’t know how to follow 
directions, mute their phones, read instructions, etc. but we are 
seeing improvements by going back to what used to work and 
trusting some of the agents to create real marketing strategies, 
repair/as is analysis, etc. and many of the clients actually track 
each property to know what worked and what didn’t in order 
to maximize recovery going forward for each property and not 
have a blanket, one size fits all, strategy. While each strategy 
will always be different amongst the clients, having the right 
Broker makes the difference in any scenario and those 
professionals who have the integrity and can be trusted to 
have the knowledge and determination to get results without 
causing liability or loss to the clients, will continue to be the 
industry specialists, no matter what certification, awards, titles 
or baked goods are involved.  While Part II focused on agents, 
Part III of this series will focus on the remaining parties in the 
industry, third party contractors, outsourcers, field service, 
title and the Servicer client themselves.

Phil Chernitzer is a licensed Broker in Virginia, Maryland and 
North Carolina and has advised more than 200 clients in loss 
mitigation and disposition of REO both as a VP of an Asset 
Management company, RTC contractor and Real Estate Broker. 
He is a founding member and Director Emeritus of US REO 
Partners. Recognized by Housing Wire Magazine as winner of 
the Agent X Award for outstanding and Extraordinary service.

Phil Chernitzer - REO Real Estate 
703-244-2733 / realhome@rcn.com



I really can’t believe that I have 
been doing REO for thirty 
years. In 1989, I worked for 
a Broker who handed me 
three red books. They 
were banks in New 
York, Florida and Texas. 
He told me I needed to 
contact them in order to 
get REO business. Hard 
to believe but I had no 
idea what an REO was. 
So I started dialing for 
business. Got properties 
from Dime Savings Bank, 
Great Western, AmSouth, 
etc. Those were the days 
when you took photos, taped 
or stapled them to a blank piece 
of paper, typd your BPO. Nothing was 
high tech then. We turned on utilities, got 
the property trashed out, got repair bids (from 
local contractors). We were even allowed to pick the title 
company.

In 1992, I started Coldwell Banker Asset Management. There 
were only a couple of asset management companies back 
then. I knew that if they could do it, so could I. I assembled 
a management team and got back to dialing for national 
portfolios. We did very well for a number of years. I even got 
hired by Great Western, via phone interview, with Lyn Effinger. 
He said, “I like the way you talk and think.” We were doing FHA 
short sales, VA compromise sales, ordering BPO’s, appraisals, 
and managing and marketing REO.

In 2000, I was watching TV listening to ads for Banks. They 
went something like this: “Refinance your home consolidate 
your credit card debt, borrow 130% of value.”  I just sat back 
and laughed. I knew they were still going to use those credit 
cards. In 2005, I spoke with a friend on Wall Street and asked 
him what was in the pipeline. He said. “Dirk, there is nothing 
going on.”  Well, in 2006 didn’t the crap hit the fan! I had 
predicted it six years earlier.

What is going on today? We now have a lot of small Hedge 
Funds that are simply and sending emails to brokers asking 
for assistance. If you watch TV now, you are seeing “bring us 
your pay stub and we will lend you 50% of the price of your 
home.”  Sound familiar?

Today most of the companies are using many different platforms 
for us to do their BPO’s. Some are good and some are not so 

good. When you have been 
in this business as long as I 

have, if it doesn’t fall within 
their percentages,  they 
kick it back to you. Which 
at times is right, but a lot 
of the time it makes no 
sense.

When we received 
typed BPO’s and 

appraisals, I would review 
them and call the agent 

or appraiser to find out 
what they meant when using 

a comp that didn’t seem to fit.  
Right, I actually spoke with the 

agent to get their explanation. Isn’t that 
a novel idea! They are the experts in their 

area after all.. I would then perform a reconciliation 
of both values, and send my recommendation as to list and 
sales price to the Client.

My favorite thing was finding agents in the 90’s when all I had 
was the ERC book, Coldwell Banker book, C21 book and last 
the ReMax disc.

Probably my favorite story was receiving a property in Elfrida 
AZ. Could not find anyone. I went to the Atlas and found it 
was outside Tombstone. What to do? Then the light bulb went 
off. I called the Marshall’s office in Tombstone. The Deputy 
answered the phone “Marshall’s office” (I was waiting for him 
to say Wyatt speaking), and asked him if he knew any Realtors 
in Elfrida. He said, “you need to call Realtor Sam.” I got his 
number called asked for him and was told he was down to the 
donut shop. I got that number and found him there. He did a 
great job as we actually got a few more assets in that area and 
he received more business as a result.

