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SYNOPSIS

REOcentric™

· QuREOs – Key Differentiators

· First initiative to change the REO paradigm
· High Performance, Dedicated LISTING Teams - Fully Scaleable
· A consortium of sixteen of the largest and best real estate companies in the country with an active agent population of over 16,000 making the system fully scaleable and capable of handling volume and maintaining performance.

· Highly trained, certified, and dedicated to listing only, agent teams.

· A dedicated and certified manager (REO Director) supervising the total REO listing process. This manager is trained and certified by QuREOs and is either currently certified or in the certification training process.

· A dedicated “Short Sale” Director for each of the 13 high volume States, working with a leading client (PMH)

· Strict accountability from QuREOs and the brokerage company maintaining performance and quality control.
· Listing agents, may not “double dip” insure all offers are presented and properties are given the opportunity for highest and best price.
· Totally dedicated training team, relaying client’s requirements and expectations. (Fannie Mae via PMH)
· Working with Nation Star and Prospect Mortgage to convert prospective buyer’s interest into long-term qualified customers for Fannie and Prospect.
· Sophisticated Lead Management System

· Each property has a unique 800 phone number (one for each coalition company) on the company’s’ standard sign, which is answered by an extremely well trained phone team, 24/7/365.

· QuREOs created and manages an inbound buyer lead capture system. Quantum Management Systems has for 30 years audited and documented the real estate industry in lead capture. Its’ audits demonstrate that the industry captures leads from all sources at less than 2%. QuREOs’ system captures leads through making actual appointments in excess of 60% meaning a larger buyer pool actually connecting with the property.
· QuREOs’ lead management system recognizes that not all leads are in a “buy now” phase. The system incubates these leads and keeps them in the information gathering process so that they can be re-connected to a potential REO property as these leads mature.
· The system creates the opportunity for leads to be matured, perfected and lender pre-approved insuring their ability to complete a purchase.

· Buyers are required to be pre-approved by client’s lender of choice. If not already qualified, three recommended lenders are recommended. An example would be Home Steps for Fannie Mae properties. We do not direct, but make recommendations based upon client needs and circumstances.

· Conversions, client satisfaction, pricing and positioning are tracked.

· Prospective feedback is tracked. E.g. Price, condition, comments etc.

· Pro-active demographic intelligence is available for clients.

· Future interested buyers, are constantly fed pro-active information related to their interest, pricing, and preferred style of abode.

· Leads provided to listing agents are tracked. 

· High Performance, Dedicated BUYER Teams - Fully Scaleable
· Leads are actual appointments converted by the lead management team with a scheduled date, time, and location.

· Buyer teams’ agents are meticulously trained on how to work with an REO buyer, how to insure that the REO buyer is qualified and is capable of performing with a purchase minimizing fall-out.

· Buyer agents are under contract to QuREOs to insure that ALL offers are presented; all buyers are treated fairly and equally. 

· Buyer agents may not sell to a relative, but must refer them to another agent on their team. If they want to buy themselves that must be disclosed to everyone involved and another buyers’ agent must represent competitive buyers. This insures that every property is presented to the open market.
· A history of every potential buyer is recorded by the buyer’s agent allowing for a profile of the buyer prospect to be created, allowing new properties coming on to the market to be previewed by the prospective buyer.
REO Properties are RETAILED versus WHOLESALED

Confirmed Performance Results of This Project

1. Sold properties
2. Sales Price To Value = 103.6%

3. Average Days on Market = Median 34 Days Sold properties:  Sales Price To Value 103.6%

4. Average Contract to Close = 20 Days

1. Under Contract, Not Yet Closed
2. Sales Price to Value = 108%

3. Sales Price to Listed Price = 102%

4. Average Days on Market = 32

· QuREOs Project Status 

· Research Phase started February 2008, completed March 2009
· Beta Test began April 2009 completed July 2009
· Stress Test began August 2009 Completed October 2009
· Roll Out began November 1, 2009 with Fannie Mae properties
Conclusion:

