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Make sure to Save the Date 9/13/20!
Here’s what you missed last year:
Sept. 22, 2019 - Sports legend and NBA Slam Dunk Champion, Spud Webb, brought his star power to the US REO Partners
annual Client Appreciation and Charity Auction Dinner benefitting the St. Jude Children’s Research Hospital. More than
$72,000 was raised during the event which was held at the Dallas location of Truluck’s Prime Seafood to coincide with the
2019 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 again 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 in September!
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Real Estate
Roller Coaster Ride
Authored by

Frank DeNovi

JANUARY 2020:
Every year for several years around January, I try and put together
my annual unofficial opinion of the Real Estate market as I see it
unfolding for the coming year. I base it partially on facts from what
I read, see, experience, and mainly on my basic gut instincts. It
helps me plan my year and figure out where I need to concentrate
my efforts for the new year. Please don’t shoot the messenger.
If you have been following the real estate market the past few
years, you know it’s been a real roller coaster ride of the good and
the bad.
Last year we saw interest rates fall. Housing prices continued to
rise in many markets. Other markets saw a flat line of no growth.
We even saw prices fall in other markets.
Large big box retailers continued to close stores creating large
vacancies in many malls. Housing was still profitable for investors,
while many people struggled to find affordable housing to live in.
So with 2019 now in the rear view mirror, what does Frank’s Unofficial
RE Market predictions see heading into 2020?
Large big box retail closures will continue to be a problem for
landlords. Big box stores will continue to reduce the number of
stores with several companies going out of business. Enough said
about retail. That’s a whole separate conversation.
4

THE HOUSING MARKET:
I think mortgage rates will continue to fall below 3.9%
and may even see rates as low as 2.9% during the year.
I feel we will average in the 3.2% range for most of the
year up until the election. There will be at least a few rate
cuts in 2020. We won’t see a negative mortgage rate like
Denmark, but I feel we can see interest rates at an all-time
low.

Worth, Columbus Ohio, Raleigh Durham, Chapel Hill NC,
Charlotte, Charleston, SC and Tampa St. Pete.

The economy will continue to be strong in unemployment,
wage growth and GDP.

Home prices nationally will flatten. Increasing only slightly.

This is a year of many unknowns. The economy will be
weaker than most experts expect in 2020. The trade
war is dragging on much longer than anticipated. Global
economic growth is projected to reach its lowest level
since the great recession.
Starter homes will be the focus for the homebuilders.
Young people were buying homes at record low levels
in the past. So the only money to be made was building
custom homes aimed at well to do buyers in the upper
and upper middle class.
Today, young people are buying houses again. The
problem is there is not enough inventory to meet the pentup demand. Builders are seeing a boon for this millennial
market. The biggest growth for the builders will be in the
starter home communities. The need for low cost housing
is at an all-time high.
Baby Boomers: As we retire, many of us are looking to
downsize to retirement communities. There will continue
to be a lot of activity in that area.
At the same time, many baby boomers are choosing to
“age in place” and stay in their existing homes. This has
tied up a large amount of inventory.
Even if we have a recession in the economy, housing
should provide a cushion. This is because the shortage
of supply at entry-level will continue to build.
Some good news for buyers is the fact that builders are
finally waking up and starting to shift more and more
into building fewer luxury homes and more entry-level
properties. Builders are also waking up and starting to
build what millennials want. Shifting to entry-level homes
with more open space.

Realtor.com expects inventory to evaporate, making
it more challenging for buyers to find a home despite
attractive interest rates. They are saying the scarcity of
homes on the market will drive down existing home sales
by 1.8%

Prices likely to decline in Chicago, Dallas, Las Vegas,
Miami, and San Francisco.
Redfin predicts the housing market will be more
competitive in 2020 because of low mortgage rates and
lack of homes for sale.
Zillow predicts the median US home value is expected to
end the year up 2.8%. Home sales will continue to climb
but slowly.
FORECLOSURE MARKET:
According to Attom Data Solutions, 3rd quarter 2019
foreclosure activity decreased 19% from 2018. This is the
lowest level since quarter 2 of 2005.
Foreclosure activity continues to decline across the
country. This does not mean there is not another side of
the story.
According to Attom Data Solutions, two Metro areas
in Illinois now rank highest in worst foreclosure rates.
Rockford and Peoria.
States that saw the greatest number of REO’s in Oct 2019
included Florida, Texas, Michigan, California and Illinois.
Major Metropolitan statistical areas (MSA) with population
greater than 200,000 will have the greatest number of
REO’s included Detroit, New York, Chicago, Philadelphia,
and Atlanta.
The Highest foreclosure rates will be in New Jersey,
Illinois, and Maryland
So there you have it.
Let me know your thoughts on this year’s market. You can
email me at Frank@DeNoviSells.com.