I have been on both sides of the desk and understand the 
frustration on both sides. All we need to do is work together to 
get our jobs done. If anyone needs an agent anywhere in the 
country (especially if it is a border crossing, Indian reservation, 
National Forest) please feel free to call me.

Dirk Fuchs - Align Right Realty 
813-806-1940 / dfuchs@reoman.net
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Amanda Bell
At Home Realty 

Ashland, TN

Ranked #21 in The Thousand by 
the Wall Street Journal

2018 Platinum Sales Award from 
Robertson County Association 

of Realtors

2018 Top Individual Listing Agent 
and Diamond Elite Award from 

Greater Nashville Association of 
Realtors

US REO Partners Award Winners 
and Acknowledgments

Congratulations 
on your 

accomplishments!
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Roman Davydov
Exit Realty First Choice

Fresh Meadows, NY
Sapphire Award 2018

Excellence Award 2018 
#2 Highest Total Listings

Excellence Award 2018 
#2 Highest Gross Commission

Excellence Award 2018 
#3 Highest Closed Ends

Excellence Award 2018 
#2 Highest Closed Sales Volume

Lauretta Martin
TMG Properties 
Los Angeles, CA

Federal Political Coordinator 
for Congress and serve on Key 

Contact teams for California 
Assembly, California Senate, Los 

Angeles City Council

Federal Committee for California 
Association of Realtors and 

President’s Circle with National 
Association

Hilary Marks
Legacy Realty Partners

Chino, CA

First place closed units a year 
to date for the office

2nd place for the office 
Sales volume year to date 

$4,873,000
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Scott Newman
RNP Group

#4 for residential sales in the 
Chcagoland area

Nikki Crowder
Solutions First Realty

Atlanta Area
VRM Premier Vendor

Melanie Gamble
212 Degrees Realty, LLC

Maryland/DC Area
Award for 10 Best 

Real Estate Agents

Lisa Mullins
Berkshire Hathaway 

HomeServices - Anderson 
Properties - Tulsa, OK

Berkshire Hathaway Home 
Services Chairman’s Circle Gold 

Award for 2018

Libby Sosinski
Keller Williams Realty 

Pittsburgh, PA

Awarded #3 internationally for 
Keller Williams in transactions

Meredith Johnson
Realty Experts 
Seminole, FL

Promoted to managing broker 
of Realty Experts

Scott Walters
SAW Commission Cutters Realty 

& Prestige Homes 
North Tonawanda, NY

Top 100 Agent Award

Mike Novak Smith
Re/Max Results 

Moreno Valley, CA

2018 Circle of Legends 
Earned ten million 

($10,000,000.00) worth of 
commissions with RE/MAX

Congratulations to the US 
REO Partners members 

that qualified to be part of 
this year’s REAL Trends & 
Tom Ferry The Thousand, 
as advertised in The Wall 

Street Journal.

Top 250 Individuals 
by Transaction Sides

# 11 Sherri Saad

#20 Bob Moncavage

#27 Amanda Bell

#39 Raymond Megie

#53 Michael Samborn

#55 Libby 
SosinskiSouilliard

#208 Ranae Stewart



LRES Molly Merchant, 
Senior Director of REO 
Asset Management

 1. Tell us how you got to where you are. What is your 
  background?

I began my career with a trustee company, where I 
learned the REO business, and benefited from the 
knowledge and skill of the people around me. Starting 
as a receptionist in that company’s REO outsourcing 
department, I worked my way up to Senior Asset 
Manager which allowed me to really experience every 
aspect of the REO process.

After seven years with the trustee company, I 
transitioned to working directly for national mortgage 
companies, where I oversaw their REO divisions as well 
as some aspects of their loan origination processes. 
This provided me with extensive experience in 
successfully liquidating REO properties nationwide, and 
also allowed me to build my expertise in escrow, titles, 
appraisals, rate locks, and underwriting support.

Now with 25 years of REO management experience, 
I hold the position of Senior Director of the REO and 
HOA departments at LRES Corporation.

 2. Who is your ideal client?
LRES works with a variety of banks, credit unions, 
community banks, mortgage servicers, and investors.  
An ideal client for LRES Corporation would be one 
who is flexible and willing to consider their options 
throughout the marketing and disposition stages of the 
property lifecycle.  LRES is always looking at ways to 

earn our customer’s loyalty, so that they are willing to 
refer LRES’ services to other potential clients.

 3. What does LRES do better than most? 
As a national service provider of REO liquidation 
services to the real estate and finance industries, LRES 
differentiates itself by leveraging its experience and 
expertise in the industry.  