· REO Centric has the first solution that is scalable, offers professional services to both client and buyer. It also, offers a unique opportunity to receive a steady supply of properties and prospective buyers to Realtor agents. We have the proof, the process and the proven facts to make the changes required to meet the challenges that will face the REO industry in 2010/2011/2012. We are also well equipped to meet the next market when it return’s to normality in 2012/2013.
OVERVIEW

QuREOs - Innovation in REO Practices

As the United States has seen its housing industry crumble and markets hitting lows not seen in many decades, many forecasters suggest hard times lie ahead along with long, uncertain paths to recovery. Yet, with a little innovation, the path out of the 2009 foreclosure crisis may be simpler than many economists think.

The 2009 foreclosure crisis has illuminated many weak points in the U.S. financial system with regard to the housing market. One such weak point is the current process commonly used by note holders in REO sales. This process was designed for the quick-turnaround, “as-is” sale and, therefore, only loss mitigation, of only a few properties per year at each financial institution, rather than the tens, if not hundreds, of thousands of foreclosures commonly seen today.

In addition, the recent history of selling these properties has been done by individual agents or “teams” who have become property managers not marketers. In the rush to get them sold these agents have simply put them on the local multiple listing services and waited for offers. Or worse, they offer them only to a controlled group of investors interested in profiting from distressed properties sold at deep discounts. Properly renovated and managed for marketing, these properties could be offered to many real homebuyers versus the profiteer investor.  
In order to see the entire picture of the situation, we conducted dozens of interviews and focus groups with Listing Agents, Buyer’s Agents, real estate firms, cities, outsourcers, and investors.

In those focus groups, we found that it was not unusual for an REO agent to have two phones; one that they answered and one they did not. The one they answered was from the banks and the one they did not was from agent and buyer inquiries. The question that came to us is, “If they aren’t answering the phone, who is buying the properties?”
Asset Managers, whether in-house or out-sourced, handle hundreds of files. That means they have 10-15 minutes per file, per week. They also have hundreds of Realtor contacts to manage those files. They are overwhelmed. We found there was often, a very cozy relationship, including a financial one, between Asset Manager and their Realtors.

Much of what we found pointed to a profound disorder in the method and processes used to handle REO properties. It is a system that needs an overhaul, a complete rethinking of the process, not just a facelift. The current system no longer fits the needs of the parties involved. 
A Shared Pain

	· The rash of foreclosures plaguing banks in 2009 is not the problem of the U.S. financial system alone. Instead, it is shared by many entities, including:

· Note holders/Investors
· Realtor Listing Agents 

· Realtor Buyer Agents

· 
	· Real Estate Companies

· Home-Buying Consumer

· Communities




A Complex Problem

The pain that the aforementioned parties share from the 2009 foreclosure crisis is not easy or simple to cure. Yet, the best solution involves a lot of simplification and even more innovation.

The overall process needs to be changed to eliminate the one-to-one relationship between an Asset Manager and a large number of Realtors. It is better to allow Real Estate companies to micromanage the agents under their control. Communication, including phone calls and human interaction, needs to be fast and simple between all interested parties. Accountability and reporting must be built into the system. The new system needs to work for a large volume of properties from one investor. Above all, the system must work efficiently and profitably for all involved. 

Finding a Solution

The following chart illustrates how the Quantum REO Solution process works:
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Managing the Assignments

Begin with a shift from individual agent, with very limited resources to REO Department of strong regional real estate firms, which have more resources and the ability to scale up and down to meet the demand. The REO Department is responsible for managing tasks and rehabilitation of the properties. The REO Department assigns Certified Field Listing Agents to handle field issues like vacancy, cash for keys, maintenance, rehabilitation, and preservation.  
With an REO Department, the note holder can be assured there is never a gap in coverage due to vacations, sickness, or other matters associated with individuals. There is additional oversight for each assignment.