There has been a lot of speculation around an initial public
offering for Freddie and Fannie. It probably won’t happen
in 2020. They will probably remain under government
control a while longer.
NAR expects some markets to have home price
appreciation that outpaces the rest of the country over
the next 3 to 5 years. This includes Ogden Utah, Las
Vegas, Fort Collins CO, Colorado Springs, Dallas/Fort
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GO “OLD SCHOOL”
TO BE A SUPERSTAR
REO AGENT
Authored by

By Craig Eskanos,
Supervisor REO Operations
Statebridge Company

Sometimes going back to the simple basics of REO
can benefit your standing as a “go to” REO agent. My
experience as an Asset Manager for 20 years, and a
licensed broker for 40 years, has revealed that practicing
simple “old school” techniques still remain relevant in
todays fast paced age of REO Computer Platforms, task
completions, social media, and Instagram, just to name a
few.
I know this might sound ridiculous, but try picking up the
telephone! Your cell phone will allow you to access the
Internet, send and receive emails, you can listen to music,
watch movies, get GPS directions, be your alarm clock,
and you’re never alone, because you can always talk to
“Siri”. All of this is great, but I think the most amazing thing
it can do is be a telephone! If you have a complex issue at
hand, pick up the telephone and call your asset manager.
Typically, you can resolve an issue in a quick three-minute
phone conversation, rather than emailing back and forth
over a 2 or 3-day period. Obviously, your asset manager
doesn’t want you to call about every little question, but
there is a time and a place when a quick phone call can
make all the difference in the world. Note to self, include
your phone number on your email signature, as your
Asset Manager may need to call you as well!
Not to sound condescending, but small things can make
a huge difference in how you are perceived by your Asset
Manager.
Don’t forget to always include an address and loan number
in the subject line of your emails. I so loved receiving an
email from an agent with nothing on the subject line. The
email stated, “I have an offer of $75,000. How do you
6

want to proceed?” Of course, your asset manager knows
each and every property in their portfolio of hundreds,
but we may not know the specific address of the one you
are referring to off the top of our head. Help your asset
manager out and include the address and loan number
on the subject line of every email sent.
Take the time to make sure your BPO’s are complete.
Every section needs to be complete. Make sure to use
valid comparables. Keep your sold comparables as
recent as possible. For Condo’s and Town-homes, use
comparables in the same complex. If nothing has sold
in the subject’s complex, let us know why, as this may
be a major influence on the value. Also, let us know if
there are any quirky issues that affect the subject, or its
neighborhood. The more information the better; the initial
valuation of the property is a major key to the successful
and timely liquidation of the asset.
READ all documents before sending. Recently, I received
a cash offer on a property for $650,000. I thought this
was fantastic since the property was only listed for
$65,000. I called the agent and told her “we have a deal,
but I’m going to need proof of funds for $650,000. She
was perplexed by my statement, as she responded that
the property is only listed for $65,000? I asked her if she
read the contract before sending, and I think you know
the answer to that question. What I thought was really
amazing, is that the Buyer must not have read it either, as
the offer was fully executed!
Always include Lender Pre-Qual letters and/or Proof of
Funds when submitting an offer. This again sounds very
basic, but you would be amazed how many offers are

submitted without them. Not having these doesn’t let
your Asset Manager effectively weigh the validity of the
offer.
“Own” the Transaction. Asset managers are very skilled,
but we are not clairvoyant! Does the property need
cleaning, or the lawn mowed? Is there a foot of standing
water in the basement? Is the lock box missing or not
working? Be conscientious and do regular inspections
of the property. As you well know, many of these REO
assets need as much help as they can get, so let’s make
sure to make them as marketable as possible.
Do some due diligence before submitting an offer. Will
the property qualify for the financing outlined in the offer?
Is the lender aware of the property condition? Does the
Buyer have proof of funds for the down payment? What
time-frame is needed to get the loan approved and a
clear to close issued? How far along in the loan process
are the borrowers? The more due diligence, the better.