Established in 2001, LRES has experienced exceptional 
growth since its inception.  LRES has highly 
experienced and knowledgeable associates managing 
assets for LRES’ diverse group of clients. LRES also 
has a panel of agents nationwide that has continued 
to grow and build over the last 17 years. By leveraging 
our experienced and knowledgeable panel, LRES can 
effectively handle any type of property.

The team of REO experts at LRES is capable of 
developing custom marketing plans, as well as 
providing different options for clients to best liquidate 
their assets.  Keeping the client’s interests first, LRES 
aims to liquidate our clients’ real-estate-owned (REO) 
assets in the shortest amount of time, for the greatest 
return, with the least amount of interruption.

 4. How do you, as an asset management company, 
  track REO cycles?

a. Review Industry publications
b. Track Notice of Defaults
c. Talk to the agents about their market
d. Monitor the inventory by state and region
e. Networking
f. Receive alerts related to government changes in the 
 REO industry

 5. How will rising interest rates affect foreclosures and 
  REO inventory in 2019 and 2020?

We have not experienced an increase in foreclosure 
inventory in 2019. The market continues to be steady, 
and we do not expect an increase in REO activity 
through remainder of the year due to the options and 
programs being offered to homeowners to help avoid 
foreclosure.

Interest rates are expected to rise again in 2020, and 
so home buying activity is expected to slow as new 
buyers have a harder time qualifying for home loans.

 6. Where do you see the most need to add to your 
  vendor network right now? (types of vendors and 
  market areas)

LRES is always looking for property preservation 
vendors with an established network of licensed 
contractors experienced in preservation, repairs, 
and rehabilitation to add to its nationwide vendor 
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panel.  We also look for proven track records of timely 
and effective service, because it is imperative that 
the properties we handle are cleaned and ready for 
showing in time for their initial listing.

 7. Tell us of a time an agent in your network went above 
  and beyond, and absolutely knocked your socks off.

We recently received an REO assignment from a new 
client who informed us that the property was occupied 
by squatters.  They needed someone to meet the 
deputy at the property to help remove the squatters 
from the house, complete an emergency re-key, and 
secure the home.  The listing agent was contacted and 
responded immediately to our request.  The agent met 
the deputy and successfully coordinated the re-key, 
inspection, securing of the property, all in less than 
five hours.  The agent had re-arranged their schedule 
for the day and made our request a priority, which 
reflected positively on LRES and our vendors to the 
new customer.

 8.  What advice do you have for attorneys that want 
  your business?

We are looking for companies who want to be partners 
with LRES and provide the best customer service to 
our clients.

In reference to eviction services, we look for 
nationwide vendors who can offer experience and 
tactical litigation skills, focused on resolving aged 
inventory, consistent communication, and cost-effective 
representation.  Their offices must be up to date and in 
compliance with the individual state statutes.

In reference to attorneys who offer closing services, 
we look for nationwide vendors who offer competitive 
settlement pricing, constant communication on the 
progress of the closing, assistance with title curative, 
timely delivery of deeds and closing documents, and 
review of the closing statement for accuracy.

 9. What do you expect of your field service vendors?
a. Customer Information – Read assignment 
 instructions thoroughly and know your customers’ 
 needs
b. Time Management – Fulfill customers’ expectations 
 and requirements in a timely and effective manner
c. Communication – Be responsive and prompt, and 
 notify clients of progress and delays
d. Knowledge – Experience and skills

 10. What’s the best way for someone to register to be a 
  vendor in your network, and what is the best way to 
  keep in touch with you to stay top of mind?  

Vendors may contact LRES through our website at 
www.lres.com. All REO inquiries are then forwarded to 

the LRES asset management team. 

And now for some fun questions…

 1. What is your favorite karaoke song?  
My favorite song to hear other people sing is “My Girl” 
by the Temptations.

 2. What movie do you watch when you need a good 
  laugh?

a. Movie – Vegas Vacation
b. TV Show – I Love Lucy

 3. Would you rather meet your great grandchildren or 
  your great grandparents? 

Great Grandparents

 4. Where is your favorite vacation destination? 
Kona, Hawaii

 5. What 3 things would you pack if you were headed 
  to outer space?

Assuming I’m going to be provided with a safe and 
comfortable space suit, I would pack these three 
things:
a. Water
b. Food (chocolate)
c. My best friends (I’m not going alone) 

 6. What goes best with ice cream?
Hot Fudge and Whip Cream

 7. What would you be doing if you never heard the 
  words REO or real estate?

Sports Broadcasting

 8. Name one app on your phone that you use every day.
Google Maps

Molly Merchant - LRES
mmerchant@lrescorp.com



First Half 2019 Events
February 7-8, 2019
The IMN Conference in Fort Lauderdale last week was attended 
by more than 300 professionals involved in default servicing.   
Many new contacts were made following the sessions and 
while networking at the events.  The observations of most of 
the investors I spoke with is that the default activity definitely 
ticking up.  An article by DeAnn O’Donovan, CEO of AHP, is on 
our Facebook page and indicates the top twenty-seven cities 
where mortgages are underwater after the Great Recession.  
Ms. O’Donovan also spoke at the IMN conference session: 
“Best Practices in Managing the Sub-Servicer.”  Our USREOP 
luncheon was enjoyed by twenty members and clients at 
the Casablanca Restaurant, near the hotel.  This charming 
restaurant is located in what was the first single family residence 
in Ft. Lauderdale.  It was a highly enjoyable afternoon.