Capturing and Managing Buyer Leads

When a new property comes on the market, finding a pool of potential buyers for it is the single most important factor in getting a higher price for it. The time it takes to reach that pool determines the time to sell the property. The process is called marketing and it is expensive, tedious, and most often overlooked by typical REO agents. They don’t have the time or interest in working with buyers.

We know from many years of testing that realtors ask for an appointment with an incoming call about 2% of the time. Capturing the lead requires the ability to make an appointment with the caller. It is the first step in creating a relationship with the buyer. Our trained incoming call coordinators make appointments at a minimum of 60%.
Our approach is to capture and re-market to the static pool of buyers for foreclosure properties in each area. We therefor have a standing pool of buyers to re-market every new listing. So the demand for each new property is quickly available. When a buyer makes an offer on one property and doesn’t get it, he remains in the database and get an early alert about any new properties.
Whenever a lender wants to make a special offer to buyers or a special marketing event is in the works, we have the unique the ability to reach actual active buyers with that information to stimulate activity.
Marketing Properties

The property is assigned to a Field Listing Agent; when it is ready, it is entered into MLS and made available to browsing consumers on all the available websites.  

A sign with a dedicated 800-phone number goes on the property and the calls go to the Lead Management Team.  

Every call from every co-op agent is returned promptly. Most often, a co-op broker brings a valid consumer buyer. When co-op brokers know they get fair treatment, they will trust bringing their best buyers.
Every offer is delivered to the listing agent, who is monitored and managed against a timeline. EVERY offer is presented to the Asset Manager, regardless of who represents the buyer. And the Listing agent does not represent buyers on their own properties.
Real Estate Agent Accountability

In order to transform marketing REO properties, managing real estate agents as well as real estate companies, and ensuring a high level of accountability is necessary. Currently the level of accountability for REO listing agent performance is marginal if it exists at all. 
Our Field Listing Agents are assigned only after being certified, and then all activities are monitored.  
Leads are monitored and automatically managed through Customer Relations Management Software, (CRM). The assumption that agents will capture and manage leads is woefully in error. The industry standard for lead capture is less than 4% with good systems but marginal accountability.  
We capture results from inbound sign calls and QuREOs provides regular support, monitoring, and follow up. All results in the chain are monitored and managed. 

Asset Management Accountability

All of the work undertaken to manage the property by the REO Department is streamlined and automated, with reports from other parties, as well as activities and results. Management involves monitoring these activities and results, as well as providing coaching to the interested parties.  
Real Estate Firms Accountability

Real Estate Firms are responsible for reporting on and monitoring management of the property and its rehabilitation/renovation. The REO Departments control the rehabilitation work, as well as determine which agents are assigned to which properties. The firms have greater tools in determining agent effectiveness due to the comparison reports generated. The companies are greatly invested in the effectiveness of their agents because the more effective the agent, on lower commission splits, greatly affects their bottom line.

QuREOs Provides:

· Licensed real estate brokerages, which form our Consortium
· Local, regional firms with sufficient geographical coverage and a large enough agent population competent and capable of meeting our stringent performance standards.

· Ability to scale to meet demand

· Strong local reputation and connection with cities

· Financial capacity to manage the float on re-habilitation costs

Agent Training and Certification

With 30 years of training and productivity experience, we provide specific training for listing agents, which makes them more effective and efficient in their practice with REO properties.

We provide specific training and certification for Marketing/Buyer agents specific to marketing properties, communication and lead management.

Lead Management System (LMS)
We know from research over the past 30 years, Realtors do not effectively handle incoming calls from buyers. We have created and manage a professional inbound call center to field all the calls from the websites, advertising, and sign calls. We are the leader, nationally in addressing and fixing this issue.

The Lead Management Team collects initial information and categorizes the callers. They make an initial determination of the depth of interest of the caller, as well the best time and way to contact them.