Be prompt in your responses to emails. Don’t let days
pass before responding. Don’t let issues drag out. It
shouldn’t take weeks to get repair bids. If you are having
issues, let your Asset Manager know. Communication is
so important! We all need to be on the same page. Time
is money!
Follow up on issues at hand. Check with the Buyers or
their agents for responses to Counter proposals or other
issues. I can’t tell you how many times I
have to reach out to an agent days
after issuing a Counter Proposal to
find out if the Buyer is accepting
the Counter or not? Inevitably, the
agent responds with “I haven’t
received any emails back. I will
check on it”. My answer to
that is “Pick up the Phone”!

If possible, get some background on the buyer. Has the
Buyer even seen the property? Does the Asset Manager
have everything they need to make an informed decision
on the offer? Put the shoe on the other foot, if this were
your property, would you go forward with the deal?
Once a property goes under contract, don’t forget about
it. Be proactive and continue to follow up with the lender
and the title company to see if anything additional needs
to be addressed. So many agents are guilty of just getting
the property under contract, and then just waiting for a
commission check to be received. Because, not being
diligent, closings get delayed, and transactions get
canceled!
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Melanie Gamble is a real estate expert, entrepreneur, author and speaker dedicated to helping others. As the broker/owner
of Maryland-based 212 Degrees Realty, LLC, she delights in being surrounded by a team of committed REALTORS® serving
the Washington, D.C., Maryland and Virginia markets.

“As a breast cancer survivor, I am acutely aware of how precious life and time are
for all of us; I seek to help others realize their dreams and make the most of what
they are given.”
In 2019, Gamble was elected secretary for her local board of REALTORS® and selected to serve as an at-large director for
her state association. Perhaps most importantly, though, she also celebrated her 10th year of being cancer free.
“Helping people own and keep their homes is not only a business endeavor, but also a personal passion and spiritual
mission,” says Gamble. “As a breast cancer survivor, I am acutely aware of how precious life and time are for all of us; I seek
to help others realize their dreams and make the most of what they are given.”
A two-time graduate of Florida A&M University, Gamble holds degrees in criminal justice and public administration. While
in graduate school, she became the first woman and youngest executive director of the Florida Conference of Black State
Legislators. She lobbied exceptionally hard for the Rosewood bill, which awarded the descendants of the racially motivated
Rosewood massacre over $3 million in reparations.

Gamble is a John C. Maxwell-certified coach, teacher and speaker
committed to helping women, and she regularly volunteers at various
organizations. She authored the book “Unintended Consequences – The
Great Recession’s Impact on Communities of Color” and co-authored “The
Big Secret” with renowned author and coach Jack Canfield.
Melanie can be reached at melanie.gamble@212degreesrealtyllc.com
or call 201-386-0008
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PHILIP BORODA

INFLUENCERS
& GAME CHANGERS
With more than three decades in the industry, Philip Boroda is still thriving and can’t wait to see what the future holds. He
got his start right out of high school when a former partner of his had a father who was a big time real estate investor. “We
would drive along with him and collect rents, it was just fascinating,” he says. “We thought it would be a great fit for us, so
we dove into it.” They were just 18 years old and already earning their real estate licenses. “It’s been a great ride, and every
day still has new challenges. I just love what I do.” Today he has a staff of 14 people within Coldwell Banker. He got his start
in real estate with for sale by owners, and back in those days, they were so easy to deal with. Working out of the Sherman
Oaks and Beverly Hills offices, he covers all of Los Angeles County. The vast majority of his business consists of repeat
clients and referrals, a testament to his superior service and dedication.
“The most important thing we have in this industry is our reputation,” he explains. “So we practice good service, honesty
and integrity.” Although half of their business consists of REOs and Foreclosures, the other half is regular retail. They keep
in touch with everyone they work with so they can maintain those relationships. “I even stay in touch with people that I sold
in 1982 and 1983, I keep in touch with everyone.” Not only does he stay in touch, but he makes sure to treat each client as
he would a family member or friend. Philip and his group guide their clients throughout the transaction, and always maintain
constant communication, so there are no questions left unanswered. They help keep the process as smooth as possible
and lessen stress.
When it comes to marketing, he also goes above and beyond. They advertise listings on the MLS, Facebook, Twitter,
LinkedIn and more, social media is such a big part of our real estate world today. Philip also provides brochures, fliers and
goodies at open houses. “We basically touch on every avenue, if there’s a buyer out there, we’re going to find them.”
During any free time, Philip is hanging out with his family and his good friends at all the hot spots in Los Angeles. He also
loves giving back to the community, and works closely with the homeless in Los Angeles. “That’s been one of my crusades
that I’ve been doing as the homeless population continues to climb. We go out on Thanksgiving and Christmas to give them
food and help out.” Philip also loves learning, and travels to conferences throughout the year as a speaker and to keep up
on market trends and the real estate industry.
As he looks towards the future, the excitement continues to grow about helping as many people as possible with their real
estate goals. “I love building relationships, it’s a very fulfilling career for me.”
For more information about Philip Boroda, please call 310-968-3844 or email philip.boroda1@gmail.com
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Opportunity Zones
Authored by