February 24-28, 2019
It was an exciting week exhibiting in Orlando, 
Florida, at the MBA Conference.   There were over 
1800 lenders, servicers, investors, and attorneys 
attending the conference at the Orlando Hyatt.  I 
met three clients there - all are investors who have 
rising inventories and want to meet to discuss US 
REO Partners members’ services - one is located 
here in San Diego.  Don Maxwell stopped by our 
booth to talk about what’s happening in his world, including availability of 
funds for fix and flip projects at low rates.

March 13, 2019
USREOP was in Salt Lake City for our annual luncheon during the GRC conference, we had over 30 members and clients in 
attendance at the Grand America Hotel.

The attendees enjoyed networking with other US REO Partners members from across the country, putting a name with the 
face, sharing market updates and the latest client additions. JDee Warren from Phoenix Asset Management and Jim Steffen of 
Crestview Asset Management, were both in attendance and highly interactive with our members.  They shared their information 
with our USREOP members and gave their perspectives into what’s happening in the market.  JDee even worked the tables - 
visiting with all of our members personally.

One of the highlights for me was Michael Novak Smith sharing how many people reached out to him on the article we published 
in our PRTNR News Magazine.  He told me that people were asking if they could quote him. He was really impressed with the 
exposure the article on “Purple Bricks” afforded him.
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April 4, 2019
USREOP members met for lunch in Corona, CA.  New member Monica Hill was welcomed.  Monica graciously shared some 
background and updates on her real estate activity, as well as her involvement with the National Association of Real Estate 
Brokers - NAREB - the oldest minority trade association in the country.   The NAREB Spring conference is coming up in May, in 
the Washington DC area.  Check the USREOP calendar for more information on this prestigious conference.

April 8-12, 2019
USREOP was in Texas, for client visits in Dallas and Houston.  The clients visited advised that they are seeing their inventories 
ticked up, and one client mentioned that he expected highs in inventory to rival those of 2008.   Don’t forget to go to our client 
registration links in the “Members home” section of the website.  New clients are being added weekly.  Additionally, if you have 
an interest in attending the IMN NPL Notes and Default Servicing Conference in Dana Point June 3-4, please let me know as 
soon as possible.

April 23, 2019
US REO Partners attended the REOMAC hosted training session in Huntington Beach, CA centered around eviction and rent 
control in CA. There was a panel of four well-known eviction attorneys offering some legal direction on the complex eviction 
issues subject to rent control and REAP. Check out the USREOP website for the eviction package provided by USREOP 
Counsel Earl Wallace  

June 3-4, 2019
USREOP at the IMN NPL Notes & Default Servicing 
Conference in Dana Point, CA
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New Members
US REO Partners is pleased to welcome these new members to the organization over the last quarter:

Douglas McCowan
#1 Nation Real Estate Network, 
LLC, Arizona

Monica Hill
MVP Real Estate & Investments, 
California

Wilson Stephens
WS Real Estate, 
California

Lyn Dockstader
Westcoe Realtors, 
California

Maria Zuniga
Equity Center Real Estate, 
California

Gaspar Flores
Su Familia Real Estate Inc, 
Illinois

Anthony Raffin
Re/Max First, 
Michigan

Kristopher Kent
Reno Realty, 
Nevada

Roman Davydov
Exit Realty First Choice, 
New York

Gerry Pagano
Keller Williams Realty, 
New Jersey

Lisa Mullins
Bershire Hathaway HomeServices 
-Anderson Properties, Oklahoma
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LAW FIRM MEMBERS
CALIFORNIA
Earl Wallace
USREOP Board Member
Ruzicka, Wallace & Coughlin
Irvine, CA
949-690-1933
earl.wallace@rwclegal.com
www.rwclegal.com

COLORADO
Randall Miller 
Randall S. Miller & Associates 
Bloomfield Hills, MI 
dalli@rsmlaw.com
www.rsmalaw.com

