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Session Descriptions

ATTORNEY-CLIENT 
INTERACTION

Attorney-Client Relationship: 
Ethics & Services A  S
�Š	 Defining attorney-client 

relationship
�Š	 Effective education
�Š	 Communication/escalation
�Š	 Value of report cards
�Š	 Case distribution strategies

Consumer Protection Issues A  S
�Š	 FDCPA developments & updates

–	 Telephone calls & messages
–	 Estimation of fees & costs
–	 Description of ancillary fees & 

costs
�Š	 FCRA developments & updates

–	 New “red flag” regulations
–	 Accuracy guidelines
–	 Current cases

Mortgage Fraud A
�Š	 Civil remedies for mortgage fraud
�Š	 Updates on national case law
�Š	 Appraiser liability
�Š	 Best practices for default managers

Mortgage Litigation Trends A
�Š	 Plaintiffs’ strategies against 

mortgage servicers
�Š	 Foreclosure-related litigation
�Š	 Recent cases involving mortgage 

servicers
�Š	 Class actions
�Š	 Title claims, covered vs. non-covered 

& spin-off litigation

Hazard Insurance Recovery Issues F
�Š	 Misconceptions about the 

mortgagee clause
�Š	 Common causes of delay in 

payment/claim denials
�Š	 Full credit bid – how it affects your 

claim
�Š	 Fannie Mae, Freddie Mac, FHA & VA 

issues re: hazard claims
�Š	 Importance of accurate/quality 

BPOs to hazard claims

Hot Topics I  S
�Š	 Bidding at the foreclosure sale
�Š	 What is available to train your staff 

on exotic loans
�Š	 Insurance coverage – is it sufficient 

to pay off the debt
�Š	 What state law change could 

impact our business
�Š	 Aged security instruments – read 

them before you move forward
�Š	 Manufactured homes

Implementing a Living Quality 
Plan: Bringing Your Plan to Life I
�Š	 Why quality?
�Š	 Writing & implementing a living 

quality plan
�Š	 Six-sigma overview
�Š	 Alternate approaches: ISO, 

Malcolm Baldrige, TQM, & LEAN
�Š	 Deming’s 14-points
�Š	 Why quality plans fail

Negotiating & Litigating Repurchase 
Demands A
�Š	 Grounds for repurchase 
�Š	 Effectively reviewing causes for 

demand to minimize liability
�Š	 Prevention of demands through 

quality control
�Š	 Resolutions & spreading of liability
�Š	 Litigation strategies
�Š	 Minimizing time frames

P&P Issues: HUD I
�Š	 Updates on protection & 

preservation issues – HUD
�Š	 Securing the property
�Š	 Debris removal conveyance issues

P&P Issues: HUD/CV/Code 
Compliance I
�Š	 Updates on protection & 

preservation issues – VA, Fannie 
Mae, Freddie Mac & HUD cont.

�Š	 Code enforcement – city updates

RESPA Qualified Written Requests I
�Š	 What is a QWR?
�Š	 Requisite format of a QWR
�Š	 Time to respond
�Š	 What is discoverable?
�Š	 Penalties for non-compliance
�Š	 Do you have to provide a straight 

answer to a QWR?

Second Lien 101 F
�Š	 Defining your lien position
�Š	 Demand/breach letter – is a state 

statute requirement?
�Š	 Who can I provide information to?
�Š	 Equity analysis – should I bid?
�Š	 What is required to bid at a sale?
�Š	 When is a sale confirmed?
�Š	 What is redemption?
�Š	 Surplus money, who is entitled?

Servicing Discussion with Fannie & 
Freddie, HUD & VA – Open Forum I  S
A discussion of some of the most 
important and confounding product 
issues servicers face today, featuring 
panelists from each of the GSEs 
and government agencies. Topics 
of discussion include existing rules, 
guidelines, regulations & updates, 
with a Q&A session to end. 

Servicing Managers’ Networking 
Roundtable (Servicers Only)
�Š	 Key partner (vendor) management
�Š	 Investor/subservicing relationship 

management
�Š	 How to promote company culture
�Š	 Best practices

Servicing the Triple S’s: Sub-Prime, 
Second Lien & Specialty I  S
�Š	 Building network of 

communication with 2nd lien 
servicers

�Š	 Lenders’ network
�Š	 Breaking through customer service 

lines
�Š	 Attorneys’ network
�Š	 Privacy acts & releasing 

information to junior lien holders
�Š	 Auction sales – state requirements
�Š	 What rights do lenders have if they 

hold the 1st mortgage too?
�Š	 Equity analysis/bidding strategy 

– information exchange

Successful Pre-Foreclosure 
Sales (Short Sales) I
�Š	 Why are Pre-FC sales so difficult? 
�Š	 Roles & responsibilities of those 

involved in Pre-FC sales
�Š	 Title issues/subordinate liens 
�Š	 Servicers are NOT sellers