By Rochelle Jones,
Alta Realty

Description
● The Opportunity Zone (OZ) was established by
		 Congress in the Tax Cuts and Jobs Act of 2017 to
		 encourage long term investments in low-income,
		 urban, and rural communities nationwide.

Zone Maps – There are a host of Maps that assist in
navigating through the OZ

● OZ provides a tax incentive for investors to re-invest
		 their unrealized capital (Capital Gains) into designated
		 Opportunity Funds.

● Map of all Investments
		 • Shows the investments made into the OZ

● The OZ targets under invested communities.
● The OZ applies to Residential and Commercial
		 Properties
How It Works
● All 50 states and territories have identified census
		 tracts for the Opportunity Zone map.
●
		
		
		

Qualified investors invest their capital gains in a
qualified fund to purchase industrial real estate,
housing, and start up businesses located within the
OZ.

●
		
		
		

After participating in the program (graduated
schedule), initial profits are forgiven (tax free). The
longer the investment remains in the fund, the more
the gains will be waived.

●
		
		
		

Investments must be made through Qualified
Opportunity Zone Funds (QOZF).To qualify a the fund
must earn at least 50% of its gross income from
business activities within the OZ.

● Properties must be acquired by purchase after
		 December 31/2017
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● Map of all Activities
		 • Shows all activities tracked within the OZ

● Map of Funds
		 • Contains information of all the funds that have
			 formed a QOZB
● Map of Initiatives
		 • Includes all initiatives at the state and local levels
			 that adapt OZ to local priorities.
These maps can be found online
www.opportunitydb.com
Timeline

For more information contact Rochelle Jones at 281850-6536 or rochelle@rochellesoldit.com

P R OT E C T I N G YO U R C L I E N T S

AGAINST WIRE TRANSFER SCAMS

Protecting Your Clients Against
Wire Transfer Scams

Cybercrime is an ongoing threat and continues to evolve, with new threats surfacing every year. It’s a good idea to know
how to recognize and protect yourself and your Clients against Wire Transfer Scams. Never send any sensitive financial
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to leading you to fake websites, these links can contain viruses and other malicious spyware that can make your computer and
change
your user names and passwords on a regular basis. Never click on any links in an unverified email. In addition to
– and your transactions – vulnerable to attack. Make sure to implement the most up-to-date anti-virus software installed on
leading you to fake websites, these links can contain viruses and other malicious spyware that can make your computer –
your computers. Never conduct business over unsecured public wifi such as those available at your local coffee shops and
and your transactions – vulnerable to attack. Make sure to implement the most up-to-date anti-virus software installed on
hotels. Trust your instincts. Tell clients that if an email or a telephone call ever seems suspicious or “off,” that they should
your computers. Never conduct business over unsecured public wifi such as those available at your local coffee shops and
refrain from taking any action until the communication has been independently verified as legitimate. Lastly, it is especially
hotels. Trust your instincts. Tell clients that if an email or a telephone call ever seems suspicious or “off,” that they should
important you insist that all parties on the transaction have security measures in place to protect yourself and your Clients.
refrain
from taking any action until the communication has been independently verified as legitimate. Lastly, it is especially
important you insist that all parties on the transaction have security measures in place to protect yourself and your Clients.