ILLINOIS
Julie Beyers
Heavner, Beyers & Mihlar, LLC
Decatur, IL
217-422-1719
juliebeyers@hsbattys.com
www.hsbattys.com

Randall Miller 
Randall S. Miller & Associates 
Bloomfield Hills, MI 
dalli@rsmlaw.com
www.rsmalaw.com

FLORIDA
Tyler Gold
Tyler Gold, P.A.
Plantation, FL
954-684-8675
tyler@tylergold.com
www.tylergold.com

GEORGIA
Robyn Padgett
Padgett Law Group
Atlanta, GA
850-422-2520
rp@padgettlaw.net
www.padgettlawgroup.com

MARYLAND
Jackie McNally
Stern & Eisenberg Mid-Atlantic, PC
Baltimore, MD
215-572-8111
jmcnally@sterneisenberg.com
www.sterneisenberg.com

MICHIGAN
Randall Miller 
Randall S. Miller & Associates 
Bloomfield Hills, MI 
dalli@rsmlaw.com
www.rsmalaw.com

PENNSYLVANIA
Jackie McNally
Stern & Eisenberg Mid-Atlantic, PC
Warrington, PA
215-572-8111
jmcnally@sterneisenberg.com
www.sterneisenberg.com

VIRGINIA
Jackie McNally
Stern & Eisenberg Mid-Atlantic, PC
Dulles, VA
215-572-8111
jmcnally@sterneisenberg.com
www.sterneisenberg.com

Connect with clients
Collaborate with colleagues

Corner the market
Get the latest membership updates online and search by zip code for 
quick results: USREOP.com/partners

U.S. REO Partners is a leading, national trade association representing
top-performing REO brokers, default services law firms, mortgage 
servicers, and ancillary vendors in the default servicing industry.

Founded in 2011, U.S. REO Partners offers its mortgage servicing 
members a national network of vetted, proven, and highly-trained 
partners who are ready and able to perform at every level of the 
disposition, loss mitigation, and mortgage servicing process.

Managing challenging assets
Our members have decades of experience in full-service REO 
maintenance and management, and are experts at listing, marketing, 
and selling challenging assets. When it comes to moving properties 
through the foreclosure and REO pipeline, our members are the real 
estate, legal, title, and preservation experts you need on your side and 
in your market.

Training and resources
We offer regional, national, and digital trainings for asset management 
and mortgage servicing teams who need up-to-date local real 
estate and REO education; legal-based legislative and regulatory 
compliance updates; and staff-level training on best practices in asset 
management, closing, eviction, foreclosure, preservation, short sale, 
title, and valuation.

Proven, reliable service
At U.S. REO Partners, our members average 20 years in the default 
servicing industry and are recognized leaders in their fields and 
markets.

You don’t have to go it alone—join the partnership. Learn more, 
apply for membership, or find a partner online at USREOP.com.

Member Directory
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CONNECT WITH US
Corporate Office

4980 North Pine Island Rd.
Sunrise, Florida 33351

Toll Free 1-855-4-US-REOP

General Inquiries
info@usreop.com

Membership Services
membership@usreop.com

Online
usreop.com

Facebook
Facebook.com/usreopartners

LinkedIn
LinkedIn.com/company/ 

us-reo-partners



ALABAMA
Hugh Morrow
Birmingham, AL
205- 368-5500
reopreferred@gmail.com

Derrick Seay
Tuscaloosa, AL
205-861-4036
dseay@dseay.com

ARIZONA
Doug McCowan 
Gilbert, AZ
dougmccowan@gmail.com
480-433-0190

Jennifer Rascon
Yuma, AZ
928-271-9700
jennifersellsyuma@gmail.com

CALIFORNIA
Angelica Suarez
angelica@angelicasuarez.com
Carson, CA
310-261-7700

Hilary Marks
Chino, CA
909-529-3707
hilarysells@yahoo.com

Shawn Luong
Covina, CA
626-643-7090
reoagent@shawnluong.com

Marvin Remmich
Danville, CA
925-200-0799
Marvin@MarvinRemmich.com

Caroline Gim
Downey, CA
562- 237-6102
caroline.gim@gmail.com

Serina Lowden
serina@serinalowden.com
Elk Grove, CA
209-304-5841

Maria Zuniga
Manhattan, CA
mezuniga71@outlook.com
(562) 351-3408

Monica Hill
Menifee, CA
mvp4re@gmail.com
(951) 834-8687

Mike Novak-Smith
Moreno Valley, CA
951-236-7256
mikenovaksmith@cs.com

Lauretta Martin
Northridge, CA
818-497-6984
lmartin@socal.rr.com

Katherine Castillo
Orange, CA
714-618-4442
reoagent11@gmail.com

Wilson Stephens
Walnut Creek, CA
wstephens@rockcliff.com
(510) 715-1173

Lyn Dockstader 
Riverside, CA
WaltandLyn@westcoe.com
(951) 205-4233

Troy Capell
USREOP Board Member
Westlake Village, CA
818-571-7390
troy@qrealtors.com