BANKRUPTCY
Bankruptcy 101 F
�Š	 Overview of bankruptcy law
�Š	 Legislative intent & courts’ 

application of bankruptcy reform
�Š	 Automatic stay issues
�Š	 Abusive filings
�Š	 Timeline management
�Š	 Servicing after Chapter 7 or 13 

discharge

Advanced Bankruptcy A  S
�Š	 Automatic stay issues
�Š	 Plan confirmation
�Š	 Lien stripping & cramdowns
�Š	 Claim issues
�Š	 Payment application
�Š	 Servicing after discharge
�Š	 “Red flag” documents
�Š	 New litigation

IN-HOUSE SERVICING 
DISCUSSIONS

10 Greatest Loan Servicing Myths F
�Š	 What is a myth?
�Š	 Are certain servicing practices 

based on myth instead of an 
interpretation of law?

�Š	 What type of analysis should be 
used to determine if a servicing 
practice is based on myth instead 
of law, and what current servicing 
practices should be reviewed?

�Š	 Are there other, more creative 
ways of servicing a loan based on 
current law?

Anatomy of a Mortgage F
�Š	 The types of Mortgages/DOT in 

different states, and notes that 
accompany them. 

�Š	 How provisions in the various state 
Mortgages/DOTs affect the parties 
in default

�Š	 The true meaning of certain 
clauses in a Mortgage/DOT 

�Š	 Court interpretations of 
Mortgage/DOT provisions, & their 
effects.

Business Contingency & Recovery 
Planning I
�Š	 Identification of key business 

functions
�Š	 Distinguish recoverable/

unrecoverable outages
�Š	 Natural disasters (flood, fire, 

hurricane, etc.)
�Š	 Man-made disasters (disgruntled 

employees, outside hackers) 
�Š	 Market disasters (bursting bubbles)

Compliance: New Federal Rules & 
Regulations A
�Š	 Regulation AB 
�Š	 OFAC
�Š	 Control lists

Effective Business Partner Relations I
�Š	 Types of vendors
�Š	 Vendor relationship
�Š	 Audits/vendor accountability
�Š	 Contracts/indemnifications
�Š	 Insurance coverage
�Š	 Performance measurements
�Š	 Disaster recovery
�Š	 Information privacy

FORECLOSURE
Foreclosure 101 F
�Š	 Judicial & nonjudicial foreclosure 

procedure
�Š	 Payment after default
�Š	 Bidding strategy
�Š	 Effect of bankruptcy on foreclosure
�Š	 Post-foreclosure issues

Advanced Foreclosure Issues A  S
�Š	 Default/acceleration issues
�Š	 Fraud claims in foreclosure
�Š	 Mortgage elimination & other 

schemes
�Š	 Effective handling of contested 

foreclosures
�Š	 Payment application issues
�Š	 Escrow accounting

NEW

NEW

F 	 Fundamental leading up 
to Intermediate

I 	 Intermediate leading up 
to Advanced

A 	
Advanced Level 2-Hour	

Super SessionS

TECHNOLOGY
Default Servicing Technology 
Trends I
�Š	 Trends in default servicing 

technology  
�Š	 Partnering on interfaces 
�Š	 Foreclosure  tools 
�Š	 Bankruptcy tools 
�Š	 Standardization of data

NEW

POST-FORECLOSURE SALE 
(REO/EVICTION)

Eviction 101 F
�Š	 Communication and roles of the 

players
�Š	 Securing property
�Š	 Eviction alternatives
�Š	 Personal property disposition
�Š	 Challenges and requirements

REO 101 F
�Š	 Marketing & evaluation
�Š	 Code violations & environmental 

issues
�Š	 Title considerations
�Š	 Manufactured home issues     
�Š	 Contracts & addenda 
�Š	 Closing problems & tactics