Depending on the caller, they either make an immediate appointment or invite them to an agent meeting for more information on buying REO property. For callers who are not ready to buy immediately, they stay in contact with email and phone calls until they are ready to buy. 

Taking the incubation responsibility out of the Realtor’s hands creates a marketing advantage by remarketing to people who have expressed interest, but not bought.

Lead Management Software (LMS)

A sophisticated online system, which supports the repeated marketing of property to buyers and provides accountability for the quality of work by Buyer-side agents.

· Accountability 

· REO Agent Coaching

· Provide oversight for standards of performance by all the people and systems involved

· Make certain all agents meet performance standards

· Monitor brokerage performance

· Assure that Lead Management Team performs properly

· Interface with software applications

· Summary and detailed reporting for all involved

QuREOs - Who We Are

QuREOs is formed by the combined resources of Quantum Management Systems, Inc. and David Boxall

· Quantum Management Systems 

· Over thirty years in the business of Management Consulting

· Real estate training systems used by many of the top national real estate companies

· Management consulting to the real estate industry
· Real estate agent productivity programs
· Scientific Marketing systems for real estate lead management
· Specific marketing technologies that drives sales at a higher price and in a shorter period of time                 and produces buyers

Installation Team

· Douglas M. Yeaman
President and CEO of Quantum Management Systems, Inc. and officer of QuREOs,
Doug has trained more than 140,000 professionals and is the founder of Quantum Management Systems. A highly respected management consultant, he is known for his ability to create people-effective systems, train, and consult within organizations, enabling them to become high-performance work groups, significantly increasing profitability. He has worked for 30 years extensively within the real estate industry and his work includes most of the best-run real estate companies in the U.S.
· Mr. Yeaman's track record includes founding a soft drink company at the age of 23, which he subsequently sold to a Fortune 500 company and began to establish his now national recognition and reputation. Mr. Yeaman spent several years as a business consultant in Europe and the United Kingdom. Upon his return to the United States in the early 1970's, he organized a large management consulting company in the San Francisco Bay area. The firm specialized in organizational development, management consulting, and training. His education is in physics and math with extensive post work in management and human resource development.
· David Boxall
CEO Greenovation Institute and Greenovation LLC – Officer of QuREOs

Recently - Wells Fargo Premier Asset Services Vendor and Marketing Director, has now moved into establishing a new enterprise focusing on changing the paradigm for foreclosed REO properties. David is a recognized speaker for several Fortune 500 companies including Kodak, Lockheed, and AGFA as well as targeted organizations such as the NRBA and REOMAC.  
· For the past five years David has driven several major marketing and sales programs focused on improving the communication, sales tools and training programs for agents, brokers, clients and vendors within the Wells Fargo family REO marketplace. David’s business experience spans 30 years of senior management, as well as, running his own successful international consulting business. David specializes in identifying leading edge technologies and predicting future market trends while adapting product strategies to take advantage of global opportunities. 

· Sherry Pitcock
Senior Consultant and Partner with Quantum Management Systems and office of QuREOs

Sherry is Director of Business Development with Quantum Management Systems and an officer of QuREOs. She has been a Realtor for thirty years, a manager since 1988. She has managed top real estate offices for Prudential California Realty, Coldwell Banker, and Jon Douglas and held training positions with other companies like Fred Sands and Keller Williams. She fully understands real estate at all levels, including the issues of managing agents and creating accountability around their work. She is uniquely prepared to understand the issues involved in system design, training, and working with agents and managers to implement a successful program. 

· Prior to her real estate career, she was a rocket scientist and mathematician, which bring a valuable analytic approach to the work. Her education includes degrees in mathematics.
· Ellaine Calhoun
Formerly, Senior Loan Officer with Prudential Mortgage Bank – Officer of QuREOs

Ellaine is Operations officer for Quantum Management Systems and an officer of QuREOs. She was in banking and mortgage lending http://journeytomastery.com/Staff.asp - A3 from 1973 to 1991. She was a senior loan officer for Prudential Mortgage Bank until she left in 1993 to join Quantum. In 1998, she took a sabbatical from Quantum at the request of Prudential Real Estate Services to help start Prudential Preferred Properties real estate in Chicago as it V.P. of operations. 
She is a licensed Broker in Illinois.
Currently, she is a seasoned trainer and responsible for certifying Quantum’s trainers. She is a highly respected real estate trainer with strong systems management skills.