COLORADO
Mary Ann Fore
Golden, CO
303-809-1700
sanninoj@aol.com

CONNECTICUT
Nicholas Mastrangelo
Orange, CT
203-641-2100
nick.mastrangelo@cbmoves.com

FLORIDA
Lauren Fus
Bradenton, FL
941-726-8208
laurenfus@gmail.com

Tad Yeatter
Cape Coral, FL
239-297-1583
tad@sbrealtyinc.com

Nancy Yialouris
Coral Gables, FL
305-215-8841
nyialouris@ygrouprealty.com

Brett Matthews
Davie, FL
954-605-3325
brettmatthewspa@gmail.com

Raul Gonzalez
Doral, FL
305-785-3030
raul@nufrontrealty.com

Denise Mahoney
Fort Lauderdale, FL
954-529-5355
Denise@TopFloridaHouses.com

Steven Modica
USREOP Board Member
Fort Lauderdale, FL
954-270-7770
steve@realestatehomesales.com

Giomar Vasquez
Ft. Lauderdale, FL
(562) 857-1007
giomar.vasquez@gmail.com

Marc Joseph
Ft. Myers, FL
239-841-1919
reo@MarcJosephRealty.com

Ryan Courson
Jacksonville, FL
904-762-5264
ryan@corerealtyusa.com

Glen Hare
Jacksonville, FL
904-465-3655
glenhare@jaxhomesource.com

William Ramos
Jacksonville, FL
904-477-0767
william@integritykeyrealty.com

Dasha Ray
Key West, FL
305-797-8505
dasha_ray@hotmail.com

Brandin Pettersen
Lakeland, FL
717- 448-8941
brandin.pettersen@gmail.com

Joe Sauter
Lake Worth, FL
561-633-8317
joe@joesauter.com

Jessica Graham
Leesburg, FL
352-504-7772
jessicagraham@eragrizzard.com

Gladys Williams
Melbourne, FL
407-729-1759
Michele@sunsationalrealtygroup.com

Isil Nevins
Merritt Island, FL
321-537-3956
isilnevins@aol.com

Joshua Shemtov
Miami Beach, FL
305-772-6525
USREO@miamisold.com

Evelsi Conqueth
Miramar, FL
954-543-3810
evelsi@evelsiconqueth.com

Patricia Truman
Naples, FL
239-293-8228
trumanrealestate@yahoo.com

Scott Kiefer
Ocala, FL
352-812-3645
KieferRealty@gmail.com

John Buchanan
Orange Park, FL
904-657-9573
aapfl@bellsouth.net

Melanie Crocker
Orlando, FL
407-401-8752
mel@melaniecrocker.com

Laura Hepworth
Palm Beach Gardens, FL
561-346-6723
Laura@Sandcastlehomesrealty.com

Julie Sabine
Palm Coast, FL
386-931-6311
Jsabine@Bellsouth.net

Ranae Stewart
Pensacola, FL
850-619-4224
ranaestewart@exitnfi.com

Niki Lockhart
Port Charlotte ,FL
239-940-0527
nlockhart.realtor@gmail.com

William Howell
Sarasota, FL
941-356-7530
BHowell@HookandLadderRealty.com

Meredith Johnson
Seminole, FL
727-768-7651
ThejohnsongroupFL@gmail.com

Tom Galvin
Tallahassee, FL
850-933-5094
1stchoice.danielle@gmail.com

Dirk Fuchs
Tampa, FL
813-220-1164
dfuchs@reoman.net

Heith Mohler
Titusville, FL
321-385-7747
hmohler@propertymarketersllc.com

Steve Forbes
Venice, FL
941-204-7402
steveforbes456@aol.com

Tami Pocevic
Venice, FL
941-468-4320
reo.venicetami@gmail.com

Joel Freis
Weston, FL
786-210-0770
joel@joelfreis.com

GEORGIA
Michael Seger
Bogart, GA
706-207-5981
mike@mikeseger.com

John Sherwood
Marietta, GA
404-718-0056
jsherwood@worthmoorerealty.com

Nikki Crowder
Snellville, GA
678-508-3878
nikki@solutionsfirstrealty.com

IDAHO
Douglas Holladay
Nampa, ID
208-250-1400
Douglasholladay@msn.com

ILLINOIS
Frank DeNovi
Arlington Heights, IL
847-770-3344
Frank@DeNovisells.com

Marisa Barragan
Aurora, IL
630-202-3342
compassreo@gmail.com

Gaspar Flores
Chicago, IL
gflores.sfr@gmail.com
(312) 656-6301 

Allan Newman
Chicago, IL
847-274-8870
Allan@rnpsells.com

Kirby Pearson
Chicago, IL
312-909-9705
kirby@pearsonrealtygroup.com

Member Directory
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Barbara Thouvenell
Chicago, IL
(773) 677-0917
Barb@prsrealtors.com