NEW

NEW

NEW

Loss Mitigation Forum F  
�Š	 Effective methodologies
�Š	 Utilizing technology
�Š	 Loss mitigation in bankruptcy
�Š	 Facilitating pre-foreclosure sales
�Š	 “Right” contact
�Š	 Effective utilization of industry 

partners

Managing Title Issues F  S
�Š	 Loan document errors
�Š	 Unreleased prior liens
�Š	 HOA/condos & co-ops
�Š	 Tax issues
�Š	 Claims process
�Š	 Sub-prime nuances
�Š	 Missing assignments
�Š	 HELOC
�Š	 When & how to identify potential 

claims
�Š	 Effective & efficient claims processing
�Š	 Strategies for lenders to process claims 

in-house & through local counsel

S

NEW
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Wednesday, March 28, 2007: 
	 3:00 – 6:00pm	 Registration 
	 3:00 – 4:30pm	 Servicing Managers’ Networking Roundtable
	 6:15pm	 Meet in Hyatt Hotel Lobby
	 6:30 – 7:00pm	 Experience Baltimore: Tour of Camden Yards
	 7:00 –10:00pm	 Kick-Off Reception: Sports Legends Museum 

at Camden Yards (Dinner, Activities & Networking)

Thursday, March 29, 2007: 
	 7:15am – 5:00pm	 Registration 
	 7:30 – 8:00am	 Breakfast 
	 8:00 – 8:15am	 Welcome/Opening Remarks & Prize Drawings
	 8:15 – 8:30am	 Open or visit USFN’s Cyber Café
	 8:30 – 10:30am	 Breakout Sessions (5 Super Sessions &	

(2) 1-hr Sessions offered) 
	 10:30 – 10:45am	 Refreshment Break 
	 10:45 – 11:45am	 Breakout Sessions (6 sessions offered) 
	 11:45am – 12:00pm	 Open or visit USFN’s Cyber Café 
	 12:00 – 12:45pm	 Lunch 
	 12:45 – 1:00pm	 Remarks/Updates & Prize Drawings
	 1:15 – 1:30pm	 Open or visit USFN’s Cyber Café 
	 1:30 – 3:00pm	 Breakout Sessions (6 sessions offered) 
	 3:00 – 3:15pm	 Refreshment Break 
	 3:15 – 4:45pm	 Breakout Sessions (6 sessions offered) 
	 4:45 – 6:00pm	 Open or visit USFN’s Cyber Café
	 6:15pm	 Meet shuttle outside Hyatt Hotel Lobby	

(Shuttle departs promptly at 6:30 pm)
	 6:30 – 9:30pm	 Off-Site Dinner at Pazo Restaurant  

Friday, March 30, 2007: 
	 8:00 – 11:00am	 Registration Desk Open
	 8:00 – 8:30am	 Breakfast 
	 8:30 – 8:45am	 Closing Remarks & Prize Drawings
	 8:45 – 9:00am	 Open or visit USFN’s Cyber Café
	 9:00 – 11:00am	 Breakout Sessions (5 Super Sessions &	

(1) 1½-hr Session offered)
	 Departures

Program Agenda

Breakout Sessions

Wednesday

3:00p - 4:30p Servicing Managers’ 
Networking 
Roundtable

Thursday

8:30a - 10:30a Loss Mitigation 	
Forum F  S

Servicing Discussion 
with Fannie, Freddie, 

HUD & VA I  S

 Advanced 
Foreclosure 	
Issues A  S

Anatomy of a Mortgage F
(8:30a – 9:30a)

REO 101 F  
(9:30a – 10:30a)

 Consumer	
Protection	

Issues A  S

Managing Title
Issues F  S

10:45a - 11:45a Hazard Insurance 
Recovery Issues F

Effective Business 
Partner Relations I

 Negotiating &	
Litigating Repurchase	

Demands A

Eviction 101 F   RESPA Qualified 
Written Requests I

Foreclosure 101 F

1:30p -  3:00p Repeat Session
Foreclosure 101 F

Business Contingency  
& Recovery	
Planning I

Mortgage	
Fraud A

Implementing a	
Living Quality	

Plan I

Mortgage Litigation 
Trends A

P & P Issues:	
HUD I

3:15p - 4:45p Second Lien	
101 F

Default Servicing 
Technology Trends I

Compliance:	
New Federal Rules &  

Regulations A

Bankruptcy 101 F Successful 
Pre-Foreclosure Sales	

(Short Sales) I

P & P Issues:	
HUD/CV/Code 
Compliance I

Friday

9:00a - 11:00a 10 Greatest Loan 
Servicing Myths

(9:00a - 10:30a) F

 Servicing the Triple 
S’s: Sub-Prime, Second 
Lien & Specialty I  S

Attorney-Client 
Relationship: Ethics	

& Services A  S

Advanced	
Bankruptcy A  S

Repeat Session
Managing Title	
Issues F  S

Hot Topics I  S

Please join us for a Taste of Baltimore:
The events listed below are included as part of your	

Spring Regional Seminar registration fees.

