CASESTUDY

The Strategy that
Cut Losses by 99%
Now Driving
Spectrum




EXECUTIVE

SUMMARY

Talia Ramirez transformed a failing
property preservation operation from
$200,000 monthly losses to just $1,000—
a 99% reduction achieved in only 90 days.

Her proven methodology now drives Spectrum Solutions' field services
operations, delivering superior outcomes for mortgage servicers and
investors nationwide.

THE CHALLENGE:

Mounting Losses from
Missed Opportunities

Before joining national field services company Spectrum
Solutions, Talia Ramirez was tasked with turning around a
struggling property preservation operation at a national
mortgage servicer. At the time, the company was absorbing
over $200,000 in losses per month—a staggering figure
largely attributed to delays and missteps in managing FHA
conveyance timelines and conveyance condition preservation
requirements.
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THE CORE ISSUES

¢ Conveyance Delays

2

Preparing a property for conveyance to the U.S. Department of Housing
and Urban Development (HUD) involves securing and clearing the
property, completing necessary repairs, and documenting that the
home meets HUD’s strict condition standards. If these steps aren’t
completed on time, servicers can lose the ability to recover costs, often
resulting in thousands of dollars in unreimbursed expenses per
property.

When | stepped in, the average conveyance delay
was over a year,” Ramirez recalls. “Because it was
taking so long to convey properties, none of the
preservation costs were eligible for reimbursement
—resulting in ongoing financial losses.”

Documentation Failures

Additional losses were caused by poorly documented over-allowable
requests—requests to exceed HUD’ standard cost limits for property
repairs. Because these submissions lacked sufficient justification, they
were often denied, leaving the servicer to foot the bill. In many cases,
vendors didn’t understand the difference between preparing a property
for conveyance—which is a compliance issue—and making it marketable
by doing cosmetic repairs.

Inspections, which are required every 25-35 days to check for
occupancy or deterioration, were also being completed too late or out
of sequence. This compromised the servicer’s ability to prove
compliance with HUD’s guidelines and put first legal timelines at risk.

Ramirez recognized these weren’t isolated incidents—they reflected a
breakdown in process, communication, and oversight. She moved
quickly to reverse course.
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THE STRATEGY: OVERSIGHT, PARTNERSHIP AND
OPERATIONAL DISCIPLINE

Ramirez implemented a hands-on, disciplined approach that emphasized
structure, collaboration, and accountability—starting with realigning vendor
relationships and internal workflows.

Her strategy included:

¢ Twice-weekly vendor calls to review the entire portfolio in real time

® Quarterly in-person reviews to address recurring issues and strengthen
relationships

® Formal reporting and audits to track KPIs like first-time vacancy (FTV)
inspections and over-allowable approval rates

¢ Real-time decision-making to resolve issues quickly, rather than relying on
delayed email communication

o Comprehensive vendor training on HUD guidelines and documentation
expectations

We didn’t just tell vendors what to do—we walked
them through it,” Ramirez explains.

“We looked at properties together and corrected issues in real
time. It was about coaching and accountability. It was also about
partnership and honesty. | encouraged open communication,
even when things went wrong. If vendors were transparent about
a mistake, we worked through it together. When they took
ownership, | didn’t always charge back. The goal was to catch
issues early and escalate immediately—not let them fester and
become bigger problems later.”

Ramirez introduced a flat team structure to encourage ownership and
collaboration. Preservation and claims teams began operating as one unit,
reducing silos and improving responsiveness.

She also created systematic checks to prevent delays, catch errors early, and
ensure that every step of the preservation process aligned with HUD’s
requirements.
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THE RESULTS

99% LOSS REDUCTION
IN JUST 90 DAYS

The results were swift. Within 90 days:
® Monthly losses dropped from $200,000 to just $1,000
® Conveyance compliance improved from 0% to 95%

® Over-allowable approval rates soared to over 95%, one of the
highest in the industry

The improvements didn’t stop with property preservation. Ramirez
applied the same approach to the servicer’s underperforming hazard
claim vendors, who handle insurance claims for property damage.

By aligning hazard recovery with preservation efforts, Ramirez reduced
average claim timelines for lender-placed insurance (LPI) from over 2
years to under 120 days—and to under 60 days for standard (retail)
claims. She also increased claim recoveries by more than 75%, which
reduced clients’ out-of-pocket repair costs and helped to accelerate
conveyance timelines.

Preservation and hazard claims are part of the same
ecosystem,” she says. “When they’re alighed, the
results are stronger across the board.”
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WHAT IT MEANS FOR
SPECTRUM CLIENTS

Today, Ramirez is bringing that same
discipline and foresight to Spectrum
Solutions. The company has already
embedded many of the same
performance strategies into its field
services operation, including:

e Clear vendor performance
tracking and transparency

e Proactive inspection and repair
coordination to reduce
compliance risk

¢ Real-time communication
protocols and faster decision-
making

e Stronger internal alignment
around client outcomes

Clients are seeing improved response times, fewer escalations, and better visibility
into property status—critical factors in minimizing risk and preserving asset value.

“I’m not new to these challenges,” Ramirez notes.
“I’ve lived them—and | know what it takes to fix them.”

She is also rebuilding her team with trusted professionals from past turnarounds—
people who understand the importance of speed, precision, and compliance in
today’s servicing environment.
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WHAT’S AT STAKE
FOR SERVICERS

WHAT SPECTRUM
SOLUTIONS OFFERS
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For mortgage servicers and investors, poorly
managed field services can erode property value,
delay recoveries, and open the door to regulatory
risk. Every missed inspection, denied over-allowable,
or late conveyance can have a measurable financial
impact.

Ramirez has proven that the right leadership and
structure can turn preservation from a cost center
into a performance driver. Her results—reducing
losses by 99% in under three months—set a new
standard for what’s possible. At Spectrum Solutions,
that standard is the baseline.

Says Ramirez:

I’'ve seen firsthand how much
money servicers are leaving

on the table—and at Spectrum,
we’re not accepting that.”

Spectrum Solutions is a national field services
company specializing in property inspections,
preservation, renovations, and repairs for mortgage
servicers, investors, asset managers, and
government entities. With more than 30 years of
leadership in the field services space, Spectrum
provides rapid-response solutions tailored to single-
family rentals, REO assets, HUD properties, and
commercial real estate.

The company’s operations are built around the
proven practices Ramirez developed during her
turnaround successes—including real-time vendor
engagement, hands-on portfolio management, and
cross-functional alignment between preservation
and claims teams.

Whether managing occupied assets, vacant
properties, or portfolios in transition, Spectrum
helps clients preserve asset value, meet compliance
standards, and minimize risk.

For more information, contact Spectrum at
info@spectrumsaq.com