Gary Weglarz
Chicago, IL
312-623-6200
gary@applebrookrealty.com

Tammy Engel
Genoa, IL
815-482-3726
Tammy@eshometeam.com

Patti Furman
Glenview, IL
847-767-1168
patti@pattifurman.com

Dan Robinson
Lynwood, IL
708-243-8334
drob@crosstownrealtors.com

Joseph Mueller
West Dundee, IL
847-514-4506
jmueller@tanisgroupllc.com

INDIANA
Chris Schlosser
Indianapolis, IN
317-523-3037
chris@cmsrealestate.net

KANSAS
Trice Massey
Overland Park, KS
913-980-1399
barbandtrice@greaterkcrealty.net

KENTUCKY
George Green
Louisville, KY
502- 439-7596
George@exitgreenteam.com

LOUISIANA
Rohn McManus
Lake Charles, LA
337-884-7646
rohnjmcmanus@bellsouth.net

MARYLAND
Antoine Johnson
Baltimore, MD 
mdbporeo@gmail.com
301-512-8088

Vinny Steo
Bel Air, MD
443-417-0850
vinny@vinnysteo.com

Brenda Sarver
Frederick, MD
301-606-8852
brenda@mdreoconnection.com

Ronald Golansky
Germantown, MD
301-674-5550
reo@placeforhomes.com

Faith Rosselle
Sandy Spring, MD
202-369-5179
faith.rosselle@verizon.net

William Featherstone
Timonium, MD
410-365-7573
will@featherstoneco.com

Melanie Gamble
Upper Marlboro, MD
301-343-8538
melanie.gamble@ 
212degreesrealtyllc.com

Bob Gauger
White Plains, MD
240-286-4447
bob@bokareo.com

MICHIGAN
Raymond Megie
Bloomfield Hills, MI
586-634-1822
ray@michiganreo.com 

Mike Samborn
Bay City, MI
989-239-3662
mike@mikesamborn.com

Michael Balsitis
Caledonia, MI
616-813-5522
balsitis@grar.com

Sherri Saad
Dearborn Heights, MI
313-598-5322
sherri.saad@comcast.net

Albert Hakim
Detroit, MI
810-523-5610
albert@alwayssold.com

Anthony Raffin
St. Clair Shores, MI
Smokin@comcast.net
586-634-4761

Rrok Koleci
Shelby Township, MI
586-873-5537
agentrrok@gmail.com

Jason Megie
Troy, MI
586-484-8398
Jason@preferredreo.com

MISSOURI
Kimberly Killian
Lee’s Summit, MO
816-830-2907
kimberly.killian8@gmail.com

Stephen LoRusso
St. Louis, MO
314-504-4488
reo4usa@usa.net

Cathy Davis
USREOP Board Member
St Peters, MO
314-413-5279
cdavis@mappreo.com

Michelle Syberg
St. Peters, MO
314-503-6093
msyberg@mappreo.com

NEVADA
Michael Bartok
Henderson, NV
mbartok704@gmail.com 
702-580-7550

Kristopher Kent 
Reno, NV
kris@reno-realty.com
775-393-9560

NEW JERSEY
Anthony Nelson
Fort Lee, NJ
realtor.anthonynelson@outlook.com
973-930-4667