Wednesday, March 28, 7pm – 10pm
Sports Legends Museum at Camden Yards

301 W. Camden Street  �Š  (410) 727-1539

Experience Baltimore’s Historic Camden Yards where you’ll be 
the MVP among sports’ greatest legends. Not only will you be 
dining in the shadow of Babe Ruth, the Sultan of Swat, and 
Johnny Unitas, the best QB there ever was, but throughout 
this interactive evening you’ll have an opportunity to 
broadcast your own sporting event, “batter up” at a fast ball, 
follow in the footsteps (size 19) of a Maryland Terps legend 
and travel through time to some of the most memorable 
sporting events in history! Located 2 blocks from the hotel.

Thursday, March 29th, 6:30pm – 9:30pm
PAZO Restaurant

1425 Aliceanna Street  �Š  (410) 534-7296

If you haven’t been to Spain, you won’t want to miss Thursday 
night’s dinner at Baltimore’s hidden treasure: Pazo Restaurant. Join 
your industry friends on an adventure that will lead you through 
tantalizing tapas, sinful sangrias and fiery flamenco dancing in an 
evening that is sure to transport you to a different time and place. 
Transportation will be provided. Please meet shuttle outside 
hotel lobby at 6:15 pm, shuttle departs promptly at 6:30 pm.

NEW

NEWNEW NEW

NEW

NEW

NEW

F 	 Fundamental leading up 
to Intermediate

I 	 Intermediate leading up 
to Advanced

A 	
Advanced Level 2-Hour	

Super SessionS
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HOTEL
Hyatt Regency Baltimore
300 Light Street, Baltimore, MD 21202
(410) 528-1234 / Fax (410) 685-3362

Hotel Reservations: (800) 233-1234
Request USFN group discount
Online: www.baltimore.hyatt.com (Group/Corporate # G-USFN)

$189 for single or double occupancy. Please reserve your room prior to 
Tues., March 6, 2007 to guarantee USFN’s discounted room rate. Thank 
you for not using a travel agency when making your hotel reservations. 
Sharing a room? When booking a room reservation, the hotel requires 
that all occupant names are provided.
By utilizing USFN’s contracted hotel, we are able to reduce the overall costs associated with 
producing the seminar. These savings allow USFN to offer reduced registration rates and 
special events that are included in those fees.

AIRLINES – USFN Rates: Save up to 15%

	 American Airlines:	 Continental Airlines:
	 Phone: (800) 433-1790	 Phone: (800) 468-7022
	 Discount Code: 2337BM	 Offer Code: AL6G15
	 Online: www.aa.com	 Online: www.continental.com
	 Discount Code: A2337BM	 Offer Code: ZAY8AL6G15

AIRPORTS – Servicing the Baltimore Area
Approximate transportation cost to Hyatt Regency Baltimore

Baltimore Washington International Airport (BWI):	
Approx. taxi rate: $27 flat rate/one way: Distance – 10 Miles
Ronald Reagan Washington National Airport (DCA):	
Approx. taxi rate: flat rate $50-$60 flat rate/one way: Distance – 43 miles
Washington Dulles International Airport (IAD):	
Approx. taxi rate: $60-$70 flat rate/one way: Distance – 61 miles

RENTAL CAR DISCOUNTS:

Avis: (800) 331-1600
Discount Code: D005702

WEATHER
Avg. Temperatures (°F) 

	 Mar	 Apr
High:	 53°	 65°
Low:	 34°	 43°

EXPLORE BALTIMORE

Located by Chesapeake Bay, Baltimore is a waterfront 
town offering cultural and economic diversity. It also has 
plenty of history—it is the birthplace of Babe Ruth, the 
final resting spot of Edgar Allen Poe, and the city where the 

“Star Spangled Banner” was written. Often referred to as “Charm City,” 
Baltimore has several inviting regions. Downtown’s Inner Harbor offers 
the Columbus Center of Marine Research and water taxi rides to Fort 
McHenry. Mount Vernon is the city’s cultural hub, featuring art, music, 
dining and history. Little Italy has the genuine feel of its European 
namesake. Nearby, Fells Point is a maritime district offering cobble-
stone streets and cozy pubs. Other attractions include the 178-foot 
Washington Monument, the B&O Railroad Museum, the Baltimore 
Museum of Art, as well as Memorial Stadium (home of the Ravens), and 
Camden Yard (home of the Orioles). For those of you planning to stay the 
weekend to explore Baltimore, additional information/links about the 
city are available on www.usfn.org (click Spring Regional Seminar tab), 
or you can contact the Hyatt Regency concierge at (410) 528-1234 to 
inquire about tours, request maps, and make reservations.

Baltimore

www.aa.com
www.continental.com
www.usfn.org