Carlos Garcia

®

Account Executive

562.897.2117

®

CarlosGarcia@LTIC.com
www.CarlosGarcia.LALTIC.com
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New Members

US REO Partners is pleased to welcome these new members to the organization over the last quarter:

Jennifer Kuhn
EXP Realty,
New Jersey
jennifer@jlksalesgroup.com

Elaine Corbin
24-7 Real Estate, LLC,
Pennsylvania
elainecorbin@gmail.com

Gerard Scheffler
Home Gallery Realty Corp.,
Illinois
schefflergerard@gmail.com

George “Al” Wimberly
COVO Realty,
North Carolina
al@wimberlyteamreo.com
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Member Directory
LAW FIRM MEMBERS

ESCROW MEMBERS

CALIFORNIA
Earl Wallace
USREOP Board Member
Ruzicka, Wallace & Coughlin
Irvine, CA
949-690-1933
earl.wallace@rwclegal.com
www.rwclegal.com

Dorothy Macias
Final Escrow
Whittier, CA
dcadirectassets@gmail.com
562-418-4062

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

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

TITLE
Carlos Garcia
Lawyers Title
carlosgarcia@Ltic.com
Burbank,CA
562-897-2117

MORTGAGE
SERVICER
Monica Jeffers
Reverse Mortgage Solutions
mjeffers@rmsnav.com
Houston, TX
936-333-7400

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
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 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

You don’t have to go it alone—join the partnership. Learn more,
apply for membership, or find a partner online at USREOP.com.
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Member Directory
ALABAMA
Hugh Morrow
Birmingham, AL
205- 368-5500
reopreferred@gmail.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

GEORGIA
Michael Seger
Bogart, GA
706-207-5981
mike@mikeseger.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
Philip Boroda
philip.boroda1@gmail.com
Sherman Oaks, CA
310-968-3844
Wilson Stephens
Walnut Creek, CA
wstephens@rockcliff.com
(510) 715-1173
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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

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

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

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

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

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

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

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

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

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

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

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

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

Tom Galvin
Tallahassee, FL
850-933-5094
1stchoice.danielle@gmail.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
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
Gerard Scheffler
Park Ridge, IL
773-909-3346
schefflergerard@gmail.com
Joseph Mueller
West Dundee, IL
847-514-4506
jmueller@tanisgroupllc.com
John Monino
Winfield, IL
630-417-2300
Jmonino@infinityrealtypm.com
INDIANA
Chris Schlosser
Indianapolis, IN
317-523-3037
chris@cmsrealestate.net
KANSAS
Scottie Harvey
sharveyrealtor@aol.com
Olathe, KS
816-805-4204
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

MICHIGAN
Raymond Megie
Bloomfield Hills, MI
586-634-1822
ray@michiganreo.com
Mike Samborn
Bay City, MI
989-239-3662
mike@mikesamborn.com

Steve Crivello
Passaic, NJ
908-300-0973
stevecrivello@comcast.net
Christian Vega
Sparta, NJ
201-919-1329
cvega4reo@gmail.com

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

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

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

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

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

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

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

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

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

North Carolina
George Wimberly
Davidson, NC
al@wimberlyteamreo.com
(704) 657-0593

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

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
Elaine Corbin
Bensalem, PA
215-750-5555
elainecorbin@gmail.com
Michael Kusenko
Lower Burrell, PA
724-640-7122
erameridianreo@comcast.net
Robert Hoobler
Mechanicsburg, PA
717-554-2358
bob@teamreo.com

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

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

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

NEW JERSEY
Jennifer Kuhn
Ashbury Park, NJ
732-300-5630
jennifer@jlksalesgroup.com

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

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

Sharonn Thomas Pope
Cherry Hill, NJ
sharonn.thomas@comcast.net
215-669-4470

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

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

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

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

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

Bob Moncavage
Pittsburgh, PA
412-779-1183
bob@PriorityRealty.net
Elizabeth Sosinski-Souilliard
Pittsburgh, PA
412-722-8344
LIBBerated@aol.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
WASHINGTON D.C.
Patricia Okolo
pcokolo@wowrealtygroup.com
Washington, D.C.
(202) 210-0982

RHODE ISLAND
Leann D’Ettore
Cranston, RI
401-641-2014
reo_properties@yahoo.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 2019, US REO Partners supported St. Jude Children’s Research Hospital for a sixth 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 NBA Slam Dunk champion, Spud Webb, formerly of the Atlanta Hawks, was the
honorary celebrity guest in 2019. Over the past six years, we’ve had the stars of the professional
sports world: Spudd Webb, Drew Pearson, Steve Garvey, Ed “Too Tall” Jones and Randy White as
our celebrity guests to assist US REO Partners in a highly successful effort supporting the 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.