Gerry Pagano
Morganville, NJ
reogerry@gmail.com
(732) 604-0373

Steve Crivello
Passaic, NJ
908-300-0973
stevecrivello@comcast.net

Christian Vega
Sparta, NJ
201-919-1329
cvega4reo@gmail.com

NEW YORK
Roman Davydov
Fresh Meadows, NY
exitbyroman@gmail.com
(917) 560-5920

Todd Yovino
Hauppauge, NY
516-819-7800
todd@iarny.com

Debra Garcia-Mangogna
Patchogue, NY
631-987-8564
debramangogna@gmail.com

Scott Walters
North Tonawanda, NY
716-628-5127
cutter4858@aol.com

OKLAHOMA
Randy Tarlton
Moore, OK
405-417-7070
randytarlton@cox.net

Lisa Mullins
Tulsa, OK
team@mullinsteam.com
(918) 557-6359

PENNSYLVANIA
Dale Kessler
Allentown, PA
610-573-9695
dk.priorityitems@gmail.com

Michael Kusenko
Lower Burrell, PA
724-640-7122
erameridianreo@comcast.net

Robert Hoobler
Mechanicsburg, PA
717-554-2358
bob@teamreo.com

Mitchell Cohen
Philadelphia, PA
215-837-3990
Mitchellc@premierreo.net

Doina Filip
Philadelphia, PA
610-350-8075
doina.reo@gmail.com

Bob Moncavage
Pittsburgh, PA
412-779-1183
bob@PriorityRealty.net

Elizabeth Sosinski-Souilliard
Pittsburgh, PA
412-722-8344
LIBBerated@aol.com

RHODE ISLAND
Leann D’Ettore
Cranston, RI
401-641-2014
reo_properties@yahoo.com

TENNESSEE
Amanda Bell
Ashland City, TN
615-406-9988
amandabell@realtracs.com

TEXAS
Pamela Bookout
Arlington, TX
817-821-1912
pam.bookout@cbdfw.com

Rochelle Jones
Houston, TX
281-850-6536
Rochelle@rochellesoldit.com

Charlie Kriegle
Houston, TX
832-496-2614  
charliekriegeljr@gmail.com

UTAH
Fred Law
Draper, UT
435-690-0578
Fred.Law@c21everest.com

Scott Larsen
USREOP Board Member
Ogden, UT
801-698-2788
scott@utahreo.net

Rett Smith
St. George, UT
435-229-0322
rettsmith@yahoo.com

VIRGINIA
Phil Chernitzer
USREOP Board Member
Annandale, VA
703-244-2733
realhome@rcn.com

Joy Liggan
Richmond, VA
804-393-6968
vacapreo@virginiacapitalrealty.com

Kevin Pall
Suffolk, VA
757-344-7338
kevinpall22@gmail.com

Elaine Alfiero
Virginia Beach, VA
757-439-9135
elaine.alfiero@gmail.com

Chantel Ray
Virginia Beach, VA
757-717-1003
reo@chantelray.com 

WASHINGTON
John Diener
Bellevue, WA
206-940-1136
jdiener@washingtonreo.com

Ed Laine
Bellevue, WA
206-229-5515
ed.laine@millerlaine.com

James Clifford
Sumner, WA
253-732-9400
jimclifford@wrgpra.com
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In The 
Community
U.S. REO Partners uses the same enthusiasm 
we have in business toward making an impact 
nationwide. U.S. REO Partners Members and 
Clients work within the business community 
as well as in their local communities. U.S. REO 
Partners is proud to be a driving force behind 
multiple charity events.

In 2018, US REO Partners supported St. Jude Children’s Research Hospital for a fifth year through 
the annual Client Appreciation Dinner and Charity Auction. Thanks to the generosity of our clients 
and members, were able to once again 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.

US REO Partners has donated over $450,000 to St. Jude Children’s Research Hospital.  Mr. Mike 
Jones of United Country Auction Services works with St. Jude on all of their main events and US 
REO Partners was fortunate to have United Country Auction Services as the auction house at the 
event. Retired NFL star Ed “Too Tall” Jones, one of the most dominant defensive players of his era, 
was the honorary guest in 2017.  Over the past five years, we’ve had the stars of the professional 
sports world: Spudd Webb, Drew Pearson, Steve Garvey, and Randy White as our guests to assist 
US REO Partners in our efforts to support St. Jude Children’s Research Hospital.

U.S. REO Partners was able to donate over $30,000 to the V Foundation towards Cancer Research 
to help both children and adults. The V Foundation has awarded more than $115 million to more 
than 100 facilities nationwide and proudly awards 100% of direct donations to cancer research. 
Our honorary guest was Dr. Kathleen Crowley of Texas Health Harris Methodist Hospital and her 
husband Dr. Eric Steen of UT Southwestern Internal Medicine.

Through the generosity of our members, we were able to donate over $22,000 to The Wounded 
Warrior Project. The Disabled Veterans National Foundation exists to change the lives of men and 
women who came home wounded or sick after defending our safety and our freedom. The Disabled 
Veterans National Foundation works to advance a number of current issues that impact the lives of 
disabled veterans and their families.

Ofrece Un Hogar is a safe home for children 0-5 years of age who have been victims or who are 
in situations of abuse or neglect. U.S. REO Partners contributed over $20,000 to this wonderful 
Foundation.

Children’s Miracle Network was founded by Marie Osmond and John Schneider and raises funds 
for children’s hospitals, medical research and community awareness of children’s health issues. U.S. 
REO Partners was able to donate over $22,000 to their organization.