Committed Regional Real Estate Brokerage Companies

· We have formed a consortium of strong local regional real estate firms with proven RELO/REO departments in cities across the United States. These companies were selected on the basis of meeting strict criteria as follows:

· Financial resources to carry type of inventory and renovation the current market requires

· Experience with renovation and property management of REO’s

· Existing infrastructure for handling large volume and this infrastructure is upwardly scalable.

· A mature and seasoned agent population that can be easily trained and engaged

· Clear leaders in their market and have a major market share

· Already present in and capable of handling the specified geographic market requirements

· Hold their agents accountable to insure that properties are marketed at the highest price in the    shortest period of time

	· Politically connected to the cities and communities and have/can meet with those leaders


Company
	Area covered
	Total 
Agents
	Qualified
LA†
	Qualified 
SA‡
	Potential 
REO’S
	Units/$Vol
2008
	President and/or CEO

	Coldwell Banker Premier
	Las Vegas, Henderson Nevada
	325
	25
	25
	500+
	3797/ $.74 B
	Molly Hamrick

	Coldwell Banker NRT
	Salt Lake City, UT
	900
	25
	25
	250+
	
	Dan Christensen

	Fuller Sotheby’s 
	Denver, CO
	200
	25
	25
	500+
	1353/ $.85 B
	Scott Webber

	Baird & Warner
	Chicago
	1700+
	25
	30
	2000+
	11,300/$3.4 B
	Jennifer Warden

	Prudential California
	Southern California
	3400
	30
	200
	2-3000
	16000/$13 B
	Jon Cook

	Keyes Realty
	Southern Florida
	600
	100
	100
	1500+
	7200/ $1.8 B
	Mike Pappas

	Russ Lyons Sotheby’s
	Phoenix
	500
	30
	50
	2000+
	2100/ $.5 B
	Dominic Scappaticci

	Intero Real Estate
	Northern California
	1600
	50
	50
	1000+
	4053/ $2.8 B
	Gino Blefari

	Prudential Georgia
	Georgia
	1200
	30
	50
	2-3000
	6825/ $1.7B
	Dan Foresman

	Greenridge Realty
	Western Michigan
	500
	25
	30
	1000
	
	Thomas Paarlberg

	Vaughan Company
	Albuquerque
	250
	15
	30
	
	
	Jim Salazar

	Surovell Realty
	SW Michigan
	250
	20
	30
	1500
	
	Ed Surovell

	Coldwell Banker United
	Southern Texas &
Gulf area
	3000
	50
	75+
	2000
	28,000/$6 B
	
Helen Edwards

	David Winans GMAC
	Dallas  -
Fort Worth
	400
	20
	40
	1500
	$876M
	David Winans

	D’Ann Harper
	San Antonio
	400
	20
	30
	1000
	4,000/
	D’Ann Harper

	Edina Realty
	MN, Wis
	2500
	50
	75=
	2500
	24,000/$5.8B
	Bob Peletier

	Totals
	16
	16025
	
	
	
	
	

	† Listing Agents Profile

Full time commitment to real estate. No other jobs.
More than two years active in real estate.
Track record of 10 - 25 successful listings sold.
Current MLS, Board, NAR member.
Answers phone promptly.
Carries a cell phone that is answered promptly

Checks email regularly or has push technology.

	‡ Marketing/Buyers Agent Profile

Full time commitment to real estate. No other job.
Completed new agent training.
Current MLS, board and NAR member.
Answers phone promptly.
Carries cell phone which is answered promptly.
Checks email regularly or has push technology.
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